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Since 1869 Vaughan Fine Tools have been demanded by 
master craftsmen everywhere. Men who work with tools 

are quick to appreciate the sterling quality — the built-in 
balance, the fatigue reducing features — that have been 


synonymous with the name Vaughan for the past 78 years. 


There is a pride in ownership of a Vaughan Tool - 


a thrill in its use. 


Sales Office: Suite 800 —135 S. LaSalle St. 
Chicago 3, Illinois 
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Yes, America’s No. 
1 Soot Destroyer 
Now Comes in 
TWO Forms—tiq- 
vid and Powder! 
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For all oil and 
kerosene heating 
and cooking 
units. 








FOR All Oll 
AND KER, 
HEATING ANp COOKING i 






ORDER POWDER CHIMNEY SWEEP’S 1896 
DEAL FROM YOUR WHOLESALER NOW! 







HERE’S WHAT YOU GET— 
1 doz. 3-lb. cans Retail Value $12.00 


2 doz. trial size | Retail Value 6.96 
12-0z. cans § YOU GET BACK $18.96 
YOU PAY ONLY $11.38 
YOUR PROFIT $ 7.58 























CHIMNEY SWEEP—the only nationally adver- 
tised soot destroyer—is all set to sail into its 
biggest and best advertising campaign! Forceful 
newspaper, magazine, and radio advertising will 
convince all home-owners that CHIMNEY 
SWEEP gives more heat—cleaner heat—from 
less fuel! With two types of CHIMNEY SWEEP, 
you can sell every customer! Don’t delay. Order 
plenty of profitable, fast-selling CHIMNEY 
SWEEP—both new liquid and powder—today! 























R AL: Colorful counter cards, news- 
F 4 pe paper mats, hand circulars and 


customer order cards. 




















ORDER NEW LIQUID CHIMNEY SWEEP, TOO! OPEN STOCK POWDER 
Per List Price Your Price Retail Les . . ii , 
| NO. SIZE Case Per Case | Per Case Price* NO. | SIZE Per |List Price) Your Price Retail 
| | Case Per Case} Per Case | Price 
OPEN ‘LP | Pt. | tdoz| $15.48 | $9.29  |$1.29¢a. | 
STOCK L-Q | Qt. | 1 doz. 27.48 16.49 2.29 ea. A | 48 0z. Standard | 1 doz. | $12.00 | $ 7.20 [$1.00 ea 
L-O Qt. | %doz. 13.74 8.24 2.29 ea. aes) orereeeerecmores es ; 
ae He ae : bat “1 | 12-0z. T | ‘ “ 18 .29 ea. 
LIQUID | L-HG %eal. | Ydoz.| 17.16 10.30 iment 1. ee ri mee 
L-G | gal. | %doz. 31.56. 18.94 7.89 ea.| | C | 6-lbs. Economy | Ydoz.{ 11.34 | 6.80 | 1.89 €a 

















*Fair Trade Price Protected. 


G. N. COUGHLAN CO., West Orange, New Jersey 
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MORE BEAUTY 
SMALLER SIZE. 
SMOOTHER ACTION . 
SAME PRICE 


nEW YALE 
~ COMPACT 
OR 





CLOSER 


1D STYLE DOOR CLOSER 


ALE COMPACT DOOR CLOSER. 
HE YALE & TOWNE MANUFACTURING CO., MAKERS OF THE FamOUS YALE Lines OF 
LOCKS, DOOR CLOSERS, HARDWARE, PUMPS, MOISTS AND INDUSTRIAL TRUCKS 


A oew door closer . . . with vew oper Cost} No More. Architects, cox 
structdre.. . and new beauty! The — building operators 

YALE COMPACT DOOR CLOSER is bui!: the beauty. ) 
with beauty... built without bulges ! vers with “ bulhites””! 

See how slim and crim it is. New rotary Get rid of “bulkitis’—give you 
gator action. Has equal power, doors this beauty 

no bulges to make doors ugly! Makes —_ world’s moss be 

opening easy, controls closing over entire f 

ing. Exclusively Yale's! 


senaticoetive; symptoms ore excess bulk, clumsy bulges. 


TRE YALE & TOWNE MPG, CO, STAMFORD, CONN, U.S.A, 
Please send me free bowkle: on Yale Compact Door Closer 


NOVEMBER 6, 1947 3 
Hardware Age, published every other Thursday by Chilton Ine. 9, Pa  inadienth ‘ais diamaeaiaaiines matter Mer: he |, 1933, at “the Post 


: ; i ( ), Chest 56th Sts., P Iphia § 
Office at Philadelphia under the Act of March 5, 1879 ( Printed in Uz 8. 453 fear on’ Soke 


$1.00 per vear. Single copies, 25¢ each. Vol. 160, No. 10. 
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Housewives and Buyers Alike Call It 


THEMOST sensational 
LOW-COST HOUSEHOLD 
APPLIANCE IN YEARS! 





are already saying about the wonder- 
ful new Bruce Doozit. 

Behind this exciting enthusiasm is 
the miracle-working ability of the 
Doozit ... ability that is thrilling news 
to every scrub-weary housewife in the 
nation. No more down-on-the-knees 
floor scrubbing! With the Doozit and 
wax-rich Bruce Fluur Cleaner, wood 
and linoleum floors are cleaned, waxed 
and polished in a single operation 
standing up! 





Now Available to You! 


Until recently, distribution of this sensa- 
tional new invention has been limited to a 
few leading major market areas. Now, 
with greatly increased production, the 
Bruce Doozit is immediately available to 
all stores everywhere. It’s a brand new 
profit opportunity you can’t afford to miss! 


sail Phone, write or wire 
oRre “ / €.L. BRUCE CO. 
6 


BRUCE 








NEW Bruce Doozit Cleans, Waxes, 
Polishes Floors in ONE Operation! 


The hottest really new houseware item 
in years! That’s what leading buyers 


Retails at 


LIQUID 
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PASTE, SELF-POLISHING WAXES, FLOOR FINISH, LINOLEUM SEAL 
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PAINTS 


; The famous Good Housekeeping Guarantee 
Superior QUAL ’ has been granted to the entire line of 
VITA-VAR Paints, Enamels and Varnishes! 


That’s added proof of VITA-VAR quality! 


VITA-VAR is a complete line — for home, 
farm and industry. Year after year, 
Increased VOL VITA-VAR dealers do a bigger, more 


profitable paint business. The VITA-VAR 
line places them in the strongest posi- 
tion against competition. 


i * VITA-VAR backs dealers to the limit 
with a powerful program of adver- 
Dealer COOPERA tising, sales promotion and mer- 


chandising concentrated where 
it does dealers the most good! 





THE PROFIT MAKER 


For over 25 years the Jacobsen name has been associated with finest power 
mowers. Jacobsen machines have always been noted for economical, long 
lasting performance. Such customer satisfaction naturally reflects itself in 
profits accruing to dealers handling these products. 


Now is the time to consider your mower requirements for next spring and 
to remember that it is good business to be associated with Jacobsen. 


Fracobsen LAWN QUEEN 


Sturdy, smooth running and easy to handle, the Lawn Queen has a 11% hp. 
engine and 20-inch wide chrome nickel steel cutting unit. Moisture-proof, 
dirt-proof ignition and easy working, mechanical pull starter with auto- 
matic recoil make starting fast and simple. Flexible V-belt delivers positive 
power to disc-type driving clutch which is asbestos lined and controlled 
from steering handle. 


Sacobsen BANTAM 


Only 82 pounds in weight, the highly maneuverable Bantam Power Mower 
is widely popular among both private and public users. Equipped with a 
1 hp. engine and 18-inch wide, 5-blade steel reel. Simple V-belt drive from 
engine to power shaft... positive control of traction through clutch lever con- 
veniently mounted on handle—the Bantam is a low-cost performer both in gas 


consumption and upkeep. 


Cpacolbsen ALL-STEEL HAND MOWER 


Light and strong, the Jacobsen All-Steel Hand Mower is designed for easy 
handling. Ball bearing quietness and rubber-tired smoothness make it a 
pleasure to operate. Precision-built cutting unit gives lawns a smooth, 
even cut. Hardened steel gears and pinions assure true, direct drive, while 
single micrometer screws on each side of cutter bar permit quick, easy 
adjustment. 


MANUFACTURING COMPANY « Racine, Wisconsin 





SUBSIDIARIES: 
JOHNSTON LAWN MOWER CORPORATION ¢ OTTUMWA, IOWA 
WORTHINGTON MOWER COMPANY « STROUDSBURG, PA. 
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It’s a long haul from Charleston to Manila 
Bay—12,500 grueling, hazardous, miles! That's 
the task of the tug Edward M. Grimm, with four 
converted mine sweepers in tandem behind her 
—a four months voyage that is perhaps the 
toughest ocean haul ever attempted. 

For this herculean task a rope was needed. A tough, sinewy 
hawser that could be depended upon to resist the lashing strain 


of wind and sea while a powerful tug growled on, hauling a 
tow of 3000 feet. 

The choice? Ten-inch Columbian Tape-Marked Pure Manila, 
in 90 fathom lengths! 

Here is a rope, which like all Columbian Tape-Marked Pure 
Manila, is manufactured from only the choicest manila fibre. It 
has been proved in service, year in, year out, under all con- 
ditions. Where service conditions demand the best, it's Columbian 
Tape-Marked Pure Manila, with the Red, White and Blue sur- 
face markers. 


There is no better rope. 


COLUMBIAN ROPE COMPANY 
400-70 GENESEE ST. AUBURN, N. Y. 


J PURE 
LIS 21 MANILA 
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To help you sell more Dust-Stop* Filters this 
Fall! That’s the whole purpose of the big Fall 
Advertising and Promotion Program—including 
these colorful ‘“‘reminder’’ window streamers now n - 
available for your use. A g ain th Is Fa ll 

Remember! Every owner of a forced-warm-air IN THESE POPULAR MAGAZINES 
furnace needs new air filters at least once (and 


usually twice) a year. Remember, too, that Fall WUSE a ‘By 


is your big selling season . . . and there are more 
































than two million families that can be sold. REPLACEMENT ADS 

So, continue to display Dust-STops promi- BUILD MORE \\ J ing 
nently inside your store .. . and tie in your win- NY a 
dows by using these window streamers during BUSINESS 


every cold spell. If your Dust-Srop supplier FOR YO 
hasn’t already furnished you with this material, 
write Owens-Corning Fiberglas Corporation, 
Dept. 934, Toledo 1, Ohio. 


In Canada: Fiberglus Canada Ltd., Toronto, Ontario. 
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POP-OPEN CRUMB TRAY! 
Push the button... tray 
pops open for easy clean- 


) | ing. ngernail- i 
SUPERFLEX TOASTIMER! \ EASY-LIFT HANDLES! g. A fingernail-saver if 


: you ever saw one! 
Automatically compen- 
sates for voltage varia- 
tions, gives you the exact 
color of toast you want... 


Ce New WOASTMASTER BEX 
a aR cai ea em 
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Curved to fit your finger 
tips. Safe, sure-grip, al- 
ways cool to your touch! 



































Now—on its way to you! 


General Electrics new 4 
Packed with Sales 


GREAT FOR G-E LAMP DEALERS BECAUSE: 





SELLS MORE LAMPS! 
The new G-E 4-Lamp 
Package makes it easy 
to make every lamp 
bulb sale a “more than 
one”’ sale. 


EASIER TO HANDLE! 
Compact, safe, con- 
venient. Stacks neatly. 
Saves precious space. 
Fewer units to handle. 








IDEAL FOR DISPLAYS! 
The new G-E 4-Lamp 
Package is a real 
eye-catcher. It’s color- 
ful! And it’s plainly 
marked “G-E”! 


GREAT FOR YOUR CUSTOMERS BECAUSE: 





EASY TO BUY! 
Contents plainly 
marked. Makes it easy 
to buy a spare supply 
of G-E lamps instead 
of getting just one to 
replace a burnout. 


EASY TO CARRY! 
No bulk, no awkward 
shape. This small, 
compact package is a 
neat fit in any shop- 
ping bag. 





EASY TO STORE! 
Spare G-E lamp bulbs 
are a cinch to keep on 
hand at home in this 
new, safe package. 
Bulbs can’t roll out! 





The newest sales-boosting idea 
in lamp bulb merchandising Cons 


WHAT'S THE BEST WAY to package 
lamp bulbs to promote more multiple 
sales and produce a larger lamp 
profit per customer? To find the 
answer, General Electric package 
experts conducted a mammoth survey, 
involving over 500,000 lamps. They 
tested all types of packages, studied 
consumer buying habits, checked 
dealers’ likes and dislikes. 





RESULT... the new General Electric 
4-Lamp Package, an amazing com- 
bination of eye appeal and buy ap- 
peal—convenience and compactness. 
It contains two sleeves, each holding 
two factory-tested G-E bulbs. Makes 
most customers want to buy two or 
four lamps instead of just one. So 
up goes your profit per customer! 


IT’S COMING SOON! We’re supplying 
lamps in the new General Electric 
4-Lamp Package just as fast as we 
can, starting with 60-watt lamps and 
followed by other popular sizes. 
Watch for your first consignment! 

General Electric Company, Lamp 
Dept., Nela Park, Cleveland 12, O. 


G-E LAMPS 


GENERAL @ ELECTRIC 
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4-lamp package 


Packed with Protits. 


Sells 4 bulbs 
instead of one! 






Compact...saves space! 
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A natural for displays! 
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Blue ribbon quality calls for care and planning all along the way. 
Many attractive features of DOMINION appliances make for fast turnover, 
sound profit and satisfied customers. These features reflect long experience, 
selective engineering and standards of material and workmanship that 


show RESULTS in the cash register. 


Distributed by reputable jobbers across the nation. 











ELECTRIC oO a Mem i 5) fem. 
Mansfield, Ohio 
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two major factors—the realization by 


turnover, dealers and customers alike that Dear- 
born actually is tke world’s finest, safest 
. gas heater, and a national consumer adver- 
‘perience, = ; 4 
tising campaign which has made the name 
of Dearborn synonymous with luxurious 
ship that yet economical, efficient heat. 


Dearborn has risen to 
ing the best product and teWling the world 
about it —two basic policies {hat will con- 
e bank for 
he nation 





tinue to mean money in t 





Dearborn dealers throughout 





during the years to come! 
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SMART HARDWARE DEALER A TURNS 
ON DICTAPHONE RECORD ‘EASY CUTTING a 
INSTRUCTIONS’ B, ORDERS AGITATE 
AUTOMATIC GLASS CUTTER ‘C’ WHICH 
STARTLES CAT “D’. Pussy ARCHES BACK 
AND-SPITS AT COO-COO E. BIRD SCREECHES * 
FOR HELP AND SOUND WAVES START 
MECHANISM F WHICH QUICKLY AND EAS: 
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if . with LOF- Cluality Vindew Glass 


smoother, clearer glass has the look of quality 





You can fill more orders in less time ... be- 
home owners want. 
Those are the reasons why L-O-F window 


cause L-O-F quality window glass is so easy 
to cut that even a child can do it quickly. 





You have less waste ... because the longer 
annealing process makes L-O-F window glass 
less brittle, less likely to chip even when 
making tricky cuts. 


You please more customers... because this 


glass means more profit for you. To replenish 
your stock, call your L-O-F Glass Distribu- 
tor, listed in the yellow pages of your phone 
book. Libbey-Owens-Ford Glass Company, 
46117 Nicholas Building, Toledo 3, Ohio. 





L:O-F also makes plate glass, safety 
glass, colorful Vitrolite* glass facing, 
Tuf-flex* tempered plate glass and 
other flat glasses. Only Libbey‘Owens: 
Ford makes Thermopane*—the first 
complete insulating glass of its kind. 





LIBBEY:* OWENS - FORD 





a Gedl awe tte GLASS 





*® 








HARDWARE AGE 























Ww 
sh 
yu- 
ne 
LY; 
io. 








NOVEMBER 6, 1947 





























te 
































TINTED SCREENING 


Velon eliminates the unsightly rust-staining 

of building exteriors under the sills, thus saving 
a major maintenance expense as well as 
preserving a clean, tidy appearance. Velon is 
bleed-proof, stainless — it cannot oxidize in any 
weather or climate. This is only one of its 
many advantages, yet Velon costs substantially 
less than the best metal screening. 


This is a story your customers should know. 
We're telling it to them in full color 
national advertising. Be sure you tell them 
when they come in to buy. You'll give 
your customers greater satisfaction — and 
remember, one tells another! 


Velon is available in standard widths and 
gauges. Write Firestone, Akron, for full 
information on Velon. @TRADE MARK 
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not already heard, ACME has a new “package” deal the 


Kem-Tone tie-in: Acme’s glorious new colors a handsome display stand and 


gumtty 
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‘eit 


FREE... elolamehi . ALL ACME DEALERS LLM OL Lele ¢-Te ME] of ob 


e new ACME pro- 
gram—the SPOTLIGHT HOME DECORATOR. ———— mamnernine 


huge, powerful, full-page, four-color ads in 
many of the nation’s biggest magazines 
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Smart paint merchandisers everywhere 
rush to cash in on “sure fire” plan 


a Fy ta : 






ae 






As soon as the news got around that ACME has 


“Ci Sta 


a terrific new package deal for selling paint, the 






orders started pouring in. Hundreds of them! It 






didn’t take dealers long to see that ACME’s new 






Rh aptaS  ail.e 3% 


Main Street America program is the best thing yet 






for selling paint—lots of it, and fast. 






With a money-maker like this, you'll want to 






get your share of the profits. But remember—NOW 






is the time to get going! If you don’t have all the 






details, see your ACME distributor today—or write, 






phone or wire directly to us. 





ACME WHITE LEAD & COLOR WORKS 
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UTILITY TOOLS 


with Price Appeal 


When you display these Millers Falls Electric Drills you can be sure 
their attractive price tags do not indicate the high standard to which 
they are designed and engineered. Electric tool experience coupled 
with large manufacturing capacity are the answer — Millers Falls 
produces these utility tools at prices that appeal to home craftsmen, 
farmers, workmen seeking quality at moderate cost. 


Light-weight — excellent balance — 
comfortable grip -—— just the features 
customers look for in a_ high-priced 
drill, find in Millers, Falls’ No. 314A 
Y%” Electric Drill. Powerful 
motor gives smooth, uninter- 
rupted performance. Drill 
clamps quickly and easily into 
No. 1314 stand to become a 
sturdy, serviceable bench unit. 








List Price *38.00 
Stand 25.00 





MILLERS FALLS COMPANY 


GREENFIELD © MASSACHUSETTS 


18 










List Price *22.75 
Stand 11.00 


Real Service Tool —Liberal Profit 
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14” capacity in steel —- powerful motor — 


streamlined aluminum body — 


another bar- 


gain for men who measure value against a 


utility yardstick — the No. 


712B Millers 


Falls Electric Drill. There’s a No. 1242 bench 
stand to go with it — for conversion into an 


efficient bench unit. 


These are typical Millers Falis values —- pop- 


ular in the home, on the farm, 


in garage and 


light assembly work, in school workshops. Write 


now for complete information. 





MILLERS FALLS 
TOOLS 
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NEW 


Every man and boy wants a Handee, the famous toolshop in 










; PLASTIC-CRAFT KIT your hand. First tool of this type and the leader today. Runs at 
Pe interested ue haweal coming. ont Midine te a smooth, steady, cool speed of 25,000 r.p.m. and works on alll 
nst a worth “Celt! vale) of costame Towelry, Plagues, materials. AC or DC current. Put this brand new case contain- 
fillers randing dics, bufing compounds, dyes, cement. 3 ing a Handee and 40 accessories in your window and watch 
P iberal supply of clear plastics and instructions. For ; s 
i Suse with Handes or other portable tools. them go at $27.50. Handee only, with 7 accessories $20.50. 
a‘ 

ve Nationally 

j advertised, NATIONALLY ADVERTISED for the past 20 years! 
ie a That's why Handee is known from coast to coast 
ae y ad 
— =F $6.95 
Write 5 DEALER HELPS— Mats for local advertising—radio scripts—circulars— 

; displays. Ask for copy of the Handee Advertiser. 

STOCK UP FOR CHRISTMAS— And, don't buy short. Handee is a 
staple—good any day of the year—doesn't get out of style—doesn't de- 
teriorate. 

i Write for Literature and Discounts. 

4 _ CHICAGO WHEEL & MFG. CO., 1101 W. Monroe St., Dept. HA, Chicago 7, Ill. 
RE AGE | | | ee 
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No. 8'/2 E HEDGE SHEARS 


Any man who knows a good tool when he sees one 
will get a big kick out of these beautifully balanced 
English pattern Hedge Shears. Equipped with special 
metal covered rubber shock absorber which prevents 
nerve-jarring shock and reduces arm fatigue. Light in 
weight yet strongly made with wooden handles riveted 


through steel ferrules. 


No. 908 PRUNING SHEARS 


Just let your customers compare this pruner 
with any other on the market. They can see at 


a glance that it’s built for cutting power and 
lasting keenness. Offset, oversize bolt 
provides easier application of power. 
“Pistol” shape fits hand comfortably. 


No. 5600 Grass Shears 


Smart home owners will take a tip from the 
professional gardener and buy this quality 
tool. The only grass shear made that oper- 
ates on the principle of cloth-cutting shears. 
That's one reason they cut smooth as silk 
from heel to point. Hot drop-forged—hardened 
and tempered—bolt threaded into one blade. 
Offset handles. 


GARDEN 
TOOLS 


J. WISS & SONS CO. 


Newark 7, N. J. Established 1847 
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BUILDING MATERIAL - COAL 


Meet Jay W. Chapman (left above) third generation to sell 
Jamesway equipment at Wm Chapman & Sons. With him is 
Jones, his sales manager, and the rest of his able ‘‘force.” 


“In the 15 or more years we have han- 
dled Jamesway barn equipment, our busi- 
ness and profits on that line have grown, 
year after year. Today the Jamesway 
franchise is a major one with us. We 
keep at least one man canvassing the ter- 
ritory helping farmers plan their barns 
and furnishing what we have found to 


be the best equipment built.” 


FORT ATKINSON, WIS. 








YOU TOO can make extra sales at extra profit if you sell 
Jamesway Barn Equipment! Jamesway is the big line — 
the complete line — that has been a favorite of farmers 


for more than 40 years. It fits in naturally with hard- 


ware or implement business — brings in extra customers. 
Take advantage of Jamesway's famous ‘‘sell-on-sight"’ 
advertising and protected franchise. 


quality, powerful 
Dept. HA-1147 


For compiete information write today! 


Jamesway 


REG. US. PAT OFF 


ELMIRA, N. Y. OAKLAND, CALIF 


In Canada: Eastern Steel Products Ltd., Jamesway Div 
Montreal — Preston — Toronto 


Put a Jamesway Department in YOUR Business 
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@ EXTRA LARGE TABLE 
@ 14” IN FRONT OF BLADE 
@ 3%” DEPTH OF CUT 
@ ACCURATE 
@ RUGGED 
@ MACHINE TOOL BUILT 
@ LIGHT IN WEIGHT A 
@ NO GEARS. ..NO FRICTION mel 
.. »-NO DIE CASTINGS Y, SS 
Extensions can be used on either side of table WA ' ee 
or can be bolted together and used on one side Rule 
for a 29” rip. Inch scale provided on table for oe 
direct reading with fine adjustment rack. al 
— ool : 
re Soe Push 
. and | 
case 
Auta 
these 
also: 
. fricti 
EXTENSION ON RIGHT 
If yo 
Also available: DEALERSHIPS IN PROTECTED AREAS STILL AVAILABLE Carls 
Timberline 8” Tilting Arbor Table Saws which 
their capacity. 
goor 
Gg : 
SOLD 
HAI 


METAL PRODUCTS COMPANY 
Carls, 


4831 EXPOSITION BOULEVARD e LOS ANGELES 16, CALIFORNIA 
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Vp-— SRiacn in your display case, now, and pull out all seven lengths and types of Carlson 
Rules. Pick out the 6-, 8- and 10-ft. Chief and the 6- and 8-ft. White Chief and Hobby. There’s a 


lot to see in a Carlson Rule. Pick each one up and get the “feel” of its weight and balance (a good 








tool feels right in your hand). Inspect the smooth, long wearing triple-plated chrome finished cases. 













Push-pull the blade of each rule several times blade until the Quick-Change Connection ap- 
and see how free and easy it works. Inside the pears (check the box for simple instructions) and 
case of the Chief and White Chief, there is an see how easy it is to replace a blade in less than 
Automatic Brake which is an in-built feature of 10 seconds. Inspect, too, the easy-reading, accur- 
these rules. If the case were opened, you would ate graduations and numerals, the tip and the 
also see the centralized coil control which reduces name plate. 

friction and wear on the tapes. Now extend the 











If you are not already stocking 


AILABLE 
RICES 


Carlson Rules, ask your hard- 
ware jobber to let you take a 


good look at Carlson Rules. 


SOLD THROUGH LEADING 
HARDWARE STORES 


Carlson & Sullivan, Ine. 


ORNIA — MONROVIA, CALIF. 


WHITE CHIEF TAPE LINES ARE MANUFACTURED UNDER U. S. PATENT 2089209 
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Reach for a new high on your cash register this 
Christmas with Edwards Door Knocker Chime... 
the novel door knocker that sings! 

A snap to sell because it’s smart, sweet-toned and 
priced at only $6.95. A snap to install because it’s 
non-electric .. . needs no wiring. 


Look at this for sales appeal! 


Bright and Beautiful . . . Polished, weatherproofed 
© brass, designed to harmonize with any style door. 


Behind the Scenes . . . Handy last-peek mirror goes 
@ inside door, conceals chime mechanism. 


Bother-proof ... A cinch to install. Non-electric, no 
¢ wires, or batteries. Just fastens on door. 


Tone Beyond Compare .. . Electronically tested on 


¢ the Sonoscope for purity of tone. 


NATIONALLY ADVERTISED... compelling advertisements 
appearing in Saturday Evening Post, Better Home$ and 
Gardens and American Home are pre-selling Edwards Door 
Chimes to over 10,000,000 American home-makers. 


EDWARDS & COMPANY 


NORWALK, CONN. 


In Canada: Edwards of Canada, Ltd. 

















Chime 











EYE CATCHER 


Every chime is packaged in a 
carton that doubles as a display. 
Effective in grouping for mass 
window or counter display. 








£@ wow-tucrec | 
DOOR KNOCKER | 


hime, | 





EAR CATCHER 


Operating counter display 
shows off chime to good advan- 
tage. Tempts customer to lift 
knocker and hear chime. Shows 
“Jast-peek” mirror. 
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Speci 


Speeds through flat- 

work! You can use 
higher temperatures 
—withevt scorching! 











al "steaming jet” 


to "freshen up” 


Safeguards dainty 


otects against stick- 
tne: melting of 





t 
‘ 
5 velvets, felts, furs! 
‘ 


Dempens as it jronst 
Most fabrics need 
no extra sprinkling, 


fabrics! Steem 


Does professional 


pressing! Seves 
you money on 
pressing bills! 


no rolling! 


94.000 000 reakero of 


Lie ond. 4oed 





the Lily 


Beam Zorn | 





NOVEMBER 6, 1947 


$$’ 


Automatic 
temperature control 
keeps heat even, 
keeps fabrics safe. 





Exclusive “overall” 
steam action allows 
you to iron forw' 

or backward. 





sational new “rwo-in-one 


bout! The sen 
ony ffers everything the finest 


d ° 
» at flip of switch... “ 
on ; of fast, new, scientific steam 


+7 u 
It's the wonder iron you've 
i stea 
i ream Iron that irons 
as dry iron Joes—plus the wonderful advantages © 
ary < ' w 
ironing! Light, easy 60 handle, safer for fabric mere 
‘ : + . . ith 
cly i uicker, easier, and Wi : 
sh your weekly ironing q seer tene 
wi mse ‘d possible Visit your favorite dealer for a Silex S _ 
ever dreame ‘ 


<S 


OTEAM IRON / 


{HE FAMOUS SREX COFFEE MAKER eo 


the Silex Steam Iron whisks 
sults than you 


be 


eoooeeeceeee""" 4 

Fo snen Compony, Dest. 14 1 

Hertterd 2, Conn. ” 1 

at @ cory 

Please send me Seale! 
Wena Leundering Secrets 

| 

! 

' 


' 
' 
! 
1 
| 
| 
| 
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MADE BY THE MAKERS OF 
> 


All the world’s hearing about the biggest news in homemaking—hearing about 
the new Silex Steam Iron. It’s the wonder iron every woman wants, with the 
name every woman knows and trusts. It’s two great irons in one—steam or dry 
at the flip of a switch. It’s easy to handle... easy to use... wonderfully work- 
Saving, time-saving, money-saving. It’s the steam iron, made by Silex, the leader. 
And this is the story we’re telling, pre-selling 34,000,000 readers. Cash in on this 
sweeping national advertising program. Promote the iron every woman will be 
looking for. Sell the pace-making, sales-making Silex Steam Iron today! 


A 


SILEX STEMON! 


Mokers of the Silex Coffee Maker 
Hartford 2, Connecticut 
St. Johns, P. @., Canada 
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HOW YOUR CUSTOMERS ARE PRE-SOLD! 


Through choice publicity and a powerful, well-directed 
national advertising campaign in home magazines, your cus- 
tomers are learning about Chromtrim “Trim-it-Yourself” metal 
mouldings. Attractive window and counter displays tell the 
customer he can buy it from you. The 6-page free consumer 
booklet gives him new ideas and sells him on the idea of buying 
extra moulding strips for new uses. 

To help you follow up our national advertising and pub- 
licity locally, we offer you a complete free Dealer Mat Service 
for advertising in your local newspapers under your own name. 

FOR QUICK TURNOVER AND STEADY PROFITS, sell 
Chromtrim. It’s easy to sell Chromtrim because Chromtrim is 
what they need! Here’s a practical, popular item backed by con- 
sistent advertising, publicity and promotion! The whale-of-a- 
salesman floor merchandiser is included in this big deal! Send 
your coupon in now .. . today! Start getting your share of this 
profitable business! 


R. D. WERNER CO., INC. 


295 FIFTH AVENUE 
NEW YORK 16, NEW YORK 


IN CANADA: R. D. WERNER COMPANY, Ltd. 
PORT DALHOUSIE, ONTARIO 
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INCH PROFIT-MAKER 
| STORE! wor 


- 
- 
- 
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- 
Watch your customers’ eyes focus on this smart, 


_-eye-catching floor merchandiser of Chromtrim metal 
- 


-“ 


~ 
~ 
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mouldings. Compact, elliptically-shaped—only 24” x 16” 
— easy to fit into your floor display ... the new Chromtrim 
8/60 merchandiser is a steady, reliable, silent salesman. 
Over 10,000 dealers already have installed Chromtrim 
merchandisers in their stores. This Chromtrim display is 
creating extra store traffic and extra sales from coast-to- 
coast! 

Today’s great boom in home modernization makes 
“Trim-it-Yourself” metal mouldings in demand and 
needed by hundreds of thousands of consumers who do 
their own repairing and modernizing. Chromtrim ‘““Trim- 
it-Yourself” mouldings are moderately priced and come 
in 8 simple-to-install shapes which cover every home 
need for moulding. Send the coupon below today for 

~~ your free copy of “Trim Ideas,” the book which thou- 
sands of home-owners have sought and boug 


‘ uu 
.. epi? ctive, © sons 2 
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R. D. WERNER COMPANY, INC. 
295 Fifth Avenue, New York City 16, N. Y. 
Please rush full information on Chromtrim ‘‘Trim-it-Yourself” special 8/60 


merchandise deal, including Dealer Mat Service data and your free copy 
of “Trim ideas”. | understand there's absolutely no obligation on my part. 


NAME 








FIRM. 


ADDRESS. 
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Steaks and chops may be mune 5 will : 


to sizzling deliciousness. vil 
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= Women everywhere have discovered the sur- 

{ prising versatility of the Sunday Nite Chef. This unique utensil—the Senior 

ELL * 2-burner size or the Junior one-burner version—cooks more food and more 
kinds of food at one time than the old-type one-use griddle. Magnesium 


gives even heat distribution over the entire cooking surface. Magnesium means 
amazing lightness, too, making the Sunday Nite Chef a ‘“‘natural’’ for gifts— 





Every woman who sees the Sun- 
day Nite Chef in its smart carton easy to handle, easy to mail. 
with mouth-watering cover illus- Cash in on the forthright selling power of the Sunday Nite Chef. See your 


tration wants one for herself. And = inher today—or write or wire your order. 
its appeal to gift shoppers is 


“sure as Christmas” —they'll want 


it for holiday, birthday, shower, 
hostess and other gift occasions. 


SPECIALTY PRODUCTS DIVISION 
THE DOW CHEMICAL COMPANY wis 


First and Water Streets, Bay City, Michigan 
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CHAMPION 
Contributions include: 


1, The finest lamps that forty-seven years 
of concentrated experience in quality 
lamp manufacture can produce, so that 
Planned Lighting using Champion Lamps 
will measure up to the user’s highest ex- 
pectations. 


2. Champion's national advertising fea- 
turing and endorsing Planned Lighting 


and urging lighting users to buy from their 
regular supply houses. 


DIVISION OF CONSOLIDATEO ELECTRIC 
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3. Trained lighting experts in the field to 
furnish prompt, dependable cooperation 
on lamp and lighting problems. 


4, The New Champion Light Rule, a 
simplified lighting calculator that is a 
wonderful aid to Planned Lighting. Be sure 
you're equipped with this effective selling 
tool. 


If you have not as yet received your Champion Light Rule, one will be 
mailed to you with our compliments if you will address Department P, on 


your company letterhead. 


LAMP co 
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In writing of their success with “Pitts- 
burgh” brushes, the following is a letter 
by R. R. Aiello, of Ross’, Decorators 
Materials, of Westerly, R. I.: “During 

ROSS BR, AIELLO the 12 years we have been distributing 
spueeadcnechamans paint brushes in Westerly, we have used 





“Pittsburgh” brushes, which are in pop- Es 
ular demand by professional painters, ® 
L } as well as the householder. We can © 

recommend without reservation “ Pitts- Py 

burgh” brushes because of their service- @ 

BRUSHES b y PITTSBURGH ability and the smooth paint job they 2 
aie do with the minimum of effort. Our 
A full line for every painting need repeat sales are adequate testimonies 


of high quality. We highly endorse 

“Pittsburgh” brushes because we feel 
THREE FAMILIES all experimentation has been done be- ; 
fore the customer buys the brush, and 
they have the sales appeal that rings 
the bell on our cash register.” 
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Pittsburgh’s 100% Pure Bristle. No 
finer brush made today. 


Pittsburgh’s exclusive Bristle- 
Veoceta. Top quality perform- 


ance. Cost about one-third less. 








Pittsburgh’s 100% Neoceta. 
Cost about half as much as 
pure bristle, yet gives excellent 
performance and has special 
advantage, such as high resis- 
tance to water, 
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SENSATIONAL NEW top Wate ENAMEL taunt 
dad tic Bf minded! 


Backed by a hard-hitting consumer ad- STOP WATCH ENAMEL comes in 


vertising campaign in LIFE Magazine, a short line of decorator-selected colors, Pe es 
fast-drying STOP WATCH ENAMEL for fast turnover on small inventory. Sto 
is a specialty item that moves fast! Perfect for furniture in constant use! 

IMPERIAL RED 


— <n 


Ask your jobber about our complete Basic Assortment for only $28.60 
(Western States slightly higher) 


cvUr 
Hume 5 
y 


THOMAS C. DUNHAM, INC joy 
Long Island City, N.Y. «© Founded 1852 P 
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Watch 


out, Coffee Maker Business! 






Here comes General Electric) wit 






TASTEGARD 
COFFEE 
MAKER 


ie 
. 


| 
ge 
Ke” 


SPECIAL ELECTRIC MODEL...AN $8.95 VALUE FOR 





ONLY $6.95* 


Compare the three leading coffee makers. No other top brand gives all of these 
features at this amazing low price! All the features of the range model, plus a 


durable, quick-heating, chromium-plated G-E Electric Stove. 


eight cupfuls. Plug-in cord and filter included. 


Makes two to 


No other coffee makers—regardless of price—have the Tastegard! 


Prices subject to change without notice. All prices retail. 











ALL-AUTOMATIC MODEL $17.95* 


Lowest-priced all-glass, all-automatic cof- 
fee maker sold! Brews 2 to 8 cups auto- 
matically . . . then keeps coffee warm until 
youre ready. Go about your work, no need 
to watch. Includes all other G-E features. 





GLASS FILTER ROD 50¢ 


Convenient. Fits almost any make coffee 
maker. Cleans in a jiffy under the tap. 
Clear coffee, no metal taste. None other 
can surpass its Corning-glass quality! 


EXTRA REPLACEMENT BUSINESS! 


Coffee maker customers are come-back cus- 
tomers... bring you up to 30% extra sales 
of replacement bowls! Only two sets of 
bowls required to service the entire line. 
That means you always have the right 
bowl on hand. No “specials” to reorder. 
Less storage space, simplified inventory, 
and high turnover. Enjoy this extra volume. 
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The feature: The exclusiye TASTE- 
GARD —the wizardy little hole in the 
side of the stem. 


The Tastegard controls the tempera- 

ture at which, the coffee brews to the ex- 

act degree for perfect coffee. Because of the Tastegard 

feature, your customers can always make as little as two 

or as much as eight cups of perfect coffee in any General 
Electric Coffee Maker. 

That’s why General Electric only needs to make one 
size of coffee maker. And only General Electric’s got 
the Tastegard. 

Do you, Mr. Dealer, want to sell the best coffee makers 

sai at the lowest price? Do you want to sell coffee makers in 
$17.95* 


matic cof- iy 


volume? Do you want the benefit of prestige attached 


ups auto- * 
yarm until : 
k, no need 





. features. 














and Six amazing prices! 


to a great name? Then stock up now on General Electric 
Tastegard Coffee Makers! 


We're making them the most popular coffee makers 
on the market, by backing the entire line with a power- 
ful advertising program. We're telling your public the 
tremendous value story of G-E Coffee Makers—building 
them as gift items right through the Christmas season! 

Tell your customers to compare G-E Coffee Maker 
features with other leading brands. Point out and ex- 
plain the Tastegard feature. Then, watch General Elec- 
tric Coffee Makers sell themselves in gratifying volume! 
Appliance & Merchandise Department, General Elec- 


tric Company, Bridgeport 2, Conn. 


A Complete Line—A Top-Quality Filter Rod 





; 
| 





50¢ = se a ba eh PA ee I 

— = Top of the RANGE MODEL $4.95 DE LUXE ELECTRIC MODEL $9.95* SEMIAUTOMATIC MODEL $12.95* 

the tap. mn: Makes two to eight cups of perfect coffee This electric stove, two- to eight-cup model One heat to brew 2 to 8 cups of perfect 

one other oe on stove or hot plate. Like all General features a cool-to-the-touch plastic base. coffee . . . flip a switch, another heat to 

ality! a Electric Coffee Makers, it features visible Clamp-on lid permits you to set hot coffee keep it warm. Cool-to-the-touch plastic 
 — cup measurements and convenient handle bowl on table and acts as table mat when base, 2 handles. Combination clamp-on lid 

ESS! » on lower bowl, and exclusive Tastegard. hot upper bowl is removed. Plug-in cord and table mat. Plug-in cord and glass filter 

Wide-mouth bowls for easy cleaning, lay- and glass filter rod. rod included. 

sy a on lid and filter included. ee 

Xtra sales 

ro sets of : 

ntire line. : 

the right 

» reorder. 

nvenory. GENERAL ELECTRIC 

‘a volume. 
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.the first and favorite electric clock . 


kitchen clocks, kitchen timers, occasional clocks, strike 


The most complete line of electric clocks on the market 
is shown as illustrated in full-color advertisements clocks, radio timers, cyclometers, and new awakening | 
can be ordered now from your distributor, 


appearing in December issues of Life, The Saturday devices... 
Evening Post, and Ladies’ Home Journal. Alarm clocks, Telechron’s powerful advertising will swell your profit, | ae 


ely. and exciting. 


kts of cleDruc time 
Selech UO... priced. 


felechron 


ELECTRIC CLOCKS 
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The patented Snap-Tite Cover 
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eee but only 
when pressure is off 


Here’s another BIG 

feature that gives women 

confidence in a Wear-Ever 

Pressure Cooker. Because 

the Snap-Tite Cover can’t 

be lifted off while pressure is on, 

the Lid-Lock can be unfastened for 

AUTOMATIC opening. This relieves women 

of any worry, “Is the pressure down? Shall I open 

the cover now?” The Snap-Tite Cover opens AUTO- 
MATICALLY as soon as pressure is off. 


HOW IT WORKS 
When cooking time is up, release Lid-Lock. 
The Snap-Tite Cover still can’t be lifted off. 
But when pressure is completely reduced, this 
6 sensational cover opens AUTOMATICALLY! 


Cash in on Wear-Ever’s full color advertising in leading 
national magazines. Use Wear-Ever display material. 


WEAR-EVER 











Once again BUCKEYE scoops the field 


ZU fialarced 


COFFEE MAKER 


ORDINARY 
PERCOLATOR 


PERCOLATOR 


It doubles as a 


* TEAPOT 
* BEVERAGE PITCHER 
* SMALL TEAKETTLE 


The Buckeye BELL BALANCED percolator features a broad, heat holding base and extra thick, 
highly polished sides. When using an electric stove—turn the heat off when the coffee begins 
to perc. The heat left in the burner plate will complete the process. When using gas, turn the 
heat to simmer after coffee starts to perc. BELL BALANCED’s 10 full cup capacity will come 


in handy for large meals and when company comes. 





Case Approx. 
No. Capacity Gauge Lots Case Wt. 





1072', 10 cups 12 6 15 Ibs. 


The Buckeye BELL BALANCED coffee maker is repre- 
sentative of the over 50 years of research and 
development behind each piece of Buckeye 
Aluminum Ware. 
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say dealers 





As attractive in profit opportunities as in appearance, L&H 
Electric Ranges evidence the sound merchandising and man- 
ufacturing policies behind every L&H dealer franchise...the 
(70 ; “know how” that has made the L&H line of cooking and 

* heating appliances a profit and prestige leader for 71 years. 


A. J. LINDEMANN & HOVERSON CO. r— 
Milwaukee 7, Wisconsin | 
Manufacturers of L&H Electric Ranges 
L&H Electric Water Heaters *« L&H Kerogas Oil Ranges 
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EAGLE Presents the New Qynamée | onl 


MA PADLOCK BOARD 


\ i‘ To attract customers and keep | 
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padlock sales constantly coming your 


as ee 


os Be 


way, Eagle offers you a distinctive new type of 
Padlock Board. Created of metal for strength and 
durability and brilliantly colored in rich red, green and 


yellow baked enamel type finish, this sales builder combines 7 


RZ 


beauty with practical utility in one of the most effective 7 


displays in Eagle history. 
SIMPLE, FLEXIBLE MOUNTING 


Two supporting brackets on 
each side of the Padlock ¥ * 
Board provide for any ‘i WI 
desired mounting. Use of 


the brackets on either side 





serves as a hinge so that ei 
UNIQUE LOCK AND KEY HOLDER the Board will swing freely. 
By using only the top bracket on each side 
Each lock displayed is securely ic Wend sil be Cell bs Gnd indie. 


locked to the Board and 





protected by an ingenious metal 


holder. One end of the holder POPULAR LOCK ASSORTMENT 
Eight standard locks ranging in size 
from 1 to 2 inches are included on 

this compact display piece. A 
gummed sheet with specifications on 
each lock is included for mounting on 
the back of the Padlock Board for 
handy reference. These popular sellers 
together with the colorful new Padlock Board 

P , make an outstanding merchandising combination 
lock number and space for the retail price. to keep sales coming your way. 





carries the lock while the other 


Af, 


end provides a hanger for the 





keys. A slot on the front of 


the holder carries the 





identification tab including 





EAGLE INDUSTRIES, INC. sicsisiory of bowser, tn 


America’s First Lockmakers — Since 1833 National Sales Representative of The Eagle Lock Company 
110 North Franklin Street, Chicago 6, Ill. 
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Padlock ee * cf 
for any with every spin w 
. Use of 


her side 
so that rm Yep, we've got to admit it, Mr. Dealer, tha! wheel is fixed—just the way you want it, 


pGaely. af too. You don't take a chance with COMFORTAIR—you win every time. 
ach side 3 


osition. es Figure out for yourself how easily COMFORTAIR fits into your sales picture any month 
—every month. COMFORTAIR'S double-duty design makes it a winter heater and sum- 
mer fan in one space-saving unit—sells in hot or cold weather. And when you sell 
COMFORTAIR, you're not selling a gadget—you're selling a precision-built, beautiful 
unit—streamlined for today's modern living and comfort. A flick of the switch gives cool- 
ing breezes or a stream of warm circulating air! It's easy to operate and even easier 
to sell—all year round. Even as a fan alone, COMFORTAIR is worth far more than the 
retail price of the fan and heater combination—that's why COMFORTAIR has a host 
of satisfied customers in every part of the U. S. A. Order today—write for details. 


MIMAR PRODUCTS, Inc., BROOKLYN 5, N. Y. + Branch: El Monte, California 
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This bottle is being advertised 
nationally in Time and The 
Saturday Evening Post, with 
the illustration reproduced here. 
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@ No wonder the new aluminum “Thermos” craze. Inside, the dependable “Thermos” 


brand vacuum bottle is winning wide ac- brand filler keeps hot things hot or cold 
claim! ‘ things cold in the most efficient way. 


The case sparkles like chromium and is This new aluminum bottle comes in pint 





rustproof, lightweight, long-lived. The new- and _ half-pint sizes, and in two models— 


type Atherlite cup is flexible, unbreakable with plastic cup or polished aluminum cup. 


... resists heat . . . won’t chip, crack or All parts, including the filler, are replaceable. 


THERMDS iiliaiocs amubiil ff ij : RA 


TRAGE MARK REG. U.S. PAT. OFFICE 





THE AMERICAN THERMOS BOTTLE COMPANY + NORWICH, CONNECTICUT 


Thermos Limited, London 


Thermos Bottle Co., Ltd., Toronto 
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FLASHLIGHTS A 


will give you TRIPLE BUSINESS 


during the 
TRIPLE DARKNESS 


season! 
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RAY-O-VAC's new, eye-catching M-109 
display card is ready for your coun- 
ter! It sells six Z22R chrome pre- 
focused spotlights—takes small space 
—guarantees fast turnover. It’s ready 
in time for you to take advantage of 
the Triple Business Months. 


TWO MORE NEW CARDS. AVAILABLE 


@ M-105 display card sells six Ray-O- 
Vac C22R triple plated copper pre- 
focused spotlights. 
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@M-110 displays twelve Ray-O-Vac 
Z21P penlights—chrome plated on 
solid brass, equipped with rotary 
switch. 









M-109 DISPLAYS SIX RAY-O-VAC 
Z22-R FLASHLIGHTS 




















108” 
REMEMBER! ... feature this colorful Ray- 
cold O-Vac No. 2LP LEAK PROOF Flashlight 
Battery carton during November, Decem- 
ber, January, February! Carton holds 
pint twenty-four batteries—sells ’em fast! 
a @ DON’T OVERLOOK sales on Ray-O-Vac 
No. 1LP LEAK PROOF Flashlight Bat- 
“up. teries. They’re packed in handy counter 
display cartons. 
ble. 






@ RAY-O-VAC No. 7R Penlight Batteries 
are sales makers. Get them on display 
for extra profits! 






Ray-O-Vac Company, Dept.H-117, Madison 3, Wisconsin 


R AY- oO - VA Cc Cc oO M P A N Y eon theeed in the new Ray-O-Vac Flashlight Display 
Madison 3, Wisconsin Cards. Our distributor's name is: 
200 Fifth Ave., New York; 423 Sheldon Bidg., 
San Francisco; 1131 Sterick Bidg., Memphis 
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Lightning | . 
Guider | 
Sleds | * 


"Ask the Boy Who Owns One” 











SLED GUARDS 





WOOD FOLDING PORCH AND STAIR GATES 
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STANDARD NOVELTY WORKS 


DUNCANNON, PENNSYLVANIA 
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Gephart Mfg. Co. 


1020 WEST ADAMS STREET, CHICAGO 7, ILLINOIS 


BAIT CASTING . FLY FISHING 7 SALT WATER FISHING 
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COPPER HAMMERS 


BEARING BRONZE, SS SILICON BRONZE so 


---=-4d 
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BRASS NUMBERING CHECKS, eaichies @D8e 
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BRASS AND BRONZE COTTER PINS AAA | 





LOCK WASHERS, (6) 


x. 


! 
J 


Se 
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! 
1 
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COPPER AND BRONZE races > correr WIRE NAILS 
| GUT, CLOUT AND “SHEATHING COPPER uw Sav" 
I 

-| 


is 


(ack with Chase before you spend 
time shopping around for copper 
rivets and burs, soldering irons and 
brass cotter pins. These miscellane- 
ous brass and copper items and 
many others are carried in stock 
at many of our Chase warehouses. 


P= eee. F 2 22s 
| 
! 


| 
| 
- 





Remember — CHASE SERVICE IS AS CLOSE AS YOUR PHONE = 


CHASE 


(Chase 5 BRASS & COPPER 


WATERBURY 91, CONNECTICUT SUBSIDIARY OF KENNECOTT COPPER CORPORATION 
THIS IS THE CHASE NETWORK handiest way to buy brass 


ALBANY ATLANTA BALTIMORE BOSTON CHICAGO CINCINNATI CLEVELAND OETROIT HOUSTON INDIANAPOLIS KANSAS CITY, MO. LOS ANGELES MILWAUKEE MINNEAPOLIS 
NEWARK NEW ORLEANS NEW YORK PHILADELPHIA PITTSBURGH PROVIDENCE ROCHESTER SAN FRANCISCO SEATTLE ST. LOUIS WASHINGTON 
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when it comes to a fair and 


equitable business relationship 


= 


with AUITSBURGH! | 


N THE paint business Pittsburgh 

hasa record of steady, sure growth 
through a great many years. It is 
highly regarded for its continuous 
high-quality products, 
consistent sales and advertising 
policies, and its competent field 
organization trained to interpret 
and administer these policies. 


research, 


Equally important, is Pittsburgh’s 
long-time record of fair dealing 
with its dealer organization. Pitts- 
burgh has long known and worked 
on the principle that it can be 
successful only to the degree that 
its dealers make money. 


That’s why Pittsburgh has always 
extended fair and equitable coopera- 
tion to its dealers. They are given 
sales areas which provide ample 
opportunity for volume and profit. 


Aa 


They are furnished selling and ad- 
vertising assistance which estab- 
lishes them as home-decorating 


headquarters in their communities. 


All of these factors make the Pitts- 
burgh franchise highly desirable. 
They contribute to a dealer’s feeling 
of security as well as to the success- 
ful operation of his business. 


If you like this way of doing busi- 
ness — joined to a compact line of 
quality paints for which a wide- 
spread demand is constantly being 
created — why not investigate the 
possibility of selling Pittsburgh 
Paints in your city or town. For 
complete details wire or write us 
today. We'll gladly send youa copy 
of “Don’t Take A Chance — Be 
Sure With Pittsburgh” which fully 
explains our franchise proposition. 











PITTSBURGH PLATE GLASS COMPANY, PITTSBURGH, PA. 


jp PiTtsBurGH “PAINTS 


PITTSBURGH STANDS FOR QUALITY PAINT AND GLASS 
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WHEN YOU HAVE TO CHANGE ‘DRIVERS’ 
. +. YOU HASTE TIME 


High-speed railroading on crack cross-country trains requires 
frequent changing of “drivers” —the huge locomotives that 
furnish the driving power. Each change of “drivers” means time 
wasted. 

Modern streamline assembly work also involves high speed, but 
there is no time wasted changing drivers when Reed & Prince 


equipment is used. Why? Because 


OWE REED & PRINCE DRIVER FITS ALL 
SIZES OF REED & PRINCE SCREWS AND BOLTS 


There is no longer any need to stop work, search for another 
driver, change to it, whenever there is a change in screw sizes. 
The Reed & Prince ONE driver method is the fast efficient time- 
and-money-saving method of modern production. 
All recessed head screws and bolts have definite ad- 
vantages over the older slotted head, but the Reed & 
Prince type Recessed Head is the only one which can be 


fitted and driven throughout the entire size range with 
a single driver. 


REED € aad 


SCREWS | 





REED & PRINCE MANUFACTURING CO., Worcester, Mass. and Chicago, Ill.,_ manvtacturers of 
Recessed and Slotted Wood Screws, Sheet Metal Screws, Machine Screws, Stove Bolts. Also Cap Screws, Set Screws, Machine Screw Nuts, Wing Nuts, Rivets 


and Burrs, Rods, Screw Drivers and Bits, Specialties. 
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QUALITIES THAT SPELL RENTAL P-R-0-F-I-T 


Many a floor machine that glitters in the show- 
room fritters on the job. Stamina is something 
that must be built into a floor machine...some- 
thing you don’t see at first glance. 

Holt engineering looks far ahead... anticipates 
the years of use and abuse that every floor machine 
must take in its lifetime. That’s why we build a 
Holt steel-tough; why we’ve developed exclusive 
engineering features such as the Self Leveling 
Brush Bracket that cuts down machine “hop.” Or 


* * 


SEND FOR FREE FLOOR CARE BOOKLET AND CATALOGUE 


NOVEMBER 6, 1947 


the Demountable Drum Cover which makes the 
formerly difficult job of replacing damaged drums 
a matter of moments. 

To rental machine owners, that means extra 
years of continuous use... extra profits. No wonder 
the nation’s leading paint and hardware stores 
and retail lumber dealers select Holt equipment 
year after year. They know it pays to have Holts 
on the floor. 

You'll profit too, if you'll look at Holt first! 


THE WORLD’S FINEST FLOOR MACHINES FOR OVER A QUARTER CENTURY * * 


-s 


HOLT MFG. COMPANY, 651-68! 20TH STREET, DEPT. D, OAKLAND 12, CALIFORNIA 
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Wherever 
there’s an < 
extra abras 


hrasives 


GRINDING WHEELS 


Gy CARBORUNDUM 


TRADE MARK 
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CARBORUNDUM 


Sharpenin 
a g 


CARBORUNDUM 


here; 


Tool counters get a lot of atten- 
tion. In your store, it may be the 
biggest money maker. Yet, you can 
probably make it pay even more 
by using these new related displays 
by CARBORUNDUM. 


Quickly and easily set up on the 
tool counter, they flag in many 
extra sales... pile up a profit that 
would otherwise be lost. That's 
because edge-tools and abrasives 
are so closely related. There’s no 
need to sell your customers on the 
idea of keeping tools sharp. But 


you do have to remind them... if 
you want to sell an abrasive prod- 
uct every time you sell an edge- 
tool. These displays make the re- 
minder automatic. 


Keep in mind, too, that the trade 
mark CARBORUNDUM adds 
sales appeal. Instantly recognized by 
its long standing reputation, it actu- 
ally gives a lift to other items with 
which it is displayed. Don’t pass up 
extra profits at your tool counter. 
Get these related displays from your 
jobber and put them to work. 


AS 


” 
° 
° 
8 
4 
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SEASONAL 
MERCHANDISE & 
WRAPPING 
COUNTER 


CASH IN ON TRAFFIC ALL THROUGH YOUR STORE 


Wherever there is store traffic, 
there’s an opportunity to make an 
extra abrasive sale. Because abra- 
sives are easily re- 
lated to the pur- 
chase of cutlery, 
paints, garden tools 


and a variety of other merchandise. 
Probably no other item you carry 
has so many natural associations. 
And The Carborundum Company 
has new related displays to help 
you cash in on every one of them. 


Get them from your jobber. Set 


them up in a matter of minutes at 
points where they will do the most 
good. Then note the way they in- 
crease your volume and create an 
extra flow of cash to your register. 
The Carborundum Company, Niag- 
ara Falls, New York. 


CARBORUNDUM 


TRADE MARK 


“Carborundum” is a registered trademark which indicates manufacture by The Carborundum Company 


NOVEMBER 6, 1947 


49 





This Fine 
Five-inch 
Brush 

by Baker 


You've seen how Water Paint sales jumped in the last few 
years. Now watch your Brush profits grow — with Baker's 
new specially-made-for-water-paint Brush! Baker builds 
this brush so it holds thin paint, saves trips to the pail, gives 
professional results every time. Full five inches wide and 
priced so everyone can afford it — it's a tremendous value! 
Leading jobbers carry Baker Brush No. W-4055. Ask for 


it today. 


BAKER BRUSH COMPANY, INC., 83 GRAND STREET, NEW YORK 13 
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TRADE MARK REGISTERED 


creat Name in PA 
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These days, when competition is getting tougher and 

customers just aren’t grabbing “any old paint,”’ Lucas dealers appreciate 

Lucas cooperation more than ever. Cooperation from the sales representatives who 

call on them, from the regional office, from the home office. Cooperation in more and better 
merchandising and advertising material, in sound selling help, in prompt deliveries from 
nearby warehouses. Ask any Lucas dealer... he’ll tell you Lucas cooperation is one reason 


profits grow faster, more consistently. Why not inquire about a Lucas franchise. 


JOHN LUCAS & CO., INC., Administration Offices: Phila. Pa. . _ Offices, Factories and Warehouses in Principal Cities 
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LYRIC: The Sentinel minia- 
ture self-starting Electric Alarm 
Clock. 1-2-3 alarm. Metal case, 
silver plated or durable baked 
enamel finish, easily read nu- 
merals. Only 4%” high. $4.95. 


r 


ARLINGTON: The advanced 
design Sentinel wood-case elec- 
tric self-starting Desk or Table 
Clock. Beautifully grained wal- 
nut, 6” high. $12.50 


CAMEO: The beautiful Sen- 
tinel Wrist Watch. Case 10 kt. 
rolled gold, stainless steel back. 
Raised numeral dial. Pigskin 
strap. Clear view crystal. $7.95 


MURAL: The Sentinel modern 
design electric self-starting 
Kitchen Clock. Metal case, dur- 
pepe enamel rae Easy to 
see and clean; 54%” white dial, 
convex glass, bottom set. $4.95. 


AUTOCRAT: The popular 
Sentinel Pocket Watch. A chro- 
mium-plated winner with out- 
side black enamel numeral dial. 
Sturdy and reliable. Has mod- 
ern, red, re pe second indi- 
cator. $2.50 


SULTAN: The smartly modern 
Sentinel 1-day Alarm Cloc 
Single wind for both alarm and 
time. Watch-type escapement, 
pleasant bell alarm. Metal case, 
durable baked enamel finish, 


nickel trim. Clear dial. $3.25. 
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e I’m the girl you met in Life Magazine and 


Saturday Evening Post full pages this month, 


reminding 40 million people about Sentinel 
clocks and watches. Smart dealers all over the 
nation are cashing in on the public demand 
for this well-made, moderately priced line. Dis- 
play this fine merchandise 
—it sells fast and stays sold. 


Retail prices quoted are exclusive of 
taxes and subject to change 


THE E. INGRAHAM COMPANY 


Bristol, Conn. « Established 1831 
In Canada— CLOCKS AND WATCHES 


The Ingraham Canadian Clock Co., Ltd., Toronto ‘Ge Ye Y * . Tian 


(Prices slightly higher in Canada) 
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PATENTS PENDING 


po ce ww ww one en=---- 


EXTENSION LEVER 


slides in and out of the handle. Gives greater 
leverage and vastly reduces the amount ot hand 















pressure needed for extraction. o oh ee PING 
_ UPPER PRESSURE CUP —and one that will help you make more juicer sales. 
ped cao = " Champion's surprising ease of operation is made possible by its 









unique telescope-type extension handle, and its scientifically-designed 
pressure gears. ...A special extension base prevents tipping while 













holes from the upper part of @ in use. 
the strainer prevents accumu- ™ “ if 
lation of pulp and makes Champion's appearance is a strong sales feature, too—ultra-modern oe 


cleaning easier. 


in design and finished in sparkling chrome and white enamel.. 

Leading department stores and dealers everywhere are stocking 
the new Champion. So get your share of profits from this stand-out 
sales builder. Order today. 


EXTENSION BASE 
prevents juicer from tipping 
when pressure is applied. Can 
be brought into position for 
use with a flick of the finger 








—_ eR, DIECASTERS, INC. (Ca) RIDGEFIELD, N. J. z 
When the headpiece is at its S& D4 
highest elevation, the lever = me 
locks automatically. Prevents ~~ ee 
the headpiece from dropping : i | rs 
accidentally; lever can’t fly a a ji . ne 
back and strike the user fh edie is 

REG. TRADE MARK i 
. ie 
Requires 50% to 75% less hand pressure gE 
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THE NEW 1948 PROCTOR NEVER-LIFT IRON 


TENTS PENDING 


1 New Never-Lift Action. A finger % Clear Vision Button Ledge. Makes Non-Overshcot Thermostat. 


touch and it lifts itself on ingenious, 
cool, safe leg support. 


New Rayon Safety Signal. A boon 
to any woman; signals green if iron 
temperature is safe for rayons; red 
if iron is too hot. 


it easy to iron around buttons...and 
you can see what you're doing. 


Cool, safe ironing. Glass wool in- 
sulated, overall plastic shield and 
handle for increased comfort. Per- 
manently attached, heat resistant 
rubber-guarded cord for safety. 


Proctor’s new double thermostat 
compensates for normal overshoot 
(excess heat) when cool iron is first 
heated. 


Proctor Heat Distribution. Evenly 
distributed heat makes ironing 
easier, and faster, does work better. 


New Fabric Control Dial. Big. Easy 
to operate. Easy-to-read fabric mark- 
ing always shows right side up. Con- 
venient off switch saves plug pulling. 


PLUS... Proctor Sit-Down Ironing! 


Now your customers can actually iron in comfort sit- 
ting down and do it faster, easier and better because 
the Proctor Never-Lift is the only iron that lifts itself 
... that eliminates wrist wrench and arm strain from 








ra-modern 


el. Do you know these amazing facts aheet that ef - | 
e stocking Proctor’s Gigantic Never-Lift Promotion: coal a ae CaN SS Soe Oh Ss Gye 
; stand-out 


PROCTOR 


NWEWSMAKER 
IN APPLIANCE MERCHANDISING 


demand for Proctor in your | 


The cow Newn Li? os community right now ’ 


nounced in a double-page, 
Seention og de There’sa Free seneuanenes 
———s af il poe tie-in package that wi trans / 
dg pong go ete azines; form this demand into store 
an rr “g ps te a traffic and profits foryou 
nillo A 
ai It’s free...it’s complete... it's 


There are a million sds 4 another Proctor Newsmaker ¢ 


day building unprecedented 


Ask your distributor about it right now. 





PROCTOR ELECTRIC COMPANY, PHILADELPHIA 40, PENNSYLVANIA 
NOVEMBER 6, 1947 - 
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How to Get Along 


ds in Better Homes & Gardens 


families with high incomes. In November, 
ds customers to your store for caulking, 


With Less Heat lea 
weather stripping, um foil and a dozen other things 
Good Cup of 








WHY are all these 4 
r field have found 
ts the readers 











ompanies in you 






It’s because all these © 


00% service content ge 
alumin 




















































































































































out that BH&G's 1 
who are really interested in what advertisers have to soy, 
and who are at the buying — not the dreaming — stage — he ters included — and How fo Make @ 
in homemaking. BH&G gives YoU over 3,000,000 such Coffee features 13 coffee makers! 
These brands are advertised in the NOVEMBER issue of Better Homes & Gardens 
APPLIANCES APPLIANCES (Cont'd) HEATING & KITCHENWARE (Continued) PLUMBING 
Arvin Iron Proctor Iron AIR CONDITIONING 4) West Bend Aluminum Utensils American-Stondord 
Atmos Time Royal Vacuum - ontinu > Westco Can Opener Briggs 
Bendix Washer Servel Refrigerator eem Crane 
Bissell Sweeper Seth Thomas Time Superfex Furnaces . LIGHTING & WIRING Deming Water System 
Boss Range Sunbeam Mixer Willioms Oil-O-Matic Burgess Batteries Eljer Fixtures 
CP Gas Range Toastmaster Tooster INSULATION Cotter ower Controls Evans Water Heater 
Cadillac Vacuum Toastwell Toaster Baldwin-Hill nan Power Plants Frigidaire Water Heater 
Caloric Range Voss Washer Born Wool Sylvania Lamps Ge Water Heater 
Camfield Toaster Wagner Sweeper Carey music Mertland Water Heater 
Done eet Westclox Time Chamberlin Admiral Radio Norge Water Heater 
jasy Wamer in Pi Permutit Soft Water 
Estate Range FLOOR COVERINGS ee Boldwit {Radio} Per) Water cau 
Filter Queen Vocuum Armstrong Linoleum Kimsul Magnavox Radio Smithwoy Water Heater 
Frigidoire Range Nairn Linoleum Nu-Way Weather Stripping Musaphonic Radio Thermojet Portable Water 
S —" Pabeo Linoleum Mortite Weather Stripping Stromberg-Carlson Radio Heater 
CE id RonGe HEATING & Presstite Weather Stripping Wurlitzer Piano White Water Heater 
Hoover Vacuum AIR CONDITIONING KITCHENS ouTDOOR MISCELLANEOUS 
Harderfreez Free zer Airtemp Kitchen-Kraft Amepco Hose c 
Harper-W yman Burners ‘American-Standord Maxim Snow Plow Casco ement 
Kaiser Dishwasher Bell & Gossett KITCHENWARE MontaMower Dic-a-doo Paint Brush Bath 
Kalamazoo ange Dearborn Deluxe Mop Pail Smith Pruning Instruments Dutton Lainson Mailboxes 
Kelvinator Delco Edlund Egg Beater Toro Mower Eagle-Picher Storm Windows 
Knapp-Monarch Toaster Heatwoy Flint Cutlery Edwards Chimes 
KitchenAid Mixer Heil Foley Chopper PAINT Fenestra Casements 
Lindemann & Hoverson Jonitrol Memco Utensils Cuprinol Knape & Vogt Closet 
Range Kalamazoo Met-L-Top Iron Board DeVoe : K-Veniences 
Magic Chef Range Master Kraft Nesco Utensils Flatlux Libbey-Owens-Ford 
Majestic Incinerator Mueller Presto Cooker Kyanize Windows 
Monarch Range Norge Revere Ware Lapidolith NuTone Chimes 
Norge Palmaire Scot Towels Luminall Pella Rolscreens 
Philco Refrigerator Pocahontas Pipeline Vaculator Coftee Maker Sapolin Rutland Patching Plaster 
Petro Wear-ever Aluminum Utensils Truscon Smooth-On Cement 
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SURVEY PROVES GARDEN HOSE 





é ¢ WITH HARDWARE WHOLESALERS 
it ug \ WITH HARDWARE RETAILERS 
Chal Re WITH AMERICAN PUBLIC! 











FACTS 


Survey made by—Nationally Known Unkiased Organization 

Survey sent to—509 Hardware Wholesalers 

Survey answered by—127 Hardware Wholesalers 

Question Asked—“What Makes of Garden Hose do you Sell? (Please rate in 1, 2,3 
4 order of sales) 














SWAN RUBBER CO- 7 
company 8 


COMPANY 




















More than twice as many hardware whole- is also first choice with Hardware Retailers 
salers report that Swan Quality Garden Hose = and the American Public. 








is first in sales volume over and above any 














































ial other brand. Swan has become first choice, and the world’s 

: Since garden hose passes from wholesalers largest manufacturer of garden hose because 
ysh Bath to retailers, thence to consuming public, it of its basic policy of giving greater values 
Windows can properly be said that Swan Garden Hose at lower prices! 

oset 

¥ GROW PROFITABLY WITH SWAN IN THE YEARS TO COME! 
Plaster 


ent 


SWAN RUBBER COMPANY 
BUCYRUS, OHIO 


World’s Largest Manufacturer of Garden Hose 


000,000 
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Cesta Lettre Westinghouse 
dont sana goo toss a © wi 


WTEAVIOLIT Sem Lae? se 
LAMP 


% 


“COMPLETE LINE” DISPLAY NO. 5 LAMP DISPLAY KIT NO, 3 


35" x 45" paper poster can be used inside the Includes 30" x 23" full color eled | 
store or as a background for your window. It’s tion, plus 14" x 35" full color window 
big .. . it’s full color. . . it works to establish pers, and 20" x 6%" full color, die-cut « 
your store as headquarters for good lighting. timely displays that tie-in with 
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play mate- 
and store 





WESTINGHOUSE ELEcTRIC Corp. 
Lamp Division, Bloomfield, N. J. 


Please ship free display material checked below: 














. Oe ee ge 7 e: : (] “Complete Line” Display No. 5. 
SP leds = ly Mate m3 S |] Lamp Display Kit No. 3. 
“COMPLETE LINE” DISPLAY NO. 4 & ~} “Complete Line” Display No. 4. 
x= 14! NAME... 
COMPANY 
ADDRESS. . . 
ric hyn acnas Sen ane ZONE........STATE... 
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AND 


SAVES UP TO 
30% FUEL! 
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Part of Hudson Basic 
Inventory Plan 


All Hudson Mother-Hen Brood- 
ers have the same burner. All 
you stock is one type of burner 
and 3 sizes of hovers to meet all 
customers’ needs. Keep a bal- 
anced stock by merely ordering 
the hover size that moves fastest 
in your area, You reduce invest- 
ment, make better profit per dol- 
lar of inventory. 


Advertised Everywhere 


The biggest brooder advertising 
campaign is telling farmers and 
poultry raisers everywhere “Get 
modern Hudson Brooders at 
your Hudson dealer.” 








HUDSON Mother - A cu Oll BROODER 


It’s easy going all the way to a profitable sale when the brooder 
you’re selling is the Hudson Mother-Hen. It’s easy for the customer 
to see that this perfected brooder gives him oil brooding at its finest. 


Start at the top of the brooder. Show him the simple construction 
—easy to set up, easy to dismantle. Remove the cover. Show him 
the most dependable, safest burner ever built into an oil brooder. 
Tell him it’s all steel (not a casting). Tell him the Mother-Hen 
burner burns better without cleaning, saves hours of work 
every week. Clinch your sale by telling about the fuel savings of 
up to 30% experienced with this brooder in two years of use on 
poultry farms. 


Poultry raisers are ready for a brooder like that. Your jobber has 
them — can ship right now. Order now for quick, profitable sales. 


© 1947 uw. 0. #. MFG. Co. 


H. D. HUDSON MANUFACTURING COMPANY © 589 E. Illinois Street, Chicago, Illinois, U. 5S. A. 


Sprayers and Dusters 


Hay Tools and 
Barn Equipment 


Livestock Equipment 


Poultry Equipment 


Farm Ventilation 


Equipment 


TESTED AND PROVED EQUIPMENT 
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KNOWN EVERYWHERE 
for Quality 


Customers look for Galvanized 
products with the famous R 


ed label 


Vl tice 
= 
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Build customer 
satisfaction 
with Wheeling 
Galvanized 
Roofing 


WHEELING CORRUGATING COMPANY + WHEELING, W. VA. 


COLUMBUS DETROIT KANSAS CITY 
PITTSBURGH RICHMOND ST. LOUIS 


CLEVELAND 
PHILADELPHIA 


ATLANTA 
LOUISVILLE 


BUFFALO 
NEW ORLEANS 


CHICAGO 
NEW YORK 


BOSTON 
MINNEAPOLIS 
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1. Finest Chinese bristles should be 
boiled, straightened and scientifi- 
cally mixed, as in the Rubberset 
process, to guarantee uniformity 
and perfect performance. 


2. Nylon brushes give you maxi. 
mum paint pickup and delivery 
when filaments are crimped with 
the Permanent Wave, exclusive 
Rubberset development. 

















A. Slightly chiseled tip eliminates 
breaking-in— assures smooth, even 


film from the first dip. 





7. To test permanency of setting, 
hit bristles lightly against table edge. 
(Rubberset’s exclusive setting locks 
bristles everlastingly in place.) 








S. Minimum of short length bristles 
on outside of brush prevents splat- 
tering of paint. 


of 





8. Ferrule should be beaded for 


additional strength and rigidity, 
securely nailed to block. 


Kuseerset 


Made only 


3. Full : 


lengths o 
even flo’ 
surface a 


6. Bristl 


perfect taj 
of bristles 


9. Look 
not just’ 
genuine f 


Rubberset 


BR 


the Rubber. 


The Rubberset Company, 56 Ferry Street, Newark 5, New Jersey. 
Established 1873. Factories: Newark, N. J., Salisbury, Md., Graven- 
hurst, Ont., Canada— Branches: Los Angeles, Cal., St. Louis, Mo. 
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give you maxi- 
p and delivery 
e crimped with 
ave, exclusive 
nent. 





t length bristles 


prevents splat- 


be beaded for 
and rigidity, 
ock. 


ET 


Made only 





lengths of bristle to assure speedy, 
even flow of material over large 
surface areas. 








6. Bristles set at slight angle assures 
perfect taper to chisel tip. Full weight 
of bristles should be at working end. 


vty 


9. Look for the name Rubberset— 
not just’ “Set in Rubber.” Only a 
genuine Rubberset brush carries the 
Rubberset guarantee. 


BRUSHES 


the Rubberset Company 
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#4172 —Pure Bristle 


Made of finest imported hog bristles 
for smooth, fast performance. 


#1472—Permanent Wave Nylon 
Long-lasting, Exclusive Rubberset 
Permanent_Wave development 
gives greater coverage. 








Ie self-selling! Its New! tis tatrersets | (<< 
/ 


1 SA 








Genuine 
ROGBERSET 
— ——————=S>_— os — BRUSHES 






















"EASI-BILD 
everyone—t 
It’s the dr 
ber. Custom 
EASI-BIL 
based on be 
partment st 
pieces, kitct 
your own. 


] | a EASI-BILD 
36%+ profit on these fast-selling a en gw awe ae al tales 


brushes out of regular stock! “ae and tools ne 
America’s 


You’ve been waiting for this—now you can get it! This 





great new Wall Brush Assortment in a handsome display 
box that invites customers to handle the brushes—to buy 


them. Each brush is a best-seller . . . each is finest imported Here’s the Assortment: 


hog bristle . . . in the fastest-selling sizes. Compact display Ys doz. 3" Wall Brushes @ $1.59 $ 6.36 
contains 12 brushes, measures 1144" x 1134", Ys doz. 3%" Wall Brushes@ 1.89 7.56 
Ys doz. 4" Wall Brushes @ 1.99 7.96 

Your selling price $21.88 


Kuseerset BRUSHES voor (K+ meen) FFE rm 


compared to normal mark-up of 334% Pe. A 
Made only by the Rubberset Company, 56 Ferry Street, Newark 5, New Jersey— Order from your Wholesaler Now! 

Established 1873 + Factories: Newark, N. J., Salisbury, Md., Gravenhurst, 
Ont., Canada + Branches: Los Angeles, Cal., St. Louis, Mo. 
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MY WIFE 
SNORTED WHEN 

| SAID \'D BUILD 
THE DOGHOUSE ! 








Up your homecraft business with ’ 





YEP, THESE 
EASI- BILD 
PATTERNS MAKE 
CARPENTRY 
A CINCH! 





EASI-BILD" FULL-SIZE PATTERNS 


"EASI-BILD Patterns are easy to use. They sell because 


everyone—man, woman and boy—can use a pattern! 
It’s the dress pattern idea applied to the flat surface of lum- 
ber. Customers merely trace, saw, and assemble. 


EASI-BILD Patterns offer over 100 separate projects, each 
based on best-selling home or sports needs according to de- 
partment store surveys... bird houses, toys, popular furniture 
pieces, kitchen equipment, small buildings, even a home of 
your own. 

TRAFFIC BUILDER 
EASI-BILD Patterns increase store traffic and stimulate the 
sale of related items, such as paint, hardware, lumber, glue 
and tools needed for the job! 
America’s largest hobby equipment distributor reports a 


EASI-BILD recommends CASCO glues: 








——, 


CASCAMITE 


sie Store 
i CASCAMITE CASCOREZ CASCO FLEXIBLE CEMENT 
for CASCOPHEN for for Addrees 
furniture for boats veneering paper work dissimilar materials 
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CASEIN COMPANY OF AMERICA (Division of The Borden Company) 


400%, increase in sales of homecraft supplies ...a direct result 
of EASI-BILD Promotion. 

Tie in with this timely merchandising and advertising serv- 
ice. Easi-Bild Patterns provide the most economical way your 
customers can obtain the articles their homes need, at a 
price they can afford to pay. 

Editorial offers of EASI-BILD Patterns in women’s maga- 
zines and in newspapers from coast to coast have created a 
mass market for homecraft projects. 


FREE Promotional Material! EAsi-BILD supplies you with window 
display material and newspaper mats for timely seasonal promo- 
tions to tie in with EASI-BILD’s nationally syndicated publicity. 
For complete information on how to get started with EASI-BILD 
Patterns, send the coupon below to: 





CASCO Pattern Dept. HA-17 
P. O. Box 215 
Pleasantville, N.Y. 


Send me free information on EASI-BILD Full- 


size Patterns. 












*Trade-mark © 1947, Easi-Bild Pattern Co. 
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YOUR CUSTOMERS WILL READ 
IN THESE NATIONAL MAGAZINES 


MARCH 04? oe ot 


COMPAN ON This Wy 


»..toO more and more sales 


WITH 


aluminum ware 
There’s plenty of sales appeal working 
for you in the extensive and colorful 
West Bend advertising program in the 
magazines your customers are reading. 
West Bend items are wanted in more 
homes than ever before and millions 
of additional people will be hearing 
about delicious waterless cooking, the 
famous Trig tea kettle, the Serving 
Oven and other West Bend firsts. 


You'll get selling power unlimited 
— with West Bend. 


WEST BEND 
O° male tl 


weet BEND, wisconsin 


"OAMERTOAN 


NOME. 


Ae pet 


WEST BEND 
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ranges. It 
$50.00 v 
new coal 


How? 
each nev 
amazing 
comfort, 
homes. . 
ing and 
fuel oil. ‘ 
does awa 
wood o 


There’: 
or wood 
Demonst 
see how 


Remen 
new ran; 
Superfla 
feature p 
the Supe 


informat 


with every new coal and wood range 


Sell Sz, yperfiome 


The POT-TYPE range burner with the ho 


@ Mr. Dealer, there’s a big demand in your 
community... RIGHT NOW...for oil burning 
ranges. It means a chance for you to add another 
$50.00 worth of business every time you sell a 
new coal or wood range. 


How? By selling and installing Superflame in 
each‘new range before it leaves your floor. This 
amazing POT-TYPE range burner brings added 
comfort, convenience and economy to thousands of 
homes... because it provides really modern cook- 
ing and kitchen heating plus low-cost operation on 
fuel oil. Superflame is simple and trouble-free . . . it 
does away with dirt and soot, puts an end to carrying 
wood omcoal and ashes. 


There’s a big replacement demand, too. Every coal 
or wood range in your community is a prospect. 
Demonstrate the many Superflame advantages and 
see how fast these prospects become customers. 


Remember, it’s a two-way profit proposition— 
new range installations and old range conversions. 
Superflame’s “cool in summer, warm in winter” 
feature paves the way for year ‘round profits. Get on 
the Superflame bandwagon today! Write for more 


information. 
ANTAGES 
me ee 
BER THESE Superfla No Noise 
REMEM No es” hoa 


icks No 


No a“ cleaning 4 


’ 2 
MANUFACTURERS OF THE FAMOUS Superflome Line of Ol! Heaters -« Kitchen Heaters - 
Floor Furnaces - Water Heaters - Range Burners 
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confidence. 










WOVEN-WIRE FENCE 








Well-coated with zinc for protec- 
tion against rust, Bethlehem Fence 
is just what the farmers want. Its 
popular hinge-joint, cut-stay con- 
struction means easy erection, and 
keeps the fence neat-looking and 
serviceable. It’s available in a de- 
sign for every farm requirement. 





















BOLTS AND NUTS 





Bethlehem Bolts and Nuts are 
made accurately from strong, qual- 
ity steel. Threads are sharp and 
smooth-fitting. Heads are accurate 
for easy wrench fit. Bethlehem 
Bolts and Nuts are supplied in a 
complete range of types and sizes. 
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BETHLEHEM STEEL 


Bethlehem has had long experience in manufacturing woven-wire fence 
and other materials for farm use. These are the kind of products farmers 
know they can depend on. Ask your jobber about Bethlehem products 
today. He’s getting more shipments of these fast-selling items and may be 
able to make deliveries to you from stock. 


roe aa 


NAILS AND STAPLES 





Bethlehem Nails, Prads, and Staples 
drive straight and true. Made of 
tough, strong steel with accurate 
shapes and sharp points. They are 
supplied in popular styles and fin- 
ishes to meet all needs. 





BALE TIES 


Silver Star Bale Ties have lots 
of reserve strength for holding 
tightly-compressed bales. Protec- 
tion against rust is insured by a 
special finish. Supplied in bundles 
of 250 and 500 ties, and in lengths 
from 3 to 15 ft. 








FENCE POSTS 


Fence stays tight and 
neat when Bethlehem 
Studded ‘‘T” Posts are 
used. The extra thickness 
of steel means extra 
strength and easy instal- 
lation. Each post is 
painted red and supplied 
with five wire clips which 
prevent vertical move- 
ment of the fence wires. 





BARBED WIRE 


Bethlehem Barbed Wire 
is rugged and well galva- 
nized to guard against 
rust. The barbs are 
sharp, tightly wrapped, 
and equally spaced. Sup- 
plied on 80-rod reels in a 
complete range of popular 
styles. 








STEEL PRODUCTS 


Farmers are practical men who want their money’s worth. Here’s a com- 
plete line of steel products for the farm trade that you can sell with 
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- Best Bet for Greater Hose Sales in ‘48 








ow Goodyear announces a 
brand-new line of garden hose 
— the finest ever made. 


Reinforced with super-strong rayon 
cord, it is tough and long-wearing, 
yet unusually light and flexible. It 
is remarkably free of kinking. And 
it comes in colors that have always 
been favorites with hose buyers. 


This great new hose is available in 
three different styles, Wingfoot, 
Pathfinder and Glide, designed to 
reach every type of customer. 


A TIMELY MERCHANDISING 
PROGRAM, TOO 


And along with this new hose, 


GOODSYEAR 


THE GREATEST NAME IN RUBBER 
ae ES PS 


The Goodyear Tire & Rubber Co., Inc. 


WORLD'S FINEST HOSE 
FOR COUNTRY CLUBS— 
EMERALD CORD 


An extra-sturdy, high-quality hose that 
will give many years of service. It has a 
rounded-rib cover, especially designed 
to avoid scuffing or tearing of greens. 


Wingfoot, Pathfinder, Glide, Emerald Cord—T.M.’s 
The Goodyear Tire & Rubber Company 
‘ 
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The NEW Goodyear 


GARDEN HUSt 


—the finest ever made! 





PEE I Sage 23 
GOoDsYEAR 
Garden Hose 











Goodyear provides a hard-hitting 


merchandising program that will 
help make your store garden hose 
headquarters in 1948. There are 
sprightly window banners, product 
display cards, a “How to Sell More 
Garden Hose” booklet, and a group 
of newspaper mats that will bring 
hose buyers right to your store. All 
free, of course. 





4 ms ited a sn 


Kindly send me full details 














Fill out the coupon below and we'll 
send you an illustrated folder con- 
taining complete information about 
this timely profit opportunity. Act 
now and you'll be all set for a great 


selling season. 


~~ 


SHORT 
CUT TO 
48 HOSE 


PROFITS 


RO recast 








ae! ee 


Dept. 742 C, Akron 16, Ohio KY 


of the merchandising plan for your new line of garden hose. | 





(Name) 


(Name of Firm) 








(Street Address) 









(City and State) 
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BRIGHT STA 


FLASHLIGHT 
BATTER 
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New design, sturdy construction appeal 


‘ Quality-built cells preferred by millions 
to widest consumer market. 


from coast to coast. 

“Give More Bright Light Longer’ — 
proved by actual test. 

Extra, easy profits whenever displayed 
to store traffic. 


Big profit margins protected by fixed 
price policy. 

Colorful cut-out display nestles 3 No. 
216 Prefocused Metal Flashlights. 
Fast sellers at $1.45 retail, complete 
with cells. 


TO 51,771,633 READERS 


Pop-up: container self-sells 2 dozen 
standard metal top batteries. 


NATIONALLY ADVERTISED 
BRIGHT STAR BATTERY CO., 


main office and factory: CLIFTON, N. J. 
branches: CHICAGO « SAN FRANCISCO 


See Bright Star's value-packed merchandise display 
deals. Your local jobber can give you full details. 
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Get your share 
of Actionrod 


\\ 


@Actionrod’s name-plate service is 
a sales getter the year round, but in 
the gift season it puts Actionrod in a 
class by itself. 

And with Actionrod you get every- 
thing you need to take full advan- 


rt tage of its special Christmas Gift 
; sales appeal... 
As a gift, Actionrod has everything. It’s the National Advertising 
great new rod that has been acclaimed by ex- The two-column, two-color advertise- 
ment shown here will appear in 


perts from coast to coast as the rod with the ruggedness 
OUTDOORSMAN (Nov.-Dec.) and in 
of solid steel and the balance, feel and tip-action of fine OUTDOORS (Dec.) 
bamboo. Actionrod’s exclusive self-aligning blade A centined cremation ot sere tas 
one-half million sportsmen readers. 


lock, patented precision reel lock and other high- 


Counter Display Stand 


Puts Actionrod out where the pros- 


, nes ae 
Fé, A — pects can pick it up and test its tip- 
fi etorialezt/ J PZ, action of fine bamboo. : 
¢ IW? © 
Add an extra thrill to your gift by having Uj . Win do WwW Disp lay Ca rd 


the recipient's name engraved right on Z : : ; 
: J Reproduces an attention-getting Ac- 


the rod. A card is attached to each rod E mes 
at time of purchase. You simply fill in the tionrod cartoon by Virgil Partch. 


name to be engraved and enclose 25¢ , ‘ r 
for postage and handling. The engraved Direct Mail Folders 


Owner's name engraved here. 


quality features make fishing more-fun for anyone. 











name disc will be sent promptly. ‘ " 
Featuring Actionrod as a gift—for 


ORCHARD INDUSTRIES, INC. « 18404 MORANG ROAD e DETROIT 5, MICHIGAN use in your store or for mailing to 
your customers, " 


Newspaper 
Advertising Mats 


Notched Copper-wound Tie your store in with Actionrod na- 
blade lock. i i i isi 
guides. tional gift advertising. 








These and other sales helps are available 
to you without cost. Ask your jobber or 
write direct for the Actionrod Christmas 


4 5 ie Promotion Kit. 


ORCHARD INDUSTRIES, INC. 


18404 MORANG ROAD, DETROIT 5, MICH 


ve 
REDS 
"Solid Steel With Bamboo Fee! 
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COMPARE! Unretouched photos show (left) 
an ordinary file with old style teeth, and 
(right) a Heller NUCUT File with “Wavy Teeth.” 


‘Thews more than meets the eye in the 
“wavy tooth” construction of a Heller 
NUCUT File. You can see-the differ- 
ence at first glance. What’s more, you 
can fell the difference in use—from the 
very first stroke. 

A Heller NUCUT combines coarse and 
fine teeth...cuts deep and finishes 
smooth ... both in one and the same 
stroke. It clears itself quickly, removes 
more metal, lasts longer. 

Here is real cutting power—made for 
the toughest of filing jobs. For NUCUT 
shapes, cuts and sizes to fill your cus- 
tomers’ needs best, see your jobber. 


HELLER BROTHERS 


COMPANY 
Newark, N. J. » » +++. Newcomerstown, Ohio 


Good Jools Since 1836 
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TRADE MARK REGISTERED 


AY-TITE ty ve CARLOAD 


Goes North, East, 


South and West 


SUCH CONFIDENCE OF BUYERS 
MUST BE DESERVED 


20 YEARS of satisfactory Performance 
IS THE ANSWER 


KAY-TITE controls water scopage 
In porous masonu 





BEAU fi 
a Satisfactyy 2, J 


10 Ib. can retails for $2.90 throughout the U. S. A. ee 


For information write to 


KAY-TITE COMPANY WEST ORANGE NEW JERSEY 


NOVEMBE 





J 
<n ° ‘ Ritunp D> 


celtics) 11'S THE NATION-WIDE 
FAVORITE AND THE BEST 
SELLER EVERYWHERE ... 


Or 
45 aovernisto 


THE 1 ALUMINUM PA/NW 7 


Your customers deserve the best — 
and the one best in aluminum paint 


is SHEFFIELD “SUPER-KROME!” 


Gust check these features: 


One Coat Covers Everything 
For Exterior or Interior Use 
Heat Resisting 
For Wood, Brick or Metal 
Perfect for Undercoating 
Flows on Satin Smooth 
Will Not Lose its Brilliancy 
Ready Mixed—Ready To Use 
No need to stock 3, 4, 5 or more 
ce grades of aluminum int, wh 
paint, when 
et «4 SUPER-KROME alone does the job — 
Wy and does it BETTER! Your customers 
depend on you — justify their confi- 


dence by giving them top quality that 
they'll come back for again and again! 





Write Today for further particulars 

<X\ and a catalog of the 40 other Sheffield 

» tast sellers, as well as the dealer helps 

Sheffield offers. Window and counter 

displays, window streamers, news- 

paper mats, envelope enclosures, — 
Write Department HA. 


NOVE! 
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<4 Merchandise 
card with 
five 20-biade 


Speed-Pak 
DISPENSERS 
- - - $3.68 


Display carton > 
with five 
20-blade 

Speed-Pak 

DISPENSERS 

oe ae 














Sensational New 


Gillette 
Speed-Pak DISPENSER 


changes blades in 
a jiffy 

.«. Deals ‘em out one 

at a time. . . instantly 


en ar 
Blue 
Blades 
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One-P 
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Blue Blac 
$450 
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Vew SPECIAL : 


@ | INTRODUCTORY OFFER 


NSER Gillette Super-Speed 
One-Piece Razor and 


Ss in ' 
Gillette Speed-Pak Dispenser 
(10 Gillette 

Blue Blades) 

antly $50 


VALUE 


t one 


Display carton of six Gillette 
Super-Speed Razor Sets. 
reg two cartons to con- 

$9.00 


S AND SUNDAY anes 
SUPPLEMENTS a lee 
Smashing spreads and | all - oes" ig M AT E 4 t A L 
full-page ads 10 the big | : oe é = THAT SELLS 


national magazines and 
Sunday newspaper sup- S es 
=i S , Traffic-stoppins win- 


DISPLAY 


lements — with a come 

bined circulation of more A —— m3) dow displays, streamers 

than 41,000,000 copies— { * and counter merchan- 

will create heavy deman ; - disers will tie your store 

for Gillette's great new gqeers, in with this tremendous 

products. meer nemneige selling drive! Write to 
Gillette, Boston 6, 
Mass., for yours. 
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Here's how to make more money 
from store traffic 


Here’s quick-selling, high-quality merchan- 
dise that has a real place in your store— 
Kellogg Brushes! They’re right for a rapid 
turnover because brushes are impulse-sales 
items. Women buy them when they see 
them. 











Check these reasons why Kellogg Brushes 
can help you boost your sales and profits. 


1. SELF-SELLERS—an attractive self- 
service merchandiser with prices and. 
pictures of brushes in use does the 
selling for you. No clerks needed. 























2.,HIGH QUALITY—Kellogg’s are 
such dependable, practical household 
brushes that you’re sure of repeat sales, 
3. LONG PROFIT—Just set out the 
Kellogg visual merchandiser and see 4 
for yourself how the brushes sell... m 
each sale means money in your pocket. with offer tr, om 
f u 
4. NATIONALLY KNOWN — Kellogg ts: Nine and a half icv in SEL] 
Brushes are the only nationally pang + sellin household  eamsigt CATCHII 
advertised household brushes. Your the fastes retailing from 
15 different tyPe® ted assort- f 
customers know them, $1.00. This is a sales tes vie Ne 
poten to give you quick tarn® dx Zi 
$55.20 0 ZN) 
ellog retail Value: 4.50 ay 
\ . 7 Cost to you = 70 iy 
ity 2 37% $20. ad 
pROFIT ) 
ler today OF: ‘ 
, our wholes ite us 
hylth "a 4 - aa to supply you wre 








KELLOGG BRUSH MFG. CO., Westfield, Mass. 
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HERE'S THE GENERAL 
MILLS “PRIZE PACKAGE” 
FOR CHRISTMAS 


DOUBLE FEATURE! THE FIRST 

BR AD FEATURING BOTH GENERAL 
MILLS’ TRU-HEAT IRON AND NEW 
PRESSURE-QUICK SAUCEPAN ! 





_ Pome ests . 
ge : 3 ' | 
“i y DOUBLE DISPLAY! APPEARS 


IN BOTH “THIS WEEK” MAGAZINE 
(NOv.30) AND IN THE SATURDAY 
EVENING POST (DEC.6) 


DOUBLE APPEAL! HARD- 
SELLING COPY, PLUS THE EYE- 
CATCHING MAGIC OF FULL COLOR 











DOUBLE PUNCH! THE FIRST 
Buy Em/ CHRISTMAS PROMOTION STARRING 
Swan f BETTY CROCKER TO BUILD EXTRA 
gy tw; °/ G = SALES, EXTRA PROFITS FOR you! 
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“couldnt tell wher 


| made money and 
where | lost it !° 


“Now, for the first time, I know exactly 
what's going on in each department. 
Know where best to build profits. Where 
to cut losses. 

“I can pick without guesswork the right 
goods to promote by display or advertising. 
And I have complete, accurate, day-to-day 
figures on each clerk’s sales activities. 

“Beyond which, I now have in detail all 
those other figures I need for the complete 





control of my hardware store. Yes sir, 
thanks to my new National Cash 
Register System, I'm running my business 
today, instead of letting it run me! 

‘And running it so much better than it 
ever ran before. So much more to the 


satisfaction of all concerned — my customers, &F - 
my clerks, and myself!’ Ser the cor 

You, too, might profit by the better the store th: 
service and the more complete control made that is mod 
possible through the use of a National outside and 
Cash Register System expressly designed tracts the mc 
for hardware stores. Your local National rep- most sales, s] 


resentative will give you all the facts. Or, 

write to The National Cash Register Company, 
Dayton 9, Ohio. Sales and Service Offices 
in over 400 cities. 


Capitalize 
pretty face.’ 
now with Pit 
Store Front 
are the rece 
materials fo 
Your archite 
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See the National Cash Register for Hardware Stores. This National Cash 
Register is designed for use in hardware stores. It provides totals of sales in five departments 
and by four salespeople. Each salesperson has his own cash drawer. It also shows a total of 
money paid out. In addition, on every transaction the register prints a receipt, or a sales slip, 
showing the date, operator’s initial, amount, department or kind of transaction, and the con- 
secutive number of the transaction. At the end of the day, totals-printed on the detailed 
audit-strip show how much money must be accounted for. 


THE NATIONAL CASH REGISTER COMPAMN 
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(he the Power of a, Pretty ace 


to build up your business 


~ 

Mocxiessrus. merchants all 
over the country have proved that 
the store that has a pleasing face— 
that is modern and inviting, both 
outside and inside — invariably at- 
tracts the most customers, makes the 
most sales, shows the greatest profit. 


‘ 


Capitalize on the “power of a 
pretty face.” Remodel your store 
now with Pittsburgh Glass and Pittco 
Store Front Metal. These products 
are the recognized leaders among 
materials for store modernization. 
Your architect is familiar with Pitts- 


"PITTSBURGH" 


STORE FRONTS 
AND INTERIORS 


PAINTS 


PITTSBURGH 
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This hardware store in Bethlehem, Pennsylvania, takes full advantage of the powerful dis- 
play feature of an “open vision” store front. The unobstructed view of the interior gives it 
unequalled attraction power. Modernization of this type increases sales and profits . . . 
gets the jump on competition. Architect: George E. Yundt. 


Right now, send for-our FREI 
booklet which illustrates and de- 
scribes many Pittsburgh Glass and 
Pittco Store Front Metal moderniza- 
tion jobs. The coupon below is for 
your convenience. 


burgh Products, so consult him for 
a well-planned, economical design. 
We'll cooperate in every way pos- 
sible. And, if you wish, you can ar- 
range for convenient terms through 
the Pittsburgh Time Payment Plan. 


Pittsburgh Plate Glass Company 

2359-7 Grant Building, Pittsburgh 19, Pa. 

Without obligation on my pot. please send me a FREE copy of your 
brochure, ““How Eye-Appeal—Inside and Out—Increases Retail Sales.” 


NN acicctcsadin eipeosthecstesatndtaehohentmegnitistiniethte 


ee 


CHEMICALS BRUSHES PLASTICS 


P tage ee ae ee COMPANY 
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Nestable 
GARBAGE and ASH CANS 


€ Deep vertical corrugations resist denting—cans 
hold shape longer. 





































@ Sides taper sufficiently to provide space-saving 
nesting, easier emptying. 


Well-balanced design and scientifically propor. 
3 tioned construction gives NESCO cans a firm 
base and exceptional structural strength. 


he largest purchaser of garbage and ash cans 























Nestable in America—the Director of Procurement 
came saan of the U. S. Government—has approved nestable For 
garbage and ash cans for all governmental de- 
= partments. Hav 
mately Why? Because the government, like thousands a 
50 % of wholesalers and dealers, has found that tre- 
in freight mendous savings in freight, handling and storage Deal 
— costs are made when nestable cans are specified. over “ 
Nesco nestable cans are ruggedly built to give that i: 
trucking extra years of satisfactory service. Top edges ate Bec 
expense wire-reinforced—the large, heavy-duty handles throu; 
and take are firmly attached—and the dome-type bottom largesi 
one-half resists rust and corrosion. And, | 


In style, too, Nesco leads the way with a com: 


st FLORI 
site . liad: pletely redesigned line of smart looking cans 0 ansiiie 
dite fill every need. Write today for the name of yout Saeed 
Nesco distributor! Thi 





NATIONAL ENAMELING AND STAMPING COMPANY 
270 North 12th Street GAS RAR 
MILWAUKEE 1, WISCONSIN 


SALES OFFICES: © FLORENCE 
1430 Candler Bidg., Atlanta * 1116 Merchandise Mart, Chicag? eat Sek, 
200 Fifth Ave., New York * Western Merchandise Mart, San Francise® ant reed 
901 Ambassador Bidg., St. Lovis 
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In the 70's 
these Florence products 
were known for quality 














TODAY 
FLORENCE RANGES STILL 
MEAN TOP PERFORMANCE 























For over 70 years FLORENCE Cooking and Heating Appliances 
Have Played a Major Role in American Homelife 


Dealers and consumers have recognized for 
over 70 years the quality and dependability 
that is built into FLORENCE appliances. 

Because of this, FLORENCE has grown 
through these years to be one of America’s 
largest manufacturers of ranges and heaters. 
And, by research and scientific development, 
FLORENCE constantly brings new improve- 
ments, new comforts and conveniences into 
American homes. 


This progressive engineering policy plus 


GAS RANGES ¢ LP-GAS RANGES « ELECTRIC RANGES ¢ OIL RANGES 
COMBINATION RANGES ¢ OIL-BURNING HEATERS 


continued promotion through sales-building 
advertising has resulted in the increasingly 
widespread demand for more and more 
FLORENCE products. 

Is it any wonder then retailers find the 
FLORENCE name the best salesmaking feature 


on appliances. 


RANGES AND HEATERS 


@ FLORENCE STOVE COMPANY... General Sales Offices and Plant: Gardner, Mass. Western Sales Offices BS » ae ao 
and Plant: Kankakee, Ill. Southern Plant: Lewisburg, Tenn. Other Sales Offices: One Park Avenue, N.Y.; © . ek 


[cee 


1459 Merchandise Mart, Chicago; 53 Alaboma Street, S. W., Atlanta; 301 North Market Street, Dallas. 
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THE DEALER WITH VISION >T 
WON’T MISS THE BOAT! ce 
Cedarline Your Closet in an Hour rE 
®@ One application of Cedacote turns an ordinary clothes > B 
closet into a permanent Cedar Closet at less than one- >s 
twentieth the cost of a Cedar Closet. 
p » heen , > H 
® Cedacote is easy to use—applied like paint, or plaster on 
present closet walls, or on brown plaster as a finishing >S 
coat. & » K 
® Does away with the odor, bother and expense of moth f 
balls, tar paper, etc. 
® Clothes can hang instead of being packed away—saves Ws 
time and pressing bills. tha 
® Cedacote is decorative in color—will take nails and an 
screws without cracking. 
CONSUMERS WANT CEDACOTE - BUILDERS DEMAND CEDACOTE - MEET THESE MARKETS BY STOCKING CEDACOTE aro 
Inquiries Solicited from Jobbers and Manufacturers’ Representatives. Wire or Write Today! can 
Sto 
LC 
114 




















BRUSH IT ONI TROWEL IT ON! SPRAY IT ON! 


CEDACOTE MANUFACTURING CO. 
Rooreserilad by 









154 NASSAU STREET, NEW YORK 7, N. Y. 
230 FIFTH AVENUE e@ SHOWROOMS ° 1150 BROADWAY 
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» The WARM MORNING line of four 
master models ... of from 60-lb. to 200-lb. 
coal capacity. . . enables you to fill practically 
every customer’s heating need. And whether 
it’s a small home or a large garage, you can 
be sure WARM MORNING will do a bang- 
op up heating job. 
* And don’t forget these WARM MORNING 

Selling Points: 











































he 420-4 


> The lowest cost dependable heating that 100 Ib. Coal Cq 
can be bought! With Built-in Automat 
> Exclusive patented interior construction. Draft Regulator “4 


> Burns any kind of coal, coke or briquets. 
> Start a fire but once a year. 
> Heats day and night without refueling. 
ot | > Semi-automatic magazine feed. 
> Requires less attention than most 
furnaces. 


WARM MORNING is the coal heater 


that far outsells all others. . . more than 
















. No: 520- é 
a million in use! Sales are still going up 100 en, Ca; : 
| .. there are prospective customers all es 
DACOTE around you. A big, national advertising 


campaign is on. Tie-up and cash in! 
Stock the full WARM MORNING line! 
LOCKE STOVE COMPANY 


114 West 11th Street Kansas City 6, Missouri 


SALES 


"WAY PAST THE No. 524-8 








MILLION MARK 200 Ib. Coal Cap. 
). and Still S 
Going Strong! Neg es 
: , Pp. 


(73-33) | 





in.U.S. and Can. Pat. Off 


WARM MORNI ag Hoste y U. S. Pat. ok . 2 Angaene in a” 471, 
2,329.993, 2,370,644, and ron 1,088. Other ts pending. Name 
Gale omy, 3870-044, aed Can j 
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‘Aermotors Still Excet 


In Economy, Low Cost, and Length of Service 
Even Where Electric Power is Available 


There’s a need for Aermotor Windmills, even when local high- 
lines offer electric power. Aermotors are so dependable. Pump 
water winter and summer, unaffected by current shutdowns, storms, 
high, shifting winds. 

It’s the most economical pumping power, too. The first cost is 
practically the only cost. No repairs ...each Aermotor part is 
scientifically built to last a windmill lifetime. 


No operating expense... just oiling once 
a year. The wind furnishes the power and 
Aermotor does the rest: turns in the light- Ranchers ond Farmers 


est breeze, pumps all the water needed for 


stock watering tanks, watering lawn and Choose Aermotors 


garden, and the home. 
Dealers welcome the opportunities Aer- f ’ c 
or Year ‘Roun 


motors offer for multiple sales. They’re so 

reasonable, customers can hardly afford to > 

use other power for pumping water. The Economy 
result is... plenty of water for farmers and ~— 

ranchers the year round; happy, extra 

profits to you. 


The Aermotor Line Also Includes 
Electric Systems 





dale '< 


ig 


Deep Well 
Systems : 





Shallow 
Well 
Systems 











es 5 bat 
pe 
co ee 


Jet Pump Systems 











AERMOTOR CO., 2500 Roosevelt Rd., Chicago 8, Ill. 
Dept. 8011 
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LAWN FENCE 


HARDWARE CLOTH AND 


WIRE SCREEN CLOTH 
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BY DEALERS 
EVERYWHERE 


HERE’S no doubt about it—dealers everywhere are asking 

for more Cyclone “Red Tag” Hardware Products. They 
know the display value and selling power of the Cyclone line, 
with its national reputation for top quality and for customer 
satisfaction. 

We're producing these best-selling U-S-S Cyclone Products 
just as fast as we can, and we want dealers everywhere to 
have adequate supplies. In the meantime, we suggest you 
check your inventory and keep orders placed with your jobber 
to cover your immediate needs. He’ll see that you get your 
fair share. 


CYCLONE FENCE DIVISION 


(AMERICAN STEEL & WIRE COMPANY) 
Waukegan, Illinois - Branches in Principal Cities 
United States Steel Export Company, New York 


UNITED STATES STEEL 





U-S-$ CYCLONE :2e¢77" HARDWARE PRODUCTS 











No. 1562—‘‘PARKER'’ FRAMELESS GLASS ROLLER TRACK FOR 


ALL GLASS SLIDING 
DOORS 


No. 117 


Brass and alumi- 


Pocked in wooden num in stock for 
cases of 240 ft. com- 
plete sets, or sold 
separately in 12 ft. 
lengths. Roller carriers 
have solid brass roll- 
Ali items rust- 


immediate ship- 
ment for use on 
outside of any size 
119 


Bars to be used on 


doors. = 
ers 
proof cadmium plated 
finish. Finest track 


on the market 


inside of doors in 
conjunction with 


117 Bars 


“PARKER” 
situs: | PERFORATED 


Stamped in brass, steel and aluminum to 
order, in Lattice and Unien Jack designs 


Variety of sizes in stock for immediate 
Woven Brass Wire Grille for 
furniture in stock 


7 
: 


delivery 


No. 68—**PARKER’’ 
ADJUSTABLE 
SHELF STANDARDS 
and No. 79 CLIPS 


For book shelves, stock 
rooms, store fixtures, 
etc....12'' adjustment 
Strength tested to 6C0 
pounds 
numbered to simplify 


Strips are 


adiustment and in- 
sure perfect align- 
nent of the shelves 
Easily installed 








without grocving 


GRILLES 














No. 100—PARKER KICK PLATES 
BRASS —ALUMINUM— STAINLESS STEEL 
With countersunk holes and beveled 
edges. Screws furnished. A variety of 
sizes in stock for immediate shipment 





| | 





No. 132—‘‘PARKER”’ 
MODERN PUSH BARS 


Made of aluminum, Lrass or 
bronze. Other styles and types 
“No. 11 Modern 
We have 


facilities for making special 


listed in our 


Door Trim Catalog”. 





push bars to drawing 





| 
| 
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DELIVERS THE GOODS 
“From Foundry to Finished Product’ 


We manufacture specialties and distribute a full 
line of Builders’ Cabinet and Showcase hardware 
in all standard finishes: Our facilities include 
Foundry, Rolling and Forming Equipment, Power 

Presses, Slitting and Electro-Plating. Prompt 

shipments from our substantial stocks. Special- 

ties made to blueprint. All our materials 
priced right. Write for special quantity 
quotations— 
Are you on our 
mailing list? 


<—F ad 
4 = as 
> 


«.©: <@ 
~ >, re sm a 7 A 
} SS 

Sree nn 


No. 175—‘‘PARKER"’ BRASS 
AND CHROMIUM PORTABLE 
AND STATIONARY RAILS 


All types made te order for 
theatres, exhibitions, displays, 
stages, restaurants. Velour < 
rope and fittings. Quotations 








furnished upon request 


“PARKER’’ LUCITE PULL 
AND PUSH BARS FOR USE 
ON HERCULITE GLASS 
DOORS 

















May also be installed on 











wood ‘and hollow metal 








doors. All! sizes 


DV 
; ANi, 


“‘PARKER'’ COMBINED PULL AND PUSH BARS 


‘PARKER’ DOOR PULLS 


Made of forged brass and alu- 
minum. Matches design of No 
117 and No. 119 bars 


/ / 
a 
fas 


No. 804— 
“PARKER” 


DOOR KNOCKERS 

Heavy forged brass. 
Enhances the appear- 
ance of any type 


door » 


MME illo ” 
ee ee ae 
No. 334C—‘‘PARKER"’ 
THRESHOLDS 

Brass, aluminum and steel. 4’, 5", 5'2 
6,7" and 7'2" widths in stock. Sold cut 
to size or in full lengths. Write for spe- 
cial net price list 








No. 331—"‘PARKER"’ LETTER DROPS 


Finest forged brass, highly finished 
Complete with back plate. Priced 
exceedingly low. Also furnished in 





chrome 


aie ae 


No. 1590—"*PARKER’’ SHOWCASE . 
TRACK FOR WOOD SLIDING DOORS 


Immediate shipment from stock in 12 
ft. lengths 





a 





( 
( 
} 


No. 1581— 
“PARKER” 
SLIDING DOOR 
SHEAVES 


Ball bearing. For use with No. 1590 


track 


No. 621— 


4 FINGER PULLS 


Solid Brass. Can also be furnished nickel 
plated. For wood and all-glass show- 
case sliding doors 
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nail holding 
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hammers 
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stock. Sold cut 
Write for spe- 


31 | 


TER DROPS 
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Sales Representative 
for the Eastern, 

i Mid-Western, Central 

may and 

1OWCASE . Far Western States 

IG DOORS JOHN H. GRAHAM 
& CO., INC. 

105 Duane Street, 


New York S, N.Y 


tock in 12 





Southern Representative 
SANFORD BROTHERS 


Chattanooga, Tenn. 


1590 





621— 
tKER”’ 
PULLS 


shed nickel! 
lass show- 
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Wy HEREVER power is available, the "C.Q.” 
Harvester Model is suggested as a unit for 
longer than usual service. Regardless of its su- 
perior quality, this grindstone is available at a 
most attractive price that offers the dealer plenty 
of profit. 

Frame is constructed of sturdy, steel angles 
and supports a 24” x 2” selected stone, riding on 
roller bearings. Hand crank, treadle, trough, and 
drip cup are supplied at no added cost. [2” x 2" 
pulley for power attachment. 

Stock the Harves- 
ter! It is a money- 
maker! 






¢ Another of the popular 
"C.Q.” Line—the Stream- 
liner! An  easy-running. 
treadle model with all- 
welded tubular frame. 
Modern in appearance 
and action. Sells quickly 
wherever displayed! 























2 
POL-MER-IK’S 
BACK! 





























Speed ... and accuracy ... in 
marking your merchandise pays 
big dividends. 80¢ 
Compare the slow, illegible 
method of hand marking your 


2for1.49. 











price tags with the Kimball . Sees 
system of price marking. . . marked. 

tags marked automatically by \ 

a time-saving, easy-to-operate Kimball's Midget 
printing machine, the Kim- \ 


prints vital sales 

facts on string tags 

or labels . . . auto- 

matically, economical- 

ly. Tags, in perforated 

strip-form for easy han- 

dling, are furnished plain 

or preprinted with store’s 

name... can be cut apart 

by knife attachment on ma- 
chine. 


ball MIDGET. Just place a 
strip of tags in the machine 
. +. turn the handle... zip 

. - out come neat, legible 
printed price tags. 












Write for descriptive folder. 

















1740 East Twelfth Street, Cleveland 14, Ohio 


4s 7 Re BAN ng 
5. missile <i oot ne, * a ‘ , le SS o 








KIMBALL. 
A. KIMBALL COMPANY 
307 WEST BROADWAY, NEW YORK 13, N. Y. 
Branch Offices in Principal Cities 
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of the above | 
Aluminum Na 
can be knocke 
— CANNOT S' 
put them in y« 
joum utensil. 
COMMON Nz 
nails when ulti 
ALUMINUM : 
All Aluminum 
contains 50% 
steel nails. 
WiLL ALUMIN! 








FOR ELECTRIC F 
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’ ‘ ALUMINUM ROOFING SHEETS 

% \ an The finest roofing material for barns, sheds, garages, tool shops, etc. Alum- 
7 . 
ys 


\ inum Roofing substantially reduces inside temperatures during hot summer 
\) months because of the ability of aluminum to reflect the direct rays of the 
\) sun, Aluminum roofing is economical, too, as it will last a lifetime with- 
ALUMINUM out maintenance expense. Cannot rot, rust or crack, Nichols Aluminum 
Roofing Sheets are available in 114” and 21/2" corrugations and 5 V 

IS NOT A ’ Crimped in 26” widths, 6, 7, 8, 9, 10, 11 and 12 ft. lengths. Alum- 
SUBSTITUTE ‘ inum roofing accessories for all types of roofing are available. 





Special sales proposition is now open and available to 


\\ \\\\ ’ \ As jobbers and dealers. Write us today for details. 
Nichols aluminum nails 





ARE DEFINITELY SUPERIOR FOR USE IN APPLYING WOOD SIDING, “ASBESTOS SHINGLE AND 
SIDING, BATTENS, PLASTER BOARD, WOOD SHINGLES, ALUMINUM AND ASPHALT ROOFING. 


War developed aluminum alloy wire invades the nail market. It is defi- 

nitely superior for the above applications. 

Rust Proor. Rust from steel nails or oxidation from copper nails for any 

of the above applications will mar the surfaces on which they are used. 

Aluminum Nails are solid aluminum. There is no protective coating that 

can be knocked off the head by hammer blows. ALUMINUM CANNOT RUST 

— CANNOT STREAK OR BLEMISH THE SURFACE. They are SANITARY — 

put them in your mouth with the same safety as food cooked in an alum- 

inum utensil. 

COMMON NAILS in sizes 3d to 40d. Use for same applications as steel 

nails when ultimate in corrosion resistance is desired. 

ALUMINUM STAPLES—9 gauge, 1” and 11/,” sizes. 1 pound 1 pound 

All Aluminum Nails and Staples packed 50 Ibs. per keg. A 50 lb. keg Steel Nails Aluminum Nails 
contains 50% more aluminum nails than a 100 lb. keg of the same size 
steel nails. 

PROOF WiLL ALUMINUM NAILS DRIVE? Sure they'll drive! Send for samples. Entire nail surface etched for maximum holding power, 


for 1.49. 
80¢ 





3 TIMES MORE ALUMINUM NAILS THAN STEEL 


ual sample of 
after being “ 7 : 
. Many miles of aluminum electric fence and garden wire are 


; J now in use everywhere. Aluminum is FIVE TIMES BETTER 
il’s Midget fl ;' j, electrical conductor than steel. Thus, one electric fence charger 
can charge five times more aluminum footage than steel. 


ital sales 
Aluminum is truly economical. It CAN’T RUST or “SHORT OUT”. 


string tags L It is modern looking, easy to install and never needs replacing. 
+ auto- It is ideal for use in gardens for grape arbors, trellis, etc. Also 
onomical- ‘On ai for use in holding concrete forms. 
verforated win 2 = Pay Moe Pee wai” Available for immediate delivery in 10 and 35 Ib. coils. Show FOR 
easy han- it to your customers — it sells on sight. is ie CONCRETE FORMS 
hed plain FOR ELECTRIC FENCING 


ith store’s 


cut apart e é : 
sata Nichols aluminum clothesline 


e folder. =a ss Just the thing housewives everywhere have been praying for — the original Nichols Aluminum 
Clothesline. Gone are the nuisances of putting line up, and taking line down. No more ruined 
washings from broken lines. Once a Nichols Aluminum Clothesline is put up, it need never be 
taken down. It cannot RUST, ROT or CRACK. Cleans quickly and easily with a wet soapy, cloth. 
Holds all types of clothespins. Packed 1200 ft. per carton (4 - 300 ft. coils marked every 50 ft.). 
Specify size wanted on your order. Not original unless coil contains wrapper as illustrated 
at left. Nichols Aluminum Clothesline Wire specially treated for this particular use. It is not 
ordinary aluminum wire. ~ 


AGE ) WIRE & STEEL CO. 
DAVENPORT, IOWA 
Warehouses: Mason City, lowa @ Battie Creek, Mich. 


Over 40 years in the manufacturing business 











HANDY* WYTEFACE 

STEEL TAPE RULES 
Y/ inch width, Pull it out to any 
length. It stays ‘“‘\put”— won't cree : 
back into the case. It is semi-rigid, : fy a 
like a ruler, so you can easily work : <a ~ Hluminate 
it with one hand. Blade can be re- ty » of $5.00 
placed in a moment, without taking sje £ ea , 
the case apart. It has markings on : ee 
both edges, in inches and \, inches. 
Lengths, 72 and 96 inches. 

*Trade Mark 


HOW a WyTeFAce* Steel Tape. Yourcustomer 

will take it every time. Show him how easy 
to read the jet black markings on the white back- 
ground are—in the brightest glare or in hardly any 
light at all. You can assure him that WYTEFACE 
Steel Tapes are easy to keep clean, are rust- 
resisting and hard to kink. Ask your jobber about 


WyTEFACE Steel Tapes and Steel Tape Rules. 


*Trade Mark. WyTEFACE Steel Tapes and Tape Rules are protected 
U. S. Pat. 2,089,209. 


Drafting, Reproduction, Surveying 
Eauipment and Materials, 
Slide Rules, 

Measuring Tapes. 


KEUFFEL & ESSER CO. ie am cn amc 0 eee 
EST. 1667 MM nigh ce ys Handsome chro- Se tials wid Hard wearingb 


NEW YORK * HOBOKEN, N. J. pocket oesta — coarens for rcamts: 25, 50 ake 


CHICAGO * ST. LOUIS * DETROIT * SAN FRANCISCO 
LOS ANGELES * MONTREAL 
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ee zz PROFIT IS $9.96 


ge SUPERLITE Bulb THIS FAST-MOVING 


BULB DEAL! 
> 


Here’s the big, new sales-maker that 
will sell 240 high-profit SUPERLITE 
bulbs—with a profit to you of $9.96 on 
an investment of only $33.24. 

But that’s not all! Free with this na- 
tionally-tested assortment of the most 
popular wattages is a handsome illumi- 
nated merchandiser that contrasts the 
soft, pleasant light of SUPERLITE 
with the glare of an ordinary bulb. 
Seeing is believing—and your custom- 
ers will buy more SUPERLITE... the 


high-profit bulb for you. 


YOU CAN ORDER THIS PROFITABLE 

NEW SUPERLITE DEAL FROM YOUR 

SYLVANIA DISTRIBUTOR. OR MAIL 

- 2 4©THE COUPON AT BOTTOM OF THIS 

uminated Automatic Salesman, with a value if oe PAGE TO THE SYLVANIA DISTRICT 
of $5.00, is included FREE with each deal. Papeete ee " os 
OFFICE NEAREST YOU. WE’LL HAVE 


A DISTRIBUTOR FILL YOUR ORDER. 








DIVISION OFFICES 


Atlanta New York 


PERLITE DEAL No. 996 
ally Sales-Tested Assortment i alee ea 


Boston Philadelphia 
10 Post Office Sq. 1120 Lincoln Liberty Bidg. 
Boston 9, Mass. Philadelphia 7, Pa. 





Buffalo Cleveland 
421 Jackson Bldg. . 797 Union Commerce Bldg. 
Buffalo 2, N. Y. Cleveland 14, Ohio 


Chicago Detroit 
20 N. Wacker Drive 613 Boulevard Bldg. 
Chicago 6, III. Detroit 2, Mich. 


Kansas City San Francisco 


2109 Broadway 111 Sutter St 
Kansas City 8, Mo. San Francisco 4, Cal. 





Los Angeles Seattle 
210 West 7th St. 951 White-Henry-Stuart Bldg. 


Los Angeles 13, Cal. Seattle 1, Wash. 


Washington 
Washington Bldg. 
15th & New York Avenue 
Washington 5, D. C. 








Sylvania Electric Products Inc. 


Gentlemen: 

| want to get SUPERLITE Deals No. 996, at a 
cost to me of $33.24 each. Please have a Sylvania distribu- 
tor ship this order. 


SYIVANTA 
ELEC Fs 
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@ More customers than ever ask for Circle ® Bolts and Alcoa / 
Nuts when they buy. Because they see these well-known seas 
fasteners advertised nationally ...see them used on many ans 
of the nationally-advertised products they buy. This is the 
kind of customer recognition that you can turn into steady 
profits...extra profits...simply by stocking the Circle © line. NORE People want 


(B) BUFFALO BOLT COMPANY 


NORTH TONAWANDA, N. Y. - SALES OFFICES IN PRINCIPAL CITIES 
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ALUMINI 
Building 





Export Sales Office: Buffalo International Corp., 50 Church Street, New York City 
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Alcoa Aluminum Roofing Sheets 


CAN MAKE GOOD, STEADY PROFITS FOR YOU 
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dealers and retail outlets, coast to coast. 
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NOW—through your regular trade channels 











atder a complete stock of Aleoa Aluminum 





fiofing Sheet. Your order will receive prompt 
tention. Do it right away. 







y Alcoa Aluminum Roofs Are Best-Sellers f f 




























CAN’T RUST fe ae of 
One of the outstanding qualities of alumi- é 
num is that no amount of weathering will 
cause it to rust, streak or stain. Properly 
applied, it never needs painting. 


? LIGHTER, BY FAR 
Amazing lightness of aluminum sheeting 
makes for easier handling—lighter roof 
load. Construction costs, labor expense, 
erection time are reduced. 


3 COOLER PROTECTION 
Bright metal surface of Alcoa Aluminum 
reflects heat rays. Keeps lower, more even 
temperature inside buildings, all summer. 


USEFUL EVERYWHERE 
Wide choice of styles of Alcoa Roofing Js 
Sheet look well on any building. Where a 
low-cost, durable farm roof is needed, 
aluminum does the job—for barns, sheds, 
smokehouses and outbuildings. 


STRONG—DURABLE 


| Bolts and Alcoa Aluminum Roofing, properly applied, 
withstands heavy winds. Will not warp or rot. 
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For further information, for your copy of 
Aleoa Roofing Application Folder, write 
ALUMINUM CoMPANY OF AmeERICcA, 1753 Gulf 
Building, Pittsburgh 19, Pennsylvania. 










MORE People want MORE aluminum for MORE uses than ever 
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QUALITY TOOLS 


by 
DUBL-A 


PAINT SCRAPERS 
Choice of several styles—all expertly made 
of high quality materials. Complete specifica- 
tions on request. 


PUTTY KNIFE 

Polished and tem. 
pered blade of high 
quality carbon steel, 


Mason's and Painter's Tools—for 
the artisan or handy man. De- 
signed for long life—Styled for 
ready use—Priced for quick sale. 


PLASTERING TROWELS 
Serviceable trowels for the apprentice or general 
repair man. Carefully made from the best of ma- Built to last from high grade steel with fully 
terials. Full specifications gladly furnished on request. polished blades. Write for detailed specifications. 
CANADIAN AGENT: 15 WELLWOOD AVE., TORONTO, ONTARIO 
iy 4 x ; 


POINTING TROWEL BRICK TROWELS 
Popularly priced trowels in several sizes and types. 


THE ATLAS-ANSONIA COMPANY 


ONN., 





8 STILES LANE, NORTH HAVEN, U.S.A. 
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MEET THE MOST EXACTING 
NEEDS OF THE SKILLED 
CRAFTSMAN 


/ 





1. Popular Price 

2. Self-cleaning Needle 
3. Controlled Flame 

4. Shielded Burner 


5. Patented ‘“‘Never-Leak” 
Pump 


Not only do Shelton Planes em- 
body outstanding improvements, 
but high precision governs 
throughout. Fine-thread adjust- 
ments and special analysis tool 
steel cutters assure perfection in 
performance. 


MODEL 8/?-A 
(Model 88-A. Pint Equiv) 


BERNZ 


TORCHES ¢ FIREPOTS 
MECHANICS TOOLS 


ae Ta 


Otto Bernz Co., Inc. * 280 Lyell Ave. * Rochester 6, N.! 


--- these 5 features, and many 
more, have made Bernz Torches 
for over 70 years the choice of 
better painters, plumbers, 
mechanics and craftsmen. 


SOLD ONLY 
THROUGH 
JOBBERS 


SHELTON PLANE & TOOL MFG. CO. 
SHELTON, CONNECTICUT 
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Shockproof 
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Stock No. 
Consistin: 
2 Each No. 
(5/32” | 
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1884 Pitki 
Brooklyn 1: 
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of the screw. 
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Kitchen and Wash Basin 


Size (Reduced) ably priced for quick sales. 


its low cost. Write— 





hole off-center 


broken drill 


INTRODUCING THE SIMPLEX DRILL 
GUIDE FOR DRILLING OUT SCREWS OF 
FAUCET SPINDLES WHEN SCREW HEAD 
BREAKS OFF IN THE PROCESS OF RE- 
PLACING A WORN OUT WASHER -.- - 


It is practically impossible to drill out faucet screws WITHOUT 
A GUIDE, without ruining the threads in the spindle, or without 
making the hole larger trying to quide the drill in the CENTER 
The drill follows the lines of least resistance which 
When replacing washers the exact size drill 
must be used for bib screws; if drill is too large the threads, after 
retapping, are practically useless. 


The SIMPLEX DRILL GUIDE guides the right size drill exactly 
through the center of the screw. 
Made of Hardened Tool Steel. 

to Superintendents, Janitors, Landlords or Homeowners. 
The saving of just one spindle offsets 


It is fool-proof. Fits all sizes. 


An item you can profitably sell 


Reason- 


Bath Tub and 
Shower Size 


| HENRY E. WATKINS CO., 84-51 Beverly Rd., Kew Gardens, N. Y. 














NEW! AMAZING! 
c mM A 3 coe, FRICTION HOLDING 


CLUTCH HEAD 
SCREWDRIVER ASSORTMENT 


Tt hockproof Heavy Duty Unbreakable Amber Handles 


Highly Polished Ground Blades of Correctly Hardened and Tempered 
FALLOY TOOL STEEL—securely anchored in handles. 


Ja NEW GREAT TOOL! 


A GREAT PROFIT 
BUILDER! 


Attractive, Four-Celor 
COUNTER 


DISPLAY CARD 
with Easel 


IT'S OWN BEST 
SALESMAN! 


Stock No. U-320 
Consisting of: 

2 Each No. U-325 
(5/32” Point) 

2 Each No. U-328 
(Y%" Point) 

1 ach No. U-324 


(5/16” Point) 
Packed '/> Doz. to Box 
with 1 Display Card 
Weight 134 Lbs. 


Sold By Leading Jobbers 
AMALITE, INC. 


1884 Pitkin Ave. 


Brooklyn 12, N. Y. RESISTING TOOL STEEL BLADES 





_ 
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FORGET THE STEAK JUNIOR 


F1 POL-MER-IK'S BACK / 



























































BR ememser last month’s ad urging you to lay in 
a stock of these very appropriate items for a big 
Holiday-season harvest? 

Now get an early start—don’t miss the early Christ. 
mas shoppers — get your Nicholson files and kits into 
your displays. 

Tops in quality and best known in the world, 
Nicholson products command ready public accep. 
tance — easy selling at full-profit price. Here’s the 
line-up! 

1 Nicholson X.F. Swiss Pattern Files in handsome orange 
and blue plastic case ... 12 assorted Round Handle Needle 
Files that will delight model makers, tool-and-diemakers, 
clock “tinkerers,” ete. 


Cut and/or Ground Bur types. Standard size, with |4' 
shank for operation with regular electric power tool, flev 
ible shaft or drill press. 


2 Nicholson Rotary Files. “Rotakit” assortments of Hand 


Nicholson "Rotasets” available in a variety of assortments 
of Nicholson Hand Cut Rotary Files and Ground Burs, 
with 4” shank for use in small-size electric power tool 
or flexible shaft. 


Nicholson Curved Tooth Files. These “razor-sharp” milled: 
E . 

tooth files enable both fast and smooth “shear” filing on 

plastics and non-hard metals and alloys. Homecrafters 


prize them! 
If you are still unsupplied, or need a-lditional stock. 


get in touch with your wholesaler at once. 


cvCks NICHOLSON FILE CO. ¢ 25 ACORN STREET 
ee ; 
t PROVIDENCE 1, RHODE ISLAND 
° Chestnut and 


od U.S.A. 
(In Canad:, Port Hope, Ont, Philadel phi 


JOSEPH 


nLSON ese 


FOR EVERY PURPOSE 
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ENLARGEMENT OF %” x 3” COTTER PIN 





ALL ACCO COTTER PINS ARE MADE TI? 
AMERICAN CHAIN QUALITY STANDARDS 


There’s more to a cotter pin than simple dimensions. ACCO Cotter 
pins are precision-made from accurately drawn wire. They are 
easy to insert. They fit the hole size for which they are made. 
Prongs spread easily and hold tight. And they are packed in 
attractive, substantial boxes, clearly labeled. 


YORK, PA.— American Chain makes two types 
of cotter pins in a full range of sizes. In addi- 
tion to the acco (regular type, shown above) 
American offers the CAMPBELL HAMMERLOCK, 
which is designed so that it locks positively 
and permanently by simply striking the head 
with a hammer. 





co 
Ae. 
ay, AMERICAN 





x, 
‘AC 


. GZ 
TRADE Ww 


In Business for Your Safety 


Look to American for the kind of quality your 
customers expect from you—whether it is 
cotter pins—electric or fire-welded chain—any 
type of weldless chain made of formed wire or 
stampings—chain fittings, attachments and 
assemblies—repair links—hooks. 

Sell American—the complete chain line. 





York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 









AMERICAN CHAIN DIVISION 
CHAIN & CABLE 
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Informal Editorial Comments 


By Charles J. Heale 


Watch the Federal Trade Commission 


And Its Attacks on Fair Trade Laws:— 


HINKING of the designation 

“Fair Trade Laws” as includ- 

ing the Rubinson-Patman Law; 
the fair trade laws in 45 states and 
the essential Miller-Tydings Law 
which permits inter-state fair trad- 
ing in those 45 states—we again 
sound a warning that fair trade 
legislation may be in jeopardy. 
The Federal Trade Commission 
has long been openly hostile to all 
such legislation and inclined to 
hold out rigidly, as it sees the pic- 
ture, for the now outmoded anti- 
trust laws known as the Sherman 
and Clayton laws. 

Independent retailing and whole- 
saling, in almost all lines, fought 
a long drawn out battle to bring 


The Co-ops Did 


ROM the October 1947 “Labor 

Information Bulletin” published 
by the U. S. Department of Labor 
we quote the following: 


“For consumers co-opera- 
tives, 1946 was generally a suc- 
cessful year, a Bureau of Labor 
Statistics report reveals. An- 
other all-time peak in operations 
was reached by local co-opera- 
tives, with a distributive and ser- 
vice business of over $800,000,- 
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about such helpful, protective and 
entirely equitable legislation and 
should be no less vigilant in oppos- 
ing any activities which would 
curb or nullify the benefits these 
laws provide. 

The Federal Trade Commission 
is a powerful factor in the scheme 
of things and it should be—but in 
its current obvious efforts to upset 
first the Miller-Tydings Laws, and 
perhaps the Robinson-Patman Law. 
there should be articulate and 
militant protests from all types of 
independent retailers and whole- 
salers, both as individual tax-pay- 
ing business men and as members 
of various trade organizations. 

It was a long fight to obtain 


x * * 


Well in 1946 Says 


000. The wholesalers to which 
more than 4,000 of these asso- 
ciations belong also had a rec- 
ord-breaking year, with sales 
and services of over $220,000,- 
000—a 34 per cent increase over 
1945—and net earnings up 
nearly 84 per cent, for a total of 
more than $11,500,000. All but 
$3,250,000 of this was returned 
to the member associations on 
their patronage. 


these laws but their effectiveness 
could easily be lost quickly through 
indifferences or inattention. 

If the Miller-Tydings Law were 
repealed or in any way curbed, 
the effectiveness of fair trade laws 
in 45 states would be greatly and 
quickly diminished if not com- 
pletely neutralized. 

We urge every reader to watch 
such inroads on these hard gotten 
gains and fight every step of the 
way to maintain them, remember- 
ing that the present Administra- 
tion is widely quoted as “possibly 
getting behind FTC efforts to abol- 
ish or curtail price maintenance as 
a means of reducing overall retail 
prices.” 


Our Uncle Sam:— 


“The greatest increase in busi- 
ness since 1942 was shown by 
the store associations and since 
1941 by the petroleum associa- 
tions, reflecting undoubtedly the 
improved supply situation, and 
the removal of rationing restric- 
tions, as well as the rising price 
level. The stores’ operating re- 
sults also showed a marked im- 
provement over 1945; more than 
90 per cent made earnings on 
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the year's operations (nearly 63 
per cent had greater gains than 
in 1945). Petroleum associa- 
tions, consistently profitable, had 
even better results than pre- 
viously. 

“New advances in production 
of commodities by the co-opera- 
tive movement were reported. 
Co-operatives go into production 
for three reasons: (a) To con- 
trol the quality, (b) to assure 
supplies, and (c) to secure sav- 
ings for their members. Pro- 
ductive earnings have usually 
proved far greater than those 
possible in distribution, where 
margins are small. 

“Co-operative _ wholesalers 
have been expanding productive 
facilities rapidly during the past 
few years from small beginnings 
in 1929. ‘The largest expansion 
has occurred in the production 
of petroleum products and of 


HEELER McMILLAN, prac- 

tical farmer and editor-in- 
chief of the Farm Journal, has 
this to say on “taxes for the Co- 
ops” — 

“Co-operative leaders might 


T is difficult for me to realize that 
I will no longer bump into W. 
Gibson, “Gib,” Carey, Jr., some- 
where on 42nd St., with his omni- 
present pipe in his mouth, perhaps 
have luncheon with him or just 
tarry a bit and gain from him, 
either way, some inspiration that 
leads to editorial expression or to 
some research intended to benefit 
the entire hardware industry. 
Although “Gib” Carey was a 
couple of years older than I, I 
always thought of him as a gifted 
young man who contributed richly 
of his great and many talents. 
Few men, who have enjoyed even 
a longer span of life, have been 
able (or even willing) to give so 
much of themselves as he did for 
the common good. He served as 


102 


fertilizer. At the end of 1946 
consumers’ co-operatives owned 
10 petroleum refineries and over 
1,000 producing oil wells, with 
a total refined product valued at 
nearly $36,500,000. 

“They were also producing 
such things as canned goods. 
meat products, bakery goods, 
lubricating oil and grease, paint, 
lumber and shingles, printed 
publications, chemical products 
(cosmetics, household supplies, 
insecticides, etc.), feed, seed, 
fertilizer, and farm machinery. 
Production in 1946 was valued 
at over $95,500,000, as com- 
pared with only $14,000,000 in 
1941 and less than $30,000,000 
in 1943. Earnings from these 
plants have helped to finance 
new enterprises and swell the re- 
turns to member associations, as 
well as to assist in the co-opera- 
tive advance to self-sufficiency 


x *k * 


RE: The Co-Ops: 


do well to reflect upon the recent 
experience of labor leadership. 
Labor organizations resisted 
every suggestion that the Wag- 
ner Act might be improved. 
Public sentiment forced a new 


W. Gibson Carey, Jr. 


president of the U. S. Chamber of 
Commerce and several important 
banks and corporations sought his 
counsel as director—an added ser- 
vice which he gave freely—a ser- 
vice which will be missed. 

Gibson Carey was an intensely 
humane person, always interested 
actively in helping his fellowmen. 
In addition to the important corpo- 
rations and banks he served as 
trustee, he served as a director (or 
“trustee” or “governor” as they 
officially are known) of: Union 
College, Schenectady, N. Y., New 
York Hospital, New York City, 
Mutual Life Insurance Company 
of New York, and others. 

During the war, when help was 
scarce, he took turns with some 
other officials in running the ele- 
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which is one of their aims.” 
Although I have been reading 


these Department of Labor bulle- 
tins for many years I cannot recall 
where anyone of them ever report- 
ed progress made by completely 
tax-paying types of business—the 
only type of business which makes 
it possible for the apparently 
abundant editorial staff of the 
Bulletin, to hold their jobs. In 
fact, the only type of business that 
makes it possible for Secretary of 
Labor Schwellenbach and his en- 
tire department to hold such jobs 
on the public payroll. No taxes— 
no public payroll jobs. 

Whether co-ops are to be taxed 
like the businesses with which they 
compete or are not to be so taxed is 
going to be the subject of a Con- 
gressional preliminary study start- 
ing just about the time you receive 
this issue. 


labor law which they do not 
seem to like. 

“The agitation to make 
changes in the laws affecting 
taxation of co-operatives is not 

(Continued on page 118) 


vators of the New York Hospital! 
He was that kind. 

My second meeting with “Gib” 
Carey was about two hours after 
he had been elected president of 
The Yale & Towne Mfg. Co. Pre- 
viously, my acquaintance had been 
somewhat casual. From that time 
on I felt that we had somehow 
“clicked” as we soon became good 
friends—a friendship I shall al- 
ways cherish. 

The hardware industry and all 
others who believe in the American 
way of life have lost a great cham- 
pion in the tragic drowning of W. 
Gibson Carey. 

I have lost a good friend and 
know it. 


—C. J. H. 
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Improved Minute Key Cutting Machines 






“Keys made while you wait” is a familiar sign outside many a hardware store. Just as 






familiar inside are ILCO Improved Minute Key Cutting Machines . . . first choice of hard- 















ware dealers who underline customer service. 

Make Money by the Minute. The ILCO IMPROVED MINUTE — first choice among 
hardware dealers and professional locksmiths — is always ready for duplicating cylinder, 
flat-steel and bit keys without change-overs or. adjustments . . . without once removing either 
the sample or blank from the clamps. And all cuts are complete in less than sixty seconds! 
Simple in construction, extremely accurate and fully. guaranteed against any possible 
imperfections. 
Now — Immediate Delivery. Production of ILCO Improved Minute Key Cutting 
Machines has been stepped-up so you can have immediate shipment. Your nearest ILCO 


distributor will quote you prices and specifications; call him today — or write us direct for 


SECURITY ai HARDWARE 
78 


INDEPENDENT LOCK COMPANY °¢ FITCHBURG, MASSACHUSETTS 


BRANCHES 
New York 7, N. Y., 25 Warren St. « Chicago 6, Ill., 555 W. Randolph St. + Philadelphia 6, Pa., 506 Commerce St. + Baltimore 1, Md., 611 N. Eutaw St. 
So. Boston 10, Mass., 207 ASt. © Los Angeles 13, Calif., 524 E. 4th St. + San Francisco 5, Calif., 121 Second St. + Seattle 4, Wash., 568 First Ave. 


New Descriptive Folder. 
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The store front is modern with 
its full sweep of windows 


along front and side. 








te “open house” idea 
for a new hardware store is rather 
common, but the idea of using 
such an event as a laboratory for 
determining future expansion of 
lines is somewhat unusual. How- 


ever that is just what H. Schwartz 
& Sons, Inc., Fall River, Mass., did 


following opening of its new retail 


104 





hardware store in December, 
1946. The new store, devoted en- 
tirely to hardware, paints and 
kitchen appliances, has since great- 
ly expanded its operations and, 
from the looks of its present vol- 
ume, probably will do a business 
of about $125,000 this year. 

The new store, which adjoins 
the lumber yard, operated by the 
firm since 1928, did not have 
radios, automatic laundry ma- 
chines or major appliances when 
it was opened but has since added 
these lines. Electrical supplies and 
other lines are also being consid- 
ered at the present time. 

Lester Schwartz, who has charge 
of hardware, housewares, traffic 
appliances and electrical depart- 
ments, says, “We are after as 
many and as varied lines a we can 












get in all types of household and 
home equipment and supplies, be- 
cause we have found that one-stop 
shopping service is essential The 
more merchandise we have to offer 
the fewer times we will have to 
say, ‘Sorry, we don’t have that,’ 
which is what drives potential cus- 
tomers from any store. We know 
from studying people’s buying 
habits that they want to buy every- 
thing at one stop, and we are try- 
ing to develop our merchandise 
lines to satisfy that trend.” 


“Open House” 


When the store was opened last 
December, the company staged an 
open house event and 1800 per- 
sons visited it in two days. This 
was announced in a full-page news- 
paper advertisement followed by 
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two half-pages, all copy featuring 
photographic illustrations of the 
interior of the store. Copy listed 
the merchandise lines and empha- 
sized the fact that plenty of park- 
ing space was available. Copy fea- 
tured the theme “We’re holding 
‘open house’! Come visit one of 
New England’s finest hardware 
stores!” The names of well known 
manufacturers were featured as 
prestige builders. 

It was this open house event 
that allowed Mr. Schwartz and his 
brother, Isaac Schwartz, in charge 
of kitchen units, major appliances, 
paints and wallpapers, to test their 
merchandise lines. They found 
what merchandise aroused the 
most interest and inquiries. One 
of the lines which showed a great 
deal more promise than they had 
anticipated was housewares. While 
the line was stocked, it was evi- 
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dent that they could go much 
farther. The housewares stock 
which they had considered ample 
was completely cleaned out. It 
was quickly replaced and addi- 
tional lines added, the latter in- 
cluding cooking utensils, pots and 
pans, numerous small household 
gadgets, and electrical appliances 
and supplies. 

Following the “open house,” 
business started off at a good pace 
and kept the sales force so busy 


that time became limited in which 
to keep the store in order and 
handle the expansion planned. It 
is the opinion of the management 
that this open house gave the busi- 
ness a good start. 

So successful was the “open 
house” that, a trade show was 
staged in May, 1947, and 4,000 
persons visited the store in two 
days and evenings. Special in- 
ducements were offered and coffee 
and doughnuts were served. The 


H. Schwartz & Sons, Inc., opened its store and advertised 

its complete stocks and fine store arrangement and 1800 

attended the two days of its opening. The firm has used 

its findings from that event to determine what lines to add 

or expand and which to hold at present levels. Com- 

missions supplementing salaries encourage selling during 
the working day and after hours. 


Store As a Laboratory 


For Selecting Lines 





Shopping comfort is increased in this store by virtue of the wide aisles, good lighting 
and neat appearance. All merchandise is placed so as to make for quick, easy inspection. 
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Kitchen Appliances 


© Ready Made Bookcase Units 
* Knotty Pine Bars 

® Dinung Room Corner Cabinets 
© Wooden Kitchen Cabinets 

© Tracy Sinks, Youngstown Sinks and Cabinets 
© GE-Servel and Admiral Refrigerators 

© GE Electric Ranges and Gas Ranges 


DO YOUR SHOPPING IN COMFORT 


PLENTY OF FREE 
PARKING SPACE 

















We're Holding "OPEN HOUSE"! Come Visit 
_____ One of New England's Finest Hardware Stores! 


“ 


rz Rewail Store Quality Interior and Exterior Paints, in 
n) 


Announcing the Opening of 


H. SCHWARTZ 


and SONS inc. 
Hardware — Paints 


AND KITCHEN APPLIANCE 


RETAIL STORE 


AT 664 BROADWAY 





We're Prepared to Serve You With 


The Finest Line of Paints on the Market 


NORFOLK 
PAINTS AND VARNISHES 


U.S.G. PAINT PRODUCTS 
AND TEXOLITE PAINT 


We have available a large supply of Finest 








cludu 


“OUTSIDE WHITE 
SPECIAL CEILING PAINT 








CARPENTER'S BUILDER'S 
TOOLS HARDWARE 
© DRILLS—Power ond Hand | © LOCK SETS 
© saws © LATCH sets 
: js po @ ENTRANCE HANDLE SETS 
rp # OUTSIDE DOOR sets 
@ NIGHT LATCHES 
© Boxes # DEAD Locks 
© WRENCHES  BuTTs 


© SCREW DRIVERS 
© BLOW TORCHES © FLASHLIGHTS © SOLDER IRONS 
© FIREPLACE SETS © FIRE POTS © TAP and DIE SETS 


WE EXPRESS OUR APPRECIATION TO THESE COOPERATING CONTRACTORS AND SUPPLIERS 


























Lighting Dose by ALLEN SLADE & CO, INC. E. W. FORCIER PATOTA BROS. 
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Run last December, this full page ad told the people of Fall River and 
vicinity about the new store and its “open house" event. Three pictures 
of the store helped sell the idea that a visit would be worth while. 


coffee was made in one of the 
coffee makers featured for sale, 
which proved a good stimulant to 
sales of the coffee makers. 

Co-operating in the two-day 
event, 20 manufacturers staged 
product demonstrations, including 
kitchen units, refrigerators, ra- 
dios, paints, wallpapers, hardware 
lines and various appliances. Well 
trained as they are, these demon- 
strators told their product stories 
effectively and, where available, 
merchandise orders were booked 
generously. Booking of orders 
was discouraged on merchandise 
which was not available although 
many left their names and asked 
that they be called when the lines 
arrived. 

During the “open house” event. 
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a discount of ‘10 per cent was al- 
lowed all patrons on all purchases, 
excepting products which were 
subject to fair trade contracts or 
having nationally advertised, sug- 
gested retail selling prices. Sales- 
persons wore badges for identi- 
fication and conducted visitors 
around the store. Certain areas of 
the store were roped off to make 
sure visitors would be routed in 
such a manner as to see all depart- 
ments. 

In May of this year the effects 
of the “open house” event were 
supplemented with a trade show, 
which was announced in a local 
daily newspaper by two half-page 
ads and one quarter-page _inser- 
tion. Posters calling attention to 
the event and urging people to 





watch for the announcement, were 
distributed a month previous to 
the show. During the show days 
sound trucks publicized the event 
and window posters were shown in 
various stores throughout the city. 

A strong believer in advertis- 
ing. the firm has used newspaper 
insertions from the opening days, 
always once a week but twice 
weekly upon occasions. Newspa- 
per ads run about two columns 
wide by 10 in. high and usually 
offer specific merchandise although 
sometimes the ads are of institu- 
tional type. Advertising is slanted 
to sell the store as well as its mer- 
chandise. 

Merchandise is displayed on 
open fixtures where it may be 
picked up and handled. All fix- 
tures have stub-proof bases and 
are finished in natural wood. 
Walls of knotty pine and ceiling 
and floor are acoustically treated. 
There are no window displays for 
the store itself is the display. As 
people ride by or walk by. they 
can immediately see the entire 
store and its displays. Surround- 
ing the space inside of the front is 
a display counter about 1 ft. wide 
and about 15 in. up from the floor. 
On this are placed various items 
of merchandise although there is 
no pretense at making sales-pull- 
ing displays. It is completely a 
merchandise showing. 

The small lawn in front of the 
store is seeded, making an attrac- 
tive green lawn, and affording a 
good talking point for the line of 
seeds sold in the store. 

Another factor which has stimu- 
lated sales is the commission plan 
of payment for salesmen. On kitch- 
en units, sinks and major appli- 
ances, salesmen receive a salary, 
plus 2 per cent commission on all 
sales and 5 per cent on appliances 
that are more difficult to sell. In 
addition, any sales made on a 
man’s own time bring a 5 per 
cent commission. This plan was 
placed in effect about the first of 
this year and it is already working 
out well, providing salesmen with 
a stimulus to go after business out- 
side of working hours. 

The company is headed by Jo- 
seph L. Schwartz as president; Hy- 
man Schwartz, its founder, is trea- 
surer; and David Schwartz, clerk 
of the corporation. 
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Sidewall Window Displays 


Make Patrons of Passers-by 





Buckmaster's Hardware features two three-shelf 
displays on the sidewalls behind its backless 


i= sidewall displays 
in the window area at Buckmas- 
ter’s Hardware, Waterville, Minn., 
help the firm get fast moving mer- 
chandise before the attention of 
both passers-by and actual store 
traffic. 

Mr. Buckmaster has _backless 
type windows, which means that 
customers can look right into his 
store from street level. His side- 
wall glass display shelves are so 
placed that they can easily be 
seen from inside the store, and in 
this respect they serve a double 
display purpose. “ 

This hardware dealer purposely 
limited the shelves to three on each 
window sidewall, so that there 
would be enough blank wall space 
on all sides to center the attention 











windows and they help build up business daily 


of prospects and customers on the 
featured merchandise. 


“The shelves and merchandise 
are kept clean at all times,” he 
says, “and people get into the 
habit of looking at those shelves.” 
Items on these special shelves are 
kept there about a week and then 
changes are made, for merchan- 
dise moves fast and the owner 
likes to keep rotating his stock at 
these positions. 


Passers-by See Them 


“We've got just enough mer- 
chandise suggestions on_ these 
shelves to appeal to busy men, 
women and children,” says Mr. 
Buckmaster. “As they pass on the 
street, they spot an item they like, 
then come in and buy. If we had 




















the entire wall covered with 


shelves and merchandise, the 
hurrying passer-by might not be 
able to focus his attention on any 
particular item. In this way, the 
display effect on the store cus- 
tomer is the same as on the side- 
walk traffic. The store customers 
see the displays as they prepare 
to leave the store and often stop 
and buy.” 

Mr. Buckmaster finds that these 
two display spots are excellent 
positions to introduce new gift and 
houseware items to the trade, as 
well as sporting goods, picnic 
needs and many other items. 

Due to the fact that there is 
plenty of white space around each 
wall display, they do not pull at- 
tention from the regular window 
displays. 










And here's the one on the other side. It 
features a line of merchandise directed 
to the attention of feminine customers. 


i 
| ~ 




































Here's the sidewall display at the right 
of the entrance—in this instance de- 
voted to picnic merchandise and sports. 
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Leased at approximately $500 per month, this mechanical equipment does practically all of the firm's 
accounting. The machines tabulate 150 cards a minute and list at 80 cards a minute; 120 merchandise 
classifications are provided. 


O, a card, 7% by 


34% in, The Bronson & Townsend 
Co., New Haven, Conn, hardware 
wholesaler, traces the sales his- 
tory of each item in inventory 
from the time it enters the ware- 
house to the point of delivery— 
the dealer’s store—by a completely 
automatic process. Other features 
of this almost fool-proof system 
are automatic billing, automatic 
handling of accounts with ex- 
pansion, in the offing, into auto- 
matic handling of accounts pay- 
able, accounts receivable and pay- 
roll. 


Four Major Strategies 


Four major strategies leading to 
profitable sales practices have al- 
ready resulted from this automat- 
ically tabulated business record. 
These are: 
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1. Automatic inventory control; 

2. Automatic costing (cost, sell- 
ing, and retail price) of every 
shipment; 

3. Weekly sales analysis by 
products, and 

4. Daily gross ‘profit figures. 

Those are advantages accruing 
to the company. From the deal- 
ers’ standpoint, their gains are 
legible invoices upon which there 
is virtually no error for the human 
element that enters into the job 
of pricing, figuring and totaling 
has been almost entirely eliminat- 
ed. Once the master cards are 
correct, the machines cannot make 
a mistake. 


Dealers’ invoices also not only 
contain complete billing informa- 
tion but complete shipping infor- 
mation as well—how the mer- 
chandise is packed, how much it 
weighs, etc. This makes it pos- 
sible for dealers to check out any 
discrepancies, transportation and 


other losses. In addition, all items 
which have had to be repacked are 
clearly marked and grouped to- 
gether at the end of the invoice 
so that a dealer can tell at a glance 
what miscellaneous hardware 
items are packed together. 

The Bronson & Townsend Co. 
has fewer shortages because of the 
fact that its card files are accur- 
ately tied-in with the actual in- 
ventory and thereby reduces even 
more its shortages which during 
the past several years ran less than 
21% per cent. 


Affords Economies 


But the company points out that 
the greatest advantage to its deal- 
ers will lie in the economies its 
new system will afford which can 
be translated into lower distribu- 
tion costs. 

Mainstay of the system is the 
IBM punched card accounting de- 
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With its punched card accounting department, 





The Bronson & Townsend Co. now gets automatic 
inventory control with virtually 100 per cent ac- 





partment installed in November, 
1946. The department keeps 
track of the 2,500 inventory items 
(which produce a $3,000,000 sales 
volume for the company) on 350,- 
000 cards handled in four pieces 
of equipment. 

The company leases the neces- 
sary equipment from IBM on a 
monthly rental basis, which in this 
instance amounts to approximately 
$500 per month for the summary 
punch, the sorter, the accounting 
machine, and the key punch. 


The System's Backbone 


Backbone of the system is a set 
of “Tub” files in which are two 
types of pre-punched cards. There 


curacy. Four machines do the work. Here's how 


is a set of caids for each custome: 
containing the customer’s name 
and address, the salesman’s num- 
ber, the geographical trading area 
in which the customer is located, 
and the type of account (hard- 
ware, electrical or other). 

The second set of cards are 
product cards which consist of the 
master product card of which 
there is one for every item in 
stock. These contain product 
description, packaging, weight, 
warehouse location, dealer price, 
suggested retail price and the 
company’s cost. 

When, for instance, a shipment 
of 200 cases of a certain item is 
received, 200 cards are punched 
by machine, each card represent- 


ing une case of that model item. 
These cards are then placed in the 
tub files and in this way the prod- 
uct cards in those files are made 
to represent the actual physical 
inventory. Should an item be out 
of stock, there naturally would be 
no card for that item. 


Tracing an Order 


Here, briefly is what happens 
when a dealer’s order is received. 
First, the customer’s name and ad- 
dress cards are pulled from the 
customer file. Product cards are 
then pulled from the tub file in 
the proper quantity for each item 
on the order. The product cards 
are then sorted into warehouse 
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This card product represents one item. When pre-punched it tells 15 different things about the item 
as listed above the illustration of the card, providing complete inventory control over items in stock. 
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Sales analysis, automatic costing and daily g-oss profit figures are taken from these cards. 













location, a process that is ac- 
complished mechanically on a 
sorting machine. 

Next the information from the 
customer cards, including the cus- 
tomer’s account number, §sales- 
man’s number, etc., is punched 
into the product card so that each 
product is permanently identified 
with the customer who has pur- 
chased it. 

This group of cards is then run 
through the tabulator which prints 
the customer’s name and address 
and each item complete on the 
company’s new invoice forms. The 
machine also automatically adds 
and extends each item on the in- 
voice and mechanically totals the 
invoice as well. 


Daily Business Totals 


A summary machine working 
along while the invoices are being 
printed totals the complete busi- 
ness of the day and it is from that 
summary that the company is able 
to get its daily gross profit figures, 
complete accounts receivable rec- 
ords and the weekly report sales 








R 
EHOUSE coPY & DELIVERY 


WAR 


o! a eee et 
O 





by 120 merchandising classifica- 
tions. The machines tabulate 150 
cards per minute and list at 80 
cards per minute. 

Anothex time-saver the company 
has effected is in its labels which 
are pre-made by the order clerk 
and sent along with the warehouse 
invoice copy to be attached to the 
shipment when it is readied for 
shipment. 

Six girls staff the Bronson & 
Townsend’s Co.’s automatic ac- 
counting department and work in 
a room 16 by 24 ft., specially de- 
signed to facilitate their work. To 
cut down on job fatigue that may 
result from the machines’ noise 
(which cannot be entirely elimi- 
nated and continuous operation of 
the machines is necessary to jus- 
tify the investment) the room is 
made as sound proof as possible 
by sound proofing the walls and 
ceiling and by the use of cork 
flooring. Complete air condition- 
ing and illumination of 65-foot 
candles are provided to reduce eye- 
strain to a minimum. 

The Bronson & Townsend Co. 
feels that the application of auto- 
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matic accounting is almost un- 
limited in its broad phases and 
handles all invoicing, stock con- 
trol, accounts payable and receiv- 
able, payroll, government reports 
and even certain parts of its gen- 
eral bookkeeping, on this auto- 
matic accounting equipment. 


Other Services 


While punched card accounting 
is, in a sense, a new service this 
New England hardware wholesaler 
is offering its customers and sup- 
pliers, among the older services of- 
fered its dealers are four year- 
round promotions; consumer cata- 
logs, listening prices, sent to one 
dealer in a town and bearing that 
dealer’s imprint and costing but 
15 cents a copy. For Christmas, 
100,000 copies of the catalog are 
distributed. Other catalogs are 
for spring lawn and garden needs, 
spring housewares and gifts, and a 
fall catalog. 

The company travels 14 men 
over a territory consisting of 
southern Vermont, New Hamp- 
shire, Massachusetts, Rhode Is- 


Go G&G @G 


This manifold  in- 
voice, automatically 
tabulated consists of 
five copies. The deal- 
er’s copy contains 
complete billing and 
oO shipping information 
providing him with a 
O fool proof check list 
of his order. 
O 
Oo 


oo 





O 





HARDWARE AGE 








§5 5/55 























land, Con 
of the Hu 
Island, an 
with 10 t 
to most o 


A thre 


ARDV 
pend 
new comp 
co-operatit 
planning 
store field 
gram call: 
partment 
United Sta 
hardware, 
partments 
outlets. 
Barring 
constructic 
chain, a 
52,000 sq. 
completed 
suburb ot 
January. 
on or abou 
Nine mo 
ped and st 
business, a 
tion by Ja 
already be 
unit at Pro 
has been : 
Irvington, 
Negotiat 


NOVEME 





most un- 
lases and 
ock con- 
d receiv- 
t reports 
fits gen- 
1is auto- 
ont. 







counting 
vice this 
nolesaler 
ind sup- 
vices of- 
ir year- 
ler Cata- 
- to one 
ing that 
ing but 
ristmas, 
log are 
gs are 
1 needs, 
3, and a 


4 men 
ing of 
Hamp- 
de Is- 


0 


d in- 
tically 
ists of 
e deal- 
yntains 
1g and 
mation 
with a 
ck list 
r. 


J 

















“T CUSTOMER INFORMATION 


CUSTOMER'S MAME AND ADDRESS 
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Here is the customer's card. 


customer is located and the type of account—hardware or other. 


land, Connecticut, New York east 
of the Hudson, about half of Long 
Island, and Northeast New Jersey 
with 10 trucks making deliveries 
to most of its customers. 

A three-story warehouse pro- 


vides 75,000 sq. ft. of space for 
the company’s hardware, house- 
wares, electrical and agricultural 
items and wherever possible, pallet 
stacking is used. The construc- 
tion of the warehouse, however, 





It tells the customer's name, the geographical trading area in which the 


The card is pre-punched, 


does not permit power stacking. 
The ideal warchouse unit, accord- 
ing to the firm’s experience is one 
case, 1 cu. ft., weighing 37 lbs and 
valued at $7. This has been worked 
out according to truck capacity. 


100 Co-op Department Stores Planned; 
Will Sell Hardware, Other Lines 


ARDWARE and other _inde- 

pendent retailers are facing 
new competition from the growing 
co-operative movement which is 
planning to enter the department 
store field in a big way. The pro- 
gram calls for an ultimate 100 de- 
partment stores throughout the 
United States, each with well-stocked 
hardware, appliance and other de- 
partments common to such retail 
outlets. 

Barring unforeseen developments, 
construction of the first store of the 
chain, a three-story building with 
52,000 sq. ft. of flocr space, will be 
completed at Shirlington, Va., a 
suburb of Washington, early in 
January. It will open for business 
on or about March 1, 1948. 

Nine more such stores, each equip- 
ped and stocked to do a $2,000,000 
business, are scheduled for construc- 
tion by Jan. 1, 1950. Ground has 
already been broken for the second 
unit at Providence, R. I., and the site 
has been acquired for the third at 
Irvington, N. J. 

Negotiations are under way for the 
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establishment of a fourth unit al 
Scranton, Pa., where the movement 
is strongly supported by the mine 
workers union, and still a fifth is 
scheduled for Chicago. Two addi- 
tional stores are on the program for 
the metropolitan area of Washington 
with its population of 1,500,000 and 
relatively stable employment of gov- 
ernment and service trade workers. 

This ambitious program is spon- 
sored by the Consumer Distribution 
Corporation, founded more than a 
decade ago by the late Edward A. 
Filene, Boston merchant, who en- 
dowed it with $1,000,000. 

The Shirlington project is to serve 
as a pilot model for the chain of 
medium class co-op department 
stores, each to be capitalized at least 
$800,000. It was incorporated under 
the name of The E. A. Filene Co- 
operative, Inc., and will derive its 
financing from two sources. The 
CDC has contributed the initial 
$500,000 from the Filene endow- 





ment and stock will be issued to 
finance the remainder needed. 

The co-op is engaged in selling 
$300,000 worth of common stock tu 
potential custemers at $50 a share, 
no shareholder to be permitted to 
buy more than 20 shares. The CDC 
will withhold $200,000 worth of pre- 
ferred stock for itself but the corpo- 
ration officials say this will eventu- 
ally be sold to the patrons of the 
project. 

Officials have set a maximum in- 
terest rate of 5 per cent for common 
and 4 per cent for preferred. No 
stockholder will be permitted more 
than one vote in the corporation’s 
affairs regardless of the number of 
shares held. 

There will be no price-cutting com- 
petition with private enterprise, offi- 
cials say further; however, they can- 
didly admit that they believe the co- 
ops are necessary to “police and keep 
privately owned stores in line.” Tax- 
exemptions, of course, will give the 
new enterprise an edge on competi- 
tors; an additional drawing card will 

(Continued on page 133) 
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Horseshoes and Harness Go 


Upstairs—and Sales Zoom 


Two years ago these lines represented 10 per 


cent of Hibler Hardware's volume—after the 


change 1500 Ibs of shoes were sold in a month 





Owner E. P. Hibler shows pound leather, horseshoes and plow points. 


T be sure Hibler Hard- 
ware in Alma, Ark., had long 
stocked and sold horseshoes, har- 
ness and plow points but they were 
not fast movers. Part of the story 
of their slow sale was that they 
were in a back basement corner. 
They were carried but weren’t be- 
ing merchandised. Two years ago 
these lines accounted for about 10 
per cent of E. A. Hibler’s volume. 
Today they are steady movers and 
pushing them has resulted in 
greater trade with farmers within 
miles of this little town of less 
than 1000 population. 

E. A. Hibler decided either to 


drop these items or make them a 


U2 





‘ 


big enough part of his business 
to enable him to carry a full stock. 
First a list was obtained from an 
area farm agency, giving the name 
and address of every farmer, as 
well as the kinds and types of farm 
equipment used and the number of 
horses, mules, cows and other live- 
stock he owned. This list also in- 
dicated the acreage on each farm. 
To every name on the list Mr. Hib- 
ler sent a personally addressed 
mimeographed letter, in which he 
put the cards on the table. His 
letter told what stocks of leather, 
harness, horse and mule shoes, 
plow points and related merchan- 
dise he carried. 
He explained that it was not 








profitable to carry this full line 
unless he was able to increase his 
sales total. He then invited each 
farmer to come to his store, get 
acquainted, and see if there wasn’t 
something that he really needed 
and hadn’t been able to buy. The 
result of these direct-by-mail in- 
vitations was immediate. 

The store did a greater volume 
within three weeks after the letters 
had been mailed out than it had 
done during the previous two 
months. And 50 per cent of this 
business came from the horse 
lines. 


Peak Sale Months 


The last of November, Decem- 
ber, January, and February are 
Hibler’s peak sales months for 
horseshoes, leather, harness and 
implement repair parts, particular- 
ly plow points. 

In an effort to increase volume. 
on Nov. 1, 1946, a second letter 
was sent to every name on the list. 
This repeat letter told how many 
buyers had come to the store and 
that, because of this greater buy- 
ing, a much larger stock was be- 
ing carried. The letter then sug- 
gested that the best time to buy 
was early before stocks dwindled. 

Penny postal cards were printed, 
one dated for Dec. 1 and one for 
Jan. 1. One of these cards stressed 
horseshoes, bolts, plow points etc. 
The other was on leather and har- 
ness. These were mailed out on 
the dated days. 

The cost of Hibler’s pre-peak 
season promotion was about $75, 
but the result was an increase in 
(Continued on page 160) 
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Contrast this new and modern visual-type front with the old front shown below. 


They Moved, Went Modern and 
Volume Went Up 70 Per Cent 





Schmal & Seberger Hardware went into new and 
better quarters, spent $15,000 in modernizing 
and has seen sales climb steadily ever since 


= was good in 
the old quarters of Schmal & Se- 
berger Hardware in Crown Point, 
Ind., but the ‘owners decided to 
make it better by modernizing in 
new and better quarters. To be 
sure, there was reasonably good 
light in the old store and all mer- 
chandise was displayed in the 
open. However, the bulky columns 
and shelving clear to the ceiling 
gave the place a somewhat drab 
appearance. 
Comparison of the old and new 


Here's the old store's front. It's 
quite different from the new one. 
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Another reason why the new store has greater appeal is better lighting and 
wider aisles. Fixtures are placed so columns are only slight vision blocks. 


stores — as illustrated in these 
pages—shows why volume has al- 
ready increased in excess of 70 
per cent. for the new quarters have 
a modern front, modern fixtures 
and those outside can get a sweep- 
ing view of the entire interior be- 
fore entering the premises. An in- 
vestment of $15,000 by H. C. 
Schmal and O. F. Seberger en- 
abled the creation of a showroom 
42 ft. wide and 80 ft. long, backed 
up by a 24 ft. storage space. Com- 
bining two smaller stores, the new 
showroom has columns down the 


center but their size is such that 
they do not seriously interfere 
with full vision of the entire dis- 
play room. 


Attracts Rural Trade 


The new store draws about half 
of its trade from Crown Point, 
with its population of 5200, and 
nearby towns, farmers accounting 
for the balance. In addition to its 
housewares, appliance and gift dis- 
plays, a fine stock of steel goods 
and other farm needs attracts rural 


trade from the surrounding area. 

Located on the square, directly 
opposite the main entrance to Lake 
County’s courthouse, the store at- 
tracts considerable attention and 
volume building traffic. While 
the firm name is shown on a sign 
at right angles to the building the 
word “Hardware” in huge letters 
runs clear across the visual front 
of the double store. 


Gift Sales Increase 


“Our gift and housewares busi- 
ness is showing large gains since 
we opened the new slore,” states 
Mr. Schmal. “Women have come 
into the store from near and far 
and find many distinctive, popular- 
priced gift and housewares items, 
and they have spread the word 
of the department to their friends. 
As a result, our gift section is 
being constantly expanded.” The 
store layout, the work of Hibbard, 
Spencer, Bartlett & Co., Chicago, 


Although neat and clean, the older 
store was not as pleasant as the 
new one. Wall shelving was clear 
to the ceiling with stocks on the 
top ledge. The new store arrange- 
ment has everything in easy reach. 
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This section of the new store is designed and arranged so as to permit those 
on the giftwares side to see right into the men's section of the showroom. 


Ill., wholesaler, encourages shop- 
pers to browse. Aisles 3 to 4 ft. 
wide provide ample space for free 
traffic flow at all times. 


Spot Displays 


Interest in major appliances is 
stimulated by spot displays 
throughout the new establishment, 
so that browsing customers see the 
merchandise wherever they may 
be. The store, in general, and the 
appliance department in particu- 
lar, proved the means of a fine 
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promotional stunt the day the new 
quarters were opened to the pub- 
lic. A refrigerator customer, who 
visited the store that day to pur- 
chase an electric refrigerator to re- 
place one he had bought at the old 
establishment 21 years ago, was 
posed with Mr. Schmal, “Bill” Se- 
berger and the new refrigerator. 
That picture and one of the new 
store front were given front page 
showing in a local newspaper. 
Many dealers when moderniza- 
tion-minded will completely re- 
arrange their old stores, installing 
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old fixtures after hours or during 
a “closed for alterations” period. 
Sometimes, however, the only way 
to effect an entirely satisfactory 
new store project, is to completely 
move out of the old quarters as 
Schmal & Seberger did. Although 
a diagram of the old store is not 
available even the most hasty 
glance at the layout of the new 
establishment shows why that dis- 
play room is better for customer 
and store employee. Cross traffic 
is not only made easy, it is encour- 
aged by this clean layout. 
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This floor plan shows how table arrangement permits free traffic flow. 
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Solved Parking Problem By 








One reason why Johnson's new establishment gets more business is due to 
the fact that there is plenty of parking space in front of the store. 


| i to attract new 


customers and increase sales vol- 
ume was a problem that was re- 
cently solved by Johnson & Son 
of Tujunga, Cal., by moving away 
from the busy thoroughfare where 
they had been for 22 years, into 
a new building on a quiet side 
street. Here, a streamlined park- 
ing lot and uncrowded store con- 
ditions increased sales 10 per cent 
the first month with each month 
since showing a steady increase. 
The store is in a community of 
less than 2500 population. 


Alfred Johnson and his father, 
Joseph B. Johnson, started their 
hardware store on the main street 
of the little town of Tujunga in 
1925. They prospered, but with 
the almost phenomenal growth of 
the town in the last 10 years, their 
store became crowded and out- 
moded. 


Old Store Crowded 


“In the old store,” says Mr. 
Johnson, “a customer might ask 
for something we knew we had, 
but due to over-crowding we 
often couldn’t find it until too 


Parking space and easy loading facilities have 

helped Johnson & Son to better serve customers 

with much greater profit to themselves. And the 
store is also completely departmentalized. 


late to do either the customer or 
our cash register any good.” 

In 1945 Alfred bought out his 
father, as the elder Johnson 
wanted to retire from active busi- 
ness. The firm name was retained 
as Alfred has a 12-year-old son 
who is already “hardware wise.” 
Last year Alfred acquired a lot 
145 by 350 ft. just a block off the 
main east-west highway. From 
past experience he knew exactly 
what he wanted and built ac- 
cordingly. 

“TI believed,” says Mr. Johnson, 
“that the easiest way to put a lot 
of miles on a new car, and a lot 
of temper into a customer, was to 
make him look for a _ parking 
place. So I built the store back 
from the street, leaving an 
asphalted parking area in front 
that will comfortably accommo- 
date 25 cars. Customers can drive 
directly up to the store and have 
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their packages loaded with a min- 
imum of effort. This saves the 
buyers time in looking for a park- 
ing place, and our time in 
loading.” 

The next thing Mr. Johnson 
planned was to have plenty of 
space for display of merchandise. 
He attacked this problem by 
building a commodious sales room 
50 by 40 ft., where it is possible 
to arrange uncluttered and effec- 
tive displays of each line. 


The New Building 


The walls of the new building 
are of cement blocks, painted buff 
on the outside and green inside. 
The interior of the building is 
mountain cabin style with an open 
hipped roof, two-stories in the cen- 
ter, tapering down to one story 


at the walls. The ceiling beams 
were left uncovered and highly 
varnished, forming a pleasant con- 
trast to the pale green walls and 
11-ft.-high Arizona flagstone fire- 
place. 

Display islands were built 
around each of the posts that sup- 
port the beamed ceiling. These 
islands have covered storage space 
at the floor level with sliding 
doors that keep reserve stocks out 
of sight, but easy of access. Glass 











Going Where There's Space 


ate 


\ 





show cases and long counters on 
one side of the room are also 
used for display purposes. Neat 
drawers and wall cabinets contain 
the bulk products. 


Excellent Illumination 


Next in importance, Mr. John- 
son thinks, is proper lighting. His 
store has two large windows in 
the front facing the street, each 
5 ft. high and 10 ft. long. Light- 


There's plenty of aisle space for people to move around and inspect 
tools, steel goods and roofing in this section of Johnson's new store. 
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Another view of the store looking into the sporting goods section. 
Note the wide window which floods the interior with natural light. 


ing is further augmented by 
fluorescent lights in the ceiling. 
In addition to hardware, his 
main item, Mr. Johnson also han- 
dles feed, seeds, garden supplies 
and a small line of sporting goods. 
But, with the exception of a one- 
island-display in the sales room, 
all of the feeds as well as surplus 
stocks of hardware are kept in an 
adjoining 40 by 100-ft. storage 
warehouse, reached by way of a 


short ramp. The storeroom is of 
corrugated iron, painted white. 
The floors here as well as in the 
sales room are of cement. This 
additional storage space allows the 
carrying of a large stock of the 
lines handled. 

Mr. Johnson has very definite 
views on merchandising. Here are 
a few. 

“Keep different lines depart- 
mentalized as much as _ possible 





Both ornamental and useful, this fireplace adds a homelike touch to 
the store. The firm's departmentalization efforts are exemplified 
in the corner section where paints, brushes and wallpaper are shown. 
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from each other. 

“Keep the sales room neat and 
orderly and more women will be 
attracted to your store. 

“Keep sales records on a de- 
partmental basis. 


Keep Daily Records 


“Keep a separate daily record 
of taxable and non-taxable items.” 
Mr. Johnson does this by the use 
of separate cash register numer- 
als for taxable and non-taxable 
items. 

In summing it all up Mr. John- 
son says, “By giving our custom- 
ers parking space, easy loading 
facilities, and a chance to see all 
our merchandise, we have built 
goodwill and substantially in- 
creased our sales volume.” 


Just Among Ourselves 
(Continued from page 102) 


quite comparable to the labor 
law situation. A few of the co- 
op leaders, however, are acting 
like the labor leaders did. They 
are fighting the slightest changes. 
The more far-sighted and wiser 
co-operative leaders say frankly 
that they ought to clean up their 
own backyards. Some say that 
savings which are not returned 
to members as dividends should 
properly pay Federal income 
tax. Some such attitude is rea- 
sonable. It will strike Congress 
and the public as reasonable. 
These men have hesitated, how- 
ever, to make their belief public, 
because they hate to create a 
split in the usually well-knit co- 
op ranks. They will help the 
whole cause of farm co-opera- 
tion if they say out loud what 
they think, and do it soon, while 
the House subcommittee hear- 
ings are being held. To do so 
may save all the co-operatives 
from an unpleasant legislative 
fight later on.” 


Surely nothing need be added— 
except the reminder that your two 
Senators and your Representative 
in the House should know, again 
and again, just where you stand on 
taxing the co-ops just like you are 
taxed—no more and no less. 


HARDWARE AGE 


without shutting off the displays 








merchant 
upon to 
make a 
processes 
in agenc’ 
handle : 
Most ret 
profitable 
knowledg 
productia 
be accom 
knows hi 
advance. 
standing 
him the 
close con 
material | 
of the v 
which cal 
tial to 3 
to that » 
business. 
helpful, 1 
trates on 


1. The 
what they 
2. Whe 


can achie 


NOVEM! 








neat and 


1 will be 


ma de- 


‘ds 


y record 
e items.” 
the use 
- numer- 
n-taxable 


[r. John- 
custom- 
loading 

> see all 

ve built 
ally in- 


elves 
102) 
he labor 


f the co- 
e acting 
1. They 
changes. 
nd wiser 
- frankly 
up their 
say that 
returned 
s should 
income 
> is rea- 
congress 
sonable. 
od, how- 
f public, 
create a 
‘Knit co- 
1elp the 
0-opera- 
id what 
n, while 
e hear- 
o do so 
eratives 
vislative 


idded— 
our two 
entative 
, again 
tand on 
you are 
3. 


E AGE 


displays 


The Ad-Viser 


Printing the Advertisement 


Every hardware dealer who advertises should have a 
knowledge of the printing processes and what they 
can achieve. He should understand the type of art Part 7 
work, layouts and copy used for each process and 
should know the costs of each particular process. 





Bee average hardware 
merchant may never be called 
upon to order engravings or to 
make a choice of the printing 
processes. Advertising specialists 
in agencies and local newspapers 
handle such matters for him. 
Most retailers, however, find it 
profitable to acquire a_ basic 
knowledge of the fundamentals of 
production. Firstly, savings can 
be accomplished if the advertiser 
knows his costs and problems in 
advance. Secondly, an  under- 
standing of the procedure affords 
him the opportunity to maintain 
close contact with his promotion 
material in all its stages. Because 
of the vast amount of material 
which can be learned, it is essen- 
tial to restrict the information 
to that which affects the retail 
business. It will be extremely 
helpful, therefore, if he concen- 
trates on the following: 


Helpful Knowledge 


1. The printing processes and 
what they are. 

2. What each printing process 
can achieve in terms of adaptabil- 
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By IRVING SETTEL 
Advertising Manager, 
Concord's, Inc. 
Instructor of Advertising, 
Pace Institute, New York 


ity to personal use and the results. 

3. The required art work, lay- 
outs, copy, etc., for each process. 

4. The costs of and _ possible 
savings in advertising production. 

Basically, there are three meth- 
ods of printing (silk screen is 
considered a fourth by some ex- 
perts). As a retail advertiser, you 
undoubtedly will come into con- 
tact with all three since each 
serves a very distinct purpose in 
the retail advertising field. 


Letterpress Printing 


This method of printing util- 
izes the process of printing from 
a raised surface. The printing 
surfaces are on one plane, the 
non-printing surfaces on a lower 
one. Ink is placed upon the 
raised surface and pressed up 
against the paper. The commonly 


yy gy)” ~ 


, 


Y 
Ly Mase ica wa nau 


‘ahi 


Letterpress-printing from 
a raised surface. 





used rubber stamp is the best ex- 
ample of letterpress. Here, rubber 
letters in relief are stamped on 
the ink pad and then on paper, 
duplicating the impression. Let- 
terpress is also used by newspa- 
pers for the bulk of their printing. 
The results are clear reproduc- 
tions and created quickly and eco- 
nomically with a rotary press. 
The newspaper type is set by ma- 
chine in relief conforming to your 
instructions. If your advertisement 
contains an illustration, an en- 
graving (to be discussed in a later 
article) is made and set up in a 
form with the type. Thén your 
complete ad is assembled with the 
entire newspaper page. 


Planographic Printing 


This important process prints 
from a smooth surface. The print- 
ing design is even with the non- 
printing design. It utilizes the 
basic principle that oil and water 
do not mix. The image is placed 
upon the face of stone or metal 
with a greasy paint. The non- 
printing surface is dampened with 
water. An ink roller deposits a 
greasy ink on the greasy design. 
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The remaining surface, covered 
with water, repels the ink. Then 
when paper is applied, the image 
is transferred “planographically.” 
The image, incidentally, can be 
placed upon the surface either by 
hand or photographically. 
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Planographic-printing 
from a smooth surface. 


The most common usage of the 
planographic method of printing 
is for outdoor signs, car cards, 
posters, etc. This process is often 
called “lithography.” Another 
offspring of the planographic 
process is photo-offset which 
prints most of the direct mail 
pieces used today. Planographic 
printing also includes “multilith” 
which is actually a small offset 
machine. 


For Direct Mail 


Although letterpress can be 
used for direct mail, the plano- 
graphic process is most commonly 
used for the following reasons: 

1. It results in a soft tonal ef- 
fect impossible to achieve with 
letterpress. 

2. For halftones, especially 
photographs, very fine screens can 
be used on comparatively rough 
paper. 

3. It eliminates the use and 
therefore the cost of a new plate 
for each job. The same plate can 
be re-used over and over again by 
washing off the greasy design. In 
short runs, this can amount to a 
large percentage of the total cost. 


Intaglio Printing 


This method prints from a 
depressed surface, most commonly 
used for rotogravure and en- 
graved letter heads. The printing 
elements, below the surface of the 
plate, are made by photoprinting 
and etching. In rotogravure the 
round plates contain millions of 
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tiny cups (about 22,500 to the 
square inch), each possessing a 
different depth, resulting in varied 
tones. These cups carry a watery 
ink (on the rotary press) from the 
trough to a continuous web of 


paper. 
Use of Color 


Color, which can be used in all 
three processes, is especially 
adaptable to rotogravure. Most 
Sunday newspaper supplements 
are in color rotogravure and this 
is where you may have contact 
with it. It is excellent for mail 
order, or ads which solicit busi- 
ness by mail, for here you can 
portray your product in full color 
with a fine screen and on news- 
paper stock. 


The Silk Screen Process 


Although unique in itself, this 
is actually a combination of let- 
terpress and intaglio. It is used 
to produce window displays, coun- 
ter cards and the like. Because 
it is a hand process, it is suitable 
only for small quantities (about 
50 to 500). It can print on wood, 
cloth or glass and is distinguished 
by its bright and brilliant colors. 

During the course of one year, 
the hardware merchant generally 
will have made use of all methods 
of printing. He runs weekly ads 
in the local newspaper which em- 
ploys the letterpress method. He 
sends out direct mail pieces to his 
customers and uses the plano- 
graphic process. He may run a 
mail order campaign in the Sun- 
day supplement and his ads will 
appear in intagio. He will surely 
need and make counter displays, 
window cards, price tags, etc., at 
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EDITOR'S NOTE: The author 
solicits readers’ advertising 
problems which will be 
treated in an "Ad Clinic" 
running concurrently with 
this series. 


Send your problems and your 
ads to the author in care of 
Hardware Age. 
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silk screen method. Each process. 
he will find, serves a purpose and 
serves it well. Sometimes these 
printing processes can be inter- 
changed and savings accom- 
plished. Here are a few impor- 











Intaglio-printing from 

a depressed surface. 
tant rules which you _ might 
follow: 


Important Rules 


1. Always consult a specialist 
before planning a promotional 
piece. Determine which process 
best fits your particular needs as 
far as cost and effectiveness are 
concerned. 

2. Always get more than one 
bid for a mailing piece. This will 
give you the average market 
prices. Ask to see samples of 
work of the advertising firm. 

3. Always save original illus- 
trations, both art work and pho- 
tographs. They can be used for 
more than one job in each proc- 
ess. If a mailing piece is made 
in offset lithography, save some 
of the type proofs from the typog- 
rapher (he usually gives you five 
or six). Parts of these are always 
useful for future use. 

4. Quantity sometimes deter- 
mines the process to be used. For 
example, in short runs where the 
cost of an engraving results in a 
large part of the total cost, offset 
(which uses no engraving) is 
cheaper. For large runs, however, 
letterpress usually serves more 
economically. 

5. Study your problem care- 
fully before making a decision. 
Get all details necessary before 
starting, then turn out a piece 
which will sell. 

In the next article, we'll take 
time out from our regular lessons. 
to give you an extremely interest- 
ing advertising case history of one 
highly successful hardware mer- 
chant. 
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Women Like Worel's 
Modernized Store 





| 7 store which has 
been in business many years, like 
the Worel Hardware Co., which 
was started in 1893 in Manitowoc, 
Wis., sooner or later is faced with 
the need for a remodeling pro- 
gram to bring fixtures, lighting, 
display and sales arrangements up- 
to-date. 


Determining the Program 


The question generally is how 
extensive such a program should 
be, and how profitable it will be. 
This question faced R. R. Worel. 
president, and C. G. Worel, vice- 
president, when they were consid- 
ering improvements to their L- 
shaped store, one part of which 
fronted on the principal street with 
the other side facing a _ well- 
traveled side street. 

In the center of the store area 
was a wide, dark stairway which 
robbed the establishment of much 
valuable display space and which 
also shut out light. 

The store owners also wanted to 
take full advantage of two upper 
floors and a full basement. The 
company had once been in the 
wholesale hardware business quite 
extensively but had gradually re- 
duced that phase of the business 
and the owners wanted to concen- 
trate on modern retail merchan- 
dising. 

Much remodeling was needed in 
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New appliance floor and bright gift department 
attract more people fo this 50 - year - old firm 
and its neatness is increasing feminine trade 


Orderliness, neatness and cleanliness are three of the 
most important attributes of the expanded gift section. 


The second floor appliance department is naturally lighted 
during the daytime by these large structural glass windows. 
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An outdoors effect is achieved in the firm's sporting goods 
department by the use of knotty pine facing for wall cases. 


order to accomplish these two ob- 
jectives. Before beginning the 
project, the Worel brothers spent 
considerable time in study and 
consultation and in visiting other 
modern stores. The result is one 
of the most handsome hardware 
stores in that part of the country. 

The store is located directly 
across the street from the best 
hotel in town, where its display 
windows may be clearly seen from 
the lobby. 

The Worel brothers report an 
increase of more than 50 per cent 
in retail volume in a year’s time. 
Cost of the extensive improve- 
ments went over $15,000 but the 
increase in sales have warranted 
the expense, according to the 
owners. 

The first step in the remodeling 
job was to remove the stairway at 
the center of the store, and to re- 
place it with a new, hard surface, 
terrazzo-type stairway to the sec- 
ond and third floors. This stair- 
way is well lighted and has 
wrought iron railings. 

The second floor was made into 
an ultra modern appliance room 
with glass block windows facing 
the main street. There are five of 
these windows, which permit much 
light to filter into the department 
and in addition there is ample 
fluorescent lighting. 

The walls are tinted maroon and 
the ceiling and supporting pillars 
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are done in light colors. The store 
has provided%a clean rest room 
for women on this floor. There are 
chairs and a sofa there for the 
convenience of shoppers. 

On this floor there is a large 
room which is used for the dis- 
play of toys during the Christmas 


season. Last year when they were 
displayed there for the first time 
a large increase in toy volume over 
the previous year was experienced 
despite the second floor location. 

A modern, well-lighted gift de- 
partment was placed on the first 
floor in the section facing the 
principal street. 

Along the top ledge of the gift 
department wall cases is a large 
selection of framed pictures which 
sell very well. 

The store gift-wraps for cus- 
tomers, a service that pleases many 
women. 

The sporting goods department 
is done in knotty pine as high as 
the top ledge level. 

The Worel brothers believe in 
keeping a clean store and stock. 
They have one elderly employee 
who does nothing but clean the 
store all day long. Even in the 
basement one will find things neat 
and clean with no rubbish lying 
around anywhere. Stock is always 
free of dust. This policy has paid 
off handsomely for it has brought 
more women’s trade to this store. 
They like the newness of the re- 
modeled store and the good house- 
keeping that goes with it. 





Watch Out for Raised Postal Notes! 


LTHOUGH postal notes have 

been in use for less than three 
years a good many hardware deal- 
ers, as well as those in other fields, 
have been victimized by raised and 
altered postal notes and have suf- 
fered substantial losses. 

It is ironic to say “substantial 
loss” but it is a fact that dozens of 
postal notes that were raised to 
$100 have been passed in exchange 
for merchandise and cash, and one 
postal note that had been raised to 
$1,000 was passed in an Eastern 
city — despite the fact that a $10 
postal note is the largest that can 
be purchased. Naturally, the vic- 
tims didn’t know this fact about 
postal notes, and it proved costly. 

The two important things to re- 
member about postal notes are: A 
$10 note is the largest that can be 
purchased—and when there is a 
star in the dollar column, which is 
located in the upper right hand cor- 
ner, it indicates that the postal note 
has been purchased for less than $1. 

Many postal notes which con- 
tained the star in the dollar column 


have been raised to larger amounts 
and successfully passed on unsus- 
pecting business men who didn’t 
know the meaning of the star. 

A nervy individual had _ three 
postal notes in his possession when 
he was arrested by the Cincinnati 
police, and each of them contained 
the star in the dollar column, yet 
had been raised to $100. The in- 
dividual in question didn’t know the 
meaning of the star in the dollar 
column, but he met his downfall 
when he tried to pass one of the 
raised postal notes on an alert clerk 
who did know the meaning of the 
star. Strangely enough, this same 
man passed dozens of postal notes 
that were raised to amounts up to 
$100—and each of them contained 
the star in the dollar column that 
would have caused his downfall at 
any establishment where someone 
had a knowledge of postal notes. 

Just remember the $10 limit and 
the star and chances are you'll have 
the privilege of apprehending the 
first postal note raiser that comes 
into your establishment. 





HARDWARE AGE 











ly in es 
business 
Stambat 
in India 
sified a 
in the 

firm has 
office at 
store in 


NOVE)D 








they were 
first time 
lume over 
(perienced 
location. 

d gift de- 
1 the first 
acing the 


f the gift 
s a large 
res which 


for cus- 
ases many 


epartment 
s high as 


selieve in 
nd stock. 
employee 
clean the 
mn in the 
\ings neat 
ish lying 
is always 
has paid 
3 brought 
his store. 
of the re- 
od house- 
t. 


f amounts 
on unsus- 
ho didn’t 
star. 
ad_ three 
sion when 
Cincinnati 
contained 
lumn, yet 
The in- 
know the 
he dollar 
downfall 
ie of the 
lert clerk 
ig of the 
his same 
tal notes 
its up to 
contained 
umn that 
wnfall at 
someone 
notes. 
limit and 
pull have 
ding the 
at comes 


E AGE 



































(Courtesy American Floor Surfacing Machine Co.) 


In its Valparaiso, Ind., store, Stambaugh keeps floor sanding and maintenance 
machines “out front" in the paint department when they are not out on rental. 


Sander Rentals Make Profits— 
Build Paint Sales 10 Per Cent 


Classified advertising, staff instruction in use of 
machines and store displays when machines are 
not rented help tell the story of refinishing floors 
in stores of the Stambaugh Farm Equipment Co. 


= came quick- 
ly in establishing a sander rental 
business at the two stores of the 
Stambaugh Farm Equipment Co 
in Indiana—with the help of clas- 
sified advertising of this service 
in the local newspapers. This 
firm has one store and its general 
office at Valparaiso, and a second 
store in the neighboring town of 
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Crown Point. The former is a 
community of less than 9,000 
people, the latter under 5,000. 


Stimulated Paint Sales 


L. E. Murphy, paint department 
manager of the Valparaiso store, 
reports that a floor sanding ma- 
chine and an edger were pur- 
chased about April 1, 1946, with 


the idea of stimulating sales in 





their paint department, particular- 
ly in floor finishes. 

According to John Bamert, gen- 
eral manager, results have shown 
that the sanders have proved 
profitable in themselves—and_ in 
addition have brought a 10 per 
cent increase in paint sales! Also, 
the equipment has added to the 
service reputation of the store. 

To put these machines to work 
as soon as possible, the store ran 
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(Courtesy American Floor Surfacing Machine Co.) 


And here's the branch store in Valparaiso, with its very modern visual type 
front through which local and farm prospects get a full view of the interior. 


classified advertisements in the 
local newspaper on Monday, Wed- 
nesday and Friday and got im- 
mediate results. The advertising 
message suggested: “Let us help 
you make your old floors new with 
our floor sanding and finishing 
equipment.” In addition, the 
salespeople in the store helped a 
lot by talking about this new 
sander rental service to customers 
coming into the store. 


Displayed Up Front 


On the days the machine is not 
in use, it is kept near the front 
door, with a sign telling about the 
rental plan. In this way people 
are made curious about it, and 
are surprised when shown how 
easy it is to operate the machine. 
All the store employees are al- 
lowed to take the machines home 
when they are not in use to try 
them out themselves. This helped 
them learn how to operate the ma- 
chines, and made it much easier to 
instruct customers. 


Three months after starting the 
rental business at Valparaiso, a 
second pair of sanders was pur- 
chased for the Crown Point store, 
whose manager is Kenneth Hanni- 
ford. This equipment included 
an 8-in. drum sander, an edger. 
Also, a floor maintenance machine 
for polishing, steel wooling, disc 
sanding and scrubbing was added 
to the line of rental equipment at 
the Valparaiso store. 

The majority of people renting 
the machines are home owners, al- 
though schools are a source of 
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some rental business for these 
stores. When customers first in- 
quire about the service, they are 
told how to finish their floors after 
sanding with fillers, stains and 
varnishes which are displayed 
near the machines in the store. 
Thus, the “plus” sales that go 
along with sander rentals are culti- 
vated early in talks with pros- 
pects. 

Standard rental fee at these 
stores is $7 per day for both the 
drum sander and the spinner 
edger, with a $4 minimum charge. 
Of course, the customer pays for 
the sandpaper and other materials 
used. The machines are reported 
in use an average of 10 days a 
month, the year round, varying 
from as much as 25 days in peak 
seasons to five or six days in the 
slower summer months. These 
figures show an annual income of 


$1500 from sander rentals at both 
stores—with additional profits 
realized from the sale of sand- 
paper, seals, stains and varnishes. 

“We have an appointment book 
for use in scheduling the ma- 
chines, and have had times when 
they were engaged as much as 
three weeks ahead. We have a lot 
of repeat business as customers 
use the machines on a room or two 
the first time and then decide to do 
more rooms later,” Mr. Murphy 
says. 

It takes about 15 minutes to in- 
struct a customer how to use and 
care for the machines, according 
to this dealer. The machines are 
checked thoroughly when returned 
and before they go out—to see 
that they are constantly in good 
shape to do the best work. The 
busiest seasons are in the spring 
and fall housecleaning times. 


Fireplace Window Helps Build Sales 


i , | fA 
berncili ll y 





A good business on fireplace equipment is done by the Meisel Hardware & 
Supply Co., Bay City, Mich., and one of the contributing factors to this 
volume is excellent window display. A recent window showed a fireplace 
as a center piece, with screens, andirons and other supplementary equip- 

ments flanking the piece very attractively. 
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ARE YOU SURE YOU'VE CARRIED 
NYLON-BRISTLED PAINTBRUSHES? 


If you want to make more 
paintbrush sales, read this carefully 

























SOME PAINTERS think they’re using paintbrushes bristled with 
Du Pont nylon when actually they aren’t. And some dealers 
think they’ve been selling nylon-bristled brushes, when they 
haven’t. With the reputation nylon has achieved as an extremely 
versatile material, it’s natural that many might mistake other 
bristles for nylon. 

Our suggestion to you is to make sure you’re selling—and your 
customers are buying—nylon-bristled brushes. Show paint- 
ers the name nylon bristles stamped clearly on the handle took ror ™ 
of the brush. This is their assurance of more value for the 
money and complete satisfaction. And it’s your assurance of 
protection against customer dissatisfaction and possible loss of 
future sales. 

For no paintbrush gives the service of a “‘nylon.” There is only 
one NYLON! And if a painter buys a brush he thinks is a nylon- 
bristled brush but the brush isn’t made with nylon, he’s going to 
be a dissatisfied customer—may turn to another dealer with 
his trade. 

Just remember: because there’s no paintbrush like a “‘nylon’’ — 
because nylon-bristled brushes serve so well and last so long— 
there’s no other paintbrush that can provide you with the same 
sales advantage. There’s more value in a “‘nylon.”’ Because, though 
one customer may buy fewer brushes, more customers will buy 
more. And that’s your ticket to bigger sales, bigger profits—more 
goodwill too! E. I. du Pont de Nemours & Co. (Inc.), Plastics 
Department, Room 2911, Arlington, N. J. 

i) £i 
(Wi 


1S NAME _ 


Hyistles 


BETTER THINGS FOR BETTER LIVING For thrilling entertainment, tune in Du Pont ‘‘Caval- 
+ « THROUGH CHEMISTRY cade of America” — Mondays, 8 P.M., EST, NBC 
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The terra cotta tower houses air 

conditioning equipment. Huge dis- 

play windows are below while the 

sheer sidewall has inset glass blocks. 

Other windows not shown illuminate 
mill shop and store. 
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New Branch Features | In 


New unit of Central Hardware Co. stresses the C bh 
nf 5 : ' any othe 

super-market type of merchandising. 1s said USTOMERS shop in according 
to be world's largest "hardware store ...on one cool, air-conditioned comfort in manager 
% ’ angen completely separated individual Co. The 
level." Air conditioning and parking features departments in the new  super- halt at « 
store of the Central Hardware Co., cess of a 

St. Louis, Mo., which was com- lars,” be’ 

pleted in mid-August of this year. Comple 

Liberally advertised as “the an 80-tor 

largest hardware store in the world trol syst 

on one level,” the store is located sents jus 

in suburban Wellston, a trading in hardy 

district which sells more merchan- measuren 
dise per square foot of space than with a 12 

° the visua 

view of 
glance. 
Customers can see all four sides inforced | 
of the paint department with the block fac 

stock all on the floor. The wide tral-tone 
aisles and terrazzo floor make it soun dpro 





a pleasant place for the patron. 
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any other section of the country, 
according to D. L. Oxenhandler, 
manager of the Central Hardware 
Co. The big hardware store was 
built at a cost termed “well in ex- 
cess of a quarter of a million dol- 
lars,” before fixture installations. 

Completely air-conditioned, with 
an 80-ton, two-stage remote con- 
trol system, the building repre- 
sents just about the last word 
in hardware shopping. Building 
measurements are 125 by 150 ft. 
with a 125-ft. all-glass frontage of 
the visual type which permits a 
view of the entire interior at a 
glance. Construction is of re- 
inforced concrete, with terra-cotta 
block facade and sidewalls, neu- 
tral-tone interior walls, acoustical 
soundproof ceiling and a combina- 
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The tool department is 60 ft. long 
and is seen from all parts of the 
store. Tools are easy to see and 
handle. Power tools are on aisles. 





tion fluorescent-incandescent light- 
ing system which provides better 
than 50-ft. candles of overall illu- 
mination. 


Ample Parking Space 


The parking lot in the rear ac- 
commodates 75 automobiles. Mo- 
torists pay a 25-cent parking 
charge, which is refunded inside 
the store. On the parking lot is 
the receiving department platform, 
which also serves customers driv- 
ing in for tailored lumber ser- 
vice. The super-store is fire-proof 
throughout and has one of the 
largest all-chromium sprinkler sys- 
tems ever installed in a single- 
story building. Lighting is so ar- 
ranged that either half or all of 


Individual Departments 


the 290 fluorescent fixtures in the 
ceiling may be operated at a time; 
for daylight and night hours, when 
the store will be open on Saturday 
nights until 9:00 o’clock.*To pro- 
vide plenty of  traflic-stopping 
power, there are 108 spotlights of 
300 or 150 watts just back of 
the window glass to intensify flood 
illumination. 

The majority of display fixtures 
are built of bleached oak, which 
may be quickly converted into 
many shapes and sizes except for 
the housewares department which 
utilizes step-up fixtures for kitchen 
gadgets, small electrical appli- 
ances, utensils, etc. Absolutely 
nothing appears on the floor and 
the architect has provided plenty 
of elevated platforms. Store archi- 
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tects devised inset wall displays 
for sporting goods, toys, builders’ 
hardware, general hardware, elec- 
trical lighting fixtures, garden 
tools, etc., “from scratch.” 

Completion of the quarter-mil- 
lion-dollar store has meant not 
only expansion of hardware sales 
departments, but also important 
changes in store management, says 
Allen Samet, store manager. Un- 
der the new plan, which went into 
effect at completion of the new 
store, all hardware lines are thor- 
oughly departmentalized, with 
nine major departments, some of 
which include “sub-departments” 
separately featured. 


Separate Wrapping Desks 


In the past, every Central Hard- 
ware Co. store made change and 
wrapped packages at a station in 
the middle of the establishment, but 
the new store has taken a cue from 
syndicate stores by the installation 
of cash register and wrapping 
desk facilities in each department. 
In this. way the department be- 
comes in effect a separate shop, 
making it unnecessary for sales 
personnel or customers to leave 
the department to complete any 
transaction. When the customer 
makes a purchase, she receives a 
slip which gives the identifying 
number of the salesperson, the de- 
partmental code for the merchan- 
dise purchased, price, etc., pro- 
duced on one tape by the cash 
register. The other tape is trans- 
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ferred to a central bookkeeping 
office at the end of the day for 
store-wide accounting. 


Departmental Managers 


Central headquarters has as- 
signed a full-responsibility man- 
ager to each department, rather 
than the store-wide manager for- 
merly characteristic of the store. 
These departmental managers will 
function exactly as do department 
store buyers, ordering merchan- 
dise, supervising departmental 
promotion, making up advertising 
requests, and generally overseeing 
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The cutlery de- 
partment is just 
inside the front 
door and kitchen 
gadgets also are 
shown here. The 
blond wood case 
is lined with black 
velvet, and it adds 
to the richness of 
the entire display. 


each selling step that takes place. 

There are 61 salespeople in the 
store, plus around 12 more for 
bookkeeping, the Tailored Lum- 
ber Shop in the basement, and 
general duty, according to Mr. 
Samet. Total personnel cannot be 
determined until a few months’ 
operation indicates the need, he 
says. More salesmen will be added 
in the major appliance depart- 
ment, which Central Hardware Co. 
has added only since V-J Day, and 
there will probably be an outside 
representative selling in other de- 
partments. 

A breakdown of the depart- 
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Just inside the windows is this large sporting goods department. The 
gun rack will hold 140 guns. Note bicycle and outboard motor display 
on floor. 


Overhead lighting intensifies illumination behind windows. 
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between dogs and logs... 


There’s a special Cleveland chain for every 


purpose—from Sandy’s leash to logging chains. 


ces place. 
le in the 
more for And every type of Cleveland chain is precision 
ed Lum- ‘ ‘ 
made for customer satisfaction. 
ent, and 
to Mr. ' ; 
annot be Cleveland chains are attractively shelf packaged 
months’ for certain buyer appeal. Heavier chains are shipped 
need, he idan PP 
be pee in neat, clean boxes, bags or sturdy kegs and barrels 
depart- for easy handling. 
ware Co. 
Day, and From every angle Cleveland chain is a sure 
1 outside 
yther de- source of profit for you. It’s competitively adver- 


tised, packaged and priced to sell . . . and please 


depart- 
your customers. 


CLE VELAND [HAIN 


THE CLEVELAND CHAIN & MFG. CO. + Cleveland 5, Ohio 


Associate Companies: David Round & Son, Cleveland 5, Ohio 
¢ The Bridgeport Chain & Mfg. Co., Bridgeport 1, Conn. * 
Seattle Chain & Mfg. Co., Seattle 8, Wash. * Round California 
Chain Co., So. San Francisco and Los Angeles 54, Calif. « 
Woodhouse Chain Works, Trenton 7, N. J. 
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Here is part of 
the major appili- 
ance department 
which extends 50 
ft. back from the 
front windows. A 


dropped’ ceiling 
unit is used for 
showing _ lighting 


fixtures. At left is 
A. R. Samet, the 
store's manager. 
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ments in the new store shows the 
following setup. Major depart- 
ments, with sub-departments are: 


The Departments 


1. Housewares—with a section 
for garden tools. 

2. Sporting goods. 

3. Cutlery. 

4. Electrical—divided in  sub- 
departments for electrical supplies 
and electrical lighting fixtures. 

5 Tools. 

6. Plumbing—split into heat- 
ing equipment and plumbing fix- 
tures. 

7. Paint. 

8. Hardware — divided into 
builders’ hardware and general 
hardware. 

9. Appliances — divided into 
separate sections for major appli- 
ances and small appliances, includ- 
ing radios. 

In addition to these sharp cate- 
gories, the Central store contains 
incidental departments, such as 
power tools, garden supplies, the 
lumber department, building sup- 
plies, toys, etc. Each of the con- 
tingent departments is the respon- 
sibility of a major-department 
manager, but with distinctive 
salesbooks and accounting. One 
point which instantly strikes the 
visitor to the store is the almost 
100 per cent conversion to super- 
market-type self-service. Only 
small, expensive items, which 
might be easily pilfered, are kept 
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on shelving or in counter cases. 
Otherwise, customers may wait on 
themselves. This arrangement re- 
quires fewer salespeople, builds 
larger unit sales, and while poten- 
tial pilferage may be larger, it 
will be more than offset by the 
advantages of the plan. Central 
maintains. 

Central Hardware Co. in this 
newest unit has put plenty of em- 


phasis on employee welfare and ~ 


public relations. Therefore, in ad- 
dition to the usual paid vacations. 


medical care, hospitalization, over- 
time, etc., separate, comfortable 
restrooms are provided for men 
and women employees, large lock- 
er rooms. and even a cool, air- 
conditioned lunchroom for those 
who prefer to bring their own 
lunches. Most of the individual 
department managers were re- 
cruited from veteran Central 
Hardware Co. employees, which 
accounted for the smooth, easy 
way in which the store went into 
operation without a hitch. 














A PARADE OF GAMES AND TOYS across the window of the John B. Varick 

Co., wholesale and retail firm of Manchester, N. H., leads right to the large 

toy department inside. The window display created by Henry Pilote, display 

man for the company, borrows something old and something new to put the 
windows in the spirit of Christmas. 
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treated all-weather 
PURE MANILA ROPE 


¢ BACK 





a 





Your customers will welcome the news. Rich, 
brown AMCO Rope, so popular for farming and 
many other outdoor occupations before the 
war, is again being made in a full range of 

sizes. The special cordage solution—an exclusive 

formula — makes AMCO Treated “All-weather” 
Pure Manila Rope exceptionally resistant to heat, 
moisture and fungus growths. Its long service life 
makes AMCO a splendid sales leader. Stock a com- 
plete line to serve your customers. 


RED GREEN 


LOOK FOR THE RED AND GREEN MARKERS 


Like regular “AMERICAN BRAND” PURE 
MANILA ROPE, AMCO can be readily identified by 
the Red and Green markers. They are your assurance 
that you are selling your customer the very best rope. 





AMERICAN MANUFACTURING COMPANY, BROOKLYN 22,N.Y. © ROPE - TWINE - OAKUM - PACKING 





Branch Factories: ST. LOUIS CORDAGE MILLS, ST. LOUIS 4, MO. - DELAWARE RIVER JUTE MILLS, PHILADELPHIA 48, PA. 
Seles Offices: BOSTON * CHICAGO * HOUSTON * NEW ORLEANS © PHILADELPHIA 
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@ Has all the advantages of 
three funnels in one—a canning 
funnel, a small funnel for the 
baby’s bottle, and; fitted to- 
gether, a really large capacity 
funnel, scientifically shaped to 
avoid spilling over. They are 
of tough plastic, fit tightly—no 
leaking—hold together securely 
by friction—yet, are easily 
separated. 


The canning funnel holds 18 
ounces, and is easy to use with 
large 5” diameter top opening. 
Non-heat conducting material, 
light and easy to handle. Im- 
pervious to water and acids 
and easily cleaned. The attach- 
ing funnel is of 244" diameter. 
Fits into a baby bottle. Holds 
2% oz. Both in solid red color. 


Very popular for year ‘round 
use. Ask tor folder A-1l. 
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DIVISION 


The NiCHEK T001 (2 


3001 EAST 87th STREET CLEVELAND 4, OHIO 
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Kitchen and household items were featured in this step-up display. 


Santa Claus Passed Out Candy 
in Hardware Store Headquarters 


TWO-WEEKS’ 


visit 


of Santa 


Claus, prior to last Christmas. 


during which time the bewhiskered 
old gent passed out candy to the 
children, resulted in much new and 





repeat business for the Avalon Ap- 
pliance & Hardware store, at 9414 
S. Avalon Blvd., Los Angeles, Cal. 
The stunt of using Santa Claus to 
attract store traffic was said by Frank 





Giftwares and Christmas greeting cards were displayed 
in this corner to draw trade to the rear of the store. 
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Huber and Mrs. Huber, proprietors. 
to have been the most effective of 
several advertising methods they 
ysed to try to increase trade in the 
new store they opened in October, 
1946. 

Two adjoining storerooms were 
connected by an archway in the di- 
yiding wall, which permits custom- 
ers to pass freely from the hardware 
store on the left and the appliance 
store on the other side. Each store- 
room has a door to the street. 

The store is managed by Mrs. 
Huber, who is assisted by her brothey 
and sister-in-law, Mr. and Mrs. 
Floyd Ranbarger. Mrs. Huber had 
been active tor six years in the 
Broadway Auto Supply Co. store on 
South Broadway, Los Angeles, in 
which her husband, Frank Huber, is 
associated with his two brothers, 
Ted and Jack Huber. The Huber 
brothers have three auto supply 
stores in Los Angeles. 

The Hubers grew up in the hard- 
ware trade. Their father was 
claimed to have had the largest hard- 
ware store in Oklahoma when it was 
Indian territory, and the three sons, 
Frank, Jack and Ted all worked in 
the store as children. 





100 Co-op Department 
Stores Planned 
(Continued from page 111) 


be the patronage refunds. It is an- 


ticipated that these will amount to 


about $4 per $100 worth of pur; 
chases or $80,000 annually should 
the two-million gross sales be real- 
ized. 

The Filene co-ops are frankly hit- 
ting for the trade of the moderate 
income groups—$4,000 a year or 
less. In the case of the Shirlington 
store, some 20,000 questionnaires 
have been sent out inquiring as to 
merchandise and price ranges most 
desired. 

“We want to reduce dead stock 
below the customary 9 or 10 per 
cent,” a CDC promoter told Harp- 
WARE Ace. “By finding out what 
people want and how much they can 
afford to pay, perhaps we can re- 
duce static inventories to as little as 
2 or 3 per cent, thus reducing operat 
ing costs.” 

The CDC is making a direct bid 
for the support of organized labor. 
Officials and other representatives o! 
the 47 labor unions in the Washing: 
ton area were called together to have 
the project and its aims explained. 
The meeting was later described as 
“more than satisfactory” in obtain- 
ing assurances of both stock pur- 
chases and consumer patronage. 
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For KitchenAid Coffee Mill Sales... 
Use That Bean | 


Everyone goes for the 
aroma of freshly-ground 
coffee. Just pour a pound 
of coffee beans into the 
electric mill. Flip the 


| 
| 
| 
| 





switch at strategic mo 
ments, 





KitchenAid does it 
electrically—instantly— 
in any desired grind to 
suit any method of cof- 
fee brewing. Results: 
Sales-sALES-SALES. 
Everyone’s a prospect! 

















The Hobart Manufacturing Co., KitchenAid Division, Troy, Ohio 










Then—explain how 
quickly the caffeol (the 
delicate essence of coffee 
flavor) evaporates after 
the bean is ground, Dem- 
onstrate how delicious 
freshly-ground coffee 
smells. Show how coffee, 
ground moments before 
use, means the finest cup 
of coffee in the world, 


The KitchenAid Electric Coffee Mill is a 
quality Hobart product, a little brother 
of the famed Hobart commercial food 
machines, It rounds out the KitchenAid 
line of top-quality household mixers and 
attachments. KitchenAid is getting more 
powerful national advertising support 
than ever before. Ask your distributor 
about these products today. 


HOBART 


PRODUCT 
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CATTERED reports are heard 
from time to time that hard- 
ware stores are extending their field 
to include food and drug lines. To 
determine whether the reports were 
well founded and indicative of a 
new trend in hardware store mer- 
chandising, or whether they were 
based on isolated instances, this pub- 
lication wrote to more than 500 
wholesale firms for their comments. 
The replies, from 232 wholesalers 
located in every part of the country, 
were uniformly the same and it 
would seem that some people are 
misinformed about this matter. 

One hardware wholesaler’s ex- 
planation for the reports, which 
seemed to run so counter to the 
observations of the hardware whole- 
salers, is typical of a score or more 
just like it. It reads: 

“Isn’t it quite possible that some 
urban traveler might have noted 
the mixing of hardware, groceries 
and other merchandise in some small 
rural store, and assumed that the 
presence of the less predominant 
items was in retaliation of some com- 


Wholesalers Deny Assertion Hardware Dealers 
Are Beginning to Sell Groceries and Drugs 





petitive condition. We have many 
rural stores, particularly in the re- 
sort areas, that have small stocks of 
several lines, and not too great an 
amount of any. This might be con- 
fusing to someone who does not 
generally travel these rural areas. 
The executive of another large 
wholesale hardware firm replied: 


“The proportion of. what we call 
‘general stores’ in the South is much 
larger than it is in the East, and 
many dealers whom the wholesale 
distributors of hardware know as 
hardware stores are really general 
stores and have sold drugs and 
groceries, dry goods, clothing and 
millinery for years, but we find the 
tendency the other way and that the 
retailer who handles hardware is dis- 
posed to increase the hardware bus- 
iness at the expense of some of the 
other items.” 

The president of a West Coast 
wholesale firm states: 

“I do not know of any particular 
case where the retail hardware man 
has gone into groceries or drugs be- 
cause the groceryman or druggist 


has put in hardware, but I do hear 
considerable criticism of the man- 
ufacturers and jobbers who sell their 
products through these channels.” 

A western wholesaler, reported 
that one hardware store chain did 
add a drug department but said 
that this was exceptional and that 
“so far the groceries are sold by 
grocery stores and hardware is sold 
by the hardware stores.” 

A Rocky Mountain wholesaler 
comments: 

“The biggest objection that the 
hardware retailers have in this ter- 
ritory as to grocery stores and drug 
stores handling their lines is that so 
many of them offer hardware items 
as premiums. Personally, I hope that 
the hardware retailers will not find 
it necessary to go into the grocery 
and drug fields, but rather that they 
can persuade the drug and grocery 
stores to refrain from handling 
hardware items.” 

“Our attitude toward the hard- 
ware business,” writes a New York 
State wholesaler, “is that if a man 
dabbles in groceries, footwear and 
patent medicines, he no longer re- 
mains a hardware dealer, but be- 
comes a merchant of hodgepodge 
items.” 









































§ HAVE ACIGAR.... 


POL-MER-IK’S BACK! 


> 











t& Hardware decaiers 





Speed-O-Lite sander. 
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PROFITS from ready and waiting home moderniza- 
tion Jobs by owning and renting out this Lincoln 


$5 per day in rentals alone. Besides you sell large 
amounts of supplies that are needed In any floor 
finishing or bullding medernization program. 


THE LINCOLN SPEED-O-LITE 
This famous rental sander has earned thousands upon thousands of dol- 
lars for hardware and paint dealers from coast to coast. The rental 
Income that ranges up to $5 per day Is only a starter. 


SPEED-O-LITE RENTAL SANDERS HELP YOU SELL SUPPLIES 
Figures compiled by a number of your fellow dealers clearly Indicate 
that you can ADD SALES of sandpaper, paints, varnishes, seal, tools, etc., 
averaging up to $10 per day to each and every Lincoln Speed-O-Lite 
rental customer. We urge you—write today for full detalls about the 


Speed-O-Lite Sander Rental business. 
Werld’s manufacturer of the most complete line of fleer maintenance equipmest. 





can create new EXTRA 


Peeple gladly pay up to 


Lincola-Schlucler 






\ 
|} FLOOR MACHINERY COMPANY, Inc 
/ 
iy 1252 WEST VAN BUREN ST.. CHICAGO 7, ILLINO'S 
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OF PAINTING TIME ~'™# 


_.. CASH IN ON RO 





Coca-tile SYNCHROME 
ALUMINUM PAINT 


For All Kinds of Roofs: Metal— 
Composition —Roll— Asphalt 
Shingled— Built-up Types 





























IT’S ROOF PAINTING 
TIME... AN EXTRA 
OPPORTUNITY TO STEP UP 
YOUR VOLUME ON 
Cres-lile SYNCHROME! 


Cres-Lite Synchrome protects roofs because it reflects radiant heat and 
rays, and keeps interiors cooler in summer . .. warmer in winter. Resists 
moisture, weather and corrosion; helps prevent “‘drying-out" and brittle- 
ness in position roofing 

Cres-Lite Synchrome contains: 

MORE OlL—penetrates composition roofing to keep roofing materials soft 
and pliable. On metal roofs extra oil content keeps paint from cracking 
and peeling. 

PURE 325 MESH Aluminum Pigment—gives one-coat covering with maxi- 
mum reflectivity. Prevents destructive action of sun’s rays on composition 
roofing. Lowers heat absorption in summer . .. insulates in winter. 


SYNTHETIC RESIN (made from asphalt base) provides hardness to the 





Cres-Lite Synchrome is a quick-drying, synthetic 
resin, oil paint, guaranteed to contain only pure 
325 mesh aluminum and the highest quality 
grades of OIL, PIGMENT AND SYNTHETIC 
RESINS. For complete details regarding other 
uses of Cres-Lite Synchrome, write for FREE 
copy of “A Guide to Using Aluminum Paint.”” 








paint film and causes adhesion of paint to surface. Helps prevent rusting 
and scaling of metal roofs. 






C R 'B) C EN T BRONZE POW”. Los Angeles 15, Calif. 


i Ill. 
116 West Illinois St, Chicago 10, 
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BRASS WORKS, INC. 




















ONE-BORE LATCH 
For screen or storm doors. 
Requires no mortising. Just 
bore one hole and insert 6 
screws. Latching action is 
in the strike. 


STORM SASH ADJUSTER 


Opens and closes 
easily with one 
hand. Locks shut 
securely with arms 
swinging upward. 
Easy to change 
over, aS arms re- 
main on frame. 


wich DOOR LATCH 


- Gravity type— 
", won’t freeze or 
# bind. Holds doors 
open or closed. No 
pins, nuts or 
iy springs to work 
saat! ee loose or break. For 
t ee i ? doors up to two 
| inches thick. 
| SNAP-ON SASH LIFT 
Quick to install— 
just drill two holes 
for special screws. 
Lift snaps over 
screw heads to give 
a smooth, stream- 
lined appearance. 





AND BUTTS 


Includes special 
features for storm 
and screen doors. 
May also be used 
on casement sash. 
Button tip, loose 
pin type. 3°x23{’. 


HINGES 


Also Manufacturers of Stays for Basement 
and Casement Sash... Screen Hangers... 
Cupboard Friction Catches .. House 


P Numbers. . . Ask your jobber, 


cr wate for literature. 








250 EAST FIFTH STREET 
ST. PAUL 1, MINNESOTA 















HIRTY-FIVE years ago when 

Hayes-Sammons opened its hard- 
ware store in Mission, Texas, the 
land produced little more than cac- 
tus and mesquite and it took great 
imagination to visualize the great 
transformation that came over the 
section as a result of the introduc- 
tion of the citrus industry. 


Its 35th Anniversary 


To mark its 35th Anniversary 
Jubilee, Hayes-Sammons recently 
ran a rather unusual double-page 
newspaper ad in which was pub- 
lished a complete history of the 
hardware business, the Mission 
grapefruit industry and the Rio 
Grande Valley. 

The pioneer villages of the Rio 


Two-Page Ad Used to Tell Story 
Of Growth of Hardware Business 


Grande were just beginning to grow 
into the town stage in 1912 when 
the Hayes-Sammons Hardware Co. 
was established with the partner- 
ship of E. R. Hayes, Tom and Albert 


Sammons. 


In Three Sections 


The four column space at the left 
in the two-page advertisement told 
in tabloid form the story of the 
Valley and South Texas from 1912 
to the present day. The four column 
space at the right listed well known 
lines carried by the store. The cen- 
tral section of the ad was of an in- 
stitutional nature. Limitations of 
space make it impossible to repro- 
duce the entire ad. The part shown 
below is the central section. 








Hye SUMMME 


“Serving the Valley and South Texas for thirty-five years 





2 
4 





Arnaversary d ven 


Ay 
from CACTUS 


_to CITRUS 


Yes, it was 35 years ago that HAYES-SAMMONS was fonnded. During these 3% 
years we have always felt that “To get the best, we must choose from the best” 
QUALITY PRODUCTS you know and trust + QUALITY PRODUCTS 


that keep on giving good service and pride in ownership long after theig 
purchase price has been forgotten. A lot of pride is taken in the fact that through 
farsighted planning and buying we've helped the Rio Grande Valley and South 
Texas grow from a land of cactus and mesquite to a land of citrus farming, live- 
stock, vil development and industry supplying the food baskets and markets of 
the world. Here we have assembled Hardware, Housewares, Commercial and 
Domestic Appliances large and small, Insecticides, Fungicides and Fertilizers 
from America’s foremost markets. 


(EI OF EE) 


The Valley’s future is Yours ...and Ours 





— 


UBILEE dp 





























Reproduction of the central section of the Hayes-Sammons Jubilee ad. 
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No. 819 GATE VALVE 

Capable of handling jobs, with absolute 
safety, up to 125 pounds working pres- 
sure. A sturdy, quality-built valve with 
double disc, rising stem and oil proof 
packing. Thoroughly dependable on oil, 
water and steam lines. Sizes range from 
VA to 2”. 


No. 830 SWING CHECK 
VALVE _ Brass disc swing check 
valve for use on steam and water 
lines. Built to handle pressure up to 
125 pounds with absolute safety. One 
of the numerous time-tested Rockford 
Valves that has no superior. Sizes 
range from 1/.” to 2”. 


No. 831 HORIZONTAL 
CHECK VALVE = Horizontal 
brass disc check valve for general 
purpose up to 125 pounds pressure. 
Built to the exacting Rockford stand- 
ard which has been a guarantee of 
quality for 57 years. Sizes range 
from 4” to 2”. 













ROCKFORD BRASS WORKS, ROCKFORD, ILLINOIS 


Ahead in design, Rockford Precision-Made Valves are sturdy, 
fast-acting, thoroughly dependable and guaranteed to func- 


tion efficiently on all jobs for which they are recommended. 


No. 814 BRONZE SEMI-PLUG 
TYPE = Specially designed for oil line 
service ... also used for water, air, gas, 
steam and general purpose. Note cut-away 
view showing special improved Rockford 
design of stem and seat. Sizes range from 
%” w 2. 


No. 816 FIBRE DISC GLOBE 
VALVE Specially designed for domes- 
tic hot or cold water systems. Particu- 
larly adapted for water softener installa- 
tions in both homes and industrial plants. 
Pressure up to 125 pounds, Sizes 1/4,” to 2”. 


No. 814A ANTI-HUM VALVE 
The improved Rockford oil burner line 
control valve throttles out objectionable 
burner noise with perfectly balanced con- 
trol. Phosphor bronze ball and spring ... 
special stuffing box with oil proof packing. 
Made in 44” female I.P.S. only. 
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DEPENDABLE 
SOURCE FOR ALL 


FASTENERS 


REGULAR 
CAP SCREW 


WING NUT J 
MACHINE 


SCREW 
n\ 


SOCKET HEAD 


CAP SCREW Woop screw 


STOVE BOLT 


FAST SHIPMENT ON 
PACKAGED FASTENERS 


When you need fine quality machine 
screws, wood screws, wing nuts, cap 
screws, socket head cap screws, stove 
bolts and other fasteners, order from 
STRONGHOLD. 

STRONGHOLD fasteners are made 
on speedy, precision machines that per- 
form every operation with true accuracy. 
If you need 10 gross or 500 gross of a size 
STRONGHOLD is your oné source either 
from stock or quick factory delivery. 


NOW AVAILABLE IN 
METAL EDGE BOXES 


Your customers will appreciate the advan- 
tages of purchasing their packaged fasteners 
from you in STRONGHOLD’S new metal edge 
boxes. Gone are the days of split seams and 
spilled screws! No longer do you have to hope 
and pray that boxes stay together. The tough 
durable construction of STRONGHOLD’S me- 
tal edge boxes withstands the punishment of 
shipping and constant handling. Each box bears 
a color-coded label that makes identification 
quick and easy. 
Yes, STRONG- 
HOLD’S FAST- 
ENERS in the 
new metal-edge 
boxes mean money 
in your pocket! 

Check and mail 
the coupon below 
for any or all of 
the items offered. 





—_easw eit ow ew ew ew ee ee ee ee ee ee oe 
STRONGHOLD SCREW PRODUCTS INC. ” 
f 231 W. Hubbard St., Chicago 10, III. 


j Please send me FREE the items checked below. 
0 Sample gross of packaged fasteners in H 
I metal edge box. i 
— ‘Pocket Library of Engineering Data.’ 
| (0 Current STRONGHOLD ‘“‘In Stock'’ inventory list H 
1 for immediate delivery. i 
j Name l 
J Position iiareensldadia 1 
1 company a 
1 Address . , , ree Ee 4 
City - Zone State eek 1 
L —Sse aw enw ew ew ewes ee ee ee ee ee oe id 
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Narrow Store No Bar 


To Effective Display 


Center pillars in narrow building dictated 
the method of arrangement adopted for the 
store of Falk Hardware in Manitowoc, Wis. 


Ficen with the prob- 
lem of rearranging their narrow 
store, which was further compli- 
cated by center position support- 
ing pillars, Hubert Falk and For- 
rest Danforth, owners of the Falk 
Hardware, in the 2110 popula- 
tion town of Manitowoc, Wis., 
worked out an effective arrange- 
ment that gives effective display 
to a maximum amount of goods 
and at the same time allows an 
easy flow of traffic. 


Plenty of Space 


In most stores the center pillar 
problem is partly overcome by 
building displays around them, but 


































in this case a wide aisle was made, 
with room enough to pass on 
either side of the posts. This per- 
mits traffic to flow down the 
middle aisle to the rear and to the 
various cross aisles. 


Step-up Fixtures 


Display fixtures of the step-up 
type were selected as affording 
more aisle room at aisle height. 
These allow more room for bundle- 
carrying customers. 

Effective use has been made of 
one of the center posts by build- 
ing on it an overhead light fix- 
ture display, with the lighting fix- 
tures placed high enough so that 
traffic can flow ‘under it without 
difficulty. 


Step-up displays allow more room for bundile-carrying shoppers. 
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These Promotions Built | 
Business for Towns 
And Stores 


NY event or promotion that suc- 
ceeds in bringing people to 
town brings potential customers to 
that town and its stores. Following 
are a number of events that served 
to bring visitors to various munici- 
palities—and helped build sales for 
their merchants: 
* * * 


Program Service 


The Sedalia, Mo., Chamber of 
Commerce has organized a speaker’s 
service. A number of local people 
are listed as speakers and a musical 
entertainment is also part of the 
program. This program is being 
used by civic and rural groups lo- 
cally and in communities within 50 
to 75 miles of Sedalia. 

* * * 
Farmers’ Market 

The Taylor, Fla., Chamber of 
Commerce sponsors a State Farm- 
ers’ Market to aid farmers in the 
marketing of their products and ad- 
vertise the area. 

* * * 


Blue Grass Sales Day 
The Board of Commerce Retail 


Committee of Lexington, Ky., re- 
cently renewed its semi-annual Blue 


Grass Sales Day, discontinued dur- |- 


ing the war. This event, in which 
150 retail stores participated in its 
28th renewal did a gross volume in 
excess of half a million dollars. 

* * * 


Trade Survey 


The retailers of Broken Bow, 
Neb., recently mailed out more than 
3800 questionnaires to rural families 
in the Broken Bow trading area to 
determine the buying habits of the 
people of the area. Retailers also 
expect to learn what people think of 
various civic activities sponsored by 
the Broken Bow Chamber of Com- 
merce. Similar surveys conducted by 
other chambers of commerce have 
brought forth interesting results. 

* * * 


“Queen for a Day” 


The Charlottesville, Va., Chamber 
of Commerce recently entertained a 
Burbank, Calif., lady chosen as 
“Queen for a Day” on a national 
radio program. The management of 
the program sent the lady to Vir- 
ginia to attend a Virginia fox hunt 
in the Charlottesville community. 
The area received national publicity 
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Depth 








Opening Weight 
inches | Inches Thread Per Dozen 
2 % hexl4 4% Ibs. 

3 1% Aexl4 5% Ibs. 
4 2 Yexl4 7 sibs. 
5 2, YxI11 9% Ibs. 
6 2% A%x11 11_—sIbs. 
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AZADI WOM 
Chi? [dln 


These Champion Clamps have wedge-shaped bodies of special alu- 
minum alloy for rugged strength at all points of greatest stress. 
Popular sizes. Sliding cross handles and heavy button tips. Screws 
precision cut. Used on assembly operations, in pattern, wood- 
working, welding, and machine shops. Write for prices. 


™ WESTERN '° 


L and MANUFACTURING CO., Inc. 
SPRINGFIELD, OHIO 











and the “Queen” was the guest, at a 
dinner, of the Richmond, Va., Cham. 
ber of Commerce. 

* & & 


Hot and Cold Water 


A farm modernization campaign 
designed to place hot and cold run- 
ning water in every Oklahoma farm 
home reached a climax early in 1947 
with the establishment of a farm 
equipment and modernization school 
under the sponsorship of the Tulsa, 
Okla., Chamber of Commerce. 

x & 
Sports Night 

The Estelline, S. D., Chamber of 
Commerce sponsored a sports night 
last spring to organize a_ baseball 
league in the trading area. Much 
interest was shown by the young 
people of the area who turned out 
in large numbers. 


* * * 
Soil Conservation 
A state-wide soil and moisture 


conservation program, for the second 
year, will be sponsored by the 
Mobridge, S. D., Chamber of Com- 
merce and other associations of the 
area. 

* * * 

Pilgrimages 
The Birmingham, Ala., Chamber 

of Commerce, working with the Ala- 
bama Federation of Garden Clubs, 
conducts pilgrimages to some of Ala- 
bama’s historical homes. Much inter- 
est is shown in these tours by both 
tourists and local residents. 

* * * 


Fish Fry 


The Chamber of Commerce of 
Huntington, Ind., recently put on 4 
fish fry as part of an Agricultural 
Achievement day. The event drew 
many farmers and their families to 
the city and resulted in a lot of pub 
licity for the business men in state 


newspapers. 
* * 


"Where Agriculture and 
Industry Meet" 


The Slogan of the Clinton, Iowa, 
Chamber of Commerce is: “Where 
Agriculture and Industry Meet.” To 
make the slogan effective the cham- 
ber co-operates with county agricul- 
ture workers in tours of feed lots 
an activity which gives the city busi- 
ness man an opportunity to study 
how the farmer operates. The com- 
mittee also stages an annual 4H 
Baby Beef Show and a Pure-Bred 
Heifer Show where more than 150 
calves are shown. 
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Wholesale Azalea Day 


More than 3000 customers of the 
Mobile, Ala., wholesalers are guests 
of the merchants during “Wholesale 
Azalea Day” when the azalea shrub 
is sold at wholesale. Another annual 
event in Mobile is the Industrial 
Managers’ Dinner, sponsored by the 
yarious industries of the city to pro- 
mote goodwill between management 
and key personnel. More than 500 
attended the dinner. 

* * * 


Good Will 


The Waco, Tex., Chamber of Com- 
merce sponsors trade trips into West 
and East Texas and Mexico. The 
good will committee also attended 
public celebrations in more than a 
dozen neighboring towns in the area 
and built up much good will for 
Waco merchants. 

x * * 


Dollar Day 


The merchants of Schenectady, 
N. Y,. recently revived Dollar Day 
after a lapse of nearly six years. The 
results surprised everyone. One mer- 
chant reported sales double those 
for the same day in 1946. Another 
reported that he had to close his 
doors in order to wait on the people 
jammed inside and then repeated the 
process. The Schenectady Dollar 
Day was a general holiday and peo- 
ie flocked to the city from a large 
ira, 

* x * 
Goodwill Air Tour 
The Jackson, Miss., Chamber of 


Commerce sponsors an annual good- 
will air tour to more than a dozen 
towns in the arga. The purpose of 
the tours is to demonstrate the safe- 
ty and practicability of private fly- 
ing, acquaint members and the pub- 
lic with the improved airport facil- 
ities of Mississippi, and create good- 
will among Mississippians interested 
in flying. 
*# * & 
Junior Livestock Show 


The Tulsa, Okla., Chamber of 
Commerce sponsors an annual 

gic Empire junior livestock show, 
which attracts 1000 4H and FFA 
members. This year’s show was the 
largest in the 12-year history of the 
event and brought many visitors to 
the city. 

* * * 


4-H Corn Club 


_In order to promote the cultiva- 
tion of better corn yields in the area, 
the Greenville, N. C., Chamber of 
Commerce sponsors an annual 4H 
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CORBIN-PHILLIPS 


It’s true! CENTER 
solves a lot of pr 


Wedged down deep into the CORBIN- 
PHILLIPS recess, the driver cannot 
slide out — the screw cannot wobble. 
Driver and screw act asone. The screw 
goes down fast — turns up tight without 
damage to head. Operators, freed from 
“‘Wobble Worries,”’ turn out better work 
and more of it. And usually, you can 
use fewer and smaller screws and save 
on pilot holes. 

Specify CORBIN-PHILLIPS Screws 
.. . they’re famous for their uniformity. 


CORBIN SCREW DIVISION 
The American Hardware Corporation 
NEW BRITAIN e CONNECTICUT 








,.DRIVING 
PRODUCTION! 






oblems! 


HARDWARE TRADE 
PLEASE NOTE 


This advertisement, ap- 
pearing in leading business 
papers, is seen by indus- 
trial-users, who have 
learned to depend upon 
CORBIN clean quality for 
better production. You can 
also depend upon CORBIN 
packaging, with, quick- 


sight labels to speed han- 
dling. 
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A non-profit 
Exhibit 
... for the 


manufacturers 


... by the 
manufacturers 





HOUSEWARES 
AND MAJOR 
APPLIANCE 
MANUFACTURERS 






tie 


JANUARY 


120,000 sq. ft. of exhibit 
space—the greatest amount 
of space ever used for a 
Housewares show. 


INTERNATIONAL 
AMPHITHEATRE 
CHICAGO 


NATIONAL 
HOUSEWARES 
MANUFACTURERS 
yy lela rT wale), | 


(Incorporated not for profit) 


Executive Offices: 
1402 Merchandise Mart, 
222 North Bank Drive, 
fe tta--- et 


Telephone: 
Delaware 8585 











corn club. In 1946 the chamber pro- 
vided hybrid corn for 150 one-acre 
demonstration plots which yielded 
as high as 110 bushels to the acre 
and the average yield for the 150 
experimental plots was 65 bushels 
to the acre. This project is watched 
with interest by farm leaders of the 
state. This year’s acreage is expected 
to be larger than that of 1946. 

+ + 


Railroad Anniversary 


The Chamber of Commerce of St. 
Joseph, Mo., was host recently to 
mayors along the route of the Han- 
nibal & St. Joseph Railroad on the 





occasion of that road’s 100th anni. 
versary. Merchants decorated their 
windows and all advertising was tied 
in with the event. 





Livestock Sales Center 


The Chamber of Commerce of 
Shelbyville, Ky., is promoting that 
city as the livestock sales center of 
the state, and as a result of direct 
mail campaign has been able to get 
a number of breeder associations to 
conduct their sales in Shelbyville. 
These sales attract buyers from a 
large area and many outside states 
as well as from Canada. 





Scots View Co-Ops With Doubt 


GROUP of Iowa farmers who 

toured Europe during the 
summer to study food and farm con- 
ditions abroad, visited a big farm in 
western Scotland which was owned 
and operated by the Scottish Co-op- 
erative Wholesale Society. 

William Young, former head of 
the Scottish Farmers’ Union, re- 
marked to the group, “Farmers are 
watching this experiment with 
mixed feelings since it is a de- 


parture from free enterprise farm. 
ing.” 

With both CIO and AFL now set. 
ting up chains of labor-owned, tax- 
dodging co-operative supermarkets 
all over the United States, with the 
threat of taking over production so 
that they can sell food cheaper than 
it now can be had, American 
farmers may wonder if they, too, are 
coming to the end of free enterprise 
agriculture. 





Lamp Dispiay Attracts Store Shoppers 


T pays Fowler & Son, St. Johns, 
Mich., (4,442 population) to 
have a 12-ft Jong display counter for 
lamps in the store. Sales have 
doubled on these items since better 
display was arranged. 

R. D. Fowler, veteran hardware 
dealer, and his son, C. W., have 
placed this display counter crosswise 
in the store near the rear wrapping 
counter area, and people usually stop 



















If a prospect needs lamps, this display turns him into a customer. 


to pick out one or two or more lamps, 
since the display is so handy. 

The top of the counter has regular 
display slots with price markings for 
the various size lamps. Directly be- 
low the counter top level, and on 
lower shelves, is plenty of reserve 
stock. 

On this counter top are displayed 
flashlights and a couple. of small 
electrical appliances, because the 
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Fowlers say people who buy lamps 
are interested in these additional 
articles as well. 

“Lamps are items that the aver- 
age home owner needs regularly,” 
says C. W. Fowler, “and they really 
sell when you have them on open 
display. They are also items custom- 
ers will pick out themselves if given 
the chance.” 


Wholesaler Writes 
Weekly Letter 
To Employees 


OR many years the salesmen of 

the Wm. Van Hoogenhuyze Hard- 
ware Co., San Antonio, Tex., have 
been receiving a weekly letter from 
N. F. Van Hoogenhuyze, president 
and treasurer, in which he has set 
forth his views on sundry top- 
ics in an inspirational vein. Recent- 
ly every employee began to receive 
the letter series which is printed 
on a distinctive pink sheet which has 
a large script heading “A Special 
Message for This Week from N. F. 
Van Hoogenhuyze.” 

A typical message reads: 

“The hardware people have 
played a great part in building 
America, ‘The Greatest Nation of 
the World.’ It has taken hardware 
to develop this nation. Beginning 
vith the raw land to turn it into a 
farm, first a fence must be put up 
vtich takes barb wire, staples, post 
oie diggers, and hammers. Next, 
the land has to be cleared, which 
takes axes and mattocks. Next, a 
well must be drilled which takes 
pipe, pumps, windmills, faucets, and 
fittings. Next, a house and barn 
must be built which takes locks, 
hinges, bolts, screws, paint and many 
hardware items. Next, the house 
has to be furnished, which takes 
stoves, pots and pans, dishes, knives 
and forks and furniture. Next, the 
farm must be equipped with imple- 
ments and plowing equipment, which 
takes plow points, plows, trace 
chains, collar pads, single trees and 
many other items. 

“The development of farms builds 
towns, which takes hardware to 
build. As the towns are developed, 
cities are made; as cities grow, the 
nation grows. All of our great indus- 
tries started small, some as tinshops, 
some as blacksmith shops. All of 
the men who started these businesses 
had a vision and a goal to reach. 
These businesses grew only through 
a determined desire to succeed, 
coupled with hard work, sweat, tears 
and heartaches.” 
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Now There hed. Sides to 
the TRILMONT Heater Story! 














































TRILMONT is America’s No. 1 Heater 
. .« for operating efficiency, long life and 
safety, it has no equal! It provides 
“warmth without worry” in any room. 
Two non-glowing oversize coils silently 
produce an up-draft circulation of about 
45 cubic feet of warm air a minute 
without moving parts. The patented 
double-walled cabinet, always cool to 
the touch, makes the heater free from 
fire hazards and safe for clothes- 
drying! Priced to give 
more net profit per 
unit than gross 
receipts from ordi- 
nary heaters! 


Equip your Tril- 
mont Heaters with 
the new Trilmont 
Dryer. For full de- 
tails contact your 
distributor or na- 
tional sales agents 
listed below, or 
write TRILMONT 
direct. 











A combination you can sell all-year- 
around ... because it licks the age- 
old rainy washday problem! Now 
anyone can dry clothes INDOORS 
with the TRILMONT Safety* Heater 
and TRILMONT’s specially designed 
all-metal folding dryer! 











*Winner, Lewis & Conger First National Home Safety Award 


TRILMONT PRODUCTS CO., 2405 Walnut St., Phila. 3, Pa. 


Sales Agents: A. C. Sanger & Ca. Inc, New York, Boston, Philadelphia, Atlanta, Cleveland, Chicago, St. Louis, 
Dallas, Los Angeles, San Francisco, Seattle, Portland. @ Robert W. Fishburne, Richmond, Virginia. 
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By SAUNDERS NORVELL 


SAUNDERS NORVELL 


l, our studies of the cut- 
lery business we sought help from 
Washington. They have no recent 
statistics or records of U. S. cut- 
lery sales or manufacturing. As 
one of our correspondents ex- 
pressed it, cutlery with the U. S. 
Department of Commerce and the 
U. S. Bureau of Standards was an 
“orphan.” 

One cutlery manufacturer sup- 
plied me with a pamphlet dated 
1939—issued by the U. S. Tariff 
Commission—“Pocket Cutlery. A 
survey of the pocket cutlery in- 
dustries of the U. S., Germany and 
Great Britain and of international 
trade with particular reference to 
factors essential to tariff ‘consid- 
eration.” Also a pamphlet—“In- 
dustrial Conditions in the Cutlery 
Trade”—“Report by the Cutlery 
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Wages Council (Great Britain) — 
Issued in 1946 from His Majesty’s 
stationery office.” These pamphlets 
give much interesting information 
but most of it is too technical for 
an article like this. 


Protected By Tariff 


The U. S. cutlery manufactur- 
ers have been protected by a tariff 
from the beginning of the industry 
in this country. This tariff has 
been constantly increased as the 
years passed until foreign cutlery 
has been almost completely shut 
out of this market. 

At first England supplied U. S. 
with cutlery. Pocket knives were 
hot-forged and tempered by hand. 
There were no large factories such 
as we now have. Workmen did 
the forging and fitting of knives 
in their own homes. They took 


orders from and supplied the 
larger dealers and distributors. 
Pocket knives with all their parts 
and springs were hard to make. 
It took a skilled mechanic to turn 
them out. 


Germany Takes the Lead 


For years the English cutlers 
practically monopolized the world’s 
business in all kinds of cutlery, 
but the Germans by more aggres- 
sive selling methods, by greater in- 
terest in developing the industry 
gained upon and finally took the 
world’s leadership in cutlery from 
the British. 

One reason for this was that the 
British stuck to their conventional 
patterns while the Germans would 
make any pattern of knife desired 
in any part of the world. 


German cutlery was freely sold 
in the United States — gradually, 
mainly on price, displacing British 
lines. Then the tariff was hiked 
up and for a few years German 
knife parts were imported and as- 
sembled in factories over here. 
The tariff finally affected knife 
parts and this method of produc- 
ing was shut off, but even in re- 
cent years special parts of ocket 
knives including scissor ‘lades 
were still imported. 


The Greatest Change 


The greatest change in cutlery 
manufacturing came when Ameri- 


*can manufacturers dropped the old 


method of hand hammering and 
hot forging blades used in England 
and Germany. The Americans 
adopted a system of stamping 
blades of all kinds—out of sheets 
of steel. This was mass production 
of knife blades. This process of 
stamping was done by machinery 
and did not require the mechani- 
cal skill of the old time, hand, hot 
forging process. 

So today, in pocket knives, in 
carvers, and in all forms of kitchen 
knives, the product is usually 
stamped out. After stamping, the 
blades are ground. So the cutlery 
grinder of today in skill takes the 
place of the old time forger! These 
stamped blades have made the pic- 
ture of American cutlery today. 

Still pocket knives had to have 
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MARKET...REPUTATION... MERCHANDISING 
combine to help you... 























The Ferguson Name and Reputation is solidly backed 
by years of consistent advertising and on-the-farm 
promotion. Together with Ferguson Implement per- 
formance, they have built a volume demand among the 
over 300,000 owners of Ferguson System Tractors. 
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Moldboard Plows 






Two-Way Plows 
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These owners have been waiting for the day when jn Snyle Sine tinea 
increased production would allow them to complete 
their line of Ferguson Implements and to obtain re- — nee 
* placements. Now, these Ferguson Implements—more { Spring Tooth Harrows 
than 40 of them—are becoming available in increas- 
a : 8 /- Offset Harrows 
ing volume. 
To build even greater demand, more than 14 Ld Row Crop Cultivators 
million monthly advertising messages in National, 
: > Lister Cultivators 
State and Sectional Farm Papers continue to help 
Sell Ferguson. In addition, a complete new local tie-in Corn Planters 
oJ program is available to help Ferguson Dealers cash _ ieeins Whitin 
in on Ferguson Implement Advertising. 
Yes, it pays to Se/! Ferguson. Let us tell you more mm 6=—s« Feed Grinders 
about it. Write for information about the Ferguson Power Seed 
Franchise and the profit opportunities in your territory. J . 
erracers 
HARRY FERGUSON, INC., 3639 E. MILWAUKEE, DETROIT 11, MICHIGAN p» 
Tillers 
bh Here are some of the = Weodere 
, 4 ° : 
5 reasons why dealers profit when they ee ne 
Mowers 
Hf, Vi yson! Rotary Hoes 
r} Implement 
Service Parts 
‘LS 
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Copyright 1947 by Harry Ferguson, Inc. 
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For Steady Year ’Round 
Profit Cash In On The 
Constant Consumer Demand 
For Reflecto Lawn - Signs 


tas 





It is Profitably Pleasant 
to Handle Reflecto 


Attractive FREE cabinets 
for your counter keep 
stock in full view of your 
customers. 


Prompt shipments of 
refill stock keep you well 
supplied. 


No bother with special 
orders. Name and number 
signs are sold right out 
of stock. 


Your profit margin is 
high-no markdowns ever. 


Every sign fully 
guaranteed by us. 


Tl 


This Display This Display 
Cabinet with 119 Cabinet with 50 


2%," Letters, 18 zs 
Assorted Panels, 2% Numerals, 
10 Assorted Pan- 











springs and had to be assembled. 
They were still troublesome and 
expensive to make. Small one- 
blade sizes were unprofitable. First 
the boys’ knives and the one 
bladed “stabbers” disappeared 
from the market. Then, with the 
lush market for kitchen knives and 
kitchen cutlery, some manufactur- 
ers who formerly made a line 
dropped the pocket knives and 
confined their sales to flat bladed 
knives of all kinds—the “sand- 
wich” cutlery—just a long or short 
stamped and ground piece of flat 
steel between two pieces of wood 
or handle of some other material. 


There is a great demand for this 
new kind of cutlery. It must be 
admitted some of it makes a fine 
appearance with hollow ground 
blades and razor sharp edges. 
Handles are made from rare 
woods and modern plastics. 

The Dean notes that a vendor 
of apple juice sells a paring knife 
(a well known manufacturer’s 
brand on the blade) for 25 cents 
(with a bottle of apple juice) — 
trade price 49 cents. This deal is 
advertised all over the country. A 
Chicago tomato cocktail concern 
advertises an 814-in. blade knife 
for 50 cents—retail price $1.50. 
This also is made by a well known 
manufacturer. 

The situation is very much like 
the prosperity England tempora- 


rily enjoyed when she discovered 
steam and sold steam-produced 
goods at low costs on a market of 
high prices established by hand 
made goods. 

The reaction of cutlery condi- 
tions on the trade—wholesalers, 
retailers, and salesmen will be 
shown by letters the Dean has re. 
ceived. A great divergence of 
opinion will be noticed. These let- 
ters are all worthy of careful read- 
ing. One conclusion is inevitable 
from this brief study of the cut- 
lery situation in the United States 
today. 


Good Standard Lines 


There are some good standard 
lines on the market. The Dean has 
seen some goods that in quality 
are apparently equal and superior 
to cutlery of former years, but on 
the other hand he has also seen 
some terribly poor trash being put 
out at high prices. 

It is all right to have goods of 
high quality at high prices, and 
it’s all right to sell goods of poor 
quality at lower prices, but the 
trouble is that some of the inferior 
goods are being foisted on care- 
less buyers at high prices. It is up 
to the wholesale and retail buyer 
to see that he is getting a fair meé- 
sure of value in the cutlery he 
buys. We surely need selective 
buying. 








WAA Hardware Show Exhibit 


12 stakes, style 
els and 10 stakes, 


C and 14 Per- 
iods....Net $67.50 style C... Net $30 


: SL Yloer a dull moment 
Reflecto Letters, Inc. 


411 EAST 101st ST. NEW YORK 29, N. Y. 
—— in Ploues Temes J 


As is evidenced by the above illustration of the exhibit sponsored by the 

WAA, at the recent National Hardware Show held at the Grand Central 

Palace, New York City, that organization is earnestly endeavoring to dis 

pose of surplus war materials through wholesale and retail trade channels. 

Shown at the extreme left is E. F. Mulligan, associated with WAA, who is 
weil known to the hardware trade. 
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yk POINT OF SALE HELPS — 
(AA, who is 
Attractive display for counter or window, free mats and electrotypes, 
colorful circulars, radio scripts. Ask for Dealer Aid circuiar. 


STOCK UP NOW! Order 
from your jobber. 


ARE AGE J. W. MORTELL CO. 


508 Burch St#., Kankakee, Ill. 








Letters Regarding Cutlery 
Received By Our Contributing Editor — Saunders Norvell 


“Dear Mr. Norvell: 

“The Dean’s Page article on cut- 
lery in Sept. 25 issue is most inter- 
esting, so like the old-time, retired 
fire horse who always tried to answer 
the alarms, that I, being an old- 
time cutlery man, feel the urge to 
rear up and go after reading it. 

“The Russell Barlow with which 
I had an intimate acquaintance, was 
a good pocket knife. It was steel 
lined, handle scales were of dyed 
bone fastened with steel rivets; it 
had a long steel bolster; the blades 
were hammer forged of the best cut- 
lery steel. The workmanship was 
somewhat crude because the knife 
sold at a low price. The big markets 
for it were the South and Middle 
West. The original manufacturer of 
the Barlow founded the business in 
1834 at Greenfield, Mass., and, some- 
what later, moved to Turners Falls. 
Mass., where the plant continued 
until 1933, 

“Regarding your ‘Comments on 
Cutlery,’ paragraph one, there are 
numerous instances of poor quality 


American cutlery but, in the metro 
politan area of New York City, my 
observation is that the dealers are 
not loaded up with it. There was a 
dearth of cutlery of any kind during 
the war. Certainly, some of the cut- 
lery being offered now is not of su- 
perior quality but there are some 
very good lines on the market which 
have somewhat recently made an ap- 
pearance. The kitchen knives, from 
paring knives to slicers, are not 
forged for the most part but are 
made from flat or double-beveled 
stock of good quality. Stainless steel] 
has been replaced by some, and car- 
bon steel chrome plated blades, hol- 
low ground like the old-fashioned 
razor, is now the vogue. Some of 
these seem to have very good quality. 
fine grinding and edging; others are 
woefully lacking in these attributes. 

“Years ago, carving a roast, a ham 
or fowl at the table was an art and 
an accomplishment. I am inclined to 
think it partly a lost art. However, 
the carving sets available during the 
war years and, to some extent, up 





to now have made it a difficult job, 
which even an expert carver would 
tackle with disgust. Hammer-forged 
carvers with forged bolsters, genu- 
ine stag handles, forged forks with 
spring operated guards and real, 
butcher quality sharpening steels 
are very scarce. The blades of these 
sets were beautifully taper-ground 
from bolster to point and from back 
to cutting edge. The fine goods 
which formerly came from England 
and from Germany, and which only 
the best of American manufacturers 
could equal, are no more in the mar- 
ket. These were all of good grade 
carbon steel. Stainless steel blades 
were nothing to brag about. 

“The old-fashioned down-to-the- 
floor cutlery cases were never too 
good for displaying cutlery. The 
glass tops were forever being clut- 
tered up with other merchandise or 
display cartons or became badly 
scratched obscuring a clear view. 
For kitchen cutlery, the open display 
is far better, and some manufac- 
turers furnish very attractive cases 
of this type which, if kept in good 
order and well filled, will sell cut- 
lery with a minimum of sales effort 
on the part of the clerk. 

“Carrying samples of cutlery is 
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NOW-—ORIGINAL 


TEHR-GREEZE 
FABRIC CEMENT 


AVAILABLE FOR 
IMMEDIATE DELIVERY 


Makes Patching And 
Repair Work Easy 


White — Repairs all 


shop and farm. 


Write for Trade Prices 


VAL-A COMPANY 


700 W. ROOT ST. 


types of 
cloth, canvas and leather goods. 
A tough, versatile adhesive with 


thousands of uses in home, repair 





CHICAGO 9, ILL. 
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“NO OTHER STEEL TAPE 
COMES CLOSE TO MY 
- BRITE-BLADE™ 


MR. CLARK PELT 
JOB FOREMAN* 
















RETAILS AT 
$175 


306W 6 ft. spare 
1.00 







“. . . its accuracy is unquestioned and the white tape with black 


markings make measuring even in dimly lighted places a cinch . .. 
that’s why I’ve found no other tape comes close to my Brite-Blade.” 


REPLACEME) 
TAPE RULE BLADE 


It’s users like Mr. Pelt — your customers — who have given 





oF 
MASTER 
STECA TAPE ®! 


Master rules their outstanding reputation for dependcobility and 





accuracy. But Mr. Pelt’s testimonial tells only part of Brite-Blade’s 
story. In addition to its accuracy and legibility, Brite-Blade’s 
snow white blade finish will not crack, chip or pel and—it's acid 


roof. The case, to withstand exceptionally rough treatment, is 

HAVE YOU SEEN THE NEW MASTER COMBINATION PACKAGE! P P y ° 
It's boosting sales and jumping profits for 

deolerseverywhere. . . . . 
Send for full information 


made of heavy zinc alloy and nickel plated for eye appeal — 
” wow blades are easily replaced. . 
Brite-Blade is only one of a complete line of Master wood 


and steel tape rules for every kind of measuring job — write 


*Hoke Smith & Company, Inc., 

Architects, Engineers & General Contractors 
2153 Ft. Worth Avenue, 

Dallas, Texas. 


today for further information about these profit makers! 





MASTER RULE MFG. CO., INC. 


201 MAIN STREET © WHITE PLAINS, N. Y 





| General Field Sales Office: 
105 W. ADAMS ST. ~ CHICAGO 3, ILL. 


BRANCH: P.O. Box 1587, Oakiand, Calit. 
TRADE MARK 
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GO-DEVIL 


BUILDING WRECKING 
TOOL 1 


Weight 4 Ibs. 


No. 26 
Length 15 ins. 


Wrecking 
Tool 

Eye 

No. 6 






This general purpose KLEIN-LOGAN tool is without equal for 
many wrecking uses. It was developed and patented by a prac- 
tical building wrecker himself. It combines a pick, a striking 
hammer, a crow bar and a carpenter’s wrecking bar—all in one 
sturdy practical tool. Also used to dig brick off a concrete wall, 
to remove concrete forms and to wreck staging. Makes an excellent 
spike maul. 


It takes a standard pick handle—obtainable anywhere. The 
arrow above points to its salient feature—the GROOVE, the edges 
of which sink into the fulcrum, on which it rests and positively 
prevents slipping when pressure is applied. Sell it with confidence. 




















ssa’ | THE KLEIN-LOGAN CO. | dsc. 
years PITTSBURGH 3, PA. “You” 


























MADE BY THE MAKERS oF SKIL Tools 
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EASIEST-TO-USE RENTAL SANDER 
ON THE MARKET! 


@ Exceptional power, 
compactness and handling 
ease have been built into 
this lightweight, rental type 
SKIL Sander. An automatic 
lift raises the drum at the 
baseboard eliminating ridges . . . paper clamping is simple. . . one 
wrench makes all adjustments . . . handle is adjustable to height of 
operator. These are just a few of the advantages that make SKIL* 
Sander the standout floor sanding machine for rental use. 

SKILSAW, INC., 5033 Elston Ave., Chicago 30, Ill. 


Factory Branches in Principal Cities 
In Canada: SKILTOOLS, LTD., 66 Portland St., Toronto, Ont. 


*SKIL Sanders are made only by SKILSAW, INC. 











the only way to really sell it to deal. 
ers. A full line means many plush. 
lined rolls and requires considerable 
flat counter space which is difficult 
to find in the modern hardware store 
but the effort of lugging around such 
loads and spreading them out for 
inspection by the buyer usually pays 
good dividends. 

“The three-piece child’s sets seem 
to have disappeared from stores 
around New York City. I believe 
they are on sale in silverware and 
jewelry stores. These, of course, are 
of sterling or silver plate. 

“T will be watching for the Dean’s 
heavy artillery on cutlery and shall 
welcome an opportunity to con- 
tribute ideas. 

“Very truly yours, 
“Frep B. HINCHMAN, 
“Hardware sales representa- 
tive for Louis W. Appell 
Co., manufacturers’ agents, 


New York City.” 


* * * 


An Outline of the 
Above Writer's Experience 


“Dear Mr. Norvell: 

“Regarding my recent letter to 
you on cutlery and replying to your 
request for my experience in the 
line: I was manager of the New 
York: office of John Russell Cutlery 
Co. of Turners Falls, Mass., from 
1919 to 1933 when the business was 
merged with that of The Harrington 
Cutlery Co., Southbridge, Mass. 

“My organization covered metro- 
politan New York and New York 
State. It carried a stock in New York 
City and I had two salesmen cover- 
ing the territory. I sold the large 
accounts and frequently covered the 
other accounts with my salesmen. 

“During the above years John 
Russell Cutlery Co. manufactured 4 
wide range of high grade cutlery in- 
cluding table cutlery, carving sets, 
butchers’ knives, painters’ knives, 
bakers’ spatulas and scrapers, and 
a short line of pocket knives. Also 
kitchen cutlery and sabatier knives. 

“We introduced forged, mirror 
polished, stainless steel tea, soup 
and table spoons. 

“Russell’s Green River Works 
brand was top grade of American- 
made cutlery. 

“Many thanks for your kind reply 
to my letter. I am happy to know 
that you remember me. 

“Very truly yours, 
“Frep B. HincHMAN.” 
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The Good Old Days 


“Dear Mr. Norvell: 

“Suffice it to say that I always 
read your articles in HARDWARE AGE 
as they are always interesting. Some 
of them bring back the old days. 

“Yes, I remember when as an 
errand boy for Simmons Hdw. Co., 
starting in September, 1907, the 
buggy whips, whip sockets, whip 
sraps, the hitching weights and all 
that. 

“What strikes me as being a much 
converted item is the lowly hog 
ringer. You may not have followed 
this item particularly but it has been 
brought into today’s picture forcibly. 
Some time when you have a few 
minutes to spare visit the corner 
auto accessory shop where they sell 
seat covers. Watch them install a 
set and you will see the hog ringer 
in action fastening the covers to the 
wire frame of the seat. Regular hog 
rings are used and they make a good 
job. 

“Thought ycu would be interested 
in above. 

“Respectfully, 
“ W. MeErsaum, 


“W. C. Meibaum & Co., 
“6954 Oleatha Ave., St. Louis, Mo., 
“Manufacturers’ Representatives.” 
“P.S. Your cutlery article was 
swell and 100 per cent correct. 
Where is all the good cutlery? I’d 
like a good line to sell in this ter- 
titory.” 


Orgill Begins Pension 
Plan; Company 
Bears Expense 


BOUT two years ago Edmund 

Orgill, president of Orgill 
Bros. & Co., Memphis wholesale 
hardware firm, received a note from 
one of his employees. 

“Am taking this means of com- 
munication, as you are busy and I 
do not want to bother you during 
the day,” the note said. “Edmund, 
Ihave completed 26 years with the 
firm and have been wondering just 
what is in store for me later on. 
I do not know of any set rules as to 
Pensions, etc., and will appreciate 
some information along this line. 
Thanks,” 

The note was signed by Miss Lil- 
lian Simmons, office manager for the 
firm, 

Now Mr. Orgill has announced 
that as a result of the note from 
Miss Simmons the company has in- 
augurated an employees’ retirement 
and disability plan covering some 
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Once they try it, users . . . professional 
and amateur alike .. . are accustomed 
to apply the same Kyanize finish again 
and again and again. Perhaps that 
accounts for the permanence in cus- 
tomer relations and strong “‘person to 
person”? endorsement which Kyanize 
dealers have always enjoyed. 

For the coming season, a new Deco- 
rating Book is employed to draw more 
paint prospects into Kyanize stores. 
Ask us about it. 


For users, the LIFE of the surface. 
For dealers, the LIFE of the store. 


BOSTON VARNISH COMPANY 
Boston: Chicago -Los Angeles - Montreal 
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RECOGNIZED THE WORLD OVER FOR 


ADVANCED 
ENGINEERING 


IN AIR-COOLED 


GASOLINE ENGINES 


AIR*COOLED POWER “ee 


The trade-mark on a Briggs & Stratton engine is recog- 
nized as a seal of proved performance. Every step in the 
manufacture of Briggs & Stratton engines is based on the 
experience and technical knowledge gained during the 
28 years of continuous production. Advanced engineering 
and refinements keep Briggs & Stratton out in front... 
years ahead .. . in every phase of engine building — 
as evidenced by the record established by more than 


BRIGGS & STRATTON CORPORATION 
Milwaukee 1, Wisconsin, U. S. A, 


3 MILLION of them in operation in all parts of the world. 
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340 employees of the Memphis plant 
and Jackson, Miss., branch. Em.- 
ployees were told of the plan early 
in the summer. 

“Lillian’s letter started us work- 
ing in earnest on a retirement and 
pension plan—a plan under which 
an employee when he reaches the 
age of 65 can retire from work and 
have enough to live on, and not have 
to keep on working until unable to 
go any further,” Mr. Orgill said. 

“We discussed the matter with 
several folks in the office and the 
warehouse, and also with several 
persons who work for firms. with 
pension plans. The unanimous 
opinion expressed was that a retire- 
ment plan would create a feeling of 
security that nothing else would.” 

In a talk to employees, when he 
outlined the plan, he said that Miss 
Simmons had been given a $100 bill 
“in appreciation for having reopened 
discussion on a retirement and pen- 
sion plan.” 


Company Bears Cost 


The company is bearing the entire 
cost of the plan. 

Under the plan, full-time em- 
ployees in service on May 31 of this 
year are eligible to become mem- 
bers. Those who want to work after 
May 31 cannot become members of 
the plan until May 31, 1948. Nor- 
mal retirement date for all em- 
ployees is the May 31st nearest the 
employee’s 65th birthday. 

Compensation under which bene- 
fits are determined for hourly-paid 
employees is the hourly rate multi- 
plied by 40 and then multiplied by 
52. For salaried employees the an- 
nual rate of salary is used, exclud- 
ing any portion in excess of $12,000. 
For commission salesmen the an- 
nual rate of drawing account is used, 
excluding any portion in excess of 
$3600. 

The retirement benefits are di- 
vided into two parts, future service 
benefits and prior service benefits, 
Mr. Orgill explained. Both are 
figured on a basis of 1 per cent of 
salaries up to $3000 plus 1% per 
cent on that part of the salaries in 
excess of $3000, multiplied by the 
number of years of service. Salaries 
used for prior service and for the 
first year were for those in effect on 
April 1, 1947. Those which will 
be used in the future will be those 
in effect on Dec. 31 of each year. 

Disability benefits are figured on 
the same percentage as the retire- 
ment benefits and to this is added 
15 per cent of the member’s average 
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compensation up to $3000 received 


during the 10-year period preceding 
his disability. 

Mr. Orgill said the company has 
made an initial payment of $108,- 
000 into the trust fund which the 
plan will operate. 


Construction Soars 
To Highest Dollar 

Volume in 27 Years 
27-YEAR high in dollar vol- 


ume of construction has been 
reached with the expenditure for the 
first three quarters of 1947 of $10.5 
billion fer all types of building, in- 
cluding major repairs, the Bureau 


of Labor Statistics reports. This | 


exceeds 1946 figures by 27 per cent. 


Contributing to the large total | 
was the continued rise of both con- | 
struction and employment during | 
September, up 19 and 10 per cent | 


over September 1946. 


Dollar volume rose $31 million, | 


according to BLS, to bring Septem- 
ber expenditures to $1.5. billion. 
During the month, “some 35,000 
workers were added to building pay- 
rolls to raise the industry’s employ- 


ment to 1,925,000. 


Service Buildings 


Accelerated activity in construc. | 


tion of service buildings such as 
stores, garages, etc., largely ac 
counted for the September gain. 
However, for the nine-month period, 
private residential building was up 


50 per cent over last year, $3.3 bil- | 


lion as against $2.2 billion. 
With $1.3 billion having been 


spent in private industrial construc- | 


tion, this type of activity for the first 


nine months has a greater dollar | 


volume than at any time since 1920, 
the BLS said. 

Statistics on public construction 
showed little gain for September but 
with renewed programs for educa- 
tional institutions, public highways, 
etc., building activity for the year 
showed an increase of more than 47 
per cent. 


Residential Construction 


Publicly financed residential con- 


struction has continued to decline | 
throughout the year, the total drop- | 


ping 47 per cent behind 1946 ex- 
penditures for the nine-month pe- 


riod. Privately financed residential | 
construction for the same _ period | 
jumped from $5.5 billion in 1946 | 


to $6.9 billion for this year. 
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HOLTITE Machine 
Screws are headed cold 
and the threads are cold 
rolled, not cut. Metal is 
compressed and density 
increased to give 
greater strength and uni- 
formity. 


Specify HOLTITE to 
your Distributor 





Steady, profitable turnover—satisfied customers—repeat 
sales—these are the profit features of rugged HOLTITE 
Screws, Bolts, Nuts and Allied Fastenings, attractively pack- 
aged for eye-arresting displays on counter or shelf. Sturdy 
boxes with shelf-legible labels containing complete informa- 
tion of contents in large type . . . color-coded for quick iden- 
tification and time-saving inventory taking. 


Stock the complete HOLTITE line—Wood Screws, Ma- 
chine Screws, Nuts, Stove Bolts, Sheet Metal Screws, Loc 
Cap Screws, Side Knob Screws, Drive Screws, Sink Bolts, 
Hanger Bolts and allied fastenings. A dependable quality 
source for over 42 years. 





h 


SCREW C 


HOLTITE- Phillips 
Recessed Head Screws & Bolts 


Feature these modern fastenings for your home workshop 
trade; for repairs and replacements in practically all house- 
hold appliances, automobiles and commercial equipment 
All sizes, head styles and finishes from which to select your 
requirements. 

Colorful HOLTITE-Phillips Household Utility Kit #2 
contains an assortment of 22 dozen flat head steel wood 
screws in most commonly used lengths, in diameters from No. 5 . 
to No. 12—with 2 Phillips drivers, No. 2A and No. 3A. Dis. 


play these colorful, convenient kits for extra profits. 


HOLTITE “Thread- 
Forming" Sheet Metal 
Screws eliminate tap- 
ping by forming perfect 
mating threads in the 
material as they are 
turned in. Types “A" 
Wh 4 =. “Cap” ond 
our own Patented 
“Tap"™ Screws. 


Order through 
your Distributor 





ciae 
New Bedford. 
e Mass. USA 








A section of a 
June bride win- 
dow showing the 
proctical gifts 
which the average 
bride needs and 
usually prefers. 


It Pays to Pick Profits 


From the Calendar 


The Haack Hardware Co. merchandises all items 
in its store as gift suggestions for holidays, 
anniversaries and vacations throughout the year 


Mrs. Warczak helps a youthful customer select a gift for Mother's Day. 
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: = is a firm that 


picks profits from the calendar. 
Holidays and seasons march 
through the store taking sales 
from customers who want to buy 
because they are reminded that 
Valentine’s Day or Easter or vaca- 
tion time is coming. 

The Haack Hardware Co., Ci- 
cero, IIl., never lets a holiday sea- 
son pass without giving it special 
attention in its windows. Appro- 
priate “props” and cards are made 
for each event. Some are inter- 
changeable, others are put away 
carefully for next year. 

A typical window is the June 
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WILLIAMS WRENCHES 
ot NEW Scl,- Selling DISPLAYS 


ee es i ones ae 
‘ tae * 


¥ 
‘ 


Wrawek hiard:., 
Double Head Open- 
End Carbon Wren- 
ches. 36 wrenches in 
12 popular sizes; 
openings 5/16” to 
1-1/16”. Background, 
bright orange. 


® Here's a perfect sales combination... nationally-advertised, recognized-quality merchandise 
compactly displayed on attention-getting panels designed specifically to meet the hardware 
dealers’ current needs! © These new Williams Wrench Displays are easy to order, easy to use, 
easy to sell. Each 12” x 24” board occupies little space on wall, counter, ledge or window, 
Contrasting background colors provide maximum tool visibility. Packed in individual cartons, 
complete with board; tools, hangers and a-price chart which lists number, size and selling price 
of each tool. Wrench positions on board are numbered for easy identification.®@ Your whole- 
saler will quote an attractive discount. Order from him today and let these Self-Selling Boards 
increase your tool profits. J. H. WILLIAMS & CO., BUFFALO 7, NEW YORK. 
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VERY Pecora Product is designed 

to do a certain job better than it 
has been done before. This result is 
possible only because of long years of 
experience and painstaking Laboratory 
research. Coupled with this experience 
and scientific development, are manufac- 
turing facilities that have kept pace 
with mechanical improvement. Stock 
and sell Pecora and you will make and 
keep satisfied customers. 


OUTSTANDING BEST SELLERS 
FROM THE 
PECORA QUALITY LINE 


CALKING COMPOUND 
A leader since 1908. Will not dry 
out, crack or chip when properly 
applied. Gun and knife grades. 
ROOF COATINGS 
Plastic and liquid: forms. Fire re- 
sisting, weatherproof, sunproof, acid 
and alkali proof. More durable than 
paint. Costs less. 
WATERPROOFINGS 
“Klere-Seal” and “Varseal” types; 
also Black Asphaltic Waterproofing 
in paste or liquid form. 
ASBESTOS FURNACE CEMENT 
A good and trustworthy friend of 
every furnace repair man. 


METAL & WOOD SASH PUTTIES 
STOVE & BOILER PUTTY 


WRITE FOR BOOKLETS 


ClOOtaA 


PAINT COMPANY. INC. 


Betablished 1862 by Smith Bowen 


Lawrence & Venango Streets 
PHILADELPHIA 40, PENNA. 
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The lady of the house picks the pressure cooker she 
desires as a gift for a coming wedding anniversary. 


bride display, in which a doll 
dressed as a bride stands on 
a pedestal simulating an altar. 
Streamers from the altar lead to 
merchandise desirable for gift- 
giving, such as cutlery and table- 
ware sets, pressure saucepans and 
cookers, coffee makers, small elec- 
tric appliances, pottery, and other 
items that provide the practical 
gift the modern bride likes to re- 
ceive. 

Dolls are often used in window 
displays. Appropriate costumes 
are made by Mrs. Viola Warczak, 
who plans and changes the win- 
dows weekly. 

Mrs. Warczak’s promotion cal- 
endar covers every month in the 
year. The main holidays and 
events that she observes are New 
Year’s Day, Valentine’s Day, St. 
Patrick’s Day, Easter, Mother’s 
Day, Father’s Day, June brides, 
Fourth of July, Summer vacation, 


Thanksgiving, Christmas, birth- 
days and anniversaries. 

Her customers buy gifts, both 
for themselves and as presents. 
Many a gift is bought because 
she has stimulated gift-giving with 
her seasonal displays. People will 
buy gifts on Easter and Thanks- 
giving as well as on Christmas 
when they are prodded into think- 
ing about it. 

Hundreds of pressure sauce- 
pans are sold by the Haack store 
because they are promoted for 
year-round gift presentations. If 
Mrs. Warczak is not promoting 
them for the June bride or for 
Mother’s Day or Christmas, she 
suggests them as wedding anni- 
versary presents. 

Her seasonal windows do not 
neglect wedding anniversaries. 
Every month is an anniversary 
day—birthday or wedding—for 
someone. Mrs. Warczak sometimes 





Washers respond to promotion in every month of the profit calendar. 
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stages an anniversary window, 
which is seen by the thousands of 
factory workers in this industrial- 
ized city of 66,000 inhabitants. 

Because pressure cookers are 
bought so frequently for gift-giv- 
ing, the four-quart size is the best 
seller in the Haack store. The 
second-best selling size is the 20- 
quart pressure cooker, bought for 
home-canning and promoted for 
that purpose. 

Mrs. Warczak enters into the 
spirit of gift-giving, and lets the 
customers know that she is inter- 
ested in helping solve their prob- 
lems. Many of her customers are 
small boys and girls, bent on buy- 
ing a practical gift for a parent. 

Because so many customers see 
something they want when passing 
the windows, the lay-away plan is 
popular in the store. For a small 
down payment the purchase will 
be put in lay-away. 

Mrs. Warczak thinks that many 
hardware dealers do not suflicient- 
ly promote their merchandise as 
practical gifts. Nearly every item 
in the hardware store makes a use- 
ful kind of gift that people like, 
she says. 


Vacation Sales of Toys 


More of some toy items are sold 
during summer vacation than dur- 
ing the Christmas season. That is 
because the store promotes toys 
as vacation gifts to be given the 
child as a reward for having 
passed to a higher grade in school 
or as a reward for chores and 
tasks well done during vacation. 
The parent is given the idea 
through a Haack window display, 
in which neatly lettered signs and 


a good “prop” or two stimulate | 


thinking. 

The Haack Hardware Co. has 
done business in the same location 
for 25 years and realizes its vol- 
ume from the parade of season- 
able merchandise that is drama- 
tized through display windows. 


A portable washer is just an | 
electrical item until Mrs. Warczak | 


gets busy with her doll and her 
show cards. Then it becomes a de- 
sirable gift for any apartment 
dweller or the mother of a baby— 
a gift suitable to some special oc- 
casion in every month of this 
store’s “profit calendar.” 


NOVEMBER 6, 1947 














4 


“RUST OR CORRODE? No sir, 
not LUMITE quality insect 





screen cloth! Weathering tests and 
laboratory tests both prove it’s posi- 


tively rustproof, corrosion-proof!” 


“AND DOES IT LAST! In 6 dif- 


ferent tests for durability— . 


made by an independent engineer- 
ing organization—LUMITE’s basic ma- 
terial, Dow’s Saran, won top rating.” 


“GUARANTEED NOT TO STAIN. 
In 4 years’ exposure to all 
kinds of climate, LUMITE has never 


caused staining or ‘bleeding’. 






























FOR BIGGER LUMITE SALES 


4 “‘NEVER NEEDS PAINTING. Be- 
“= cause LUMITE is unaffected by 
salt air, rain, sun, heat or cold, it 
needs no protective coating of any 
kind—never loses its initial beauty.” 


5 “LUMITE WON’T DENT OR 

BULGE. Even 42,300 blows of 

a 5-pound weight couldn’t hurt it. 

With filament diameter of .015”, its 
impact strength exceeds metal!” 


MR. DEALER ... ask your wholesaler 
for LUMITE’S 5 free sales aids— 
framed screen, swatch samples, win- 
dow streamers, folders, ad mats. 


LUMITE DIVISION 
Chicopee Manufacturing Corp., 47 Worth Street, New York 13, N. Y.. 


aeee 
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QUALITY INSECT SCREEN CLOTH 


*Registered Trade Mark 


DISTRIBUTED THROUGH HARDWARE AND WOODWORK WHOLESALERS 
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Holiday Housewares, Radios and 
Driving Needs in Early December 





HOLIDAY 
HOUSEWARES HOUSEWARES 


FOR HOLIDAY ser neipaetes pieces 
oe MERCHANDISE: 
ENTERTAINING * eee, Roasters, cocktail 
shakers, siphon bot- 
fles, ovenwore, 
toasters, casseroles, 
oe trays, glassware, 
re : china, cake pans, 
mm = . spice sets, kitchen 
5 : utensils, silverware, 
waffle iron, coffee 
makers, stainless 
steel ware, food 


iy 
( \\N teen ; a choppers, bun warm- 
\ er, rolling pins, steak 
23 sets, carving sets. 
Mt . BACKGROUND: 
S 




















Center panel of ivory 
corrugated board or 
painted wallboard. 
Side panels of tan 
material. - Cut- out 
‘er os STEEL QORE letters dark brown. 











N 











HARDWARE AGE Original Window Display IDEAS 





WINTER 
DRIVING 
NEEDS 


WINDOW 
DRIVE WITH. NEW MODEL Lightwei 


oe Ge been oo} SAFETY be RADIOS = 


anti - freeze, motor 
oll, tire chains, hy- :e WINTER HAZARDS 
—— spark ee AHEAD 

plugs. oe 


TABLE 

MODEL 

RADIO 
WINDOW 


MERCHANDISE: 
Several model ra- 
dios, a radios, 
recor layers, ra- 
dio ietion,” aerial besa stews 
wire, insulators, bat- TuGt ie Tuas ie TURE 
teries. 


BACKGROUND: -\ 
Center panels of pnt No cust 
ivory corrugated wil 
board or painted 
wallboard. Side 
strips of tan materi- 
al. Dark brown ma- 
terial cut-out leéters. 





























\ 
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stainless 
food 
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ing sets. 


ROUND: 
el of ivory 
i board or 
wallboard. 
Is of tan 
' Cut- out 
rk brown. 


THE 


“GOLDEN EGG” 


CLARKE...OUTSTANDING NAME IN 
LINE 


FLOOR SANDING AND MAINTENANCE 


Offering a complete line of high quality 
floor conditioning equipment at low cost. 


LV-8 Sander s z MV-8 Sander 7 
4 


Ideal , ; For : , 6 
Lightweight Neavy Buty =| Low initial cost and profitable rental... 


Sander ‘ Sanding 
: i oh that’s why I like Clarke Floor Sanding 
: and Maintenance Equipment.” 


“Crarke Equipment is dependable...it 
easily takes the punishment given it by 
home, industrial and institutional use. 7? 


' - - 66 

P-12 Polisher . . 
aes : i Clarke is the accepted floor sanding 
° rh and maintenance equipment—requires 


Steel Wools 


Waxes a minimum of service attention and 


V-5 Edger brings the maximum in rental profits. 7? 
High Speed 

Compact 
Lightweight 


Ask now for complete 


wae? “Zo. nese SANDING MACHINE COMPANY 


and Clarke Equipment. 


3011 CLAY AVE., MUSKEGON, MICHIGAN 
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Moved Harness Upstairs—and Sales Zoomed 


(Continued from page 112) 





Here's the main floor display of harness and related lines. 


volume over the previous year of 
90 per cent on the farm line 
pushed. More than 1500 lbs. of 


shoes for horses and mules were 
sold in a single month as well as 
more than 2300 lbs. of plow 





points. In the same month more 
wagon spokes were sold than in a 
two-year period prior to the let- 
ter campaign. 

Another result of the store’s 
farm trade promotion was the ad- 
dition to its stocks, of farm truck 
and farm wagon beds on which 
sales are substantial. 

In the last 18 months, sales 
volume from other than the lines 
promoted through direct-by-mail 
letters and cards has shown better 
than a 100 per cent increase. 

Says Mr. Hibler, “These new 
farther-out customers whom we 
have brought to our store have 
been buying other hardware lines 
from us, too. In the main, these 
owners of small farms do not ask 
for credit. As a result of our cam- 
paign sales for the entire store 
have more than doubled. At pres- 
ent we have less than $200 on 
our books for small farmer ac- 
counts. We intend to continue our 
promotion and will continue carry- 
ing a full stock of this previously 
laggard merchandise which has 
now become our best selling line.” 




















POL-MER-IK’S 
BACK! 
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8" Head 
6" in Diameter 











REDUCES LABOR COST 
ON REPAIR WORK 


4 Sk Le 
- 


“Tel. Delaware 2737 


GUfple- FORCE nss00 
DRAIN PUMP 


Maintenance Men 










Engineers a — be: 
Plumber AY Fixtures 
No Need to 
Remove 


Toilet Bowl 


Sect" 
FOR QUICK ACTION 


* 
TEN TIMES 
THE POWER 

— 
Assured sanitation for Toilet 
Rooms in Hotels, Restaurants, 
Bowling Alleys, Gas Stations, 
Taverns, Schools and Institutions. 


TEN YEAR GUARANTEE 













DEALERS 
WANTED 





PROOUCTS CO.INC. 
DEPT. H 


114 W. Hubbard St., Chicago 10, Ill. 
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Jee CramY REEZERS 


FIRST CHOICE FOR EYE APPEAL 


TTRACTIVE styling matches the smooth, trouble-free per- 
formance of the ice cream freezers made by the 79-year-old 

J. E. Porter Corporation. . . . These qualities plus popular price 
make the Husky and the Dolly Madison... America’s first choice 
. .. That’s why the Porter line is called “the line of extra profits.” 





Continuing heavy demand for our products prevents us 
from assuring immediate delivery of all types of Porter 
freezers. Meanwhile, we'll be glad to send specifica- 
tions and prices on the complete line, with a promise 
to fill your orders as fast as conditions permit. 






CORPORATION 


OTTAWA, ILLINOIS 


“PORTER 


MANUFACTURERS OF AMERICA’S FAVORITE ICE CREAM FREEZERS 





_Export Sales Department + 201 North Wells Street + Chicago 6, Illinois +-Cable Address: CHASIHO 
161 
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Clothing Carriers 


Hundreds of thousands of 

homemakers are tired of fighting bulging 
closets. Surveys prove it, and so does 
K-Venience national advertising. Each 
month, 5,863* of them write to us for 
information about K-Veniences. 
K-Veniences are business builders for 
you... K-Venience advertising is 
working for your future profits. 





Shoe Racks 


K-Veniences are unique . . . the only 
complete line of closet fixtures 
scientifically designed to cure closet 
troubles quickly, permanently and 
inexpensively. Feature K-Veniences 
consistently, for extra traffic, fast 
turnover and good profits. 





Trouser Hangers 


*Based on six months’ average 


GRAND RAPIDS 4 MICHIGAN 








Sells 1250 Stoves 
Annually 


LARGE sign on the downtown 
store of the Johnson Hardware 
Co., Cadillac, Mich., as well as large 
signs at an outlying warehouse carry 
the information that this firm carries 
“The Largest Stock of Stoves in 
Northern Michigan” and the firm’s 
sales figures serve to bear out the 
statement. 

This firm, operated by Floyd and 
Elmer Sundstrom, father and son, 
sells about 1250 stoves of all types 
per year. In addition the firm is 
equipped to repair and service stoves 
of all descriptions and this means 
much to the stove prospect. 

The coal and wood stoves go into 
summer cottages hunting and fish- 
ing cabins, farm kitchens and even 
into town homes, as well. With the 
sale of such stoves, go many acces- 
sories as a rule. The store has its 
own service men to make installa- 
tions. 


In the stove business today the 
problem of trade-ins is one to be 
considered, too. This is true of the 
old type cook stoves for farm kitch- 
ens with high tops and warming 
ovens. Farmers always try to trade 
them in. 


Market for Trade-ins 


The Johnson Hardware Co. takes 
these in on trade-ins, cleans and re 
pairs them and then advertises them. 
They frequently find a ready market, 
for prices ranging from $10 to $40. 

Many of these old stoves are 
merely cleaned and sold “as is” to 
owners of hunting and fishing shacks 
where they serve the purpose very 
well. The Johnson firm also sells 
such stoves to farmers for use in 
auxiliary farm kitchens where wash- 
ing, canning and harvesting cooking 
is done. 


The old stoves, as well as many 
new stoves are kept in stock in a 
large building on the north end of 
Cadillac, adjoining a well traveled 
highway coming into the city from 
the rural areas. Stoves, bought by 
the carload at times, are stored and 
displayed here, as well as at the 
downtown store. 

The warehouse display windows 
are used for showing stoves, plumb- 
ing and kitchen cabinets and sinks. 
These windows help to attract the 
attention of many stove and appli- 
ance prospects driving into Cadillac 
to do some shopping. 

During the fall and winter season, 
the windows of this hardware store 
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ysually have a number of stove dis- 
plays. A- favorite attention getting 
idea for circulating heaters is to tie 
colored crepe paper on the grill, set 
an electric fan behind it and the 
flapping streamers show how air 
circulates from such a heater. 

A remodeling program for the 
downtown store, scheduled for the 
near future, will give the Johnson 
Hardware Co. additional display fa- 
cilities. 





Consumers’ Price Index 
Up 1.2 Per Cent to Reach 
New All-Time High 


HE consumers’ price index (for- 

merly called “cost of living in- 
dex”) for mid-August, 1947, rose 
1.2 per cent above that for mid-July, 
1947, to reach a new all-time high, 
according to figures recently re- 
leased by the National Industrial 
Conference Board, 247 Park Ave., 
New York City. The index for mid- 
August, 1947, stood at 128.1, com- 
pared with 126.6 (revised) in July, 
1947. Base date of the series is 1923 
as 100. 

From September, 1946, to August, 
1947, the weighted average of all 
items in the index climbed 11.7 per 
cent. 

Expressed in 1923 dollars, the 
purchasing power of the dollar stood 
at 78.1 cents in August, 1947. This 
represents a drop of .9 cents from 
July, 1947, and a drop of 9.1 cents 
from September, 1946. 

In each of the 66 cities included 
in the survey, the index rose from 
July to August. The cities which 
showed the greatest increases are: 
Cleveland, Ohio (up 2.5 per cent) ; 
Bridgeport, Conn. (up 2.3 per cent) ; 
ad Lansing, Mich. (up 2.0 per 
cent). 

From mid-July to mid-August, 
1947, fuel and light, up 3.5 per 
cent, showed the greatest increase. 
During the same period, food was 
up 2.3 per cent; clothing was up 
04 per cent; and sundries were up 
02 per cent. 

Food rose 21.3 per cent from 
September, 1946, to August, 1947. 
Ih the same period (Sept., 1946- 
Aug., 1947) the following changes 
were noted: clothing, up 7.9 per 
cent; fuel and light, up 6.1 per 
cent; and sundries, up 7.6 per cent. 
The Conference Board’s “Consum- 
tts’ Price Index” or “Index of 
Quoted Retail Prices for Consumers’ 

s and Services Purchased by 
Moderate-Income Families” is now 
compiled monthly. Previously, com- 
pilations were made quarterly. 
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e@ Arvin Temperature Conditioning 
gives you that exclusive new feature 
combination that all your customers 
want ... extra high heat range for 
faster, easier pressing of heavy damp 
garments .. . extra-low heat range for 
dainty blouses, lingerie of new syn- 
thetic fabrics . . . extra-fast heat recov- 
ery for immediate heat “pick-up” and 
fast “‘step-down’”’! Add to these Ar- 
vin’s exclusive anchored-cord that 
can’t pull out, extra-light weight 
(only 3 pounds! ), and its phenomenal 
price (only 9.95!), and you have a 
sales story unmatched by any other 
iron... a story that’s selling more 
and more Arvins every day! Your 
profit’s right... it’s nationally adver- 
tised! You need Arvin to get your 
share of iron sales! 








= 
THE IRON THAT’S BUILT TO TAKE IT! 
The “jerk test” proves quickly to any 
woman that the Arvin Iron is built to 
stand hard daily use with minimum repair 
cost, and “‘out-of-service” inconvenience. 


The QUALITY 
Women Want at 
the PRICE they ~ 
will pay. 
LisT 


jin ... the name on profit- building products from 


NOBLITT-SPARKS INDUSTRIES, 


Manufacturers of Arvin Radios, Arvin Lectric Cook, Arvin Room Heaters, Arvin Car Heaters 


INC., Columbus, Indiane 
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Aerator Faucet Attachment 


The Firestone Tire & Rubber Co., 
Akron 17, Ohio, is producing a device 
called the Velva-Flo aez tor faucet at- 


tachment to make washing and rinsing 
of dishes easier and quicker. Tap 
water passes through a myriad of tiny 
holes in the aerator converting it to 
a mass of foam and bubbles that cling 


to the hands without splashing and will 
form quick suds with a minimum of 
flakes. Said to slip over any standard 
faucet. 


Casting Rod 'Pistolgrip' 
Nelson Pistolgrip Casting Rod, P. O. 
Box 1642, Country Club Beach, Rock- 
ford, Ill., has designed the Pistolgrip 
casting rod which has a solid aluminum 
casting handle with Tenite in place of 
cork and an adjustable reel seat and 
thumbrest, to accommodate the users 
hand and method of thumbing the 
spool or the line. Unit has secure fas- 
tenings for both the rod and reel, and 
an extra key in the butt of the handle. 
Pistolgrip is made to assemble quickly 
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with any rod or reel, says maker. As 
a mate to the Pistolgrip a lightweight 
metal alloy rod has been designed. It 
is a 3% oz. rod which is claimed to 
gain in strength as it flexes. Rod is 
available in 414 and 5 ft. lengths. The 
Pistolgrip alone is suggested to retail 
at $5.95 and the latter unit with the 
rod at $14.95. Pistolgrip handle is ad- 
justable for right or left hand. 


Toilet Tank Ball 


Del Products, Inc., 5-12 Factory St., 
New Haven, Conn., is offering a one 
piece toilet tank ball that is said to 
fit all size valves. It is packaged in an 
attractive display carton which holds 
12 individual boxes. Ball is complete 
in one piece. It features a lift wire 
insert knurled and molded into its 
rubber top. 

Top surface of ball is constructed 
with a raised edge which permits the 
water to exert a maximum amount of 
pressure, assuring quick, positive shut- 
off, says maker. Ball is designed to 
float evenly when the toilet is flushed. 
Molded of non-absorbent rubber. 


Miami Wall Tile 


Miami Tile Co., Miamisburg, Ohio, is 
making tile which can be used in bath- 
rooms, kitchens, restaurants, hotels, 
dairies, stores, hospitals, and groceries. 
Miami tile is made from fine steel and 
is thoroughly rust-proofed. Clean colors 
are of enamels, permanently baked on 


in infrared ovens. Tile is said not to 


crack, craze or buckle, and is easily 
cleaned. A clean, smooth dry surface 
is right for the tile. If walls have not 
been previously painted, it is neces- 
sary to seal wall with shellac. Avail- 
able in apple green, light blue, Chinese 
red, dark green, dark blue, yellow, 
ivory, peach, dubonnet, white, and 


black. 


Silex Steam loan Book 


The Silex Co., Hartford 2, Conn., has 
issued a comprehensive guide book, il- 
lustrated with cut-away photographs, 
charts and diagrams, as an aid to its 
service stations, which describes in de- 
tail how the steam iron is made, how 
it works, possible troubles and _ their 
remedies, testing, overhauling inspec- 
tion and how to order replacement 
parts, 
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*"General-Purpose 4-Ohm Intermittent 
Test” of the American Standards 


Association, which most closely 
approximates average use. i EVE of 7 AD 


TRADE -MARK 


Treah 


BRIGHTER LIGH! 
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*® Low Voltage Wiring— 
doorbells, telephones, 
etc. 

%& Home Upholstering— 
colorful, decorative, 













































unbreakable. 

* Carpeting & Decorat- ¥ 

ing—colored to con- 

trast or blend. 

*% Sign Making—per- 

manent, weatherproof 

color. 

&Picture Hanging—13 

colors. ; 

Stock these bright, new & 

breakable plastic heads. 

in any color, including lung 
Send for folder and 


with the un- 
are available 


MANUFACTURING COMPANY 
FITCHBURG, MASS. 


Sees Nomogenized 


Neatsfoot Oils 


Processed from the _ foot 
bones of the finest healthy 
beef animals slaughtered in 
the Omaha packing houses, 
then cooked and filtered and 
homogenized to make Sheps 
Neatsfoot Oils more uni- 











form, smooth and penetrat- 
ing. 


















SOFTENS 
PRESERVES 
WEATHERPROOFS 
STRENGTHENS 
... the fibers in all fine tanned leather 
MADE IN 3 GRADES 
Pure — Prime — No. 1 
SHEPS NEATSFOOT OILS 


Best for Leather in All Kinds of Weather 
Sold by Jobbers Everywhere 





ATSLENE 
SET CORESSINGED EE 


Contains Mutton Tallow 
Made in Stick and Liquid 








r 





Manufactured by 


Neatslene Co., Omaha 8, Nebr. 
ROY W. SHEPARD, "SHEP" 











‘Betty Crocker’ Cooker 


The Betty Crocker “PressureQuick” 
Saucepan, the first cooking appliance 
to be made by General Mills, Inc., has 
been announced for release to the pub- 





lic by retailers on Nov. 1. Wholesalers 
will release the cookers to dealers on 
Oct. 1. Convenience and safety are the 
principal sales features of the new 
pressure cooker. The self-sealing bi- 
metallic cover falls into place without 
the use of the slightest amount of force. 
The cover is self-sealing and the maker 
claims there is no possibility for “blow- 
outs” of any kind. At 17 lbs. of pres- 
sure steam is automatically released, 
and if the heat should accidentally 
cause the pressure to rise to 25 lbs. the 
lid itself rises to a point where the 
pressure will be released through safety 
vents. After cooking the pressure is 
released on the stove by flicking a slide 
release. Has 4-qt. capacity. It is to be 
fair traded at $16.95. General Mills, 
Inc., Home Appliance Dept., Minne- 
apolis 13, Minn. 


Aluminum Clothes Line Reel 


L. J. Roper Mfg. Co., 1463 Grace 
Ave., Lakewood ‘7, Ohio. This clothes 
line reel holds 200 ft. of clothes line, 
and is free winding—needs no oiling. 
Tangle-proof guide feature always 
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keeps the line neat and clean, free from 
kinks, twists or tangles, says the maker. 
To start, user merely slips a knot or 
loop over the center button. Handle is 
designed for finger-fit. You can hang 
the reel or stop it anywhere, says 
maker. 





Ace 'Self-Seller' Displays 


Henry L. Hanson Co., Worcester, 
Mass., is offering the Ace Self-Seller 
cabinet which carries an assortment of 
all popular sizes of taps and dies, screw 
extractors and die stocks and tap 
wrenches. Quantity of each size is grad- 
uated according to its saleability on 
demand value. When a dealer orders 
the tools, six letters, A through F as- 
sist the dealer to intelligently forecast 
his sales on the tools. For practical 
purposes, the following quantities 
should apply to the “demand value” 
letters: A—3 doz. B—2 doz. C—1% 
doz. D—1 doz. E—% doz. F—% doz., 


a 
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according to the company. Tools are 
attractively displayed in the hinged, 
glass cover “self-seller” mahogany cab- 
inet. Counter space requirement is 18 
by 13 in. Self Seller cabinet No. 196 
has 196 pieces, demand value, B, solid 
die, suggested to retail for $74.50; 
shipping weight, 32 lbs. Cabinet No. 
196 A, is the same except demand 
value is A, die is adjustable and sug- 
gested retail price is $108. Cabinet 
276 has 276 pieces, demand value B, 
solid die, suggested to retail for $100. 
Shipping weight 37 lbs. Cabinet 276 A 
is the same except the demand value 
is A, die is adjustable and suggested 
retail price is $148. 





Spacesaver Electric Range 


Electromaster, Inc., Mount Clemens, 
Mich., is introducing a Deluxe Space- 
saver model electric range with lamp, 
automatic oven control clock and Vita- 
Miser deep well cooker. Due to its 
compactness and having the cooking 
capacity of higher priced ranges, this 
model is ideal for the small home own- 
er, where space is at a premium. Range 
is suggested to retail at $179.50, F.O.B. 
Mount Clemens. 
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Norwich Xmas Package 


Norwich Line Co., Inc., Norwich, 
N. Y., is supplying the regular pack- 
aging for the Christmas trade, but with 
a Santa Claus card insert and a deco- 








rated outer carton. On the square outer 
box, a merry Christmas seal is attached. 
Inside is the cellophane “See Thru” 
round container with either Norwich 
Statesman nylon or Black Pearl silk 
fishing line. Inserted is a Christmas 
card with the name of the company 
on it. 





Children's Toy Mops 


Chesterbrook Corp., Rockaway, 
N. J., although meant for children are 
fine for mother, too. Easy to use be- 
hind radiators, for dusting moldings 
and baseboard and good for jiffy action 
on spilt milk, baby accidents, etc. Also 
nice to dust under low single beds and 








furniture. Mop is easy to manipulate 


in closets. Mop has 24 in. hardwood 
handle, natural in color with the mop 
part of fine grade yarn. Available with 
blue or green mop. Packed 3 doz. per 
carton. 





Aluminum Egg Poacher 


The Buckeye Aluminum Co., Wooster, 
Ohio, is making an egg poacher, baby 
food warmer, covered fryer of extra 
heavy 10 gage aluminum. Handle is 
heat-resistant, hand-fitting plastic. Egg 
poacher sections can be used as small 
muffin pans. Fryer with 7% in. 













diameter is packed in lots of six to 
a case, weighing 10 lbs. Inset is made 
from 22 gage aluminum packed in lots 
of 12 to a case weighing 5 lbs. 
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PRE-WAR TONKIN CANE is only one reason why 
jobbers, dealers, anglers everywhere prefer these 
outstanding Union Hardware rods. Union’s rod 

makers devote their years of experience to build- r 
ing fine rods whose action and finish pleases even 
the fussiest of fishermen. Union’s tremendous 
production facilities assure amazingly reasonable | 
prices. Feature these four rods for prestige and hd 
profit. The demand requires rationing our supply. 
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ly Rode 


Three pieces plus extra tip, with medium stiffness and weight 
for wet or dry fly. Pre-war Tonkin cane, brown toned, 
wound in two colors with butt cluster. Tenite screw locking 
reel seat with nickel plated butt cap. High quality ferrules 
and guides. Choice of 81 ft. or 9 ft. lengths (Order No. 
A 5001-1) 


Sur, Casting Roda 


One-piece swelled butt with detachable grip, length 7 ft. tip, 
30 inch grip. Seasoned pre-war Tonkin cane, brown toned. 
Two color windings and butt cluster. Stainless steel chromium 
plated guides. Nickel plated brass tarpon screw locking 
reel seat and retrieving collar. (Order No. A 5003-1) 


Pier, Goat or Yuniorn Surf Rodel 


BH 


Same specifications as above, in a choice of two lengths. 
(Order No. A 5002-1 for 5 ft. tip and 18 inch grip; 
No. A 5002-2 for 7 ft. tip and 21 inch grip) 
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ROLLER AND ICE SKATES 
FISHING RODS, HAND TOOLS 


Torrington, Connecticut 








PREFERRED BY THE 
MAN ON THE JOB 


TIGER 
GRIP 


The Work Glove that Outwears Several 
Pairs of Ordinary Woven Fabric Gloves 


The man on the job has found 
that “TIGER GRIP” gives him 
more of everything he expects 
from a work glove! “TIGER 
GRIP” giveshim more protection 
—because its specially knitted 
material contains huudreds of 
“loops” in every square inch, to 
cushion and protect the hand. He 
gets more wear — because these 
entirely different gloves outlast 
several pairs of ordinary woven 
fabric gloves! And he gets wash- 
ability without excessive shrink- 
age! Treated with Johnson’s 
“DRAX” to make it water repel- 
lent! ADVANCE Work Gloves are 
laboratory tested, and re-tested 
under actual working conditions! 


Send For New 
CATALOG 


Big, new catalog 
lists full line of 
DVANCE work 
pore including 
eather palm 
gloves, flannel 
gloves, wire 
stitched gloves, 
welder’s gloves, 
etc., as well as a 
complete line of 
safety and protec- 
tive clothing for 
every industry. 


“A Better Work Glove For Every Purpose” 


DVANCE 


GLOVE MANUFACTURING CO. 


DEPT. HA-I9, 901 W. LAFAYETTE BLVD. 
DETROIT 26, MICH. 


Detroit. Toledo+ Chicago+ Rome, Ga. 
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Heating Pad Package 


General Electric Co., 1285 Boston 
Ave., Bridgeport 2, Conn., has designed 
a re-use package and a counter display 
for its heating pads. Cylindrical in 





shape and small enough—12% in. by 
4% in. in diameter—to be stored or dis- 
played in a small space, the package 
can be used as a knitting bag. Cartons 
are done in pastel shades to match the 
colors of the three pads in the new 
line, and a red cord serves the dual 
purpose of the display attachment and 
knitting bag arm strap. Kraft-lined 
container has a metal bottom and top. 
A counter and window display was con- 
ceived in the form of a bright colored 
“carousel” which exploits all around 
visibility of the cartons in much less 
space. Display exhibits a waterproof 
pad, in a transparent carton, plus five 
merchandise pads. Top and bottom of 
display are made of plywood, top, with 
a scallop finish, carries out the merry-go 
round motif and bears the selling mes- 
sage in teakwood. 


Molded Rubber Door Mat 


The B. F. Goodrich Co., Akron, 
Ohio, offers a molded rubber door mat 
which also can be used in cars, With 
5/16 in. thickness, the top is molded 
with circular indentations which serve 
the same purpose as perforations in 
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other types of matting. Bottom of mat 
is closed so dirt collects in the molded 
circular indentations and the mat can 
be cleaned by turning it over. Made in 
black or brown with a highly finished 
surface. Available 15 by 25 in. and 24 
by 36 in. 


Sandscott Expanding Anchor 


Holub Industries, Inc., Sycamore, IIl., 
has developed an all purpose screw 
anchor known as the Sandscott Plastic 
expanding anchor. Can be used with 
wood screws or lag screws fastening 
into any material, says maker. Over- 
lapping internal and external slits give 
the “Concertina” expansion. Anchors 
are made slightly larger in diameter 
than the hole size to be drilled. Plastic 
is pliable and is said to have tensile 
strength of 5000 Ibs. per sq. in. 
Claimed to withstand temperatures to 
78 deg. below zero or up to 180 deg. 
F. Available in seven sizes in various 
lengths to accommodate lengths in 
screw sizes ranging from No. 5 to No. 
20 or % and 5/16 in. lag screws. 
Packed in cartons of 100. Available in 
a contractor-industrial assortment of 
all sizes in a transparent sectional 
plastic kit, two sizes, small suggested 
to retail at $4.95 and large at $8.95. 





Nesco Four-Color Display 


National Enameling & Stamping Co., 
Milwaukee 1, Wis., has prepared a 
four color display to aid dealers in 











presenting the new line of Nesco 
Evenheet stainless steel utensils to the 
consumer. Display has an illuminated 
panel that illustrates the “inside story” 
of Evenheet construction. Other fea- 
tures of the display include a pocket 
for consumer literature and a raised 
platform that will accommodate any 
one of the utensils. Dealer will also re- 
ceive 4-color consumer folders, news- 
paper mats, sales manuals and window 
and counter streamers, 
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Display and Sell PINCOR 
Electric Hedge Trimmers 
and Power Mowers! 


Pull Profitable Christmas Gift 
Traffic YOUR WAY— NOW! 


PROFIT WITH PINCOR...GET 


Reprints of full-page 4-color ad. 
Display in your windows and on counters. 
Dramatic new counter display. 


Special ad-mats to place in local papers 
— now! 


This month—a lot of the best customers in your 
Radio commercials for use on local stations. 


town are seeing full-page color national magazine 
ads headlined “DON’T HEDGE ON DAD THIS 
CHRISTMAS — GIVE HIM A PINCOR ELECTRIC 
HEDGE TRIMMER!” 

These customers will be looking for the store 
that features this amazing work-saving gift for Dad 
—and for any man who takes pride in the appear- 
ance of his hedges and shrubbery. 

Tell the folks in your town that your store is 
the spot to buy the precision-engineered Pincor 
Electric Hedge Trimmer and the Pincor Power 
Lawn Mower. Tie in with Pincor national adver- 
tising! See why the Pincor Electric Hedge Trimmer 
—and the Pincor Power Lawn Mower—make 
Pincor the franchise with a Future! 

IMMEDIATE DELIVERY ON PINCOR ELECTRIC HEDGE 


TRIMMERS AND POWER LAWN MOWERS. WRITE OR 
WIRE ORDERS, DEPT. HA-11 


Envelope stuffers. 


Your supply of Pincor Electric Hedge ~ 
Trimmers and Power Mowers. 


Mfd. by Pioneer Gen-E-Motor Corporation 
5841 W. Dickens Avenue, Chicago, Illinois ° 


Power Lawn Mowers ° Hand Lawn Mowers 





Electric Power Plants 





Electric Hedge Trimmers ° 
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LIGHT IN WEIGHT! 


- - » here's two NEW 
wide margin items. 


FOSTER ALUMINUM ALLOY 


Sure-Grip OIL GATE 







% LEAKPROOFP! 
% TAMPERPROOF! 
%& NON-SPARKING! 
%& NON-CORROSIVE! 


B CCURATELY machined of hard, vir- 
gin ALUMINUM ALLOY—the type of 
metal developed for the exacting re- 
quirements of the aircraft industry. This 
FOSTER Oil Gate GUARANTEES un- 
rivaled performance for liquids from 

line to mol Each valve is indi- 
vidually lapped. Only FOSTER offers 
your customers all these features. 


You Save 662/3% of Freight Costs 


FOSTER ALUMINUM ALLOY 


Self-Closing FAUCET 





VAAL ot 


i HN “ Pa) 


SING 





TAMPERPROOF with provision for pad- 


lock. No metal to metal wear. 


REMOVABLE bottom cleaning plug, re- 
placeable Neoprene Seat. 


TESTED UNDER WATER with air-pres- 


sure to insure non-leakage. 


YOU'LL meet the increasing demand 
if you STOCK UP on these WIDE MAR- 
GIN PROFIT ITEMS .. . NOW! 


IMMEDIATE DELIVERY 


Write for Prices and Catalogue Sheets. 
Foster Aluminum Alloy Products sold by 
leading wholesalers from Coast to Coast. 


FOSTER 


Aluminum Alloy Products Corp. 


114-118 $. Salina St., Syracuse 2, N. Y. 
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Console Radio-Phono 


Combine 


Admiral Corp., 3800 Cortland St., 
Chicago 47, Ill., offers a console radio- 
phonograph combination model 7C60W- 
6B1 that features the “Miracle” Tone 
Arm, superheterodyne circuit, beam 
power output, continuously variable 
tone control, bass compensation and au- 
tomatic volume control. “Miracle” tone 
arm employs a snap-in cartridge. Free- 
wheeling action permits manual move- 
ment of tone arm, even in midst of 
H. A.; 80n9x12; Heckert, 9; 10-23 
change cycle. Tone arm exerts %4 oz. 
pressure which is’ said to be light 
enough to follow record groove without 
drag and heavy enough to track per- 
fectly. Has translucent plastic head. 
Snap-in cartridge comprises a retract- 
able precious metal pick-up point and 
sensitive energy converter. Claimed to 
reproduce complete lowest bass, high- 
est treble tonal range with fidelity. 
Aeroscope eliminates aerial and ground 
wires. Vertical slide-rule dial has large 
numerals. Round permanent magnet 
dynamic speaker is 6% in. in diameter. 
Operates on AC, 110 volt, 60 or 50 
cycle. Walnut veneer cabinet permits 
storage of nine library albums holding 
108 records. Lift-up lid conceals con- 
trols and phonograph. Speaker grille 
panel of finely woven mesh. Dimen- 
sions, 22 in. wide, 32% in. high, 16% 
in. deep. Shipping weight about 74 Ibs. 





‘Decoralite’ 


Lighting device called “Decoralite” 
is both a decorative picture for the wall 
and a source of glareless light for 
reading in bed. At night due to the 
reflected illumination, the decorated 
panel takes on a glowing three-dimen- 
sional quality, according to the maker. 
Light is a panel of glass or clear plas- 
tic decorated with a hand-carved or 
screen-printed design, framed in an en- 
ameled metal shadow box 18% by 16 
in. At the top and bottom of the frame 
are incandescent lumiline tubes. 24 





WHATS NEW 


styles are made with floral sprays, 
wreaths, Chinese and Persian motifs or 
pastoral scenes. Frames have a per- 
manent enamel finish in white, Chinese 
red and black. Lights are suggested to 
retail for from $25 to $37.50. Lightolier, 
Inc., 1267 Merchandise Mart, Chicago, 
Ill. 





Door 'Mat-Kit' 


Superior Rubber Mfg. Co., 600 S. 
Michigan Ave., Chicago 5, IIl., offers 
the “Mat-Kit” which was described in 
the Sept. 11 issue packed 20 to a case 
to retail at $3.49, when actually the kits 
are packed 12 to a case suggested to 
retail for $3.95. 





Portable Electric Drills 


The Black & Decker Mfg. Co., Tow- 
son, Md., has introduced a line of 
“Home Utility” portable electric drills 
available in two capacities. The %4 in. 
drill is suggested to sel] at $18.95; the 
¥% in. drill at $35.95. They drive twist 
drills, wood drills, hole saws, counter- 
sinks, wire brushes, abrasive pads and 
sleeves. Both drills are powered by 
universal motors which use AC or DC. 
They have light, die-cast aluminum 
housings, instant release trigger switch, 
fast-operating Jacobs chucks, and three- 
wire electric cord for ground connec- 
tion. The %4 in. drill is compact and 
close-coupled for close corner work and 
the %4 in. drill has a spade end handle 
and removable pipe handle. Home-util- 
ity bench stands for each model con- 
vert the drills into drill presses for 
smoother operation on delicate work. 





Each drill fits into its stand in a few 
seconds, says maker. The %4 in. bench 
stand retails at $11.45 and the % in. 
stand at $17.45. 





Booklet on Fire Prevention 


National Board of Fire Underwriters, 
85 John St., New York City 7, has 
published a 16-page booklet entitled, 
“Stop Fire-Save Jobs.” Booklet is de- 
signed to aid management and labor 
cooperate in a sound program of fire 
prevention. It points out that industrial 
fires also cause losses in unemployment. 
Copies may be obtained upon request. 
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INalkmehiigelaiha-m Gllelt ele] ¢- 
gift set has a natural 
Yeol(-t wel e) ol-fe] Mi islel ML Mele 


centuated 


GLASS COMPANY 
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tHe S&xcelle 


POWER LAWNMOWER 


A sturdy mower that will 
double your sales and your 
customer satisfaction. Pop- 
ular for its light weight and 
ease of operation. 








*Fingertip 
Control 
Briggs & 
Stratton 

Engine 
* Positive 
Clutch 
Action 





*Fabricated Steel Construction 
*Equipped with semi-pneumatie rubber tires 


double profit 


WITH THESE TWO FINE MOWERS 
THE 


Excelle wanv mower 





the requirements of 
the most exacting 
customers. Steel 
construction for 
long service. 


A superior hand mow- i 
er designed to meet Vf 





*Basy to 
operate 
¢ Dependable 
*5-blade 
reel 





©One piece tubular steel handle 
*Semi-pneumatic rubber tires 


Manufactured by 


HEINEKE & CO. 


Since 1902 
SPRINGFIELD, ILLINOIS 
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Television Consolette 


Motorola, Inc., 4545 Augusta Blvd., 
Chicago 51, IIl., offers model VK-101 
Television Consolette which features a 
Video screen, 10 in. tube, picture area 
about 55 sq. in. picture size 814 by 
6%% in. high. Unit provides continu- 
ously variable tone control. Consolette 
is pre-aligned at factory to cover the 
13 television channels. Has electro 
magnetic speaker and five operating 
controls arranged in dynamic symmetry 
across front of cabinet—off, tone; vol- 
ume; station selector with vernier tun- 
ing control; brightness; and contrast. 
Motorola pre-selector and radio fre- 
quency amplifier eliminates inter-re- 


~ 
€ 
a 
: 
2 
2 
3 
Me 





ceiver interference. Antenna input sys- 
tem matched for 300 ohm balanced line 
and also for 30 ohm shielded lead-in. 
Modern design consolette cabinet with 
matching overlays. Full-vision dial scale 
with illuminated pointer which indi- 
cates station selected and acts as pilot 
light showing that set is on. Cabinet 
and chassis well ventilated-dimensions: 
22 in. wide 40 in. high and 22 in. deep. 





Mossberg Repeater Shotgun 


Model 185 D, 20 gage, three shot 
bolt action repeater shotgun which re- 
places model 85D is being made by 
O. F. Mossberg & Sons, Inc., 131 St. 
John St., New Haven 5, Conn. Sep- 
arate, precision machined choke tubes 
makes model 185D three guns in one. 
Gun features, molded trigger guard 
with finger grooves in grip, molded 
buttplate, flush take down screw, 
streamlined stock flush with bottom of 
magazine, self cocking action on up- 
stroke of lever, thumb operated safety 
with red and green indicators. All guns 
are proof-tested at factory. Model 185D 
is chambered for all 2% in. and 2% 
in. factory loaded shells. Has Monte 


Carlo stock and detachable type clip 
magazine holds two shells and one jp 
chamber. 25 in. tapered, blued steel 
barrel, fitted with 2 in. detachable fy] 


a oe 
choke tube and supplied with extra de. 
tachable modified and improved cylinder 
choke tubes. Length 454% in. Weight 
about 6%4 lbs. Suggested to retail for 


$22.95 east and $23.55 west of the 
Rockies. 





Combination Lock Boxes 


Central Can cash and utility boxes 
Nos. 923 and 1923 are available now 
with either flat key locks or with Cor 
bin Sesamee combination locks. With 
the exception of the locks both styles 
are identical. Combination locks are 
available on boxes without trays, model 
923CL, and on boxes with six com 
partment removable tray, model 1923CL. 
All styles are made of heavy gage 
steel, one piece construction, with 
rounded corners. Finish is hammered 
silver-gray and each box is individaully 
cartoned. Central Can Co., 2415 West 
19th St., Chicago, IIl. 





Portable Dishwasher 


“Handi-Mite” is a portable dish 
washer that cleans and rinses dishes 
and pots and pans in one operation. 
Uses no motor or electricity. Hose at: 


tachment fastens to any size faucet. 
User pushes button to direct water 
through chamber containing detergent 
for washing—then releases button for 
clear rinse water. Equipped with two 
detachable brushes, 


one with nylon 


oe 
bristles for washing dishes and the 
other with fine brass wire for scouring 


pots and pans. Suggested to retail for 
$9.75. L. K. Franklin Corp., Los At 


geles, Cal. 
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opportunity 
made to 
measure 


A MESSAGE TO MYERS DEALERS — 


You can measure the scope of your 
opportunity for 1948 by this 
yardstick of established 

sales factors. And you can 

plan your selling and advertising 
program for Myers equipment with the 
security and knowledge that Myers 
expanded production facilities,- intensified 
national advertising, and aggressive 
merchandising will step up your water 
system business and increase your profits. 
Start planning now by studying your Myers 
Dealer Aid Catalog and ordering the 
material you will use for 


increased activity next year. 





THE F. E. MYERS & BRO. COMPANY 


; 4 Department M-41, Ashland, Ohio 







pe x 
"tc © WATER SYSTEM 
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Deep Well 
Plunger Type System 





MYERS 
WATER SYSTEM | 





Shallow Well 
Plunger Type System 










Heavy Duty 
Shallow Well System 











Farm Home Elec- 
trification at new 
peak 


Farm Moderniza- 

tion and suburban 

building on the in- 
crease 


Farmer's income 

guaranteed at high 

level—with buying 
active 


Myers line com- 
plete — leads in 
quality — enjoys 
greatest public ac- 
ceptance 


Myers builds fac- 

tory addition to 

expand production 
facilities 


‘Myers = increases 


and intensifies na- 

tional magazine 

advestising for 
1948 


Myers offers most 
complete program 
of Dealer Aid ma- 
terial and ideas 


































































Shoemakers' 


Children... 


Like shoemakers’ children who never have shoes, there 
are many folks selling Pyrene* who don’t have Pyrene 
Fire Extinguishers for their own homes. 


You discuss and explain fire hazards with your customers 
time after time. You sell them Pyrene for their factories, 
offices, stores, farms and homes—often get big orders. Then 
you go home and never consider what might happen to you 
or your home. You can have a fire too! You know that 
Pyrene stops fires before they spread. You know it’s so easy 
to operate that your wife or children can use it. You know 
it’s safe, approved by Underwriters’ Laboratories, Inc. and 
Factory Mutuals. Yet you run the risk of tragedy or 
big fire loss in your own home by failing to have 
Pyrenes yourself. 


Protect your own family, furnishings, automobile 
and home with Pyrenes. Don’t take a chance. Take 
your Pyrene home with you tonight. 


*T. M. Reg. U. S. Pat. Off. 


Pyrene Manufacturing Company 


NEWARK 8 . NEW JERSEY 


Affiliated with C-O-Two Fire Equipment Company 





WHATS NEW 


Fluorescent Fixture 
Pendant Set 


Designed to blend more effectively 
with the company’s line of commercial 
fluorescent fixtures and to save consid. 
erable installation time, a new type 
































pendant set is being supplied by Syl- 
vania Electric Products, Inc., 500 Fifth 
Ave., New York City. Canopy of the 
new fixture pendant set, streamlined in 
appearance, is secured to the assembly 
with one centrally located screw. Im- 
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provements in the ceiling mounting 
strap feature cut-away stem slots, en- 
abling the installer to pre-assemble the 
fixture on a bench or the floor. He can 
then raise the whole assembly and _en- 


| gage the stem and locknuts in the cut- 


away slots of the strap, saving time. 


‘Plasmetl' Ware 


Plastic Metal Mfg. Co., 4541-49 Di- 
versy, Chicago 39, IIL, offers a line of 
“plasmetl” ware including both bread 
and fruit baskets. Shown is model 
620-H fruit basket with an embossed 
bottom of polished aluminum featuring 
a folding handle. One doz. packed in 
carton weighing 4 Ibs. in assorted 
solors or as ordered or 3 doz. packed 
in carton weighing 11 Ibs., suggested 
to retail for 59 cents each. Available 
in red, green, blue and ivory, and 
transparent colors as—pink, blue, greet 
and crystal clear. 
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Custom House Guide 


g5th annual edition of the Custom 
House Guide, Box 7, Sta. P., Custom 
House, New York City 4, is available 


now. The 1,620 page: guide contains 


an alphabetical index of 30,000 com- 


modities and their custom rates of duty, 
including Reciprocal Trade Agreement 
rates, as well as Customers regulations; 
the Internal Revenue Code; port activ- 
ities, facilities and charges; and a di- 
rectory for shippers and those in allied 
trades. John F. Budd, publisher pro- 
vides a monthly supplement—American 
Import & Export Bulletin which covers 
the latest laws, regulations, decisions, 
mlings, general news and business con- 


| tact lists. In addition a free readers’ 


information service for subscribers is 
available. Book sells for $20. 


Bacon Griddle 


“El Ranchero” bacon griddle is 
made of heavy die cast aluminum 
which is said to be a uniform conduc- 
tor of heat permitting the use of low 


- 


i 

; 
‘ “ 
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flame. Cooks the bacon both sides at 
once since the heat reflects from the 
cover. Thus it is claimed to be prac- 
tically smokeless. Fitted with a grip- 
type Bakelite handle. The top and 
sides are highly polished. Griddle is 
10% in. diameter, and 7 in. high. Net 
weight of pan and cover is 3% lbs. 
each. Packed 12 in individual boxes 
to carton, weight about 54 lbs. Sug- 
gested retail selling price is $7.95. 
J. A. Allegretti & Co., 609 S. Grand 
Ave., Los Angeles 14, Cal. 


Speaker Service Aids 


‘J. W. Speaker Corp., Milwaukee 12, 
Wis., has designed a new merchandis- 
ing plan to improve service to dealers. 
Plan is based on the 32 page miniature 
fatalog which is 3% by 6 in. It con- 
fins more than 75 illustrations of 
ker products. Features everything 
feded for tire and tube repairs, elec- 
atic and match patch vulcanizers, 
lectro-patches and match patches, tire 
Wpair units and rubber rivets, beveled 
Patches and gages, caps and cores, 
Walves and tools and Heatabs and Fre- 
fine. With each catalog is the “quick 
ice” order form which lists all 
aker product numbers in catalog 
®quence and provides space for quan- 
tities and price extensions. 
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BUILDERS HARDWARE 


IGHT LATCHES 





CYLINDER RIM NIGHT LATCH 
No. 140 


5 Pin Tumbler 


CASE—lIron, size 314 x 214 inches 
CONSTRUCTION—5 pin tumbler 
KEYS—2 Coined and Milled Brass 
BACKSET—23¢ inches 

FOR DOORS—114 to 3 inches 
FINISH—Grey plastic 


Packed one in a box — weight 20 pounds 
per dozen. 


E.T. FRAIM LOCK COMPANY, INC. 


LANCASTER, PER NS Y. L:Yo AIA 



















SELL THIS BURGESS 


GIFT SET! 



































Get Fast Turnover and Quick 
Profits This Christmas Season 


with this popular holiday gift item! 


Burgess offers you extra 

profits this Christmas 

with this gift set consist- 
ing of matched flashlight and pen- 
light in stunning chrome and ma- 
roon, packed in a smart, buy-ap- 
pealing gift carton. 

Long-lasting Burgess flashlight 
batteries are packed right in this 
gift box. Extra battery sales are 
possible without extra wrapping 
or extra selling. 

Each gift box contains: 


1 No. 146 Prefocused flashlight 
case 

1 No. 92 Penlight with pocket 
clip 

4 No. 2 Burgess flashlight bat- 
teries 

4 No. Z Burgess penlight bat- 
teries 


Priced right for quick sales. Re- 
tails at $2.98 complete in smart 
gift box. 

Stock of this gift hit is limited. 
Order now for the holiday season. 


pes, 


~~ BURGESS 


IS THE COMPLETE QUALITY LINE 


eG 0 


Industrial , 
lgmition —_ Farm Radio 








BURGESS BATTERY COMPANY 


Freeport Ilinois 


oyna 
Swivel Hook Assembly 


Me., has begun production on a re- 
placement swivel hook assembly em- 
bodying the company’s improved safety 
latch. Hook is available in % and 1 
ton sizes and is recommended for 
cranes and hoists, or lashing applica- 
tions where safety is an important con- 
sideration. No machining is required 
to install the swivel safety hook. Saf- 
ety latch leaves 80 per cent of the reg- 
ular throat opening and will not open, 
says the maker, until the operator re- 
leases the latch with his fingers. 





Graphite-impregnated bronze washer 
under the nut is said to assure easy 
swivel action. 


Jewelry Sparkle-Cement 


Magic Iron Cement Co., 1366 E. 34th 
St., Cleveland 14, Ohio, offers Magic 
jewelry sparkle for cleaning jewelry 
and Magic jewelry cement for repair- 
ing jewelry. Cement sets loose stones 
and watch crystals permanently and 
does not discolor precious stones or 
affect their brilliance according to the 
maker. Cement is said to be transpar- 
ent, waterproof and will dry in several 
minutes. Suggested to retail for 35 
cents per bottle packed one doz. to a 
display carton. Sparkle cleans silver- 
ware and restores original brilliance to 
dirty rings, bracelets, etc., quickly. 
Does -not affect other metals in jewelry 
and will not harm hands, Suggested to 
retail for 60 cents for a four oz. jar, 
packed two doz. in a nested carton. 





Blackstone Cabinet Ironer 


Rotary-type ironer featuring a 26 in. 
roll designated as Model 3N is made 
for “straight-line ironing” with a min- 
imum of effort on the part of the oper- 
ator. Ironer is protected by the Utili- 
top when not in use. It is equipped 





with a compound pivotal hinge which 





HATS NEW 


The Thomas Laughlin Co., Portland, 













permits top to swing easily into work- 
ing position affording two additional 
work surfaces. Model 3N is equipped 





with scratch-proof shoe, double thermo- 
stats, switches for both motor and heat- 
ing elements and fingertip and adjust- 
able knee controls. Cabinet is finished 
in white Supernamel. Suggested to re- 
tail for $169.95 in zones one and five 
and $10 higher in zones two and three, 
respectively. Blackstone Corp., James- 
town, N. Y. 


3-Fixed Heat Pad 


The Casco Products Corp., Bridge- 
port, Conn., has added a heating pad 
to its line—a three fixed heat electric 
pad with a wetproof vulcanized castex 
cover for wet and dry applications, plus 
a removable washable brocaded outer 
cover and a 30 fixed heat switch with 
Braille markings. This pad is said to 
keep constant the various temperatures 
it can be set.at. Pad is suggested to 
retail for $6.95. 








Fibre-Bonded Work Glove 


The Surety Rubber Co., Carrollton, 
Ohio, introduces the Sureseal Treated 
Fibre-Bonded canvas work glove. Glove 
embodies the pliability and workability 
of work gloves and due to its special 
processing, is resistant to wear snagging 
and abrasion, says maker. Impregna- 
tion is claimed not to chip, crack or 
peel from the glove. Permanence is 
said to insure additional gripping ac- 





tion, for the Fibre-Bonded palm will 
not develop a slick surface from col- 
lected grease and dirt. Gloves are avail- 
able in 8 oz. or 10 oz. weights in knit- 
wrist and band-top types. 
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FOR CONCRETE AND FLOORS 


Rubber base + Resists wear « Brushes 
on easily * Spreads smoothly + Easy to 
clean * Seven colors + Smooth finish 
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ON-RUS 
SANIT- KIT 


NON-RUST ALUMINUM 


LUNCH KITS 


% HEAVY GAUGE SOLID ALUMINUM 
% SEAMLESS CONSTRUCTION 
te SANITARY— ROUNDED CORNERS 
te PIE TRAY Available for Extra Capacity 


BAT WING 


CARPET BEATER 










Patent coil spring 
throat for. unusual 
beating action! 

Perfect balante . .. 


lasts longer. 
For the millions who 
still prefer the old 
fashion way. 


WASTE 
BASKETS 


“The Full Line” 


Plain colors. 

Decal decorated. 
Original hand paint- 
ings in oils by Vargol. 
A Wide assortment 
of background colors. 





Mfg. of Wheel Goods and Metal Specialties, 
sold through leading hardware 


jobbers from coast to coast. 












METAL FABRICATING CO. 


WILKES-BARRE, PA. 


‘Jet’ Water System 

Dempster Mill Mfg. Co., Beatrice, 
Neb., has added a new brand water 
system called the Dempster shallow 
well jet pump. This pump has one 
moving part, the impeller which ro- 
tates freely in water and has no metal- 
to-metal contact. Both impeller and 
wearing ring are made of bronze. Pump 
features a shaft seal which utilizes the 
“chevron” principle of sealing and is 
lubricated by filtered water. Seal is 
made in cartridge style. Shaft sleeves, 
which are renewable, are of nickel- 
bronze and make a wear-resistant sur- 
face for the shaft seal chevrons, says 
maker. Self-priming construction is 
said to allow priming of the pump with 
one-half gal. of water. Heavy duty ca- 
pacitor type, ball bearing jet pump 
motor is used with dual voltage feature 
to take advantage of 230 volt lines. Mo- 
tor and impeller are interchangeable 
with regular deep well jet pumps. Re- 
moval of four cap screws permits re- 
moval of motor and impeller and four 
more such screws secure the discharge 
head. Cleanout plug is right behind 
the jet nozzle and the priming plug is 
located on top of the discharge head. 





Log Slide Rule 


Pickett & Eckel, Inc., 5 S. Wabash 
Ave., Chicago 3, Ill., announces a Deci. 
Log log slide rule that simplifies com- 
putation. Scales on front of the rule 
are arranged so that one setting of the 
hairline gives with each result its 
square root, cube root and logarithm. 
Log Log scale on back is expanded for 
greater accuracy and arranged to give 
these five readings with each setting 
of the hairline; Decimal fraction to 4 
and 5 figures, its Reciprocal to 4 and 
5 figures, Logarithm, Cologarithm, and 
Natural Logarithm to base. Rule is 
made of magnesium alloy with plastic 
surface-bearing permanent, expanded, 
easy to read washable scales, says 
maker. Size is 12% by 2% by 3/16 in. 
Complete with carrying case and illus- 
trated Instruction Manual suggested to 
retail for $16.50. 


Bicycle V-belt 


Goodyear Tire & Rubber Co., 
Akron, Ohio, has devised a new prin- 
ciple in V-belt construction which per- 
mits speedy conversion of ordinary 


bikes into gasoline driven motor bikes. 
V-belt, a narrow power-transmission me- 








WHATS NEW 


dium, utilizes endless steel cables for 
carcass reinforcement. Each cable com- 
prises 21 tightly-woven strands of high- 
tensile steel wire. Steel cable belt for 
a bicycle unit transmits power from 
the motor to a jack-shaft. Second belt 
connects the jack-shaft with a sheave 
attached to the rear wheel. 








Wood Cutting Board 


Pollak Industries Corp., Detroit, 
Mich., offers an all-purpose, “Kitchen- 
Kate” model 403 cutting board. Board 





is made 


which is 18 by 24 by % in., 
of hardwoods. Warp-resistant design is 
achieved through tongue and groove 
construction throughout each glued- 
joint. Two in. end cleats are said to 
assure sturdiness. Smooth finish. Meets 
most requirements for a heavy-duty, 
general purpose cutting and pastry 
board. 


‘Dripless' Pouring Spouts 


The Livingstone Mfg. Co., 715 W. 
Market St., Akron, Ohio, is making 
“Dripless” pouring spouts in sets of 
three different sizes to fit most house- 
hold bottles. Molded reservoir in- 
stantly retracts liquid from lip from 
pouring spout. Spouts are molded of 
red or white plastic. Suggested retail 
price is 49 cents. Shipping weight, 12 
boxes or one gross of cards, about 14% 
Ibs. One doz. sets furnished in a two 
color counter merchandiser. 





King Hdwe. Catalog 


The King Hardware Co., 490-510 
Marietta St., N.W., Atlanta, Ga., whole- 
salers, has issued general catalog No. 
47 with 776 pages, which illustrates, 
describes, and lists prices of its line of 
shelf and heavy hardware. An alpha- 
betized index with main and sub head- 
ings is included. 


Pipe-Tite Joint Compound 


Landen Putty Works, 45 Irving St. 
Malden, Mass., is making the “Pipe 
Tite” Joint Compound which is said to 
contain no white lead. Can be used op 
pipes of either iron, brass or copper. 
Will perform well on hot or cold water, 
steam, air or gas lines, says maker. 
Claimed to provide a lasting joint un- 
der difficult service conditions since it 
will not dry out, crack or crumble. 


Joints can be broken when desirable. 
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'Brood-All' Heater 


Dry Clime Lamp Corp., Greensburg, 
Ind., is offering the “Brood-All” infra- 


red heater with no socket construction. 


i 
a age et eeneneer 


\ Z 


. 

Unit is dark burning, lava ceated, 500 
watt, 110-120 volts. Reflector is made 
of aluminum, inside surface highly 
polished, outside surface olive green 
lacquer, 15 in. diameter. Guard handle 
stand is cadmium plated. Cord is heavy 
duty, rubber insulated, 10 ft. long. 
Heater weighs 5 lbs., shipping weight 
6% lbs. Guaranteed for 1 year, it is 
suggested to retail for $17.95. Can be 
used as a pig or chick brooder, as a 
space heater for drying clothes indoors, 
for muscular aches and pains, etc. 


Hawley Hardware Catalog 


The Hawley Hardware Co., Bridge- 
port, Conn., industrial supplies, has 
published its new catalog containing 
504 pages. Illustrates, describes and 
prices the company’s line. 


Die-Cast Pulleys 


Chicago Die Casting Mfg. Co., 2512 
West Monroe St., Chicago 12, Ill. is 
packing its die cast pulley in red, white 


Ua Sramaree 
ai B 


and blue display containers. Complete 
Tange in sizes from 1% to 5 in. in 
diameter. 
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DIXON’S 


OME ond SHOP 


GRAPH-AIR GUNS 


filled with the world-famous 


MICROFYNE POWDERED FLAKE 


LUBRICATING GRAPHITE 


These guns get to hundreds of trouble 
spots, including the hidden squeaks 


and sticking in 


A 
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Cameras 


Office machines 


Fishing reeis 


Window slides and hinges 


- = 
EXTRA LARGE 
MECHANICS’ SIZE 
TYPE 4 netous 40¢ 


AO 
7 


fu 


CAR and HOME 
OWNERS’ SIZE 


“CUB” retains 13¢ 


, Ww VwvvvvVNyT ‘ 
UEPP EER EDEER 
UP ROBANEEE 


BIG MARKET! 
BIG GUNS! 
SMALL PRICE! 


pl § A NATIONALLY ADVERTISED 


— BRAND NAME 


Alert jobbers and dealers will cash in on 
Dixon’s nation-wide consumer advertising 
campaign running now. Immediate shipments. 
Write today for prices and printed matter. 


jJosePH DEX OW crucible COMPANY 











Jersey City 3, N. J. 











Div. 40-CC-11 














DOUBLE 


your profits 
on abrasives | 


by emda 


CLOVER COATED ABRASIVES —in all 
grains, grades, backings of paper and 
cloth, coatings, sizes and shapes—in 
rolls, sheets, belts and discs. Also resin- 
bonded fibre discs. 

tat | 


i erg eset oO an 





CLOVER LAPPING AND GRINDING 
COMPOUNDS—in twelve grades from 
microscopic fine to very coarse. 


When you concentrate on CLOVER 
«\brasives.. -you buy at lowest prices 
and sell at maximum profit. 


Selling abrasives is stable business. 
Sales are obtainable throughout in- 
dustry. Repeat business is enormous. 
Write for full information. 


FREE ! 


Complete Handbook, 
without propaganda, 
on Coated Abrasives. 


CLOVER MFG. CO., Norwalk, Conn. 


CLOVER 


bitte. 
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Bendix lroner 


Bendix Home Appliances, Inc., South 
Bend 24, Ind., is introducing a stand- 
ard model ironer which provides com- 


plete visibility of both the controls 
and the ironing. The under-the-roll 
ironer has a retractable shoe opening 
in full view of the operator. Position 
of the forming board, attached to the 
shoe, permits use of the arms in a 
natural position. Ironer presses and 
steams also. Cast-iron shoe can be 
drawn four in. away from the roll, and 
it has duel heating elements separately 
controlled by thermostats. Either end 
of the shoe can be heated independently. 
Three open ends, two on the shoe and 
one on the roll make intricate ironing 
easier. Ironer height is adjustable as 
is knee control. Leatherette dust cover 
is provided. Ironer is 34% in. long, 
18% in. deep, 36 in. high; roll is 25 
in. long and 6% in. diameter. Ironer 
is finished in white Dulux. 


Slaymaker Packaging 
Program 


New packaging program has been 
completed by the Slaymaker Lock Co., 
Lancaster, Pa. Basically the company 
makes use of black and yellow color 
combination for the medium priced 
range of padlocks. Top grade locks 
have all been individually packaged 
and additional colors have been used. 
Model 900 is green and red on yellow, 
and 800 is boxed with blue and red on 
yellow. In line with using colors for 
identification as well as decoration, the 
package which contains equal quanti- 
ties of 800 and 900’s combines the 
green and blue with red and yellow. 
Model 1600 has been packed in quan- 


tities of a half doz. and the small pack- 
ages decorated in red plus black and 
yellow. Padlock 900-ET, bicycle pad- 
lock, is packed six to a box with a cut- 
away view of the lock mechanism on 
the display flap. 


'Stor-A-Way' 


Barber Mfg. Co., 5710 Nicollet Ave., 
Minneapolis 9, Minn., offers “Stor-A- 
Way” made of heavy gage steel, to 
store and protect storm windows and 
screens. Packaged in sets, four brack- 
ets to a set, each set holds 21 windows 
or screens made so additional brackets 
can be added in tandem. Sets equipped 
with wood screws for mounting. Fine 
for holding helper when painting or 





cleaning sashes. Storm windows and 
screens can be hung in rotation as they 
are removed. Keeps sashes off damp 
floors, prevents warping and _ rotting, 
and reduces glass breakage. 


Two-Cup Coffee Maker 


The Silex Co., Hartford 2, Conn., is 
again making the two-cup Delray model 
coffee maker production of which was 


curtailed during the war as the glass 
bowls are hand blown. It is a miniature 


model of all Silex vacuum type glass” 


coffee maker, equipped with or with 


out cloth strainers to secure coffee which © 


is free from sediment and full flavored, 
says maker. Ideal for small families of 
for bachelor men and maids. 
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veaR IN AND vear our...It registers! 


Mr. and Mrs. America like it because it stays put on the job. Mr. Merchant likes 

it because it does not stay put on his shelves. It keeps moving... thanks to national 
advertising on Peter Putter Products. That’s why IT REGISTERS year in and 
year out. And now that Schalk’s Peter Putter Wood Putty is spiffed up in a new, 
potent package, it will sing out and sell more than ever. Order from your jobber! 


Made by Schalk Chemical Company. Factories: Los Angeles and Chicago. 
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You can use your own 

hand tools on the 

OSTER No. 422 Power 
Vise Stand 


“H.P.” can mean “Hand Power” or 
“Horse Power” when applied to pipe 
tools. Apply “Hand Power” to pipe tools 
and you are apt to get sore muscles. 
You'll waste time certainly. 


Apply “Horse Power” to those same 
pipe tools and you eliminate any pos- 
sibility of sore muscles. And you'll save 
plenty of time. 


What we’re trying to tell you is this: The 
Oster No. 422 POWER VISE STAND is 
built to take over the back-breaking job 
of cutting off, reaming, and threading 
pipe. The time saved by this sturdy, 
powerful unit soon pays for its low 
initial cost. 


Standard range is %” to 2” pipe. When 
used with the special, universal drive 
shaft, the No. 422 machine has ample 
power to drive geared, receding die- 
stocks and cutters up to 6” capacity. 

Suggestion: Write your name and address 
in the margin; cut out this advertisement; 


and mail to us for a free copy of illustrated 
catalog “LIST No. 22”. 


THE OSTER MANUFACTURING CO. 


STREET 


2028 EAST 61st 
CLEVELAND 3, OHIO, U.S.A. ¢ 











WHATS NEW 





‘The Scottie’ Lawn Mower 


J. M. Dalglish Co., 41 W. Fillmore 
Paul, Minn., is introducing 
the “Scottie” lawn mower which looks 
much like a carpet sweeper and has 
no heavy wheels or excess metal trim. 
It weighs less than 20 lbs., cuts a swath 
12 in. wide and is built close to the 


Ave., St. 


ground with a special cover guard and 


top that allows cutting under bushes 
and flowers without clipping off the 
leaves and blossoms. Scottie is said to 
cut grass within one in. of a wall or 


other obstructions. When cutting around 


flower beds or landscaped plots, the 


reel will not cut into the sod as the 
Scottie is properly balanced from the 
large drive rollers. Drive mechanism 
is built into the oversized rubber-cov- 
ered rear rollers. Reel has five spiders 
with the entire unit welded into one 


piece. Cutting bar is made of heavy 


high-alloy angular steel. Precision mov- 
ing parts, including bearings, are fac- 
tory lubricated and completely enclosed 
to exclude foreign materials. Scottie is 
suggested to retail for $14.95. 


Neoprene Washer For 
Nail Hole Leaks 


Weatherproof roofing nails use a neo- 
prene washer which forms a seal be- 
tween the head of the nail and the alu- 
minum or other metal sheeting and 
roofing. This is said to prevent cor- 
rosion due to electrolysis and leakage. 
Neoprene was selected by the Gora-Lee 
Corp., Stratford, Conn., in developing 
the process of making the washers and 
joining the washers and nails because 
of its resistance to all forms of weath- 
ering—heat, sunlight, ice and rain. 









Two companies are now supplying alu. 
minum nails complete with neoprene 
washers. Nichols Wire & Steel Co, 
Davenport, Iowa, and Independent Nail 
& Packing Co., Bridgewater, Mass. 


Cellar Window Catch 


The Stanley Works, New Britain, 
Conn., offers new styling and improve. 
ments in the 1763 cellar window 
fastener. Former friction element has 


Eo 


been replaced by a steel, dished washer 
which is located between the catch and 
plate for protection and long-lasting 
performance. Also the mounting plate 
has been redesigned to permit a flush 
application of the fastener to the win- 
dow frame. 





Sealcrete Fire 
Resistant Paint 




















Sealcrete Corp., 1047-1051 E. 46th 
St., Brooklyn 3, N. Y., is manufactur’ 
ing paint which is said to be no-bum 
fire and heat resistant. It is claimed 
not to peel, chip or burn and contains 
no oils. No-Burn can be applied directly 
over new wood, plaster, painted or un 
painted walls, woodwork, wall paper, 
metal, etc. No sizing necessary. No 
Burn is said to be excellent over damp 
or dry surfaces and is washable. Avail- 
able in oyster white, gray, battleship 
gray, green, blue, peach, ivory, cream, 
golden buff, buff and white. Paint is 
said to dry in two to three hours, and 
1 gal. is claimed to cover up to 50 
sq. ft. No-Burn is packed in qts. ! 
gal. and 5 gal. cans. Suggested to re 
tail for $3.50 per gallon, packed 4 gals. 
per carton weighing 22 lbs. 
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© air This year Christmas sales of Burgess Vibro-Tool, lowest price 
pate a gol lik ower hand tool on the market, are keyed to reach an all ti 
high cen 
Big, 2-color ads in carefully selected ee with national 
coverage are delivering nearly 4,000,000 sales messages monthly 
to potential buyers . . . 
New newspaper mats, envelope stuffers and mailouts, all FREE, 
a to help bring buyers into your store . . . 

the beautiful, 2-color merchandising unit pictured here 
will help you clinch sales by attracting attention and featuring 
Vibro-Tool as the best possible gift for anyone in the family. 
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SPECIAL CHRISTMAS OFFER 


One FREE Christmas Counter Display with each order 
for 3 Deluxe Kits. Display may be used with or without 
Kit . . . is die cut to show actual merchandise if desired. 
Deal also includes your choice of newspaper ad mats, 
literature and other merchandising aids at no cost. Order 


d_ long-lasti punciss today as supply of displays is limited! 

an ong-lasting : 

» mounti 1 t cee 
0 ae fash % {| Get on the Vibro-Tool Bandwagon --- 4 frags! 
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Experts are asking for Phoenix 
Hammers. That’s proof of the 
kind of work these first quality 
tools produce, Dealers every- | 
| 
} 
| 
| 
| 
| 





where have proved the selling 
power of Phoenix Ham- 
mers too .. . appearance 
and workmanship are de- 
signed to make these ham- 
mers your most popular 
hand tool. 








i 
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Here’s why: Dro , 
forged head. Flame hard- | 
ened face and claw. Fully | 
polished. First grade kiln | 
dried hickory handle her- 
metically sealed against 
moisture. Head wedged to 
handle fo stay. 

Order from your regular 
supplier today! 














PHOENIX MANUFACTURING COMPANY 


/n 
JOLIET, ILLINOIS \ CATASAUQUA, PA 
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BERKSHIRE 


READY MIXED 


BERKSHIRE 
ISA 
REPEATER 


The high quality of Berkshire 

Aluminum Paint assures you 

Dreeaniiiee of the most important sale— 
ae the repeat sale. 


ALL IN ONE CONTAINER 


BERKSHIRE ALUMINUM PAINT may be applied directly over wet 
or damp surfaces and will seal the surface painted. 

BERKSHIRE is heat resisting and light reflecting. 

BERKSHIRE may be applied with brush or spray gun on interior and 
exterior surfaces. 

BERKSHIRE prevents rust and deterioration of metal. 

BERKSHIRE may be applied on all surfaces—wood, metal, concrete, 
cement, brick, etc. 

BERKSHIRE ALUMINUM PAINT is ready-mixed and will never 
harden nor discolor in the container. 


QUALITY...SERVICE... PROTECTION 


Ask Your Distributor For Berkshire 


BERKSHIRE PAINT COMPANY 


MAKERS OF FAMOUS DARI-GLO 


Box 251, Highland Station Springfield, Mass. 


ALUMINUM PAINT 


INTERIOR axe EXTERIOR 


SURFACES 
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Give This Hard Working Salesman 
A Place Out Front 


He'll do a swell job of profit-boosting for 
you — hand in hand with steady National 
Advertising which continues to build a ready 


Self-selling dis- 
play box of 1 
dozen 2 oz. or 4 
oz. tubes in in- 
dividual 


cartons 








acceptance for | : : ‘TRE 
The Universal Liquid Cement for countless (| | 
Household and Industrial uses D 
= 


Ready to Use — Sticks Fast — Holds Fast 
Waterproof — Mends Everything 


2 oz. tubes, 25¢. 4 oz. tubes, 50¢. 
Also pints, quarts and gallons. 


Send your name 
d will do. 


FREE: Full size somple on request. 
hal 1 


and name of your w . Ap 











Ask about our New Item — 
AMBROID ROD & FLY TYING CEMENT. 1 oz. 
bottle, retails, 25¢. Buyers: Write for sample. 


' AMBROID CO. 











Est 1910 
305 Franklin Street 
Boston IO, Mass. 
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Metal Turning-Cutting Tool 

“Tru-Turn,” a metal turning and cut- 
ting tool, can be used to convert drill 
presses, woodworking lathes and grinder 


stands into precision metal working 
lathes. Tool has a built-in micrometer 
providing tool-room accuracy to one- 
thousandths of an inch. Handles 4, %, 
and % in. brass aluminum and steel 
bar stock, and turns multiple diameters. 
Tru-Turn is equipped with *4 and % 
in. guide bushings and three precision 
ground bits, one each for aluminum, 
steel and brass. Adaption to woodwork- 


ing lathe is facilitated by use of a face- 
plate work-driving chuck and _ three 
adapters. Suggested retail price of the 
tool is $11.75 and the chuck and three 
bushings—$4.50, The Millholland Screw 
Corp., 130 W. 13th St., Indianapolis 
2, Ind. 


Kitchen Kuber 

Royal Distributing Co., P. O. Box 
424, Kansas City, Mo., is making the 
“Kitchen Kuber” a Lustron mold for 
margarine, home churned butter, salads, 
jellied meat loaves or _ shortening. 
Stands on end and takes up a 3 in. 
space on refrigerator shelf. Attractively 
boxed and packed one or three doz. to 
a carton, shipping weight, 6 and 17 
Ibs. respectively. Suggested to retail 


for $1.50. Dealer is furnished with 


descriptive folders and a colorful coun- 
ter display. 
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Light Pruning Shears 


Parker Mfg. Co., Worcester 1, Mass., 
is making JP1 and SP2 lightweight 


pruning shears. This tool has no ex- 
posed spring—the Parker balanced in- 
nerspring is completely concealed and 
lubrication packed for full protection. 


ex 





Thumb catch operates with the flip of 
the thumb. Jaws—which give anvil 
cutting action—are tapered for close 
in-pruning and the handles provide a 
most comfortable grip, says the maker. 
JPl weighs 4 oz. and SP2 weighs 9 
oz., and the shears are suggested to re- 
tail for $1.79 and $1.99, respectively. 
Tools are individually boxed. 








Household Extinguisher 


Power-Pak Products, Inc., 43 Pearl 
St. Buffalo 2, N. Y., has combined 
modern lines with small size and simple 
operation in its CO, extinguisher. 
Bracket and unit are finished in white 
baked enamel. Extinguisher is equipped 
with an aluminum handwheel and brass 
nozzle, and is 15 by 1% in. Said to 
extinguish inflammable liquid, grease 
and electrical fires before they grow 
beyond control. Dry fog of pure carbon 
dioxide it releases is claimed to be non- 
poisonous, non toxic and non-conduc- 
tive. Will not affect walls or furniture. 














Cylinders are refilled for 75 cents. Unit 








Weighs 2 lbs. 6 o2z., including 10 oz. of 
0:. Suggested retail price is $6.95, | 
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LUFHIN “LEADER” 


CHROME CLAD STEEL TAPE 
today’s best value in 
accurate, durable steel tapes 





A leader in value, a leader in satisfaction .. . 

that’s the Lufkin “Leader” Chrome Clad Steel Tape. 

Here’s the perfect steel tape for that hard-to-please customer who 
demands quality at moderate cost. Strong steel line is covered 
with satin smooth, rust-resistant chrome that will not crack, chip, 
or peel. Jet black markings are easy to read, and they wont 
wear out. Available with hook-ring for one-man measuring. 


For best profits, sell the best steel tapes... sell Lufkin. 


OF AIN 


Tae tuFrFKIN RULE COMPANY 


SAGINAW, MICHIGAN, New York City 
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The powerful soil fumigant 


CONTROLS NEMATODES 
IN GREENHOUSE AND 
NURSERY SOILS 


Soil fumigation with D-D does a very effective job of 
controlling nematodes for you. And it kills wireworms, 
mole crickets and other soil-infesting pests as well. 

Result: with roots free from pest attack, plants have a 
better chance for healthy growth. Your nursery stocks 
give larger yields of vegetables, flowers and fruits . . . 
often as much as a 100% increase over plants grown in 
untreated soil. 


D-D can pay you a double profit 


Stocks grown in D-D treated soil can bring you premium 
prices. That’s one profit. And profit number two: you can 
sell D-D itself—easily—by recommending that, for best 
results, customers set out your pest-free plants only in 
pest-free soil. 

Pints, quarts, gallon and 5-gallon quantities are now 
available to dealers. 

For information on using and selling D-D, write the 
nearest Shell Chemical district office listed below. 


SHELL CHEMICAL CORPORATION 


100 Bush St., San Francisco 6 * 500 Fifth Ave., New York 18 
Los Angeles * Houston « St. Louis « Chicago + Cleveland * Boston + Detroit 


RID YOUR SOIL OF RUINOUS. PESTS WITH 








American Kitchens Sink 


New model American Kitchens sink, 
double-bowl, double-drainboard and 66 
in. wide, has complete acid resisting 

















porcelain enamel top. Has three stor- 
age compartments and four drawers. 
Right hand drawer is linoleum lined 
and divided for cutlery. Also features 
a cutting board, additional concealed 
drawers may be substituted for shelves, 
pulls instead of handle to open draw- 
ers, recess front and offset base pro- 
vide toe and knee room, faucet assem- 
bly made of brass, heavily chrome 
plated mounted on back splashboard. 
American double-action hinges on the 
doors hold them firmly in place closed 
or open, and a spray attachment built 
into the faucet assembly is finger-tip 
controlled. American Central Division, 
The Aviation Corp., Connersville, Ind. 


'C.Q.' Grindstone Folders 


The Cleveland Quarries Co., 1740 E. 
12th St., Cleveland 14, Ohio, has issued 
four folders on “C.Q.” grindstones en- 
titled—“The Grindstone of a Thousand 
Uses.” “The Streamliner Economical Yet 
Modern in Design and Performance.” 
“An Economical Grindstone With Every 
Modern Feature,” and “Take A Look 
at the Best.” Available upon request. 


‘Pan Handy’ 


Sels-on-Site Products, 1496-98 Mer- 
chandise Mart, Chicago 43, is offering 
“Pan Handy,” new kitchen aid, which 
cleans all kettles and pans with pres- 
sure packed, soap filled rust resistant 
refillable steel wool in a plastic case, 
said to be shatter-proof. Soap used in 
steel wool is the vegetable type. Pan 
Handy is available in red, green and 
yellow. Packed 24 to a carton, ship- 
ping weight, 41% lbs. Steel wool is en- 
cased in a paper thin plastic tube that 
wears down with use. Suggested to re- 
tail for 59 cents, the refills for 20 cents. 
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They're Making 


VIMLITE == 


Vimlite advertising in national magazines is keeping the name 














VIMLITE before millions of farmers, poultry raisers and home 






owners . . . building up a year ‘round demand for this famous 






Celanese plastic glazing. 






Keep ample stocks of VIMLITE on hand, and get your share of 







this profitable business. If your wholesaler doesn’t have Vimlite 






in stock, write us, and we'll see that you are supplied. 






Vimlite Dept. V-1, Celanese Plastics Corporation, a division of 






Celanese Corporation of America, 180 Madison Ave., New York 16. 








VIMLITE* 
a Celanese plastic glazing 


WIRE (FINE MESH) REINFORCED 
FOR EXTRA STRENGTH AND LONGER LIFE 


























Vimlite plastic glazing is proof against rain, hail, snow and slect. It 
transmits the ultra-violet and radiant heat rays of sunlight 
the benefits of outdoor sunshine 
Vimlite is easy to instal! —just cut to size with shears, and tack 
‘in place under wood strips. 
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ww \\ 
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MANY USES 


Recent survey shows that people use Vimlite in dozens of different ways: 
farm glazing, storm windows, garage doors, store displays, shelf backing, industrial 
partitions, portable buildings, windbreaks, draft screens . . . Display Vimlite 
prominently in your store for steady, year ‘round sales. 




















*Reg. U. S. Pat. Off. 
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A. J. Eggleston, General Manager 





Richards - Wilcox Mfg. Company 


A. J. EGGLESTON 


The recent death of Wm. H. 
Fitch, formerly president and 
general manager of the Richards- 
Wilcox Mfg. Co., Aurora, IIL, 
has necessitated some changes in 
officer personnel in the company 
organization. 


MILTON D. JONES 


At a special meeting of the 
board of directors held Oct. 8, 
A. J. Eggleston, vice-president, 
was elected general manager, and 
Milton D. Jones was elected 
chairman of the board and senior 
management officer. A. R. Pef- 


188 





fers, formerly auditor, was elect- 
ed treasurer, and Lee D. Robison, 
plant superintendent, was made 
secretary. 

Mr. Eggleston started with the 
Wilcox Mfg. Co. when he was 15 
years old operating a drill press. 
















A. R. PEFFERS 


Since that time he has held many 
positions with the company in- 
cluding shipping clerk, office de- 
partment head, traveling sales- 
man, branch office manager, engi- 
neering service manager, etc. 
Most recently he has been man- 
ager of the company’s Chicago 
office. 

For many years Mr. Eggleston 
has taken an active part in hard- 
ware industry activities. He is 

















LEE D. ROBISON 





a charter member and officer of 
the Central States Hardware Club 
and served the Hardware Golf 
Association for several years as 
secretary-treasurer, 

Mr. Jones has been associated 
with the late Wm. H. Fitch for 
the past 40 years, and was 
formerly secretary-treasurer. 

An extensive expansion pro- 
gram has been planned for the 
Richard-Wilcox Mfg. Co., includ- 
ing new buildings, additional 
machinery and other improve- 
ments, and the remodeling of the 
present office building and other 
structures, 


W. M. RIORDAN HEADS 
BRIGHT STAR BATTERY 
SALES ACTIVITIES 

William M. Riordan has re- 
cently been named sales manager 
for the Bright Star Battery Co., 
Clifton, N. J. Mr. Riordan was 





WILLIAM M. RIORDAN 





with the company in this same 
capacity from 1924 to 1936 at 
which time he established his 
own sales and advertising office 


in New York. 


WM. GEO. STELTZ, JR. 
ELECTED TO BOARD, 
SUPPLEE-BIDDLE 
Wm. Geo. Steltz, Jr., son of the 
president of the Supplee-Biddlé 
Co., Philadelphia, Pa., hardware 
wholesalers, and assistant treas- 
urer, was recently elected a mem- 


PAUL N. BERNER 


HOME LAUNDRY UNIT 
SALES MANAGER 


dry equipment sales 
Corp., Detroit, Mich. 
ceeds R. H. Pizor, now eastem 
regional manager. 

Mr. Berner was _ associate 
with the Lovell Mfg. Co. for ll 
years as advertising and _ sales 
promotion manager and _ finally 


the book, “Selling. Lovell Equip 
ped Washers.” 


HDWE. GOLF TOURNEY 
TO BE HELD SEPT. 9-11 
AT FRENCH LICK SPRINGS 


The Annual Hardware Golf 
Association Tournament will be 
held Sept: 9-11, 1948, at the 
French Lick Hotel, French Lick 


Springs, Ind. 


NAT. PRESSURE COOKER 
OPENS EASTERN OFFICE 


National Pressure Cooker Co 
maker of Presto cookers, Eat 
Claire, Wis., has recently a0 
nounced the opening of 2 
eastern sales offices in the Em 
pire State Bldg., 350 Fifth Ave. 








ber of the board. 


New York City. 
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P. N. BERNER, NORGE DIV. 


Paul N. Berner has been ap 
pointed manager of home laur- 
for _ the 
Norge division of Borg-Warne: 
He suc 
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Westfield to Merchandise Folding 
Bikes Through Own Sales Force 


The Westfield Mfg. Co., West- 
field, Mass., to which has, since 
the war, merchandised its civilian 
models of the Compax folding bi- 
cycle through Folding Cycles, 
Inc... New York City, has an- 
nounced that it will merchandise 
this bike through its own sales 
force and wholesalers, as well as 
through Folding Cycles, which 
holds the patent on Compax. 

Columbia’s Compax was de- 
signed to fill the demand for a 
standard bicycle that could be 





easily taken apart and _trans- 
ported. Its folding features, the 


Compax take-apart joint and fold- 


ing handle bar, permit uncoupling | 
of the two sections and packing | 


in a few seconds, without tools. 
It is available under the Colum- 
bia and Westfield nameplates and 
is made in a lightweight model 
called, “Sports Traveler” and the 
“Paratrooper” balloon model. For 
packing they fold flat against the 
front fork. 








R. F. TOWNLEY RETIRES 
AS TOWNLEY METAL & 
HDWE. PRESIDENT 


Richard F. Townley, 52, has 
recently announced his retire- 
ment as president of the Town- 
ley Metal & Hardware Co., 
wholesalers, Kansas City, Mo. He 
has been succeeded by Charles 
H. Busby, vice-president and gen- 
eral manager of the company. 
Other officers of the company 
are: Webster W. Townley, vice- 
president; James P. Townley, 
secretary, and E. R. Morrison, 
treasurer and chairman of the 
board. Mr. Townley will con- 
tinue his association with the 
company as a board member. 
Mr. Busby will retain the title 
of general manager of this com- 
pany which covers Kansas, Okla- 


RICHARD F. TOWNLEY 
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homa, Western Missouri, and 
parts of Colorado. 

Mr. Busby joined the company 
in 1921 as a sales representative 
in the wetsern part of Kansas 
which position he held for 15 
years. In 1936 he transferred to 
Kansas City as general sales 
manager and was elected to the 
company’s board. Shortly after 
he was elected vice-president and 
in 1940 was also appointed gen- 
eral manager. 


PEERLESS FOUNDRY CO. 
BUYS ROUND OAK LINE 


The Peerless Foundry Co., In- 
dianapolis, Ind., recently pur- 
chased the rights to make the 
Round Oak line of furnaces, coal 
stoves and ranges. The company 
announced that it will contact 
all of this line’s old accounts 
shortly giving them the avail- 
ability of the line. 


G. V. DRYDEN ELECTED 
CHAIRMAN OF BOARD 
NICHOLS WIRE & STEEL 
G. V. Dryden was recently 
elected chairman of the board of 


directors of The Nichols Wire & | 
Steel Co., 1725 Rockingham Rd.. | 


Davenport, Iowa. Mr. Dryden. 
who has been with the company 
23 years, has held at some time 
or other every official position in 
the company. He has been sec- 
retary, treasurer, vice-president 
and president. Mr. Dryden was 
also receiver of the company. 


and when the company came out 
of receivership, he was appointed 


trustee by the federal court. 
F. P. Leahey was 





treasurer. 


H. W. VINE NAMED 
MGR. GORMAN-RUPP 
INDUSTRIAL SALES 


the Gorman-Rupp Co., 











| Mr. Vine was sales engineer for 
31 years with Fairbanks-Morse, 
sales manager of the Weinman 
Pump Co., Columbus, Ohio, for 
12 years, and general sales man- 
ager of the Carver Pump Co. for 
the past year. 


Leon C. Warner, Jr., was re- 





cently named a director of the 
Minneapolis Retailers Association 
at its annual dinner meeting held 
at the Minneapolis Athletic Club. 


SHEFFIELD BRONZE TO 
MOVE TO NEW PLANT 


Sheffield Bronze Paint Co., 
Cleveland, Ohio, has announced 
that it will move about December 
to its new plant at 17814 Water- 
loo Rd., Cleveland, Ohio. 


advanced 


H. W. Vine has been appointed 
manager of industrial sales for | 
pump 
manufacturers, Mansfield, Ohio. 


| 


| 


from general works manager to | 
vice-president, and W. J. John- 
ston from assistant treasurer to 


| 


B. H. JOHNS 


JOHNS ADVANCED 
TO DIVISION SALES MGR. 
| BY INDEPENDENT TOOL— 


B. H. Johns, for the past seven 
years manager of the St. Louis 
branch of Independent Pneumatic 
Tool Co., makers of Thor port- 
able power tools, has been ap- 
pointed manager of the com- 
pany’s mining and contractors’ 
tool sales division, with head- 
quarters in Chicago. Mr. Johns 
has been with the Thor sales 
force for 21 years. 

W. B. Smith succeeds 
John as manager of the 
Louis branch and R. F. Caslin, 
formerly Thor electric tool ser- 
vice engineer succeeds Mr. Smith 
as manager of the Houston 
branch. 


Mr. 
St. 





LEON WARNER, DIRECTOR 
MINNEAPOLIS RETAILERS | 








PIONEER GEN-E-MOTOR 


| WITH OTHER MFR’S. BUYS 


$4,000,000 STEEL PLANT 

The Pioneer Gen-E- Motor 
Corp., Chicago, Ill, maker of 
“Pincor” lawn mowers, 
electric hedge trimmers and por- 
table electric generating sets, has, 
with a group of other Chicago 
manufacturers, purchased a four 
million dollar steel plant at 
Phoenixville, Pa., which is said 
to have a capacity of 30,000 tons 
of ingots per month, which will 
be rolled into sheet at the 
Apollo, Pa., rolling mill previ- 
ously purchased under a similar 
agreement, 


power 
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HOTSTREAM 


- ~ AUTOMATIC 
DRAFT CONTROL 
FOR STOVES, 


RANGES AND 
FURNACES 






® Automatically controls coal or wood-fired 
stoves, ranges, and furnaces by thermostatically 
regulating flue damper. Adjustable to maintain 
any desired temperature. 


Elimination of over-heating and cool- 
ing means greater health and com- 
fort. No need to fuss constantly with 
draft or fire to keep comfortable in 
any weather. Control may be set for 
low over-night temperature with as- 
surance that fire will not go out for 
want of draft. 


Overheated flues are responsible for 
a large percentage of fires in homes. 
Often manually operated drafts are 
opened and forgotten—but Thermo- 
draft never forgets—it opens and 
checks draft automatically. 


Thermodraft provides constant, eco- 
nomical comfort by using fuel to 
best advantage. Also prevents dam- 
age to stove or other property 
caused by overheating. Pays for its 
low cost in a single heating season. 


Thermodraft is easily installed between two 
sections of chimney pipe, and requires no elec- 
trical or other connections. Sizes for 6”, 7” and 
8” flue pipes. 





DISTRIBUTORS AND DEALERS WANTED IN 
THE HARDWARE FIELD. WRITE FOR PRICES 
AND DISCOUNTS 


THE HOTSTREAM HEATER CO. 


2365 E. 69th ST. » CLEVELAND 4, OHIO 


Manufacturers of water heaters and draft controls 











HAROLD S. FORSBERG 


NEEDS—WANTS TOOLS 

Harold S. Forsberg, president 
of The Forsberg Mfg. 
Bridgeport, Conn., returned Sept. 
16 from Europe where he spent 


| FORSBERG FINDS EUROPE 


land, Italy and England. 

In each country visited, Mr. 
| Forsberg found that tools 
| needed and people are anxious to 
buy. However, outside of Switzer- 
| land and Belgium, none of these 
any foreign ex- 





countries have 
| change, so they are unable to im- 
| port tools from the United States. 
| He asserted that European pro- 
| ducers of tools are from one to 
| three years behind in delivery 
schedules. 








FRANK T. BUDGE CO. 
OPENS WHOLESALE DIV. 


More than 300 dealers and 
their families from all parts of 
Florida recently attended the 
| formal opening of the new sepa- 
| rate wholesale division at 41 N. 
| W. 71st St., of the Frank T. 
Budge Co., 5 E. Flagler St., 


| 
| 


| 
| 


| CHARLES B. SHAEFFER 





Co., | 


three and a half months visiting | 
Sweden, Norway, Denmark, Hol- | 
land, Belgium, France, Switzer- | 


are | 


Miami 30, Fla., wholesale hard. 
ware dealers. 

Charles Shaeffer, general man. 
ager of the organization and 6, 
L. Gentry manager of the whole. 
| sale division, were hosts on the 
occasion. Guests were served a 
buffet dinner and an orchestra 


provided music. A tour of in. 
spection through the building 


formerly occupied by the Army 
was undertaken by all. 

The company was established 
in 1896 by Frank Budge and in 
191] incorporated. More 
than different items are 


was 
20,000 











| 





GENTRY 


G. L. 


handled and Budge’s claims to be 
the largest distributor of guns 
and revolvers in the south. 











| HOBDAY, V.P., GEN. MGR. 
OF MARSHALL-WELLS 
WINNIPEG UNIT 


| R. A. Hobday, formerly man- 

ager, Marshall-Wells stores divi- 
sion, has been made vice-presi- 
dent and general manager of the 
company’s Winnipeg, Manitoba, 
Canada, branch, succeeding J. H. 
Foulds who has retired after 37 
years’ service. 

J. F. McMullen, president ot 
Marshall-Wells Canadian Cos. 
honored Mr. Foulds at a dinner 
held at the Fort Garry Hotel, 
Winnipeg, E. J. Wilkinson, sales 
manager, presented him with 4 
silver tea service on the staffs 
behalf and also a leather golf 
bag from the sales force. 

Mr. Hobday spent several years 
as a sales representative for 
Marshall-Wells and since then 
has held positions of general sales 
manager of the Winnipeg branch 
and sales promotion manager o 
Marshall-Wells Canadian Cos. 

Fred Johnson was named mai- 
ager, stores division, having for: 
merly served as sales promotiod 
manager of the Canadian col 
panies, department manage! 
buyer, and salesman. 
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WICKWIRE SPENCER 
NAMES H. C. ALLINGTON, 
GEN. SALES MANAGER 


H. C. Allington has recently 
been named general manager of 
sales for the Wickwire Spencer 
Stee! Division, The Colorado Fuel 


| 
| Blendor, 


H. C. ALLINGTON 


& Iron Corp., 
York City. 

Mr. Allington has been en- 
gaged in sales work in the east- 
ern area since the end of World 
War 1. He served the New En- 
gland and upper New York ter- 
ritory for a well known gasoline 
pump manufacturer and later be- 
came New York and New En- 
gland district manager for that 
same company. 


with offices in New | 


Several years later he joined 
the Sharpsville Boiler Works as 
eastern district manager, and 
then became affiliated with Amer- 
ican Machine & Metals, Inc., =| 
sales manager of the oil products | 
division. In 1943 he was made | 
manager of a new products de- | 
partment for Wickwire Spencer | 
but within a few months was pro- 
moted to assistant general sales 
manager. 





NRHA CONGRESS TO BE 
HELD IN ATLANTIC CITY | 


The 1948 annual Congress of | 
the National Retail Hardware As- 
sociation will be held in Atlantic 
City, N. J., July 12-15, inclusive. 
Headquarters will be at the Chal- 
fonte-Haddon Hall, sessions at 
Haddon Hall. Original plans 
called for holding it in Seattle, 
Wash., but lack of hotel facilities 
for that time necessitated this 
change. 


G.E. DEALERS TO OFFER 
CUSTOMERS IRON-FOR- 
IRON EXCHANGE 


Under the terms of a new 
Policy now in effect, General 
Electric, Bridgeport 2, Conn., has 
authorized its dealers to offer 
their customers an iron-for-iron 
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| steam electric irons, 


| Porter & Taylor of which Mr. 


exchange for those de signated | 
irons which fail under the terms 
of the warranty, it has been an- 
nounced. 

The new policy makes it pos- 
sible for customers to return 
specified General Electric irons 
which have failed to perform ac- 
| cording to guarantee and to ob- 
| tain new ones from their dealers. 
| The dealer ships the iron to the 
|nearest G-E appliance service 
|center and receives, in turn, a 
| new iron to replace the one given 
| to the customer. 





REEVES-ELY BUYS 
WARING PRODUCTS 


| Reeves-Ely Laboratories, Inc., 
New York City, a subsidiary of 
Claude Neon, Inc., announces its 
acquisition of the Waring Prod- 
ucts Corp. 
Principal product of Waring 
Products Corp. is the Waring 
a food and beverage 


mixer. Production of this item 


brongmnd has been increased, and 


the company hae resumed manu- 
facture of the Waring Aluron 
which soon 
will reappear on the market. 
National distribution of these 
products will continue through 
the D. E. Sanford Companies. 


F. C. TAYLOR ELECTED 
YALE & TOWNE DIRECTOR 


F. Carroll Taylor, senior part- 
ner of the law firm of Porter & 
Taylor, New York City, has re- 
cently been elected a director of | 
The Yale & Towne Mfg. Co., 
Chrysler Bldg., New York City | 
17. Porter & Taylor is general | 
counsel for Yale & Towne. Mr. 
Taylor first became associated 
with Yale & Towne’s legal affairs 
in 1910 when he joined the law 
firm of the late Louis H. Porter, 
then general counsel for the com- 
pany. In 1921, he and Mr. Porter 
formed their law partnership of 


Taylor became head in 1946, 
upon Mr. Porter’s death. 








F. CARROLL TAYLOR 
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These fine CAMILLUS KNIVES 
~ are being advertised in 


during November and December and over 35 
million readers are being invited to “‘ get these 
knives at hardware and sporting goods stores.“ 


Order at once from your distributor to take ad- 
vantage of these profitable sales. Nos. 62 & 398. 
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Exterior of the Grand Central Palace, New York City, during the National Hardware Show, 


24,671 Buyers at National Hardware 
Show Offered Wide Product Variety 


The National Hardware Show, 
held at Grand Central Palace, 
New York City, was attended by 
24,671 buyers during its four- 
day run which ended Oct. 17. 
The show had an audience of 
more than 53,000 to witness a 
definite return to quality after 
seven lean years. Prices, gener- 
ally were up an average of 15 per 
cent over last year’s levels, but 
the gadgets which charactcrized 
last year’s show were replaced 
by fine tools and locks, firearms 
and fishing equipment, door 
chimes, lawn mowers, electrical 
appliances, and many other long 
wanted items among the 2300 
lines shown by 400 exhibitors. 

Frank M. Yeager, manager di- 
rector, called the show the 


largest in the history of the in- | 





Scene at the registration booths inside the Grand 
Central Palace during the National Hardware Show. 
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Oct. 15-18. 


dustry. Of the first day’s regis- 
tration of 22,000 more than 1400 
were buyers from foreign coun- 
tries. Among exhibitors, many 
were busy accepting new orders. 
while others reported older orders 
booked so heavily that they could 
not take more. 

In addition to power tools. 
products most in demand seemed 
to be builders’ hardware. An of 
ficer of the French wholesale 
hardware association reported 
that foreign buyers were particu- 
larly interested in all types of 
tools. These items were displayed 
at the show; everything .from 
hammers and hand saws to elab- 
orate drill presses, lathes. table 
saws and band saws. Quality 
sleds, golf clubs, air guns, and 
other types of sporting goods 


equipment for hunters and fisher- 
men, including outboard motors 
and boats, made their return to 
the market. Instruments such as 
thermometers and _ barometers 
were also back and so were paint 
spray guns, housewares, fire ex- 
tinguishers, step and extension 
ladders, cutlery, cabinets, paint 
insecticides and soldering irons. 

The show, which occupied 
three full floors in Grand Cen- 
tral Palace, was open only to the 
trade. A number of exhibitors 
and buyers already have request 
ed that it be repeated next spring 
in Chicago, an exposition repre- 
sentative stated. 





Cc. J. HAAGEN NAMED 
TAPPAN DIST. MGR. 


D. S. Sharp, sales manager of 
the Tappan Stove Co., Mansfield, 
Ohio, has announced the promo- 
tion of O. J. Haagen to district 
manager. 

The announcement was made 
during the recent three-day dis- 
trict managers’ convention which 
was held at the Tappan plant. 
Mr. Haagen will supervise the 
southwestern Ohio and southern 
Indiana district. 

He was employed for 18 years 
by the Ohio Fuel Gas Co. in the 
capacity of assistant manager of 
appliance sales and later as man- 
ager of domestic and commercial 
appliance sales. 

Mr. Haagen joined the Tappan 
organization in 1945 as super- 
visor of public utility sales. 





REISS ASSOCIATES 
MOVE OFFICES 


Joseph Reiss Associates, manu- 
facturers’ representatives and 
merchandise consultants, has an- 
nounced its location in new of- 


fices at 22] West 57th Street, 





New York 19, N. Y. 





KEYSTONE FENCE SHOW 
RETURNS TO AIRWAVES 


Keystone Steel & Wire Com. 
pany of Peoria, IIl., announces 
that their radio program “All 
Around the Farm” went on the 
air again the last of September, 
The program is produced by Med 
Maxwell, well known farm radio 
director. Mr. Maxwell drives hig 


sound truck right out to the 
farms in many states and dis 
cusses farming practices with 
top-ranking farmers. Musical 


numbers are added at the studio 
to make an interesting 15-m‘nute 
electrically transcribed program. 

Sixteen radio stations are on 
the Keystone schedule, covering 
the Midwest and Southwest and 
reaching into the West. Other 
Keystone radio programs include 
the National Barn Dance on 
WLS and Everybody's Farm 
-Hour on WLW. 


R. H. HALQUIST RETURNS 
TO LEGAL PROFESSION 


Roy H. Halquist has left the 
WPB which he has served with 
since the beginning of the war, 
heading The Hardware and 
Small Tools Section. During that 
period the section allotted raw 
materials to manufacturers. estab- 
lished simplification programs 
and issued directories for assigr 
ment or ratings on wholesalers 
applications. 

Mr. Halquist was presiding of- 
ficer of 13 hardware manufac- 
turers’ groups and has addressed 
several hardware conventions. At 
the end of the war in 1945, he 
became a member of the War 
Contracts Adjustment Board, 
handling re-negotiation and ter- 
mination matters until Oct. 1 
when he returned to his peace- 
time profession as an attorney of 
law and Certified Public Ac- 
countant with offices at 1325 18th 
St., N.W., Washington. D. C, 
where he will welcome the oppor- 
tunity to assist those in the hard- 
ware and other trades. 








ROY H. HALQUIST 
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Cosco Model 4-D Step Stool. Gleaming 






chromium finish, upholstered seat and 
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soe Fe g, To help send your holiday profits soaring toa new NATIONALLY ADVERTISED 
~aetee D. C, high, the manufacturers of Cosco Household Stools 
Jcome the oppor: are launching a special, pre-holiday advertising cam- 

paign reaching almost 13,000,000 homes and urging 


hose in the hard- 
rades. Yuletide shoppers everywhere to give practical pres- 
ents... 0 make this a Cosco Christmas. Home Journal, Better Homes and Gardens, 


American Home, Household and Parents’ 
Magazine. 





® Cosco’s Christmas advertising will 






appear in five leading magazines having 
a total circulation of 12,773,966—Ladies’ 










Breaking in five leading national magazines at a time when gift 
lists are in the making, this great, new Cosco program is geared 
to produce top profits for your store. Make the most of this oppor- 
tunity. Stock plenty of modern, all-metal Cosco stools. There’s a 
sturdy, stylish model for every purpose in every home—priced for 
every purse: step stools, kitchen stools, youth chairs, bar stools and 
bathroom stools. All are smartly designed and beautifully finished, 
with a wide variety of models, styles and finishes to provide the per- 


fect selection for every customer. See your Cosco distributor or write . ; " 
for full information on the complete Cosco line and the hard-hitting Aylea ie ailing prety 


promotion program—including free tie-in newspaper mat for dealers’ 
use—for increased Christmas sales! 

















Write for Complete Information on the Fast-Selling, All-Metal Cosco Step Ladder 
HAMILTON MANUFACTURING CORPORATION + COLUMBUS, INDIANA + The Leading Manufacturer of All-Metal Household Stools 
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McLAUGHLIN APPOINTED 
CROSLEY EAST CENTRAL 
REGIONAL MANAGER 


Joseph A. McLaughlin has re- 
cently been appointed east cen- 
tral regional manager for Crosley 


JOSEPH A. McLAUGHLIN 


Division, Avco Mfg. Corp., Cin- 
cinnati, Ohio. Mr. McLaughlin 
has served as Brooklyn sales man- 
ager for the Crosley Distributing 
Corp., New York City, for the 
past two years. 

He has had 18 years’ experi- 
ence in radio and appliance busi- 
and during the war served 
with army and navy as an indus- 
trial specialist. Prior to the war 
he spent four years with Colen- 
Gruhn Co., New York, dis- 
tributors of Zenith radio, Thor 
washers and Stewart-Warner re- 
frigerators. 


ness 


APPLIANCE-MERCHANDISE 
VACUUM CLEANERS DIVS. 
CONSOLIDATED BY G.E. 


The General Electric Co.’s ap- 
pliance and merchandise depart- 
ment has recently consolidated 
its vacuum cleaner divisions into 


one organization with A. L. At- 


kinson as manager. 

He will head its over-all opera- 
tions including 
engineering, sales and account- 
ing. The consolidation affects 
the former Premier, 
Electric and industrial vacuum 
cleaner divisions, which operated 


out of Cleveland and Bridgeport | 
under the appliance and merchan- | 


dise department. Mr. Atkinson, 


who was formerly manager of the | 
division, | 
stated that the change does not 


G-E vacuum cleaner 
affect the commercial operations 
of the Premier division except 
that its commercial staff will be 
moved to Bridgeport from Cleve- 
land. Manufacturing offices of 
the whole division will continue 
in Cleveland. 
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| chandise bonus for all partici- 
| pants for the 22,000 independent 
| retailers of the firm’s decals and 
| ready-pasted 
| borders. During September, Oc- 





manufacturing, | 


General | 





Mr. Atkinson joined G.E. in 
1906 in Schenectady, N. Y., as a 
draftsman, switched to produc- | 
tion engineering and in 1917 en- 
tered the publicity end. In 1925 | 
he became advertising manager | 
of the appliance and merchan- | 
dise department and in 1928 was | 
named manager of vacuum clean- 
er sales. 


MEYERCORD WINDOW 
DISPLAY CONTEST 


The Meyercord Co., Chicago, 
is conducting a window display 
contest which offers monthly 
awards, grand awards and a mer- 


Trimz decorative 
tober and November the com- 
pany awards three $75 first 
prizes, three $50 second prizes 
and three $25 third prizes, each 
month. As a finale, $150 addition- 
al is offered for the best window 
display of the campaign with sec- 
ond and third grand awards of 
$100 and $75. 

Originality, ingenuity and sales 
effectiveness are the three fea- 
tures upon which the displays 
will be judged. The judges in- 
clude: Carl L. Gestrine, past- 
president of the Chicago Display 
Club and member of the Inter- 
national Association of Display 
Men; George Hermanson, also a 
past president of the Chicago 
group and IADM member; and 


| they 





L. J. DeWiggins, display man 


|and a member of the Chicago 


club. Entrants are required to 
submit photographs or simple 
snapshots of the displays. All 
entrants receive a package of new 
Meyercord Decals suggested to 
retail for $5. Entry blanks re- 
quest dealers to specify whether 
were featuring 


| Trimz-Ready-Pasted Border, or a 
| combination. Dealers can obtain 
special display materials by writ- 
'ing the Home Decoration Dept.. 
The Meyercord Co., Chicago 44. 


AL HIGGINS APPOINTED 
SAVOGRAN SALES MGR. 


Alfred Higgins has been ap- 
sales manager of the 
Savogran Co., Boston, Chicago 
and San Carlos, Cal. Mr. Hig- 
gins who has had much experi- 
ence in the paint and hardware 
fields will establish headquarters 
in the Boston office. 


pointed 


FOLEY MFG. CO. MOVES 
TO NEW PLANT 


The Foley Mfg. Co., 3300 Fifth 
St., Northeast, Minneapolis 18, 
Minn., has recently moved to a 
new and modern plant. Walter 
M. Ringer, president of the com- 
pany, planned this factory to 
provide the finest facilities for 
efficiency in production and for 
the comfort, health and safety of 
Foley associates. Foley has two 
divisions, one which makes 
kitchen utensils and the other 
which manufactures saw filing, re- 
toothing and grinding machines. 





Decals, | 





HARRY WILSON NAMED 
ASS’T. SALES MGR. 
FOR MATHIAS KLEIN 


Harry B. Wilson was recently 
appointed assistant sales man- 
ager of Mathias Klein & Son, 


r — 


HARRY B. WILSON 


Chicago. Mr. Wilson has been 
with the hardware industry for 
the past 12 years. He formerly 
represented the company on the 
Pacific coast, but resigned this 
position to join Lufkin Rule Co., 
Saginaw, Mich., as sales repre- 
sentative in the south western 
states. 

Mr. Wilson returned to Math- 
ias Klein in 1945 as-salesman in 
the mid-west area, but as assis- 
tant sales manager his headquar- 
ters will be at the home office’ in 
Chicago. 








SALES STRATEGY TO AID EUREKA DISTRIBUTORS 


in moving an increasing 


volume of products through retail outlets, during the fall and winter months, was outlined 
to regional sales managers of the Eureka Division of Eureka Williams Corp., at a series 
of meetings held recently in Bloomington, Ill. The general merchandising program for 
all Eureka division products was discussed by George T. Stevens, executive vice-president 
of Eureka Williams and general manager of the Eureka Division, and John B. Lanigan, 
general sales manager. Seated left foreground: Henry W. Burritt, president of the com- 


pany, center foreground, Mr. Stevens, extreme right foreground, Mr. Lanigan. 


Clock- 


wise are regional sales managers: Duncan J. Tutt, Dallas; James G. Fisher, Chicago; L. 
E. Loveland, Cleveland; H. W. Butler, St. Louis; A. J. Champan, Washington, D. C.; 
William Follet, New York; John R. May, Seattle; E. L. Hill, Cincinnati; J. H. Connolly, 
Boston; A. W. McDaniels, Detroit; and S. B. Peppers, Atlanta. 
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ARCHER-DANIELS-MIDLAND COMPANY 
600 Roanoke Building « Minneapolis 2, Minnesota 
Hay... Please send me more information about 
the EXTRA VALUES for me in Supertreated 

POL-MER-IK 100% pure linseed oil. 
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A. S. BARROWS NAMED 
UNDER SECRETARY OF 
THE AIR FORCE 
Arthur S. Barrows, 63, retired 
from active service in Sears, 


Roebuck & Co., Chicago, IIL, of 





ARTHUR 8S. BARROWS 


which he was president from 
1912 until he became vice-chair- 
man of the hoard in 1946, has 
been appointed Under Secretary 
of the Air Force by President 
Truman. 

The first position Mr. Barrows 
had was with Iibbard, Spen- 
cer, Bartlett & Co., Chicago 
hardware wholesalers. He left 
the company in 1910 to operate 
a retail hardware business for 
six years in Washington, Ind. 

He was with Montgomery 
Ward & Co. from 1917 to 1925 
being manager of the hacdware 
and plumbing departments the 
last four years. 


REYNOLDS CO. APPOINTS 
ALUMINUM MILL PRODUCT 
DISTRIBUTORS 


Reynolds Metals Co., Louis: 
ville. Ky., to help provide better 
local service to its customers has 
appointed new distributors of its 
aluminum mill products. Under 
terms of the arrangement, these 
distributors become the area out- 
let for all Reynolds aluminum 
mill products. 

The distributors are: American 
Steel Warehouse Co., Portland; 
Arnold-Brown Metals & Supply 
Co., Birmingham; Brass & Cop- 
per Sales Co., St. Louis; Brass 
& Copper Sales Co., Kansas City; 
Builders Structural Steel Co., 
Cleveland; Caine Steel Co. of 
California, Los Angeles and 
Emeryville, Cal.; Conner Mfg. 
Co., Louisville, Ky.; Edgcomh 
Steel Corp., Hillside, N. J.; Hall 
Machinery Co., Akron 4, Ohio; 
Herrick Co., South Boston: 
Marsh Steel Corp., North Kansas 
City, Mo.; Newell T. Miner Co.. 
St. Paul; Moncrief-Lenoir Mfg. 
Co., Houston; Seattle Steel Co., 
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Seattle; Richard G. Stern & Co., 
Los Angeles; Benjamin Wolff & 
Co., Chicago; Salt Lake Hard- 
ware Co., Salt Lake City; and 
Southern Aluminum Corp., Mem- 
phis, Tenn. 

LEITER OUTLINES 

EDUCATION PLANS 

OF PUMP MAKERS 


C. D. Leiter, sales manager, 
The F. E. Myers & Bro. Co., Ash- 
land, Ohio, discussed “Education 
of Distributors and Retailers in 
Sales and in Selection, Installa- 





Cc. D. LEITER 


tion and Servicing of Electrical 
Equipment” at the National Farm 
Electrification Conference, held 
last month in Indianapolis, Ind. 
He stated, in part, “Our philoso- 
phy of distribution is to get the 











user promptly and at lowest pos- 
sible cost consistent with high 
quality the electrical equipment 
which he needs. When received 
by the user that equipment 
should be in proper condition to 
render de‘nite service with a 
minimum of attention. Where in- 
stallation is required, installation 
should be an integral part of the 
delivery of the equipment.” Selec- 
tion, installation and service after 
installation are the three major 
factors in proper distribution or 
sales in the Water Supply Equip- 
ment Industry. he emphasized. 

Mr. Leiter then outlined steps 
taken by his company for distrib- 
utor and dealer training includ- 
ing classes concerning selection, 
installation and service, these 
classes having had more than 
6000 participants. Mr. Leiter has 
served on the steering committee 
and represented the National As- 
sociation of Domestic & Farm 
Pumping Equipment and Allied 
Products Manufacturers and is a 
member of its executive board. 
At the close of the conference he 
was appointed vice-chairman of 
its 1948 conference. 





GRAVES-HUMPHREYS TO 
REMODEL BUILDINGS 


Graves-Humphreys Ilardware 
Co., wholesalers, Roanoke, Va.. 
plans to remodel and rebuild its 
existing buildings at 1942 Frank- 
lin Rd., and add to new sections 
to those buildings. Interior al- 
terations will also be made. The 
additions and alterations should 
be completed by October, 1948. 











ON HIS WAY: Samuel R. 


Slaymaker I] compares lock 


samples and case used by his grandfather more than 50 
years with samples of the current line of locks made by the 
Slaymaker Lock Co., Lancaster, Pa. The younger Slaymaker, 
son of the company’s president, Samuel C. Slaymaker, re- 
cently joined the sales promotion staff of the company which 
was founded by his grandfather. Mr. Slaymaker will be oc- 
cupied primarily with the company’s expanded program of 
sales helps to its distributors and sales representatives and 
will help in promoting sales on the “Greene Tweed” line of 


brass builders’ hardware also made by the company. 


















IRIS MURDOCK ASS’T 
SALES MGR. HOUSEWARES 
FOR EKCO PRODUCTS 


Iris Murdock has recently been 
appointed an assistant sales man- 
ager of the housewares division 


of Ekco Products Co., 1949 N, 





IRIS MURDOCK 


Cicero Ave., Chicago 39, Tl]. Mrs, 
Murdock was president of Mur. 
dock Metal Products, Inc., until 
Ekco purchased the company last 
year. She retired from business 
for several months and_ then 
joined Ekco as director of pro- 
motional sales for the department 
store division. In her new posi- 
tion she will continue to be in 
charge of the company’s sales 
counselors and demonstrators. 





BRAZILIAN EXPORT FIRM 
REPRESENTATIVE TO 
VISIT UNITED STATES 


W. D. Rector, of W. D. Rector, 
import and exporters, P. O. Dox 
1073, Sao Paulo, Brazil, will visit 
New York from Nov. 8-30, and 
Chicago from Dec. 2-16. His 
headquarters in New York will 
be the Hotel Martinique, Broad- 
way and 32nd St., phone PE 
6-3800, and in Chicago, the 
Stevens Hotel, 720 S. Michigan 
Ave., phone Wabash 4400, cable 
address: Stevens. The company 
represents many American manu- 
facturers whose plants Mr. Ree- 
tor intends to visit. He states 
that any manufacturers or eX 
porters who are interested in be 
ing represented in Brazil should 
contact him. 





U. S. METALS REFIN'NG 
TO BUILD ADDITION 


United States Metals Refinery 
Co., subsidiary of the American 
Metals Co., Ltd., 61 Broadway, 
New York City, plans to make al 
terations and additions to the 
copper products building of its 
existing plant in Carteret, N. J. 
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@ The inbuilt work value of Stanley Tools 
is universally recognized. Millions are in 
use—on construction jobs, in manufacturing 


plants and in homes. 


Representative is the Stanley Bailey 
Plane, choice of the vast majority of wood- 
workers for its hand-fitting design, its strong 
body milled and ground straight and true, 
the lasting keenness of its fine steel cutter 
held rigidly in place, its easy adjustability 
for light or heavy planing. 
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STANLEY TOOLS, NEW BRITAIN, CONNECTICUT 
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American manufacturers 
throughout the United States 
will draft a program for strength- 
ening Fair Trade at the annual 
meeting of the American Fair 
Trade Council to be held Nov. 
12-13, at the Waldorf-Astoria 
Hotel, New York City. 

The problems 
thoroughly during 
Forum at an afternoon session in 
the Wedgwood Room at the Wal- 
dorf on Nov. 13, when members 
of the board of directors headed 
by John W. Anderson, president 
of Anderson Co., Gary, Ind., and 
president of the American Fair 
Trade Council, will sit as a panel 
of experts. Questions will be di- 
rected to board members from 
the floor. The forum will be open 
to all manufacturers and _ repre- 
sentatives of service organizations 


aired 
Open 


will be 


an 


who are interested. 

Other members of the panel 
include: B. S. Peirson, general 
sales manager, consumer division, 
Corning Glass Works, Corning, 
N. Y.; John W. Mettler, presi- 
dent, Interwoven Stocking Co., 


American Mfr’s Plan to Formulate 
Program Strengthening Fair Trade 











New Brunswick, N. J.; John W. 
Scott, secretary, Bissell Carpet 
Sweeper Co., Grand Rapids, 
Mich.; C. R. Sheaffer, president, 
Sheaffer Pen €o., Fort Madison, 


Ia.; R. L. Whitman, vice-presi- 
dent, Nashua Mfg. Co., New 
York, and L. A. Clavin, sales 


manager, Atlantic division, Sim- 
mons Co., Elizabeth, N. J. 

Mr. Anderson said Government 
agencies are preparing to again 
criticize the Fair Trade laws in 
45 states as well as the Federal 








Miller-Tydings act. Senator Mil- 
lard E. Tydings, of Maryland, co- 
author of the Miller-Tydings | 
law, will be the principal speaker | 
at the open session. The clinic | 
type forum to follow will provide | 
Fair Traders and _ prospective 
Fair Traders with an opportunity 
to discuss and exchange views 
on such subjects as: price ad- 
justments, competitive markets 
and consumer protection against 
quality dilution. 

Reservations area available at 
the Council’s New York office, 
i E. 44th St., New York City. 








PAYSON CORP. APPOINTS 
M. W. LIGHTCAP, V.P. 


Milton W. Lightcap recently 
resigned as head of the paint di- 
vision of Montgomery Ward & 
Co., Chicago, to become vice- 
president and general manager of 
the Payson Corp., New York, 
makers of paints, enamels and 
varnishes. 

Mr. Lightcap started in the 
paint field in 1924 with the Pitts- 
burgh Plate Glass Co., working 
through various departments to 
become manager of the 
paint division. In 1939 he joined 
Devoe & Raynolds, helping in 
that company’s expansion pro- 


sales 


gram. 
During the war he worked with 


» 





W. LIGHTCAP 


MILTON 


198 
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| the Chicago conference. 


| 
| 





North American Phillips as dis- 
tribution manager working with 
the United States and foreign 
government agencies in electronic 
devices. 


APPLIANCE & RADIO 
RETAILERS’ CONFERENCE 
IN CHICAGO, JAN. 19-21 
The National Electrical Re- 
tailers Association Appliance & 
Radio Retailers Conference will 
conduct a national conference of 
retailers of appliances and radios 
at the Sheraton Hotel, Chicago, 
on January 19, 20 and 21, 1948, 
according to C. C. Simpson, man- 
aging director. The subjects to 
be discussed at the conference in- 
clude manufacturer-distributor re- 
lations, service, sales promotion, 
business’ efficiency, __ trade-ins, 
rural electrification, installations, 
and expansion of NERA and 

NERA services. 

Regional Chairmen on each 
subject have been appointed in 
every section of the country. 
These chairmen will form com- 
mittees, Simpson said, to provide 
NERA with appliance and radio 
retailers’ opinions on assigned 
subjects, and advice as to how 
NERA can accomplish the de- 
sired results. Regional Chairmen 
in turn will report to a General 
Chairman for each subject, and 
the report of each General Chair- 
man will be made in person at 





All NERA members have been 


invited to attend the meeting, and | 
other local and regional associa- 
tions will also be urged to par- 
ticipate in the conference, in order 
to bring about a strong national 
alliance of appliance-radio re- 
tailer interests. 

N. Y¥. HARDWAREMEN | 

HEAR TALK ON WILLS 


More than 44 members and 
guests of the Hardware Trade 
Association of New York heard 
A. C. Flamman, Hughes, Flam- | 
man & Simpson, and legal coun- 
sel for the club speak on wills at 
the Oct. 21 meeting held at Mil- 
ler’s Restaurant, 144 Fulton St., 
New York City. He pointed out 
the need for planning, through 
means of a will, so that when 
death occurs the best possible 
financial return will be available | 
to those surviving. Mr. mead 





| 





A. C. FLAMMAN 
| 


| outlined the laws governing the | 


proper preparation and execution | 
of a will. 
The meeting was presided over 
by H. L. Usherg Oliver Iron & 
Steel Corp., president of the as- 
sociation. 
KIEFFER NAMED DIST. 
MGR., HOME APPLIANCES 
FOR GENERAL MILLS 


William L. Kieffer has been 
appointed district manager for 
General Mills’ home appliances 
in the Mid-Atlantic states with 
headquarters in Washington, D. | 
C. Mr. Kieffer succeeds Arthur 
Sellers, who has been assigned 
to the Metropolitan district in 
New York City. 

Mr. Kieffer will handle south- 


ern Maryland, the District of 
Columbia, Virginia and North 
Carolina. Mr. Kieffer formerly 


was district representative in the 
Mid-Atlantic area for Nu-Tone, 
Inc., Chicago, and prior to that 
he was with Roebuck & 
Co. 


Sears, 


York City. 











FRANK BROWN NAMED 
GLOBE LIGHTING CO. 
MERCHANDISE MGR. 


Frank E. Brown has recently 
been appointed merchandising 
manager of the Globe Lighting 
Products Co., 16 E. 40th St., New 





FRANK E. BROWN 


In the newly-created 
post, Mr. Brown will direct the 


| sales to wholesale accounts and 


conduct the company’s activities 
with these accounts in the dif- 


| ferent lighting fields. 


Mr. Brown was associated with 
General Electric’s Boston district 
and then maintained headquar- 
ters at Bridgeport, Conn., con- 
nected with the Construction Ma- 
terials Division. 





ELASTIC STOP NUT BUYS 
BUCHANAN ELECTRICAL 
PRODUCTS CORP. 

The Elastic Stop Nut Corp. ol 
America, Union, N. J., has re- 
cently purchased the majority 
stock interest in the Buchanan 
Electrical Products Corp., Eliza- 
beth, N. J., in order to add to 
the company’s present products, 
new lines which would permit di- 

versification of factory output. 


The operations of the two 
companies will be coordinated 
with a new line of insulated 
bushings and other improved 
electrical fittings which will be 
manufactured by Elastic Stop 
Nut and sold _ through _ the 


Buchanan company. 


J. R. CLARK TO BUILD 
NEW FACTORY 


J. R. Clark Co., makers of the 


Rid-Jid line of ironing tables, 
ladders, and other household 
products, Minneapolis 2, Minn. 


is building a million dollar plant 
on a 20-acre site between the 
two arms of Lake Minnetonka 
to house the company’s main 
offices and provide 200,000 square 
feet of one-floor factory area. 
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Yes, here is another addition to Dempster equipment...to make 
Dempster, America’s complete line, even more complete... and 
more profitable for you to handle. This new Dempster pump con- 
sists of a high efficiency centrifugal pump combined with a built- 
in ejector and a priming chamber. The priming chamber permits 
handling of air thus making the pump self-priming and also able 
to supply air for recharging the pressure tank. 


Connected to a pressure tank having an automatic air volume 

control with a pressure switch on the pump and an automatic 
overload device in the motor 
makes this a compact, efficient and 
trouble free water supply unit. 


Write for details that explain why 
this new Dempster Water Systen_ 
will lead to more business. Your 
sales future holds big opportunities 
when you carry Dempster... 
America’s complete Water Supply 
Line. 


DEMPSTER MILL MFG. CO. sisrasia 
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Santa Claus, 1947 style, is as- 
sured a  $250,000,000 (retail 
value) toy pack, according to 
the American Toy Institute, re- 
search division of the Toy Manu- 
facturers of the U. S. A., 200 
Fifth Ave., New York City. 

Parents will find prices aver- 
age about a 10 per cent increase 
over 1946, with quality greatly 
improved, claims the institute. 
The total family bill may be less 
than last year due to large vol- 
ume supplies of low and medium 
priced lines available for the first 
time since the war. 

L. M. MacDonald, president of 
the Toy Manufacturers of the 
U. S. A., states that late buying, 








American Toy Institute Promises 
$250,000,000 Toy Pack For Santa 


material shortages and labor dif- 
ficulties made it impossible to 
use full production facilities and 
kept. volume close to last year’s 
level; so a shortage of best sell- 
ing toys is inevitable and early 
buying is advised. He continued. 
saying that toy designs reproduce 
the American way of life with 
every type of home appliances, 
transportation, engineering, ar- 
chitecture, science, agriculture, 
fashion and art represented in 
workable miniature. Industry- 
wide emphasis is placed on labels 
and instructions indicating age 
interest of playthings based on 
research under actual play con- 
ditions. 








GEO. C. BESTICK BUYS 
ELWOOD ADAMS, INC. 


Elwood Adams, Inc., 154-156 
Main St., Worcester, Mass., in- 
dustrial supplies, has been pur- 
chased by George C. Bestick who 
has retired as purchasing agent at 
Heald Machine Co. Mr. Bestick 
is to be treasurer and general 
manager of the business. 

The store occupies what is re- 
garded as the first brick building 
erected in Worcester. The busi- 
ness was established in 1821 by 
Daniel Waldo, Jr. Henry W. 
Miller, who had been apprenticed 
to learn the business in 1821 


joined George I. Rice in buying 


| the Waldo business. 





George C. Bestick, seated, and Robert P. Adams 


Mr. Miller 
sold the firm in 1886 to Elwood 
Adams and William C. Smith. 
The latter partnership was dis- 
solved in 1891 and in 1904 Mr. 
Adams’ son, Robert P. Adams, 
has operated the business. Mr. 
Adams is president of the new 
corporation and Paul Bestick is 
vice-president and assistant trea- 
surer. His son-in-law, William H. 
Silvester, is secretary. The board 
of directors consists of Mr. 
Adams, Mrs. Adams and Nor- 
man E. Woodis, who has been 
employed there 52 years, and 
who will remain under the new 
owner. 














B. B. WOOD 


Wood Shovel & Tool Co., 
Piqua, Ohio, whose election as 
a member of the executive com- 
mittee of the American Hard 
ware Manufacturers Association 
was announced in the Oct. 23 
issue of Harpware AGE. 








WHEELING APPOINTS 
ATLANTA BRANCH MGR. 


E. B. Carter, vice president in 
charge of sales, Wheeling Cor- 
rugating Co., Wheeling, W. Va. 
has announced the retirement. of 
E. C. Schaaf, manager of the 
Atlanta office, due to ill health. 
and the appointment of W. C. 
Gemperline, as his successor. Mr. 
Gemperline moves to Atlanta 
from Columbus, Ohio, where he 
has served since 1938 as a sales- 
man, with the exception of two 
years in the armed forces in the 


South Pacific. 


E. L. HALL DIRECTS 
AGA TESTING LABS 


Edwin L. Hall, coordinator of 
Gas Production Research and 
secretary of the General Research 
and Planning’ Committee of the 
American Gas Association has re- 
cently been appointed director of 
the American Gas Association 
Testing Laboratories at Cleveland 
and Los Angeles. Mr. Hall suc- 
ceeds R. M. Conner who is re- 
signing from active duty as direc- 
tor due to ill health. Mr. Conner 
will be retained in the capacity 
of Laboratories Consultant. 


H. G. YARNELL, SALESMAN 
FOR NATIONAL PRESSURE 
COOKER COMPANY 


H. Granville Yarnell has re- 
cently been appointed sales rep- 
resentative in Connecticut and 
part of New York and Pennsy]l- 
vania for the National Pressure 
Cooker Co., Eau Claire, Wis., 
maker of Presto cookers and 
other products. 


GENERAL TIME OPENS 
CHICAGO SALES- 
SERVICE OFFICE 


General Time Instruments 
Corp., New York City, has re- 
cently opened a_ consolidated 
sales and service office for its 
divisions and subsidiaries at 11] 
North Canal St., Chicago. 

Occupying more than 9,000 sq. 
ft. of floor space, the offices will 
maintain complete sales and ser- 
vice staffs for Westclox, LaSalle- 
Peru, Ill., producers of clocks 
and watches; Seth Thomas 
Clocks, Thomaston, Conn., mak- 
ers of clocks; Stromberg Time 
Corp., New York City, makers of 
time recording instruments, and 
Haydon Mfg. Co., Torrington, 
Conn., manufacturers of small 
motors and timing devices. 





SOUTHERN SUPPLY ASSN. 
JOINT REGION SALES 
CONFERENCE JAN. 8-9 


The members of the American 
Supply & Machinery Manufac- 
turers Association are invited to 
attend the joint regional sales 
conference and mid-year meeting 
of the Southern Supply & Ma- 
chinery Distributors’ Association, 
Inc., to be held at the Edgewater 
Gulf Hotel, Biloxi, Miss., on Jan. 
8, 1948. The mid-year meeting 
of the Southern Association will 
be held on Jan. 9 with a ban- 
quet in the evening. 

This meeting should afford an 
excellent opportunity for officials 
of manufacturers to contact 
many customers at a minimum of 
time, says T. J. Kenny, associa- 
tion president. Ladies are wel- 
come and social events are plan- 
ned to include them. Reserva- 
tions should be made directly 
with the Edgewater Gulf Hotel, 
for the attention of A. P. Shoe- 
maker, Jr., manager, calling 
notice to the fact that you are 
attending the meeting of the as- 
sociation. 


ELECTRIC WIRING FIRM 
IN NEW NEWARK PLANT 


Interstate Mfg. Corp., with 
offices at 138 Sussex Ave., New- 
ark, N. J., recently completed 
and occupied its new plant at 
32-36 Newark St., Newark 4, 
N. J. These facilities are fully 
equipped with the latest equip- 
ment and methods for volume 
production of cord sets, heater 
cords and wiring harnesses for 
the electrical appliance and 
automotive industries, These 
products are produced exclusively 
on a contract basis to the cu® 
tomer’s exact specification. Ex- 
ecutive offices will still be main 
tained at 138 Sussex Ave. 
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Rainbow—America’s leading line of enameledware 
coffee makers—is now available in quantity. No 
matter how your customers like to make their 
coffee, they'll find the right brewer in the Rainbow 
line—including the famous Flavor-Savor drip 
coffee maker approved by the National Coffee 
Association. Four flashing colors to spark your 
displays: red, blue, yellow and green. Three most 
popular sizes: two, six and eight cup percolators 
and six cup drip coffee maker. 








FEDERAL ENAMELING & STAMPING CO. 
Pittsburgh, U. S. A. 
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WHAT KIND 
OF CHAIN 


(loes your 


BN 
\) Trade Want? 


Your customers 
know it is good 
business to use 
CM Chain 
Products...you 
will find it 
equally good 
business to 
sell them 
CM Chain 
Products. 


f. it’s the best 
on the market, 
then CM Chain 
Products are the 
answer. For there is 
a CM chain to meet 
every type of appli- 
cation...and every CM 
chain has a service-prov- 
en record for economy, de- 
pendability and long life. 


@ For practically every chain 

use there is a CM product de- 

signed specifically for that job... 

AUTOMOTIVE... AGRICULTURAL 

..» HARDWARE... INDUSTRIAL 
MARINE. 


COLUMBUS-McKINNO 


CHAIN CORPORATION 


ated w 5 mM e Hoist 


GENERAL OFFICES AND FACTORIES: TONAWANDA, N. Y 


SALES OFFICES. New York « Chicago + Cleveland + San Francisco + Los Angeles 


“See us in Cleveland at Booth 526... 


202 
















HOTPOINT SPONSORS 
CHRISTMAS DISPLAY 
CONTEST 


Stressing the sales impact of 
tying up store window and in- 
terior display “in one package,” 
Hotpoint, Inc., Chicago 44, IIL, 
will sponsor a nation-wide dealer 
Christmas display contest to open 
Thanksgiving Day and to close 
New Year’s Day, with awards 
based on any one-week display 
during that period. 

While sales emphasis is placed 
on complete all-electric kitchens 
and laundries, dealer entrants 
may also display individual kitch- 
en and laundry appliances in 
original settings. In addition to 
the top national award, a deluxe 
| 1947 Ford sedan, each of Hot- 
point’s four sales regions will re- 
ceive a $1,000 government “E” 
bond to be given the dealer with 
the most outstanding display in 
the region. Each distributor will 
| receive a $100 government “E” 
bond to be presented to the deal- 
er with the top display in the 
territory. Runners-up in dis- 
tributors’ sales areas will receive 
Parker “51” pen and pencil sets. 

Gold plaques inscribed by 
L. C. Truesdell, vice-president of 
Hotpoint, will be given regional 
and district managers and the 
| distributor in whose territory the 
grand national award winner is 
located. Silver plaques will be 
awarded distributor, _ regional 
and district manager for the 
grand regional award winner 
| dealer. Awards will be based on 
| originality, ingenuity and_ over- 
They will be 





| all attractiveness. 


| based on the decision of three 
| judges, who will select winners 
| from display photographs sub- 


mitted before Jan. 20. Winners 
will be announced Feb. 1. 


OPENS NEW PLANT 


Economics Laboratory, Inc., 
manufacturers of Soilax and other 
home and _ industrial cleaning 
compounds, St. Paul, Minn., re- 
cently opened a new plant in 
| Lynhurst, N. J., to manufacture 
and package Soilax, Super-Soilax, 
| Tetrox, Mikroklene and 
| 
| 


other 
| cleansers and germicides. 


MITCHELL LOVE CO. 
REPRESENTS PARKER MFG. 


| Mitchell Love Co., 712-716 


North 16th St., Philadelphia, Pa., 
of which C. E. Miller, Jr., is sales 


represent Parker Mfg. Co., Wor- 
cester 1, Mass., in southern New 
Jersey, Pennsylvania, Maryland, 


manager, has been appointed to 


| Delaware, District of Columbia, 


and West Virginia. 


Materials Handling Exposition, January 12-16" | 


ECGNOMICS LABORATORY | 








RALPH NORDQUEST 


NORDQUEST HEADS EAST 
REGION FOR CROSLEY 


Ralph Nordquest has recently 
been appointed eastern regional 
manager for the Crosley Division, 
Avco Mfg. Corp., Cincinnati, 
Ohio. Mr. Nordquest has had 
wide experience with the Frigid- 
aire Division of General Motors 
in New York and Newark, N. J. 
From 1928 to 1933 he held vari- 
ous positions in the general sales 
offices of General Motors in Lan- 
sing and Detroit. 


SOUTHWEST CUTLERY 
INCORPORATES 


Southwest Cutlery & Mfg. Co., 
1309 Olympic Blvd., Montebello, 
Cal., makers of pointer stocks, 
and Clearsight telescope lens caps 
and wholesalers of cutlery spe- 
cialties has recently incorporated 
its company. The officers of the 
firm are: Walter E. Lewis, presi- 


dent; William S. Lewis, vice 
president, and Elizabeth A. 
Ackerman, secretary and_ trea 


surer. Active management of the 
company is conducted by William 
S. Lewis and Elizabeth A. Acker 
and daughter of the 


man, son 


president. 


BENDIX APPLIANCE 
DISTRIBUTORS MEET 
IN CHICAGO, JAN 18TH 


Distributors for Bendix [lome 
Appliances, Inc., South Bend, 
Ind., have been notified by W 
F. Linville, general sales mana 
ger, of the 1948 distributor con- 
vention which will be held in 
the Edgewater Beach hotel. Chi- 
cago, Jan. 18 and 19, during the 
January markets. 

Presence of distributor presi- 
dents, managers and 
Bendix managers is Te 
quested particularly, but other 
distributor personnel may als0 


general 


sales 


attend. 
A general session is scheduled 
for the first day, with individual 


conferences slated for the second. 
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CHICAGO RETAIL ASSN. 
HEARS AD EXECUTIVE 
DISCUSS SELLING 


Carlyle Emery, vice-president, 
Ruthrauff & Ryan, advertising 
agency, addressed 150 members 
and their wives attending the fall 
Round-Up dinner meeting of the 
Chicago Retail Hardware Asso- 
ciation held in the Merchants & | 
Manufacturers Club, Chicago, re- | 
cently. He spoke on ‘he subiec.. | 
“High Hats and Brown Derbies.” | 
He said that many saies sro 
sold their merchandise in such a 
high hat way that the buyer could 
not understand his talk. Mr. | 
Emery maintained that the 
proper way to sell merchandise | 
was the brown derby way. down 
to the level of the person buying 
the merchandise so that he would 
understand how it was made and | 
what it was made for. He also 
touched on the merchandising 
displays of the store and said 
that sales persons today have the 
greatest opportunity in their lives | 
to sell their merchandise in a | 
down-to-earth manner. Walter J. | 
Switalski, president, presided at | 
the meeting. It was announced 
that the 13th Annual Thanksgiv- 
ing Party of the Association | 


would be held Nov. 19. 


CHICOPEE SALES NAMES | 
METRO. NEW YORK REP. 


Joseph V. Conboy has been 
appointed general line represen- 
tative in metropolitan New York 
for Chicopee Sales Corp., 47 
Worth St., New York City, cov- 
ering both wholesale and manu- 
facturing accounts. Mr. Conboy 
was formerly associated with 
Parker-Wilder & Co.’s cotton de- 
partment for 13 years. 





TYLER SALES FIXTURE 
MARKS 20th YEAR 


Tyler Sales Fixture Co., Niles, | 
Mich., is celebrating its 20th | 
anniversary this year. The late | 
Jerry Tyler, his wife and two | 
employees started operations in 
Muskegon Heights, Mich., as 
the Tyler Sales Fixture Co. Now 
‘wo large modern plants in Niles, 
and one in Cobleskill, N. Y., and | 
oe in Waxahachie, Tex., give | 
employment to over 1,000 work- 
ts. Six basic points for the 
wofitable handling of perishable 
foods were developed by Jerry 
Tyler and used as a check list 
by Tyler engineers. They in- 
tude: visibility and display, | 
jteper preservation, sanitation, 
tase of servicing, economy of 
eration, and quality construc- 
ion at low cost. 

The first Tyler plant began 
erations with the production 
i display racks, later steel 
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| PROFITS FROM MARYLAND 


| and merchandising courses are to 


dising is offered 


| shelving and vegetable displays 
| with vapor head assemblies. The 
| present line consists of special- 
ized welded steel display cases 
for the sale of meats, dairy 
products, frozen foods and prod- 
uce including open, 
vice type of cases. Also welded 
steel refrigerators, dairy re- 
frigerators, sectional steel clad 
walk-in coolers, and florist re- 
frigerators. 


self-ser- 


CLEVELAND SALESMAN 
FOR U. S. TELEVISION 


Robert T. Peck has been named 
Cleveland sales representative for 
the United States Television Mfg. 
Corp., 3 W. 61st St., New York 
City, 23. He will operate from 
13226 Forest Hill Ave., E. Cleve- 
land. Also announced was the 
appointment of Eugene Andre- 
assi as sales representative for 
the east side of Manhattan in 
New York City. He will operate 
from the company’s main office 
above. 

The company’s laboratories 
have been enlarged about 50 per 
cent according to Hamilton 
Hoge, UST president. With con- 
struction completed the labora- 
tories will occupy about half of 
a floor in the three story plant 
in New York City. 


SPORTSMEN SHOWS TO 
PROMOTE CONSERVATION 


The’ League of Maryland Sports- 
men, 1935 O’Sullivan Bldg., Bal- 
timore, announced recently that 
it would produce two major 
sportsmen’s outdoor shows in 
1948, the profits from which will 
be used to promote state and na- 
tional conservation. The first 
show will be held from Feb. 6-15 
at the Fifth Regiment Armory in 
3altimore and the second will be 
held at the National Guard Ar- 
mory in Washington, D. C., from 
March 5-14. 

SALES-MERCHANDISING 

COURSES OFFERED TO 
BALTIMORE PAINT ASSN. 


Ira A. Harap, sales manager ef 
the Farboil Paint Co., Baltimore, 
and chairman of Paint Sales & 
Merchandising Training Commit- 
tee of the Baltimore Paint, Varn- 
ish and Lacquer Association has 
announced that three paint sales 


be given at the University of 
Baltimore for Baltimore paint 
people. Modern paint merchan- 
for hardware 
dealers and _ their 


and paint 


| clerks, modern paint contracting 


for contracting painters and their 
estimators and modern’ paint 
salesmanship for paint salesmen. 


Sy Many “Thousands - 


More Dealers Sell More 
TEL-0-POSTS than any other 


GY 


—Y 
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TOPS for Profit Sales 


More dealers are re-ordering more 
Tel-O-Posts than any other because 
more homeowners are buying this 
best seller. Sales of nearly half a 
million Tel-O-Posts show the fast 
growing demand. 


TOPS for Proved Service 


Only Tel-O-Posts provide outstand- 
ing installation and safety features. 
Quick, easy adjustment — non-col- 
lapsible construction — complete 
security for every home need. On 
display, Tel-O-Post’s safety is evi- 
dent, its functions plain. It’s the 
ready answer to every “sagging- 
floor” problem, 


TOPS for Dealer Help 


Consistently and continuously, 
Tel-O-Posts are advertised to mil- 
lions of potential customers. Ad- 
vertisements in magazines like 
The Saturday Evening Post and 
Better Homes and Gardens are 
telling YOUR customers about 
Tel-O-Post’s advantages — leading 
good business and profits to you! 





Cash In NOW. ,.., 


order for a supply of fast-selling 
Tel-O-Posts, today. Or write 


a ‘ 4\ ) ) . or complete information. 
7? Betlertomes. | 
a nck RETAIL 
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"DU-ALL’ anv PEPPY-PAL’ 
GARDEN TRACTORS 


DOES DOZENS OF JOBS 
QUICKLY AND EASILY 


These handy, versatile riding and 
walking tractors plow, cultivate, 
disc, seed, harrow, saw wood, cut 
grass, =? snow and do nearl 
any other job around the sm 
farm or orchard. 


NEW FEATURES BUILD SALES 
Patented tool control, variable 
speed and power take off pulley, 
roller bearings, high center clear- 
ance, “Jiffy Hitch” for easy attach- 
ment ow and many more 
outstanding features help bring 
immediate sales. Adjustable for 
wide or narrow rows and uneven 
hills. Operates on as little as a 
pint of gasoline per hour. 


ATTRACTIVE PRICES AND 
PROFIT MARGINS 


Shaw Tractors are “priced-to-sell.” 
Mass production and quantity buy- 
ing assure attractive retail prices 
and long dealer profit margins. 


SPECIAL OPPORTUNITIES 
FOR LARGE DISTRIBUTORS 


Special prices scaled for quantity buyingare 
offered distributors serving large territo- 
ries. Write for lete inf ion today, 


MANY GOOD DEALERSHIPS 
STILL OPEN 


Opportunities for big and immediate prof- 
its await those who apply first. Dealerships 
in several large and lucrative territories are 












CUTTER BAR 


Also Lawn open now. Write direct to manufacturer 
( Pulls Mower) at address below for complete details. 


8611 Front St. 
Galesburg, Kan. 


MFG. CO. 





Santa Claus will come to the 
Carolinas this year in a gigantic 
Christmas festival and pageant at 
Charlotte, N. C., in an event 
scheduled for Nov. 12 and 
planned to be one of the largest 
presentations of its kind ever to 
be held in the Carolinas. F. Earl 
Crawford, general chairman and 
director, a prominent advertising 
and promotion man of that sec- 
tion, says the celebration is ex- 
pected to become an annual 
event. 

Welcoming Saint Nicholas to 
the Carolinas will be 25 floats, 
44 mammoth balloon characters, 
20 musical bands, 6 mounted, 
uniformed units, 6 official cars, 
and 34 gaily decked “queens” 
cars, the latter displaying that 
number of sectional beauties, se- 
lected from North and South 
Carolina towns, the only city not 
eligible to supply a “queen” be- 
ing Charlotte. From these will 
be chosen the Christmas Festival 
Queen, who will be crowned by 
North Carolina’s own Anne Jef- 
freys, famed RKO motion picture 
star, radio and opera singer. Miss 
Jeffreys will share the central 
spotlight with Santa Claus on his 
huge fifty-foot float, replica of 
Macy store’s unit which appeared 
in the 20th Century-Fox movie, 
“Miracle on 34th Street.” 

The festivities will begin at 
8 a. m. with a “Booster” break- 
fast, followed by a civic luncheon 
at noon with a number of celebri- 
ties as guest speakers. After that 
will come the “Queens” buffet at 
4:30 p. m., succeeded by the 
final event, the Queen’s Corona- 
tion Ball—with a “name” band— 
from 9 o’clock that evening until 
1 a. m. 

The 135 pageant units will be 
floats of mercantile firms, lunch- 
eon clubs and other organizations. 
Commercial advertising is barred 
and crepe paper must not be 
used in constructing the floats, 
whose themes are to be confined 
to Christmas, patriotism, religion, 
memorial, toys or story books. 
As a special gesture of good 
will, five motorcades will leave 
Charlotte on the morning of Nov. 
4, to travel in all directions 
throughout this section’s trading 
area, to give first-hand informa- 
tion and to invite all the resi- 
dents of 70-odd nearby cities. 
Mr. Crawford explained that a 
systematic publicity campaign in 
newspapers, radio, handbills and 
so on, is already under way, with 
separate committees in charge of 
each major department. A three- 
way radio station hookup will 


Charlotte, N. C., Plans Hage Santa Fete 
Ushering In Christmas Buying Season 


He added that the festival organi- 
zation will doubtless become a 
permanent one. Associated with 
the general chairman is a gen- 
eral co-chairman, the mayor of 
Charlotte, with two colleagues 
also holding honorary titles, the 
president of the Charlotte Cham- 
ber of Commerce and the head 
of the local merchants’ associa- 
tion. 


—_—_———- 


MORAN, SALES MGR. 
PHILCO ACCESSORY DIV. 

John J. Moran, with 24 years’ 
experience in the radio and ap- 
pliance industry, including 11 
years with Philco, has been ap- 
pointed sales manager of the ac- 
cessory division, Philco Corp., 
Philadelphia. 

Mr. Moran joined the Philco 
wholesale organization in Phila- 
delphia in 1936 as a salesman. He 
was assigned in turn to prac- 
tically all the sales territories in 
the Philadelphia area. In 194, 
John Moran was promoted to 
general sales manager of Philco 
Distributors, Inc., Philadelphia. 

As sales manager of the Philco 
accessory division, he will be re- 
sponsible for nationwide sales of 
auto radios, aerials, tubes, dry 
batteries, test equipment, radio 
parts, etc. 


ANDREWS MARKS 25TH 
YEAR IN HARDWARE 


A. Andrews, 1904 Lake St. 
Melrose Park, IIl., recently cele- 
brated his 25th anniversary in 
the hardware business having 
started in a small shop on Lake 
St. He now occupies a 50 ft. 
front store and carries a heavy 
inventory. He has been an active 
member of the Chicago Retail 
Hardware Association for the 
past 20 years. 


ARLYENE HOFFMAN IS 
PERFECTION STOVE 
HOME ECONOMIST 


Perfection Stove Co., Cleve 
land, has announced the appoitt 
ment of (Mrs.) Arlyene Hoffmas 
as home economist. She 
supervise the kitchen-testing of 
Perfection and Ivanhoe range 
cookstoves and ovens in the com 
pany’s modern kitchen. 

Mrs. Hoffman is a member of 
the American Home Economie 
Association. She will be in chars? 
of Perfection’s modern 
mental kitchen, which has beet 
visited by home economists from 





broadcast the evening’s program. 





all over the United States. 
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N.. time you need 
rubber or friction tape, ask for 
PANTHER or DRAGON. See for 
yourself how easily they work and how 
well they adhere — how “right” they 

are for better, safer splices. See for yourself why 
more and more tape users demand PANTHER 

or DRAGON Friction and Rubber Tapes for 
every taping need. These tapes are made 

by a company in the electrical insulation business 
nearly 70 years, and pass ASTM and federal 
specifications with a wide margin of safety. 

Sold only through recognized wholesalers. 
Hazard Insulated Wire Works, Division 
of The Okonite Company, 
Wilkes-Barre, Pa. 
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when you feature 
America's leading removers 


The popularity of Lingerwett, Wonder-Paste and No-Wash 
—America’s largest-selling removers—has grown at a sur- 
prising rate in recent years . . . Painters and householders 
know they can depend on these work-saving solvents to do 
a quicker, cleaner removing job every time. 


Get your share of profits from this ever-growing market. 
Order Lingerwett, Wonder-Paste and No-Wash Removers 
from your jobber today. 


LINGERWETT 


Easy-to-use liquid remover that’s ideal for general indoor 
removing. Quickly softens up paint, varnish, enamel, shellac 
or lacquer. 


WONDER-PASTE 


A thick, paste-like solvent, compounded especially for use 
on upright surfaces and exteriors. Remains wet 6 to 8 
hours—thereby providing a large working area. 


NO-WASH 


Equally effective on any type of finish. Is slightly higher 
in cost, but saves time and work because no after-wash 
is needed. 


WILSON-IMPERIAL CO., Dept. H-117, 115 Chestnut St., Newark 5, N. J. 
MAIL COUPON FOR INFORMATION or Advertising Displays 





e ‘ 
8 Wilson-Imperial Co., Dept. H-117, 115 Chestnut St., Newark5,N.J. 5 
: I am now handling the products checked below. Please send & 
g me advertising displays on them. H 
. 0 LINGERWETT (1 WONDER-PASTE 0 NO-WASH , 
; Iam not at present handling the products checked below, but ; 
g would like complete information concerning them. M 
. ( LINGERWETT ( WONDER-PASTE 0 NO-WASH + 

' 
I idea dkduie senesen Kisusnnseenkdesensesetwesksaseeudaswoween , 
7 7 
DT ic tslies sgabiwas tie eandcso due an beneees erewenasesaeweweee ' 
' . 
ini cGinicsdutenddsinadadadends maken DID. 60060000 4 
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Talehad 


Your customers know they are buying the finest in 
fractional horsepower motors when they see the 
name “Hoover” on the name plate. 

They know Hoover as the “great name” in 
electric cleaners—its reputation for fine products. 

And they can be sure that the Hoover Frac- 
tional Horsepower Motors will give them many 
years of efficient service. 

In the new Hoover Motors, dealers have the an- 
swer for customers who want the best they can buy. 


FEATURES OF THE HOOVER MOTOR 


Induction run...single phase ...60 cycles...1725 R.P.M....heavy duty... 
built for continuous operation. 

Capacitor start . . . more than 300% full load starting torque with 
minimum current flow. 
No vibration or “shift”. . . integral feet, carefully machined to give solid 
mounting and quiet operation. 

Low temperature . . . electrical and mechanical design for low-tempera- 
ture operation. Ventilated open type. 40° C. Rise. 


carefully ground and balanced for maximum 


f 


Laminated steel rotor . . . 
efficiency. 

Centrifugal starting switch . . . 
years of trouble-free operation. 


High-grade ball bearings . . 


grit, give smooth performance and long wear. 


designed and built for 
. sealed against dust and 


Rotation . . . clock or counterclockwise. 
Sold only through retail outlets. 
THE HOOVER COMPANY 
Electric Motor Division—North Canton, Ohio 
Hamilton, Ontario, Canada 


VALE 

Wold . Famous 
HOOVER 
CLEANERS 
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INTRODUCES WALLPAPER 
MAT SERVICE 


A wallpaper mat service en- 
titled, “Decoration,” was recently 
introduced at the 27th annual 
convention of the National Wall- 
paper Wholesalers’ Association 
held in Chicago. The Julian 
Brightman Co., advertising 
agency in Cambridge, Mass., pre- 
sented the service. Dealers are 
offered an advertising service 
showing the leading wallpaper 
patterns in modern ads designed 
to sell wallpaper according to 
sound promotional technique. It 
is primarily designed to give 
wallpaper retailers a continuous 
supply of ads, at a small cost, 
each month. The ads will be 
| franchised in each city and for- 
| warded to clients throughout the 
country. 
| With each group of ads, sub- 


| WALLPAPER CONVENTION 





able to allow for matching of 


papers which the retailers have 
in stock. Complete information 
and proofs of “Decoration” may 
be obtained from Julian Bright- 
man Co., 678 Massachusetts Ave., 
Cambridge. Requests should in- 
clude: City or cities in which an 
exclusive franchise is required 
and which service is required— 
A Service, 20 ads; B Service, 15 
ads; C Service, 10 ads, or D Ser- 
vice, 5 ads per month. Average 
size of ads should be given also. 





HERBERT IN MIDWEST 
FOR MOTOROLA, INC. 


James E. Herbert has been 
named Mid-Western district rep- 
for Motorola Inc., 
1545 Augusta Blvd., Chicago. Mr. 
Herbert will make his headquar- 
ters in St. Louis. 

Mr. Herbert has been sales 
manager of Motorola-Chicago, the 
Chicago distributing organiza- 
tion. During the war, Herbert 
taught at Navy Radio School at 
Northwestern University and 
served overseas with the Office of 
Strategic Services in the African 
Theater for about a year. For five 
years, prior to the war, Mr. Her- 
bert served as Mid-Western dis- 
trict sales manager for a nation- 
ally known paper manufacturer. 





MERCHANDISING, HILL’S 
TOPIC AT KANSAS CITY 
HOUSEWARES CLUB 


J. Norman Gosney, president 
of the Kansas City Housewares 
Club, presided at the recent 
monthly meeting attended by 100 
persons. Robert T. Hill, director 
of the National Electrical Whole- 
salers Association, New York 


chandising Housewares and Ap- 









2-7 IN SAN FRANCISCO 

The Western Winter Market 
will be held at the Western Mer- 
chandise Mart in San Francisco, 
February 2 thru 7, Frank K. Run- 


yan, Mart president, has an- 
nounced. 
At the Winter Market, Mr. 


Runyan pointed out, the expand- 
ed Western Mart will be on 
“dress parade” and the week will 
be highlighted by traditional 
trade gatherings and gala eve- 
ning events. 


JOHNSTON BROS. ACQUIRE 
FORDHAM HARDWARE 


Fordham Hardware, 2477 Web- 
ster Ave., Bronx, N. Y., has re- 
cently been acquired by Hamil- 
ton W. Johnston and John P. 
Johnston. The store has moved 
to 321 Bay Ave., Highlands, N. J., 
and is now known as Johnston 
Bros. Fordham Hardware now 
has a new owner, Arnold S. 
Mandel, who will operate from 
the Bronx address. 





HILLIARD & PICKTHALL, 
MFR’S. SALES AGENTS 


Hilliard & Pickthall, manufac- 
turers’ representatives, 1500 Flo- 
ribunda Ave., Burlingame Cal., 
with offices at 1046 S. Olive St., 
Los Angeles and at 25 Chaves 
Ave., San Francisco, has recently 
been organized. The company 
plans also to establish an office in 
the northwest. Richard Hilliard, 
senior partner, was general sales 
manager, vice-president and a di- 
rector of the Paraffine Cos., Inc., 
for many years and T. W. Pick- 
thall was assistant manager of 
Associated Industries, Inc. The 
company covers the 1] westerm 
states, all or sectionally; and 
seeks additional lines in building 
specialties, construction supplies, 
builders hardware lines, indus 
trial and transportation supplies. 





City, addressed the club on “Mer- 


HARDWARE AGE 


pliances in 1947.” “SELI 
Enthusiasm for vocational apti- Sal 

tude tests in the selection of Pte oe 
housewares and appliance sales- pees ot 
men was expressed by Mr. Hill. aor Ce 
He also emphasized the need for oy 4 
a far reaching sales training pro- annual : 
gram to familiarize sales person. troit dui 
nel with the most advantageous shown ne 
solution to various merchandising “ others 
problems which will increase dur- tioned tl 
ing future competitive years. An scientific 
open forum was held for about an heating it 
hour after Mr. Hill’s address. The the 
Lucille Campbell, Jenkins held at t 
Wholesale Division, was named ves 8 “Se 
chairman of the Christmas din- —boilers, 
ner dance to be held Friday, Dec. cessories | 
5th. ment. Th 
sized by ¢ 

ner, exec 

WESTERN WINTER who also 
MARKET TO BE HELD FEB. “know our 


sized order 
on display 
Capital ek 
portable Ni 
tolaire oil-f 
and other d 


AMERIC/ 
TWO N. 


Edward M 
advanced fro 
New York 
for Americar 
lyn, N. Y., 
He has been 
since 1930, 
Hl, he served 
tine Division, 
battles of Guz 
Gloucester. 


Oe 
a 












)OVEMBER 








Asserting t! 
highly compet 
of the Genera 
ion, told Pre 
that “‘soon the 
% getting ma 
and advertising 
ture product: 
tial and Premi 
‘ict managers 
tivision’s opera 
mg, manufact 

aners, etc. 
out that dealer 
Plans if they wi 
me appliance 

ickersq 
ales manager, 





































»wares and Ap- 
vocational apti- 
1e selection of 
appliance sales- 
ed by Mr. Hill. 
ed the need for 
les training pro- 
ze sales person- 
st advantageous 
s merchandising 
vill increase dur- 
titive years. An 
.eld for about an 
ill’s address. 
pbell, Jenkins 
ion, was named 
Christmas din- 
eld Friday, Dec. 


—— 


| WINTER 

3E HELD FEB. 
FRANCISCO 
Winter Market 
he Western Mer- 
n San Francisco, 
7, Frank K. Run- 
sident, has an- 


er Market, Mr. 
out, the expand- 
art will be on 
ind the week will 

by traditional 
s and gala eve- 


ROS. ACQUIRE 
HARDWARE 
jware, 2477 Web- 
x, N. Y., has re- 
yuired by Hamil- 
on and John P. 
store has moved 
Highlands, N. J., 
own as Johnston 
1» Hardware now 
wner, Arnold S. 
vill operate from 
ess. 





, PICKTHALL, 
LES AGENTS 


ickthall, manufac- 
ttatives, 1500 Flo- 
Burlingame Cal., 
1046 S. Olive St., 
nd at 25 Chaves 
cisco, has recently 
1. The company 
tablish an office in 
Richard Hilliard, 
was general sales 
sresident and a di- 
araffine Cos., Inc., 
; and T. W. Pick- 
istant manager 0 
lustries, Inc. e 
rs the 1] westem 

sectionally; 4” 
al lines in building 
sstruction supplies, 
ware lines, indus: 
sportation supplies. 


RDWARE AGE 













U. S. RADIATOR CORP. 
CONFERENCE STRESSES 
“SELL COMPLETE LINE” 


Sales personnel from all branch 
offices of the United States Radi- 
ator Corp., Detroit, Mich., re- 
cently attended the company’s 
annual sales conference in De- 
troit during which they were 
shown new products, given hints 
of others yet to come and cau- 
tioned that a new and more 
scientific era had begun for the 
heating industry. 

The theme for the conference 
held at the Fort Shelby Hotel, 
was a “Sell the Complete Line” 
—boilers, radiators, heating ac- 
cessories and warm air equip- 
ment. This theme was empha- 


Walter G. Gronbeck, Jr., has 
recently joined the metropolitan 
New York sales staff of the com- 
pany. Mr. Gronbeck was formerly 
with the Lucas Paint Co., and 
during the war, served with the 
United States Coast Guard. 


RIEDINGER REPRESENTS 

NAT. SILVER IN WEST 
A. T. Riedinger, has joined 
The National Silver Co., 295 
Fifth Ave., New York City, as a 
sales representative on the Pacific 
Coast with the Los Angeles 
| branch of the company. He was 
formerly associated with the pro- 





sized by Carroll M. Baumgard- motion department of Mont- 
ner, executive vice-president, omc Ward, Chicago, for six 
years. 


who also stressed the need to 
“know our product... a man’s | 
sized order.” The new products | 
on display included the U. S. | 
Capital electric water heater. | 


portable Nite-Cooling fans, Capi. | The Empiria Corp., 149 Broad- 
tolaire oil-fired gravity furnace | 


and other developments | way, New York City 6, was vant 

“i ganized recently in collaboration 
with its London affiliates, Em- 
| piria Products, Ltd. F. Fisher 
and H. K. Harrison, both with 25 
years’ experience, are directors of 
the New York company as well 
as of the London company. The 
New York firm will export 


EMPIRIA-EXPORT FIRM 
FORMED IN NEW YORK 





AMERICAN MFG. NAMES 
TWO N. Y. SALESMEN 


Edward M. Jones was recently 
advanced from the sales staff to 
New York state representative 
for American Mfg. Co., Brook- 









COMING YOUR WAY! 


THE GREATEST NATIONAL 
ADVERTISING CAMPAIGN 
OF ITS KIND... 
















equipment in the mechanical, en- 
gineering, hardware and_ mill 
stores field. Empiria Products 
| Ltd. has been exporting principal- 
ly to india, the Middle East and 
South Africa for a great many 
years. 


lyn, N. Y., cordage producers. 
He has been with the company 
since 1930. During World War 
II, he served with the First Ma- 
tine Division, taking part in the | 
battles of Guadalcanal and Cape 

Gloucester. 











Asserting that “the seller's market is over and another 
ighly competitive era is upon us,” J. B. Buckley, manager 
of the General Electric Co.'s Premier vacuum cleaner divi- 
tion, told Premier's district sales managers meeting here, 
that “‘soon the size of business profits will depend not so much 
on getting materials, as on skill in selling, merchandising 
and advertising."’ Mr. Buckley also covered past, present and 
ture production, increased plant facilities, industry poten- 
tial and Premier's sales goal. Subsequently the Premier dis- 
tfict managers actively participated in each phase of the 
tivision’s operations, product model, house to house canvas- 
tng, manufacturing, tearing down and rebuilding Premier 

aners, etc. P. W. Conrad, division sales manager, pointed 
out that dealers must include house-to-house selling in their 
Plans if they wish to do a large volume job of selling electrical 
me appliances. Left to right: J. M. Hickerson, president of 
| M. Hickerson, Inc., advertising agency, P. W. Conrad, 
ules manager, and J. B. Buckley. 
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SAFETY FIREPLACE CURTAINS 





Flexstreen has always been a good seller. 
But this buying season, Flexscreen’s quick, 
on-the-spot sales appeal will be backed by 
the greatest consumer promotion ever put be- 
hind a firescreen! This mgans bigger-than- 
ever Flexscreen profits for you. 









Literally millions of firescreen prospects 
will see and read about Flexscreen in leading 
consumer magazines. Watch for the strik- 
ing, full-page, full-color Flexscreen adver- 
tisement in the October issue of House 
Beautiful—and the other sales-building ads 
in leading home magazines throughout the 










season. You'll see why your Flexscreen de- 






mand will be bigger than ever this season. 






You'll want the complete Flexscreen mer- 
chandising service. If you’re not on our 
mailing list, write us at 1117 North Street for 
details, or ask for our representative to call. 


“ 







r’ BENNETT - IRELAND INC. 
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OBITUARIES 








SIGMUND KASTOR 


Sigmund Kastor, 82, former 
partner of Adolph Kastor & Bros., 
importers of cutlery and a di- 
rector of the Camillus Cutlery 
Co., 60 E. 42nd St., New York 
City 17, died at his residence, 
Hotel Beverly, New York City re- 
cently. He joined his brother, 
Adolph, Nathan and August in 
New York City to organize the 
firm, Adolph Kostor & Bros., in 
which he was an active partner 
until his retirement in 1919. He 
was a director of Camillus until 
the same time. 

Mr. Kastor was a sales repre- 
sentative for the company in the 
old times of cut-aways and plug 
hats. He traveled with extensive 
cutlery lines through the south 
and southwest. After his retire- 
ment he went to England and 
purchased the Wade & Butcher 
Razor Co., Sheffield, England. He 
sold this company shortly after 
the close of World War I to the 
Durham Duplex Razor Co. Since 
then he has resided in New York 
City. 


H. H. BARROWS 


Howard H. Barrows, 63, as- 
sociated with General Electric 
Co. since 1908, died at his resi- 
dence in Oakland, Cal., recently 
after an illness of several months. 

Mr. Barrows was graduated 
from Case in 1907 as a mining 
and metallurgical engineer and 
went to work in 1908 at the tung- 
sten factory operated in Cleve- 
land by the National Electric 
Lamp Association. After several 
years he was transferred to the 
Ohio Lamp Works at Warren, 
Ohio, and in March 1913 was 
named superintendent of the 
Oakland Lamp Works of General 
Electric Co. at Oakland, Cal., 
where he was named manager in 
1915. Mr. Barrows continued in 
that capacity until Jan. 1 of this 
year when he retired. 





WALKER LYERLY 


Walker Lyerly, 68, secretary of 
the Shuford Hardware Co., 
Hickory, N. C., and_ identified 
with numerous other business en- 
terprises there, died after an ill- 
ness of several weeks. Mr. Lyerly 
had been mayor of Hickory for 
eight consecutive one-year terms 
ending last June 30, when he de- 
clined to run again. 





CULVER C. CORBIN 


Culver C. Corbin, president of 
the Corbin Hardware Company 
at Macon, Ga., died recently at 





his home in Macon. 





LUTHER A. BRECK 


LUTHER ADAMS BRECK 


Luther Adams Breck, 59, presi- 
dent and treasurer of Joseph 
Breck & Sons Corp., Boston, 
Mass., wholesale hardware, horti- 
cultural and seed company, died 
recently at his home in Bryant- 
ville, Mass. 

The fourth generation to head 
the firm that bears his great 
grandfather’s name, Mr. Breck 
was a graduate of Harvard. He 
joined the Breck Seed Co., of 
which his father was then presi- 
dent, and was sent to Europe to 
make an intensive study of the 
seed, bulb and nursery industry 
there. While abroad, he was ap- 
pointed by the late Governor 
Eugene N. Foss as a delegate 
from the Commonwealth of Mas- 
sachusetts to the Southern Com: 
mercial Congress during its ses- 
sion at the International Institute 
of Agriculture in Rome, Italy. 


EVERETT HULL 


Everett Hull, 40, assistant man- 
ager of the Hull Hardware Co. 
Greenville, Tex., died recently 
after several weeks illness. He 
became associated with his father 
in the hardware business after 
finishing his schooling. 





E. EMERSON BROTT 


E. Emerson Brott, 45, general 
manager, Schorn Paint Mfg. Co. 
and the American-Marietta Co. 
Adhesive Division, died recently. 





JACOB MUELLER 


Jacob Mueller, 70, president 
of the P. H. Mueller & Sons 
Hardware Co., Hammond, Ind. 
died Sept. 24. His survivors ™ 
clude the widow, a daughter and 





two sons. 
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THEODORE J. MAJOR 


treasurer of Cory Corp., 221 N 






THEODORE J. MAJOR 


recently after a heart attack. Mr. 
Major joined the Cory Corp. in 
1933 and traveled throughout the 
United States as a special sales 
promotion representative and 
sales supervisor. He originated 
many ingenious sales presentation 
methods which he devised to 
demonstrate the products he rep- 
resented. 

In 1943 he joined the Chicago 
office as office and credit man- 
ager. His appointment as comp- 
troller was announced in 1946. 
Prior to his affiliation with Cory, 
Mr. Major was purchasing agent 
for Balaban-Katz Theater chain. 





W. B. DA SILVA 


W. B. Da Silva, 62, New York 
representative for the U. S. Elec- 
trical Tool Co., 2488 W. 6th St., 
Cincinnati, Ohio, for 40 years, 
died recently in Doctors Hospital, 
New York City. Although in 
very poor health for quite a few 
years he was widely known for 
his friendly and extremely cheer- 
ful disposition. He was active 
as a member of the Hardware 









Boosters, the Hardware Square 
Club and the Boiling Spring 
Lodge 251 as well as the Knights 
Templar and also of the Upper 
Montclair Country Club. A vete- 
tan of the First World War he 
served in the U. S. Ordnance De- 
partment. He is survived by a 
sister, Mrs. Hazel E. Brown. 





JOHN J. HEALEY 


John J. Healey, owner of the 
Gruener Hardware Store, Fitch- 
burg, Mass., died recently. Mr. 
Healey joined Grueners in 1910, 

me an assistant to Mr. 
Gruener and finally bought the 
business in 1936. 


Theodore J. Major, comptroller. 


LaSalle St., Chicago 1, Ill, died! setts Hardware Dealers Associa- 


tional Hardware Dealers Associa- 
tion, New England Hardware 
Dealers Association, Massachu- 


tion and the American Legion. 





MORTIMER M. MEAD 


Mortimer M. Mead, 60, who 
served as a secretary in the Yale 
& Towne Mfg. Co., Stamford, 
Conn., for 35 years, died recently 
in the Stamford Hospital after 
an accidental injury to his spine 
suffered earlier in the week at 
his home in Springdale. 


ED MEEHAN 


Ed Meehan, 77, who had a rec- 
ord of 49 years of service with 
E. C. Atkins & Co., saw manu- 
facturers, Indianapolis, Ind., died 
recently. Mr. Meehan started 
with Atkins in 1898, toothing 
hand saws, later transferring to 
the large circular saw depart- 
ment until his retirement. 





ANDREW J. EPPS 


Andrew Jackson Epps, aged 
76, a past president of the Ar- 
kansas Hardware Dealers’ Asso- 
ciation, died Oct. 24 at his home 
in Little Rock. For the past 36 
years Mr. Epps had owned and 
operated the Epps Stove & Fur- 
niture Co., Seventh and State Sts. 





J. A. BENNETT 


J. A. Bennett, 71, for many 
years. treasurer of the Whiton 
Hardware Co. and executive sec- 
retary of Seattle Association of 
Credit Men, died at his home. 
He was a native of Vienna, Mo. 





EDWARD J. CLARK 


Edward J. Clark, 73, formerly 
manager of the Spencer Hard- 
ware Store, Spencer, Mass., for 
many years, died in Springfield 
recently. 


JOHN H. PORTER 


John H. Porter, 74, secretary 
of the Inland Steel Co., and presi- 
dent of the Buffalo Steel Co. and 
the Calumet Steel Co., died re- 
cently in Lakeland, Fla. 





OSMOND M. GOGE 


Osmond Maurice Goge, 61, 
executive of the export division 
of the United States Time Corp., 
630 Fifth Ave., New York City, 
died recently in New Rochelle, 
N. 





JAMES W. TAYLOR 


James W. Taylor, 71, retired 
hardware merchant of Win- 
chester, Tenn., died Oct. 21 in a 
Winchester hospital, following a 








He was a member of the Na- 
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long period of ill health. 


ROT DAMAGE 
Produces CUPRINOL Inquiries 


Returns from our National 
Advertising Show that Home Owners, 
Farmers Want to Stop the Rot 

in their Wood 












In practically all sections of the country, inquiries have 
shown us there is a definite need today for a practical 
wood and fabric preservative. Cuprinol meets this need. 
You should carry it. There is a lasting market for it right 
around you. 


Packaged for General Use 
Cuprinol is packaged in quart cans to retail at 
90 cents; in gallon cans at $2.90; 5 gallon 
pails at $2.80 per gal.; and 50 gallon drums 
at $2.70 per gal. 


It is applied by brush, spray or dip. A gallon, brush ap- 
plied, covers about 400 sq. ft. of wood. Cuprinol treated 
wood is harmless to plants, poultry and animals. 


Local Advertising Assistance 


Folders, Display Cards and cooperation in local adver- 
tising offered to help establish Cuprinol as a profitable 
line for you. Write for information and trade discounts. 


CUPRINOL Division, Darworth, Inc. 
52 Maple Street Simsbury, Conn. 






























- Factory Workers Are 
Good Buyers 


Russell Crow, left, shows an expensive shotgun to a 
sportsman prospect. Mr. Crow has found that people 
in a payroll town buy plenty of guns and rods. 


4l 
ICK an industrial 


community,” advises Russell Crow 
who did so when he started his 
hardware store in West Nashville, 
Tenn., three years ago. He found 
a lot of advantages in such a 
section along with a few disad- 
vantages, but all in all, he thinks 
an industrial neighborhood is a 
good location for a hardware 
store. 


A Manufacturing Town 


West Nashville is full of manu- 
facturing establishments and Mr. 
Crow’s trade comes from the fam- 
ilies who find employment in these 
industries. “Don’t get the idea that 
wage earners and salaried work- 
ers don’t like high quality in what 
they buy just as much as business 
and professional people who work 
for themselves,” explains Mr. 
Crow. “The employees of these in- 
dustries are making good incomes. 
They examine an article just as 
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critically as any other prospering 
person and are willing to pay for 
what they get. The average sal- 
aried sportsman who spends a lot 
of his off-work hours hunting will 
buy a $94 shotgun as readily as 
the wealthy banker. 

“Employees of present day man- 
ufacturing establishments are not 
only enjoying a higher standard 
of living than ever before.” he ex- 
plained, “but they are buying their 
own homes. They have elegant 
tastes and buy for their homes as 
good equipment as people who 
own and operate their own busi- 
nesses. But they buy differently.” 


Does His Own Work 


Recognition of this difference 
and catering to it is what makes a 
hardware store in a manufactur- 
ing community tick. Among other 
things, Mr. Crow finds that the 
average wage earner who owns or is 
paying for his own home does a lot 
of the small improving and remod- 


Payroll workers make most of their 
own home improvements and repairs 
and want quality products and they 
also spend freely for fine sports 
equipment, says Russell Crow. 


eling himself. Unlike the profes- 
sional or small business man, when 
he finishes his eight-hour day or 
40-hour week his mind is free of 
business worries until he goes 
back on the job the next day. 
Instead of hiring a painter, paper- 
hanger or interior decorator hun- 
dreds of them do this work them- 
selves. They do a lot of their wir- 
ing, screening. door-hanging in 
addition to some hobbycraftin: 
in their basements. 


Home Owners Customers 


So when Russell Crow started 
his store three years ago he found 
that the bulk of his small tools, 
paints, wallpaper, etc. had to be 
sold to home owners rather than 
carpenters, painters and other con- 
struction workers. By sensing this 
situation he has been able to sell 
several times as much home-build- 
ing and remodeling material as he 
would if he sold direct to a trade 


(Continued on page 227) 
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Distinctive! 
Useful! 
Lasting! 





R 


Only Vaculator has the Automatic Flavor Control | 
Clothless Filter, with Spring-Action, to insure 
positive safety and perfect coffee every time. | 


VACULATOR, CHICAGO 6, U. §. A. | 


NOVEMBER 6, 1947 














ABOUT 
THE WORLD'S 
FINEST 
HOUSEHOLD 


WESTCO No. G 


The Westco No. 65 shears out the tops of cans 
smooth as silk—and fast! Tucks into a drawer when 
notin use. Stoutly made to last a lifetime, and beauti- 
fully finished. Attractively packaged in individual 
boxes. Westco No. 65 is ideal for Christmas gift 
promotion. Sales literature and newspaper mats 
available to dealers on request. Write now for prices. 


FS dependable kitchen tools 


THE TURNER & SEYMOUR MFG., CO. 














$5 Lewten Street ° - . Terrington, Connecticut 
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Ask Your Jobber For These Quick-Selling 


TWIX Handy 


in | Home Tool 


















Marking Gage: 
To mark a perfect 
straight line from 
any edge. 


T 














Calipers: Instant- 
ly gives you, the 
thickness of any 
object up to § 


inches or the ex- »- 


act distance be# 
tween two points. 
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Square: Guaran- 


Ruler: Always 
exact to a 1/32 of 
an inch. 


tees a sharp 
square corner. 
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po eM nnn ei DAN OTA NAAT? 


Protractor: Gives Depth Gage: 
you exact angle Gives you exact 
at any degree up depth ofany hole. 


to perfect right 
angle. 


A very inexpensive tool for the home mechanic. 
Does the work of tools costing six times the price. 


WATCH FOR ADDITIONAL TOOLS 
NEW NUMBERS APPEARING REGULARLY 


Ee jobber can't sup ply you, write 


TWIX MANUFACTURING CO., Inc. 


40-09 21st STREET, LONG ISLAND CITY |] 


N.Y 
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CHESTER P. FARRING- 
TON, dean of the sales staff 
of the F. O. Pierce Co., paint 
and varnish makers of Long 
Island City, N. Y., joined that 
company in 1897 on the day 
the firm was observing its 50th 
anniversary. Mr. Farrington, 
who is believed to be one of 
the oldest active paint sales- 
men, from the point of service, 
now covering the metropolitan 
New York area, was recently 
enrolled as a member of the 
Fifty-Year Club of the Paint, 
Varnish and Lacquer Indus- 
try. Mr. Farrington’s stock in 
selling is an almost inexhaust- 
ible supply of anecdotes and 
vitality which belies his approaching 72nd birthday. He's 
an avid fisherman, an expert hunter and golfs in the 80's. 
In the summer, “Chet” is often to be found behind the 
paint counter of a retail store, pinch-hitting for a dealer: 
friend. He has traversed the metropolitan New York area 
exclusively and a great many of the customers on his 
books today have been buying from him for upwards of 
35 years. Mr. Farrington has lived in Rockville «Center, 
L. L., for 38 years. He has served 12 years as a member 
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sau County Grand Juries Association. 
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HARRY B. MACRAE, 
who this year completed a 
half century of work in the 
hardware field, says, “If I had 
a million dollars I would still 
want to sell hardware, for 
my customers are my friends.” 
Mr. Macrae, who says he has 
now become a “hill billy,” 
operating out of the Ozark 
foothills, from the little town 
of Glendale, Mo.,now indulges 
his hobby of raising horses. 
He has two running horses 
which have won races. Mr. 
Macrae went into business for 
himself several years ago and 
now represents a number of 
builders’ hardware lines in 
Missouri, Illinois, Indiana, Kentucky and Ohio, calling 
on the jobbing trade. Born in Winooski, Vt., Nov. 23, 
1878, he joined the John A. Manson Hdwe. Co., Burling- 
ton, Vt., which is now the Hager Hdwe. Co. In 1900 he 
went to Chicago and was employed by the Orr & Lockett 
Hdwe. Co. as assistant contract man. In 1902 he took 
charge of the builders’ hardware department of Lilly & 
Stalnaker Hdwe. Co., Indianapolis, Ind. In 1904 he went 
to the Reading Hardware Co., in Chicago, as head of the 
contract department and in a few years became manager. 
He remained with that company for 37 years. Mr. Macrae 
is a member of the National Contract Hardware Associa- 
tion and the St. Louis Hardware Club. 





HARRY B. MACRAE 


0 O 0 


WILLARD F. WHITE, 
who is buyer of builders’ hard- 
ware for Dunham, Carrigan 
& Hayden Co., San Francisco 
wholesale firm, began his 
hardware career some fifty- 
odd years ago when he began 
running errands for Bigelow 
& Dowse Co., of Boston, which 
carried Yale & Towne hard- 
ware. He remained with that 
firm until about 1900, when 
his family moved to Boise, 
Idaho, where he was connect- 
ed with several different firms 
and finally with the Carson- 
Lusk Hardware Co., which is 
now the Idaho Hardware & 
Plumbing Co. In 1912 he went 
to work for the Tailor Hardware Co., Pendleton, Oregon, 
and in 1914 he started working for the Salt Lake Hard- 
ware Co., travelling in their Ogden, Logan and Brigham 
City territories. He remained with this firm until ‘1921, 
when he went to California, where he started as an as- 
sistant to the buyer of the builders’ hardware. depart- 
ment. Mr. White, who is 70, says he “looks forward to a 
number of years of useful service in the hardware trade.” 


WILLARD F. WHITE 








of the board of trustees and was acting mayor and police 
commissioner. He is also a former president of the Nas- 





You 5¢/ while it Sa0b/ 


NATIONAL PACKAGE SEALER 
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Wrapping is so easy with an automatic 
National .Package Sealer. You can concen- 
trate on the customer instead of the wrap- 
ping. What’s more, because wrapping is 
faster, you can give your undivided attention 
to the mext customer sooner—turn pack- 


aging time into selling time! 





INQUIRE DIRECT FROM US 
or from our Salesmen 





















NASHUA, NEW HAMPSHIRE 


Please send more facts on National Package Sealer. 





Company 
Address 














Cast iron washers—An ad- 
vance of about 5 per cent was an- 
nounced late last month by one maker 
of cast iron washers. 

~ * * 

Pliers—Advances of from 5 to 
10 per cent on some types of one line 
of pliers was announced last month. 

*. * - 

Wrenches—One line of open 
end and box wrenches was advanced 
the middle of last month, advances 
ranging from 5 to 121% per cent. 

oe * * 

Axes—Late last month a lead- 
ing maker advanced prices of long han- 
dled axes about 5 per cent. 

” + + 

Tape—Leading makers of fric- 
tion and rubber insulation tape have 
changed freight allowances from 100 to 
200 Ibs. 

* a * 

Brass trim—Prices have de- 
clined, slightly, on some items of brass 
trim, due to improved supply. 

* * * 

Home movie screens—One 
maker of home movie screens has ad- 
vanced prices on some numbers about 
15 per cent. 

x a a 

Fishing poles—Japanese cane 
fishing poles are expected back in the 
market for 1948 at sharply advanced 
prices. 

* * * 

Baseball bats—One maker has 
reaffirmed last year’s prices on its entire 
line. 

a % x 

Galvanized ware—One maker 
has advanced prices on both galvanized 
ash and engineers’ cans more than 10 
per cent. 

. * ~ 

Garbage cans—<As of Nov. 1 
one maker advanced prices on gal- 
vanized garbage cans and on extra 
heavy 14 qt. galvanized pails about 10 
per cent. 
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Combination measures — 
Prices on one line of combination mea- 
sures were recently advanced about 6 


per cent. 
* * ” 


Cotter, taper pins—Cotter and 
taper pin prices were advanced about 5 
per cent the middle of last month by 
some makers. 

* * a 

Lock washers—One maker ad- 
vanced lock washer prices about 5 per 
cent late in October. 

* * * 

Putty—Because of linseed oil 
prices putty prices are expected to 
advance. 

* a * 

Wall-sizing—As of Oct. 25 one 
maker advanced about 414 per cent its 
price on jell wall sizing. 

* *” a” 

Venetian blinds—One maker 
of Venetian blinds reaffirmed its prices 
as of Oct. 20 and promised better de- 
livery and wider selections. 

a aa * 

Coated abrasives—Some mak- 
ers advanced prices of coated abra- 
sives, late in October, about 10 per cent. 

* * # 

Hammers and hatchets—One 
maker of hammers and hatchets ad- 
vanced prices, last month, about 10 per 
cent. 






Fire clay products—An in- 
crease of approximately 5 per cent was 
announced, late last month, on one line 
of fire clay products. 


* ¢ # 


* Hand saws—A leading maker 
of hand saws advanced prices. last 
month, changes ranging from five to 10 


per cent. 
* * * 


Shovels — One line of solid 
shank shovels advanced about five per 
cent, late in October. 

* * * 


Brass and copper—The Chase 
Brass & Copper Co., Waterbury, Conn., 
has announced that it has “adopted a 
firm price policy on mill products cover- 
ing fully specified orders that can be 
scheduled for shipment within 60 days 
from acceptance of order . . . On orders 
which cannot be scheduled for ship- 
ment within 60 days, the price will be 
firm at the basis in effect when we can 
schedule the order for shipment within 
60 days.” This announcemént was 
dated Oct. 16, 1947. 


* * * 


Electrical wires—On Sept. 30, 
a leading maker, announced reductions 
of 80 points and 52 points respectively, 
in its base prices for bare and weather- 
proof wire. The new base price for bare 
wire in carload lots is 26.92 cents per lb., 
less carlots 27.42 cents. Weatherproof 








ADVANCES 


Lead oxides and pigments. Coated abrasives. One line hammers and hatchets. 
One line of hand saws. One line of solid shank shovels. Some pliers. 
One line cast iron washers. One line lock washers. Some galvanized ware. 
Jell wall sizing. Cotter pins. Taper pins. Some long handled axes. 
One line fireclay products. 


DECLINES 
Bare and weatherproof wire. Brass trim. 
PRICES REAFFIRMED 


One line of Venetian blinds. 


One line of baseball bats. 


ADVANCES EXPECTED 
Putty. 
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-The Chase 


OFFERS YOU A BRAND NEW 
gl PACKAGE DEAL FOR MORE 


hat can be 


oe FISHING TACKLE PROFITS 


rice will be BACKED 


yhen we can 
ment within 


These sales producing H-! displays will build greater fishing 





codes’ Sis BY THE GREATEST tackle profits for yoy. Each striking, attention-getting card— 
ADVERTISING one for rods...one for reels...one for lines—is a complete 

es unit, featuring items especially selected for BUY APPEAL. 

n Sept. oU, ° 

tn etn CAMPAIGN And each one will be pre-sold to your customers by the 

respectively, d isi i in the hi f th 

greatest consumer advertising campaign in the history of the 

ind weather- : 

rice raven IN THE HISTORY tackle industry. 

ents per Ib., 

Feathangeost OF THE INDUSTRY 


This new triple barreled merchandising set-up is your oppor- 
tunity to cash in with H-l. Feature all three displays. Then 


d hatchets. watch your tackle sales and profits jump. See your H-I rep- 
ers. . . . . 
ited ware. resentative or write us direct for complete information. 
axes. 


HORROCKS-IBBOTSON 


. UTICA, NEW YORK 


Manufacturers of the Largest Line of Fishing Tackle in the World. 
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EAGLE 
RULES 


HAVE, THIS 
FEATURE 


RIVETED 
STRIKE 


Mlustrated is the 
No. 672W 
ROYAL EAGLE 
Regular Marking 













KAGLE RULE MFG. CORP. 
514 HUNTS POINT AVE. 
NEW YORK 59, N. Y. 








vegetable shortenings, was made neces- 
sary by the higher cost of raw ma- 
terials, including tallow, and cocoanut 
and cottonseed oils. 
. + o 

“Hysterical” steel demand— 
Says The Iron Aage, “The demand for 
steel is reaching almost hysterical pro- 
portions. Greater activity is present in 
the ‘gray market,’ with little chance 
that premium price levels there will de- 
cline for months to come. Conversion 
deals, whereby customers buy ingots and 
have them converted into finished steel, 
are progressing at such a hectic pace, 
that even they are being held back be- 
cause of their volume.” Pig iron is so 
short, The Iron Age reported, that some 
steel companies are being forced to di- 
vert pig from their own open-hearths, in 


wire is now priced at 27.60 cents car- 
loads, 28.10 cents less carloads. No 
change has been made in prices for 
magnet wire which remain on the basis 
of 30.50 cents for less carload quantities. 
The lower prices had no bearing on the 
primary copper market, which remained 
unchanged and firm at 21.50 cents “de- 
livered Valley” basis. 
* ” + 

Lead oxides and pigments— 
On Oct. 1, one company announced an 
advance in its less-than-carload price 
for lead oxides of 10 cents per 100 lbs., 
and in dry white lead of %4 cent per lb. 
Litharge, less than carlots, is now quoted 
by the company at 17.60 cents per Ib., 
dry red lead at 18.60 cents and orange 
mineral at 21.10 cents per lb. The car- 
load prices for these oxides are un- 
changed at 16.60 cents, 17.60 cents and order to supply it to their ingot mold 
20.00 cents per pound respectively. The makers. 
new price for dry white lead in quanti- ws 
ties of from 500 Ibs. to 20 tons is 16.50 
cents per lb. and for quantities under 500 
lbs. 17.50 cents per Ib. 


€ * * 


* . 


Growing cost pressure on 
steel—The Iron Age pointed out that 
rising freight costs and price advances 
in steel scrap are rapidly eliminating 
any safety margin afforded the profits 
of steel makers by the price increase a 
few months ago. “Steel makers are 
now entering one of the most serious 
‘squeeze-plays’ in their history,” it says. 
“If raw materials for steel making, and 


Soap and shortening — One 
leading maker announced, on Oct.* 22, 
further price increases on 10 of its 
soap and shortening items. A spokes- 
man said that this increase of 6 per 
cent in the wholesale prices of soap 


and soap products, and of 3 per cent in (Continued on page 218) 
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FLEXIBLE KITCHEN DISPLAY BACKGROUND is offered by Mullins Mfg. 
Corp., Warren, Ohio, for Youngstown kitchen dealers. It is designed to be 
set up, moved, changed in size or dismantled without tools, and will fit most 
any size floor space. Background consists of walls, header and soffit, and 
decorative columns. Adjustment for different sized and shaped kitchens is 
made by a simple hook device which holds the wall cabinets in place and the 
few bolts used have wing nuts. A window is available and six copy panel 
to show prices, advertisements, photos or other material. Display is avail 
able to Youngstown dealers at about the cost of building a temporary display 
in a store or exhibit. 
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71611 ST. JOHN STREET 


FOR YOUR CHRISTMAS DISPLAYS 


to your windows, counters and floor displays. 
Why not look your stock over and get these 

out where eager sportsmen can see them. 

They’ll sell like hot cakes. Priced right! 


Christmas gifts—and they give flash and interest 








MOSSBERG 
-22 CALIBER 
RIFLES 


Loaded with eye ap- 
peal! Streamlined 
and equipped with a 
dozen exclusive Moss- 
berg features that sell 


"em on sight. 


Ulustrated is automatic, 
Model #151M $30.90 
$31.70 west of Rockies 
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Mossberg items make ideal 
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: 8 RIFLE "SCOPE SIGHTS 4 
® with patented internal 
' MOSSBERG “SPOTSHOT” Mas ! 
1 . 8 adjustment feature | 
‘ 20-power spotting : Every owner ofa.22 caliber § 
scope t rifle a prospect. Model #5M4 1 
An excellent, high quality 4g pg ny Bey ‘ 
spotting scope for the rifle : Model #4M4 for the new % 
range—or for general, long Mossberg automatic rifle, § 
cpen —— “er : Model #1 51M. Each of the i 
t-Shot — +30. three priced at $9.95. 4 
d—$9.95. 
Folding Stand—$9.9 8 


° 


c= oe & oe @ ao @ oe @ - r 9g with ane 
yblic *§ poy" vt, ro 
R the P " y 


enoke® ta Mossberg 


a 


’ These handsome 















? 













MOSSBERG 
SHOT GUNS 


20 gauge and 410 
gauge with inter- 
changeable choke 
tubes. 

Model 185D—20 
gauge, 3 choke tubes 
—‘‘3 guns in one.” 
$22.95*, 

Model 183D—410 
gauge, 2 choke tubes 
—“2 guns in one.” 
$20.55*. 

*Slightly higher west 

of the Rockies 
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NEW HAVEN 5, CONN. 
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It Took Ta-pat-co “Know-How” to Design 


this HUNTING COAT 


Full width game pocket is easily 
accessible for removing. game, clean- 
ing and airing the blood proofed 
lining. Pockets galore—flap- 
protected shell loops— special 
water proofing across shoulders, cut 
bi-swing for freedom of action — 
Ta-pat-co quality, material and 
workmanship through and through. 


Can’t Be Beat for Hunting or Hiking 


TA-PAT-CO GAME BAG 










ate” 


FOR YOUR FALL 
SELLING 





A MAN'S SHIRT 


Ta-pat-co sports shirts, all wool, 
full-cut with roomy man-size 
pockets. The soft, comfortable 
collar is worn open in balmy 
weather, or snugged up to keep 
out the cold. It comes in a 
variety of favorite colors. 









There’s a new Ta-pat-co game 
bag too. It has one big pocket 
across the back to hold the limit 
—two roomy flap covered 
pockets at side for shells, lunch, 
etc. The wide comfortable 
shoulder straps are fully adjust- 
able to evenly distribute the 
weight. Snap fasteners on back 
pocket and in front hold the 
bulk down, make it fit snugly. 
The tough snag resistant material 
slips easily through the brush. 
Don't forget to check your 
/ Ta-pat-co stock of sleep- 
ing bags and parkas — 
and the new duck hunters 
life save vest — all sure- 
fire Ta-pat-co sellers. 







The American Pad & Textile Co. 
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It is still mighty important to keep 
belts running and you as a dealer can 
help do your part by calling attention 
to the importance of proper lacing 
in prolonging belt life. One of the 
most effective ways to do this is to 
have an Economy Display Unit of Alli- 
gator Steel Bele Lacing right out on 
the counter where your farm and shop 
trade can see it. 


An Economy Package of Alligator 
Steel Belt Lacing is the best insurance 
there is against loss of time due to belt 
failures. This Economy Package con- 
tains one set of Alligator Steel Belt 
Lacing complete with hinge pins for a 
12” belt or the 12” length can be 
broken to length for narrower belts. 


A display of Economy Packages on 
your counter will help you sell belt 
protection. 


ECONOMY DISPLAY UNIT 
No. 410 Economy Display Unic. List......$5.60 


Four sizes of Economy Packages are packed 
in the display unit shown above. Contents 
made up of 3 packages 15E, two of 20E, 
three of 25E, and two of 27E. 


ECONOMY PACKAGES 


Lacing _List per carton Belt 
No. of Ten (10) Thickness 
15E $4.75 1/8” to 5/32” 
20E 5.00 5/32” to 3/16” 
25E 6.25 3/16” to 7/32” 
27E 6.65 1/4” to 9/32” 
35E* 8.50 9/32” to 5/16” 


*Not included in Display Unit. 
Order from Your Jobber 


FLEXIBLE STEEL LACING 
COMPANY 


4616 Lexington Street, Chicago 44, Illinois 


For more than 30 years the most universally 
used belt lacing in the world. 


ALLIGATOR 
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STEEL BELT LACING 
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freight rates continue to advance, no 


steel company can continue to sell at 
current prices.” Scrap prices for the 
Oct. 25 week, at $41.83 per gross ton, 
topped by 16 cents the previous historic 
high reached in August. The Iron Age 
feels ahat a stiff advance in the price 
of tin plate is “inevitable” and probably 
before Jan. 1, 1948. 


* * * 


Anti-freeze probably scarce 
-An industry-wide shortage of anti- 
freeze preparations is expected this 
winter. There are several reasons: pro- 
ductive capacity is insufficient, more cars 
are on the roads than ever before, peo- 
ple in northern cities invariably over- 
buy, and there is a shortage of drums 
and transportation facilities. Said one 
duPont representative: “Chemicals used 
in anti-freeze have other important in- 
dustrial uses, and the demand from 
other quarters is unprecedented. Metha- 
nol, for example, is the base for our 
‘Zerone’ anti-freeze, but it is also a basic 
industrial chemical for plastics and 
other industries.” Plant expansion now 
under way cannot be completed in time 
to meet the current demand. Dealers 
everywhere are counting on denatured 
alcohol, to shoulder a major share of 
the anti-freeze burden this _ winter, 
since ethylene glycol and menthanol, 
popular types of anti-freeze, are on the 
scarce list. There is a large increase 
in the number of cars and trucks on the 
road this year. Registration figures for 
1946 showed 27,700,000 automobiles and 
5,800,000 trucks and busses. An esti- 
mated 29,200,000 automobiles and 6,- 
800,000 other vehicles are in use at 
present. The nation’s total consumption 
of anti-freeze last winter was 70,000,000 
gals. of which 36,500,000 gals. were 
alcohol, 20,000,000 gals. methanol and 
approximately 14,000,000 gals. ethylene 
glycol. There will be that much avail- 
able this year, bit the demand will be 
much greater. 

* * * 


Twelve million radios—In the 
third quarter, 3,761,271 radio and tele- 
vision receivers were turned out by 
members of the Radio Manufacturers’ 
Association. The Association says this 
brought the total number of sets of all 
types produced so far in 1947, to 12,- 
371,915. Increased output of FM-AM 
and television receivers, particularly in 
September, high-lighted the third quar- 
ter’s operations. September production, 
alone, of television receivers was about 


16,000 units. 


* * 8 


Record oil burner shipments 
—Despite both industry and govern- 
ment warnings of fuel oil shortages this 
winter, factory shipments of oil burners 
in August reached an all-time monthly 





















BEST BUY OF THE YEAR 





Clrmstrong 


ELECTRC HEATER No. 514 


This profitable and exceptionally popula: 
seller is made of finest quality 24-gauge ‘iron, 
finished in rich porcelain enamel, walnut o 
white. Attractive design. Easy to keep clean 
Excellent heating capacity. 
Patented nichrome element guaranteed against 
burnout for five years. Approved by Under- 
writers Laboratories. AC or DC. 1320 watts 
15” high, 14” wide, 6” deep. Weighs 614 
Ibs. $6.95 retail. $7.50 west of Denver 
All Armstrong heaters are pre-war qualit) 
and priced right. PROMPT SHIPMENT 
Order this and other fast selling Armstronas 
from your jobber. 
ARMSTRONG PRODUCTS CORP. 


Quality Electrical Appliances since 1899 
Dept. HA, Huntington 12, W. Va. 








( Here's the one that 


WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 


WILL NOT SHRINK| 
it WORKS BETTER. 


STICKS AND STAYS PUT 
fl 











Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
year.” What’s more, 
Durham’s Rock- 
Hard Water Putty 

ives you by far the 

st profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel — or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. « Packed twelve 1-lb. cans or four 
4-lb. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-Ib. drums for 
industrial users. 


The PLASTIC Repair Material 
in POWDER Form 
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peak of 122,621 units. Production was 
not far behind, with 120,300 units manu- 
factured. The previous (June) peak on 
shipments was beaten by 17 per cent, 
and the gain over August, 1946, was 100 
per cent. Of the total August produc- 
tion, nearly all, 97 per cent, were resi- 
dential type, the remainder being made 


up of commercial and industrial units. 
+ a ~ 


More about toys—Toy manu- 
facturers say they are operating at full 
blast, but the failure of buyers to place 
orders earlier in the year will result in 
a lower toy supply this Christmas. Al- 
though there will be a greater and bet- 
ter variety of toys, at only slightly modi- 
fied prices, dealers probably will suffer 
from inability of manufacturers to turn 
out sufficient volume to satisfy the ex- 
pected greater demand. One large 
wheel-goods producer said his 1947 
volume would be down sharply from a 
year ago, because of tardy order-placing 
and the continuing shortage of steel. 
Despite a 24-hour schedule, one of the 
country’s largest train manufacturers 
will not be able to fill the demand for 
toy trains. Though the raw material 
situation is better than last year, steel, 
paper and cardboard are still “tight,” 
and most manufacturers cannot depend 
upon a steady volume. As a result of 
the impending scarcity, manufacturers 
are urging the public to shop early. or 
they will find the stores lacking mer- 
chandise by the middle of December. 
The selection of toys will be broader 
than a year ago. 

* * * 

Vacuum cleaners—The 3,000,- 
000-unit mark in 1947 sales of standard- 
size household vacuum cleaners will be 
passed late this month, breaking all 
records of the industry, according to 
figures announced by C. G. Frantz, sec- 
retary- treasurer of the Vacuum Cleaner 
Manufacturers’ Association. Vacuum 
cleaners sold in January-September this 
year totalled 2,720,292, compared to 2,- 
289,441 in all 1946. Sales in September 
were third highest in the industry’s his- 
tory, aggregatng 328,630, compared to 
330,426 in April and 329,986 in June, 
1947. September sales were 17.7 per 
cent above 279,237 in the preceding 
month and exceeded 216,219, sold in 
September, 1946, by 52 per cent. 

* * + 

Hercules sales—Hercules Pow- 
der Co., Wilmington, Del., 
sales for the nine months ended Sept. 
30, 1947, totaled $98.969,694, as com- 
pared with $72,453,609, 
sponding 1946 period. 

” * * 


reported that 


in the corre- 


Air express—An increase of 15 
per cent in the number of air express 
shipments handled in nationwide ser- 
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Sell Fender R Repairs 


ZY THE CHW! 


It's true! Auto body bumps and fender dents 
are easy to repair with Magic Plastic Body 
Solder—"'the professional repair job in a 
can.” Pliable as putty, Magic Plastic Body 
Solder can be applied to any clean, metal 


surface with an ordinary knife . . . dries to 
a metallic hardness in a few minutes and 
can be sanded and painted almost at once 
Stock genuine Magic Plastic Body Solder 
and other Magic Products—and watch 
sales climb! 











Write today for descriptive literature 


prices and discounts 


FREE — attractive counter displays 
and newspaper mats 


— Magic leon Cement Company 
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1322 E. FRANKLIN ST., 





N. Y. OFFICE: 


ENGLISH & WESTERN SADDLERY 
RACING HARNESS 


BUGGY * TEAM * PLOW * GOAT HARNESS 
HARNESS STRAPS & HAMES 
HORSE and MULE COLLARS 

TEAM BRIDLES 


WE SELL ONLY THROUGH RELIABLE RETAIL DEALERS 
“see ———— 


225 FIFTH AVE. 
CHICAGO OFFICE: 
666 LAKE SHORE DRIVE 













BT. CRUMP COMPAYY inc 


RICHMOND 13, VA. 
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vice in August was reported by the Air 
Express Division of Railway Express 
Agency. A total of 294,967 shipments 
were dispatched in domestic airline ser- 
vice for the scheduled, certificated air- 
lines during the month, compared with 
256,468 shipments in Aug., 1946. 


* * * 


Admiral Corp. sales — A 42 
per cent increase in sales for the nine 
months period ended Sept. 30, 1947, 
over the same period, was reported by 
Ross D. Siragusa, president, Admiral 
Corp., Chicago, Il]. Sales totaled in the 
first nine months of this year $32,669,- 
223. 

- * . 

Gerity-Michigan Corp. — 
James Gerity, Jr., president, Gerity- 
Michigan Corp., Adrian, Mich., an- 
nounced that sales for the quarter 
ended Sept. 30, 1947, totalled $3,283,- 
307, as against $2,667,564, last year, with 
a substantial share of the volume being 
accounted for by bathroom accessory 


sales, 
* » . 


Merchandise shortages—It is 
now clear that the nation faces con- 
tinued shortages of many industrial and 
consumer goods in 1948. Widespread 
predictions that accumulated demand 
for many items would be overtaken this 
year are having to be revised, according 
to the latest weekly report of United 
Business Service. The Service points 
out that a study of individual scarcities 
reveals that the bulk of them (except 
food) are traceable directly or indi- 
rectly to the steel shortage. The ef- 
fects on automobile output are self- evi- 
dent, The tight fuel situation reflects 
the inability to obtain steel needed for 
refinery equipment, pipe, and freight 
cars. Even food output is being ham- 
pered to some extent by the shortage of 
farm machinery, which also works back 


to steel. 
* * s 


Farm income hitting top— 
Farm income this year will be the high- 
est on record and probably will remain 
high next year, says the Department of 
Agriculture. This year’s gross farm in- 
come is estimated at $34,300,000,000, or 
18 per cent above last year. Net income 
—the difference between gross income 
and production expenses—is estimated 
at $18,000,000,000. The department said 
farm expenses this year are running 
more than 16 per cent above last year, 
when they totaled $14,000,000,000. This 
year there are 15 to 20 per cent in- 
creases in rents paid to non-farm land- 
lords, maintenance and depreciation 
charges on capital equipment are 
higher, and there are boosts in the cost 
of fertilizer and lime. Cash receipts this 
year probably will be higher than 1946 








THE NEW 1948 MODEL 


GLUB-GLUB 


THE GREATEST EVER 
The Original Perpetual Drink-Up Duck 


Make big profit oo this best looking of all 
continuous water drinking birds. The nearest 
thing to perpetual motion. Mysterious—big and 
beautiful in bright red and yellow with real 
feather tail, suede shoes, non-drip bill. The 
most substantial and attractive drinking bird 
on the market. Each Duck thoroughly tested 
before shipping. Attractively packaged [n in- 
dividual boxes. Price protected—Usual Trade 
Discounts. Send your Order Today! 


$1.98 


RETAIL 


FAIR 
TRADED 


seen, 


’ 


Patents #2240906, 
D146744 and RE22900. 


DELUXE SERVICE 


DEPT. H, P. O. BOX 5510 CLEVELAND I, OHIO 
















The Best Are 
BETTER BRAND 


mouse and rat 
TRAPS 








e METAL OR WOOD TRIGGER 
e FOUR-WAY ACTION 
e OIL TEMPERED SPRINGS 


McGILL METAL PRODUCTS CO. 


Marengo, Illinois 
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LEADING THE WAY... 


—to better business 






and customer service! 







THE CAB THAT “BREATHES” ... 
fresh air is drawn in from the outside 
—heated in cold weather—and used 
air is forced out!* 



















ADVAN CE-DESIGN 


CHEVROLET 


TRUCKS 


with the cab that ‘‘breathes’’! 


East coast, west coast, and all around the 
country, Chevrolet Advance-Design trucks 
are fast delivering improved service to 
- : businesses and their customers, through 
_— ; their ability to stay on the job—save on the 
job. They’re the talked-about trucks, with 
the sensational cab that ‘‘breathes’’—that 
almost literally ‘‘inhales’’ fresh air and 
‘*exhales’’ used air!—plus a host of new 
features and innovations that make them a 
must to see! 







The cab is FLEXI-MOUNTED 
—cushioned on _ rubber 
against road shocks, torsion 
and vibration! ... DRIVER’S 
COMPARTMENT is wider, 
with more leg room. The 
seats are fully adjustable, 
bigger and more comfort- 
able. Wider, deeper WIND- 
SHIELD and WINDOWS in- 
crease visibility by 22%! 




























*Fresh-air heating and ventilating system optional at extra cost. 


CHOOSE CHEVROLET TRUCKS FOR 
TRANSPORTATION UNLIMITED! 


CHEVROLET MOTOR DIVISION, General Motors Corporation 
DETROIT 2, MICHIGAN 


Panels and pick-ups have INCREASED LOAD 
SPACE— stake and high rack bodies MORE 
EFFICIENT LOADING. . . . New, stronger, 
sturdier FRAMES are designed to carry 
greater loads greater 
distances fora longer 





















Chevrolet VALVE-IN-HEAD TRUCK 
ENGINES are world’s most economical 
for their size. ... There are HYDRAULIC 
TRUCK BRAKES, exclusively designed for 
greater brake-lining contact—for posi- 
tive action! 


LONGER WHEELBASES give 
better load distribution. . . . 
Chevrolet’s famous FULL- 
FLOATING HYPOID REAR 
AXLES are geared for the load! 
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TIMELY SPECIAL 


ELECTRIC HEATER 
f000 WATT—14" Polished Alumi- 
num Bowl with Aluminum Base—6 
ft. cord—Packed 6 to carton—Per 
eS $26.40 


Larie Hardware Co. Inc. 
552 West Lake Street 
Chicago 6, Illinois 


WHOLESALE ONLY 


for all the important commodity groups 
except fruits and nuts. Wheat, corn, 
cotton, hogs and cattle have shown the 
best gains. Prices averaging almost 
one-third above last year are being paid 
for the largest wheat crop in the United 
States’ history, and total wheat receipts 
may reach 75 per cent above last year. 
The Department estimated that about 
11,700,000 persons—family workers and 
hired hands—were employed on farms 
Oct. 1. This compared with 11,458,000 
a year ago and with 12,389,000, for the 
1935-39 average. Farm wage rates were 
at record levels on Oct. 1—and 7 per 
cent above a year ago, the Department 








































FOR DISTINGUISHED SERVICE 
TO THE AMERICAN FARMER 


Order through Your Jobber 
EMBURY MFG. CO., WARSAW, N. Y. 








said. These rates were four times the 
1910-14 average, | 


* *¢ # | 


“Expansion” key-notes Sep- | 
tember—Commissioner Ewan “lague, 
of the Buteau of Labor Statis 1d 
a recent news conference that ' | 
word, “expansion,” key-noted the eco- 





nomic situation in September. He re- 
ported that industrial employment, | 
home building, and factory wages, all 
hit new peaks in that month. He also 
predicted that the nation’s “economy” 
will expand still further between now 
and Christmas. While new housing 
construction is at a 20-year high, Mr. 
Clague reminded that the need for ad- 
ditional adequate housing “remains a | 
serious problem.” A large percentage of 
homes now being built are in the higher 
cost brackets, with too few being pro- 
vided for low-income families. The 
Federal Reserve Board says that indus- 
trial production rose again in Septem- 
ber, to reach 185 per cent of prewar 
output. For the second straight month 
of gain, September production was five 
points higher than August’s, though 
still 5 per cent below the post-war 
record set in March. 


* * * 


Late retail gains——Department 
store sales, reported by Federal Reserve, 
were up two per cent in the week ended 
Oct. 18, and gained 12 per cent in the 
latest four weeks, over comparable 1946 
periods. These gains were below those 
previously and recently reported for the 
stores. In August (latest reported) 
sales of chain stores and mail order 
houses were about seven per cent, on 
the average, above those of the same 
1946 month. This gain was only a third 
as large as the average increase for the 
earlier 1947 months. September sales 
of indpendent retailers topped those of 
September a year ago by 11 per cent, 
and were 10 per cent above August, 
says the Census Bureau. The best in- 
creases for the month were in lumber 
and building materials, up 37 per cent, 
in motor vehicles, where sales gained 25 








BUILDERS 


SINCE 1849 


MADE RIGHT 


PRICED RIGHT 
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Padlock and Hardware Co. 
LANCASTER, PA. 


SAF 


HARDWARE 

















per cent, in furniture stores, up 17 per 


e A Quality Fair Trade Item 
that builds satisfied customers. 


* A copper top tank ball with 
pure molded rubber bottom that 
does a real job—it's right for 
every tank. 


Order a dozen TODAY! 
Retails for 50¢ each $6.00 doz. 
Costs you 3.37 doz. 
YOUR PROFIT 2.63 doz. 


Write for information about MASTER-FIT 
Tank ball that meets ail competition. 


AMERICAN RUBBER PRODUCTS CORP 


15) EAST SOth ST. NEW YORK 22.N. Y 
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YORK 22,.N.Y 


2DWARE AGE 





cent, and in hardware stores, which im- 
proved 13 per cent. Stores selling “non- 
durable” goods showed more moderate 
advances, with “general stores” 11 per 
cent ahead of a year ago. 

» - ” 


Expect continuing credit 
caution—The Federal credit controls, 
known as Regulation W, ended at mid- 
night, Oct. 31. Automobiles, stoves, re- 
frigerators, ironers, radios, sewing ma- 
chines, and washing machines are 
among the items affected. Removal of 
credit restrictions will find a majority 
of retailers determined to continue the 
extension of credit on a conservative 
basis. While some retailers are ex- 
pected to issue more liberal installment 
terms, there are no “storm warnings” of 
a credit war in the effort to garner the 
consumer’s dollar. R. R.Rau, executive 
vice-president of the National Retail 
Furniture Association, said members of 
his group would adopt a “general policy 
of 20 per cent down payments required 
across the board, including sale of ap- 
Automobile finance com- 

recommended retaining | 





pliances.” 
panies have 
large down payments and short install- | 
ment periods as a means of getting a 
buyer to build up his equity as rapidly 
as possible. Spokesmen of the mail 
order leaders said credit terms adopted 
after Nov. 1 probably would be less 
stringent than those of regulation W, 
but asserted sales would be little af- 
fected until the supply of hard goods 
catches up with demand. One exeécu- 
tive said down payments on the “hard 
lines” may be reduced to 10 per cent, 
with 18 months to pay. 

* * . 





September building gains - 
Total new construction during Septem- 
ber was $1,262,000,000, a | 
slight increase over August, and a gain 
of 18 per cent over the September, 1946, 
figure, according to the U. S. Bureau of | 


valued at 

















the Census. The September figure 
breught the total the first 
months of 1947, up to an estimated $9,- 
022,000,000, or an increase of 30 per 
cent over the corresponding period of 
New private construction in 


for nine 


last year. 
September gained 2 per cent over the 
August total, while private residential 
building—exclusive of farm—was 3 per 
cent over August. New public and non- 
residential construction in September 
also showed a slight gain over the pre- 
ceding month. 
* o - 





Carloadings in further rise— 
Very significant in the nation-wide pic- 
ture of business activity, freight car- 
loadings continued their upward record- 
breaking trend in the Oct. 11 week, 









TRAFFIC ror YOU 


WHEN YOU FEATURE THESE RIVAL “HITS” 


SINGLE ACTION 
JUICE-O-MAT 


Not just one, but 
eight new features 
make this new 
juicer a “wanted” 
just half a turn of the handle gets the 
juice; patented Konvakone gets all the 
juice without seeds, pulp or bitter rind 


item in every home: 


oil; deeper drain cup; improved pressing 
member; longer handle gives greater lev- 
erage. Eight new features in all. Four 
smart colors! Once seen it’s sold! 





DELUXE 
CAN-O-MAT 


Here’s the most 

beautiful can open- 

er ever made. Fea- 

tures: single action... floating cutter... 
no oiling. Just turn the handle forward 
to pierce and open can; turn reverse to 
release can. When not in use can opener 
hangs flat against the wall. In gleaming 
chrome with contrasting baked enamel 
in choice of four attractive colors. Also 
all-chrome. 





ADVERTISE and DISPLAY THESE TWO “BEAUTIES” 


Available for immediate delivery. See your distributor or write us. 


* 
Rival MANUFACTURING COMPANY 


KANSAS CITY, MISSOURI 














Why Not? 


Have Your PERSONAL ACCIDENT 
ond HEALTH INSURANCE with ... 


EASTERN 
COMMERCIAL TRAVELERS 


Mutual Association 


© Direct Purchase 


No Branch Offices 
Massachusetts Company, Incorporated 1804 
Insure Your Earnings .. . Protect All! 





ACCIDENT POLICY PAYS 
000.00-$10,000.00 
FoR a DENT ‘AL 
. 00-$50.00 
OR WEEELY 


‘DISABILITY 
ted Annual Cost $15 





SICKNESS POLICY PAYS 


$25.00 PER WEE 
FOR CONFINING 
SICKNESS 
$10.00 PER WEEK 
FOR NON-CONFINING 
SICKNESS 
Estimated Annual Cost $24 





MORE THAN 50 YEARS OF UNFAILING SERVICE 
Provides protection 24 hours a day when traveling, while at work, 
eround the home or on vacction 
NO POLICY CANCELLED OR RATES INCREASED OR ANY 
BENEFITS REDUCED ON ACCOUNT OF ADVANCED AGE! 











when they climbed to a new 17-year 
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Commercial Travelers 
Without obligation, © sae send complete information and 
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THE Hi John 8. Whittemore, 
COUPON : — > Sec.-Treas. 
Federal Boston 
TODAY: ”* “se 
: application for membership to 
* ; DOOM. 05600dsc0ces 
; Address .......... 
A ae A initinin cen 
8 H.A.-47 


(No Solicitors Will Call) 






























~ Latisde!] 
CHINA MARKERS 
PRINT PRICES PLAINLY 


For quick, self-service 
sales just mark the price 
big and bold directly on 
the article. Do away with 
dangling tags or peeling 
stickers. Blaisdell China 
Markers write readily on 
metal, china, glass, 
plastic or any glossy 
surface. Marks are 
brilliant, legible and 
permanent... but easy to 
remove with a damp 
cloth. 






The special process by 
which these pencils are 
encased in paper, seals 
in the ingredients, 
“oi age. oxidation... 

eeps them always fresh 
and ready. 


YNIHD 72est77 4 69! 


Made in the following colors: 


163-T Thin Black 169-T Red 

164-T White 169'/4-T Vermilion Red 
165-T CrimsonRed 170-T Yellow 

166-T Brown 171-T Green 

167-T Light Blue 172-T Purple 

168-T Bive 173-T Thick Black 
168'4-T Midnight Blue 
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Mail this coupon for FREE SAMPLE 


SVatsOe/7 PENCIL COMPANY 
141 Berkley St., Philadelphia 44, Pa., Dept. H-10 
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weekly peak for the second consecutive 
time. Total loadings for the week rose 
to 956,862 cars, only about 2.8 per cent 
below the all-time peak week in Aug., 
1930. The Association of American 
Railroads pointed out, however, that be- 
cause of today’s heavier loadings, faster 
movement and longer haul, the week’s 
volume measured in ton miles, was ac- 
tually 70 per cent greater than during 
the record week in 1930. Loadings of 
miscellaneous freight and coal were 
especially heavy in the latest week, it 
was stated. The 434,315 cars of miscel- 
laneous freight were the highest of any 
week since Oct. 26, 1929. The Oct. 11 
week’s total loadings were 57,419 cars 
above the like week a year ago. So far 
this year, loadings have risen to 35,005,- 
985 cars, well above the corresponding 
period in 1945 and in 1946. 


7» * * 


The national sales picture— 
The Securities & Exchange Commission 
has reported that net sales by 1,243 
listed corporations were 38.5 per cent 
higher in the second quarter of 1947 
than for the same period last year, 
reaching a total of $23,786,115,000. 
Manufacturing companies, however, of 
which 898 were included in the report, 
increased their sales by 43.8 per cent. 
Oil refiners ranked first in totals, with 
meat packers second, automobile manu- 
facturing third, and steel production 
fourth. The Commission’s report did 
not attempt to explan whether the quar- 
ter’s increase representd price rises, or 
an upswing in buying during the period. 
Total sales for the 10 automobile firms 
reporting were $1,577,969,000 in the 
second quarter of this year, compared 
with $769,967,000 for the second quarter 
of 1946. Steel producers with blast fur- 
nace facilities showed a 43 per cent in- 
crease. Naturally, not all businesses 
gained. Department stores, with 35 com- 
panies reporting, showed the largest de- 
crease in sales in the second quarter. 
They reported a 20.8 per cent drop com- 
pared with first quarter sales. However, 
second quarter sales were still 9.5 per 
cent higher than in the same quarter 


last year. 
* 2 


Corn looks better—The corn 
crop looked better by 54,751,000 bushels 
as of Oct. 1, a smaller than anticipated 
improvement during the last 30 days. 
The quality is far better than expected, 
however, with the amount of soft grain 
thought now to be a negligible portion 
of the crop. The Department of Agri- 
culture said the “small 1947 corn crop 
improved in both quality and quantity 
since Sept. 1 and is now estimated at 2,- 
459,000,000 bushels, due to hot, dry 
weather in the first half of September, 
which brought most corn to maturity 














NOW! SELL FAST CUTTING 


ROTARY MASONRY DRILLS 


Cut Holes 4 Times Faster 
Stay Sharp Up to 50 Times 
Longer 

Drill Concrete, Brick, Plaster, 
Slate 

Fit Any Rotary. Drill, Drill 
Press or Hand Brace 


@ Offered at the lowest prices in history 
and advertised to a market of millions, 
new Carboloy* Masonry Drills represent a 
booming market for aggressive merchan- 
disers. No other masonry drill can match 
its advantages in design, durability. The 
construction rush isn’t coming—#it’s here! 
Cash in now on Carboloy’s profitable re- 
sale plan. Send for details today! Carboloy 
Company, Inc., 11197 E. 8 Mile Bivd., 
Detroit 32, Mich. 








15 POPULAR SIZES 
ASK ABOUT SPECIAL 
6-DRILL SET 
36's Ye", SA's 
3%", 44", AND %" 
IN FREE CANVAS KIT 
$13.70 











Solid round shank tipped with 
Carboloy Cemented Carbide — 
hardest metal made by man. 


CARBOLOY* MASONRY DRILLS 


CEMENTED CARBIDE (—2) 





SHELBY—DvEPENDABLE HARDWARE 


SDSSDSHS OHGHHOHOHGH$SHHOO4$$4O44O4OOOO¢ 6446666 66460066 








: 
: 
+ 
o 
@ 

) o 

e 

Wind Insurance 
In the windy winter season your 
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customers need wind insurance 
for their storm doors. Give it to 
them—sell them Shelby — 
and Chain Door Stops. Com- 
pression spring absorbs all 
opening shock — doors and 
hinges are relieved of excess 
strain—no glass is broken. 


Spring and Chain—a sure Stop 
—Shelby's Hardware of the 
Month. They're fast movers— 
every home needs several sets. 


Order from your Jobber Now. 





THE A Mb, SPRING HINGE CO 
She (4 SHELBY. OHIO 
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WELL WORTH the research it took to 


find the best design. 


WELL WORTH the care and expense it 


took to produce it. 


WELL WORTH the rigid testing period 


that proved its safety and efficiency. 


The immediate success of the TOP LINE MODEL 1300 is com- 
plete justification of all the effort, care, and expense that went 
into the production of this revolutionary electric heater. 


Modern as tomorrow, the 1300 is a sensational success wherever 
it is displayed. It's a HEATING success—AND IT'S A SALES 
SUCCESS! All you have to do is show it and plug it in. IT 
SELLS ITSELF! 


Write for catalog sheefs and price sheets today. 
Address: Dept. H. 








REG. U.S. PAT. OFF 


APPLIANCES 


TENNESSEE VALLEY 








COUNSELOR 
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MARKETERS, INC. 

















| AVE., NO, NASHVILLE 3, TENNESSEE 
Pioneers in Electrical Appliance Manufacture aa 
in the Tennessee Valley xe 
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Yes, there are good reasons why we say . +. com- 
pare and decide for yourself... We believe, and 
many buyers agree, that the new Coun- 





selors are the smartest, most beautiful scales ever 






designed ... We know they are unsurpassed 





for accuracy, stamina, and workmanship . .. Ribbed 





rubber platform, magnifying lens, twin- 






flex springs and the exclusive Zerostat dial con- 





trol are a few Counselor features that assure 





customer satisfaction . 





. . Nationally 





advertised to millions of readers. 






THE BREARLEY CO. 




















ROCKFORD, ILL., and 1125 BROADWAY, NEW YORK 
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Rod Devil 


GLASS CUTTERS | 


Sensitive to touch 
— light to handle 
— relaxing 


MAAAAAAAALAL 


A Product of 


Red Devil Tooks. 


11, NEW JERSEY 


IRVINGTON 


GLASS CUTTERS 


Twelve to a box 


Chapmanized steel 
RED DEVIL wheel. 











WIRE FORMS 
FOR NEW PRODUCTS 


Brooks special wire forms 
are going into millions of the 
new household and industrial 
devices—usually producing a 
better product at lower cost. 


M. S. Brooks & Sons, Chester, Conn. 


Since 1848 
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“BROOKS f° HOOKS * 


ahead of frosts.” The 1947 wheat crop 


ous peak of 1,155,715,000 set last year 


* * * 


index, 





wholesale price 


major commodities, advanced to 200.67 
per cent of the 1926 “par,” more than 
double the average “base” pricing, and 
A year ago, this index 
stood at 156.11 per cent, and the high- 
est touched in any of the preceding 
The 


present mounting of prices is therefore 


a new “high.” 


| three years was 169.72 per cent. 


| “really something.” 
x * * 


Old H.C.L. climbs again — 
City living costs in mid-August were 
higher than they ever had been before, 
the Department of Labor says, and they 
The 
consumer price index compiled by the 
Bureau of Labor Statistics hit 160 per 
in mid- 


probably are even higher now. 


cent (of the 1935-39 average) 


August, and topped any prior figure for 
The Bureau said the new 
jump in living costs could be attributed 


that index. 


to August rises-in every major group of 
consumer items except house furnish- 
ings, including some advance in rents. 


In mid-August, the B.L.S. index was 11 


per cent above a year ago and 62 per 


cent above August. 1939. 


peak after the first World War. 
index of average wholesale prices is still 


well below its all-time record of May, 


1920, after the first World War, when it 


reached 167.2. This index measures the 


prices of about 900 commodities, and 
uses 1926 averages as 100. 
* a a 
a 
Retail prices at new peak— 
The consumers’ pfice index of the Na- 


tional Industrial Conference Board, 


| based on quoted retail prices for goods 


| 


| 


| largest increases ran as high as 2.5 per 


and services purchased by moderate-in- 
come families, climbed to a record high 
of 128.1 in mid-August. The index is 
based on 1923 prices as 100. The latest 


average 30 day advance in the 66 cities 
included in the survey was 1.2 per cent. 
The board, an independent fact finding 
| organization, said no decrease was re- 
ported by any of the cities, while the 


| cent for the month. 


| no apology for the manifest dangers of 


| 


| Federal Reserve Board survey mentions 


| 





* * #8 


Can’t discourage them—With 


the public attitude and trend, a recent 


the amazing resilience of consumer buy- 


ing power, and says that the people’s 


| determination to use that power has 


at a new estimate of 1,406,761,000 
bushels, is still a record one, exceeding 
by some 250,000,000 bushels the previ- 


Up and up—On Oct. 23, the 
authoritative Associated Press weekly 
covering 35 


It was far 
above the 149.1 index of June, 1920, the 
The | 
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ROOFING 


IMMEDIATE DELIVERY 


IN CARLOAD LOTS 
ORL. C.L. 


@ Light Weight! 
@ Easy to Use! 


@ 5 Sizes! 
%" — Ye" a a mm ud ae 1 Vad 














Made of Heavy 9-Gauge Aluminum 
... Barbed... %” Head. 


Write or Wire Today 
For Price List and Samples! 


OPER: 















LUMBER 
CRAYONS 



































GREEN 
LUMBER 


Bright, 
Weatherproof 
marks. 















Favorites in 
camps, yards 
and mills. 







Guaranteed 
by a company 
112 years old. 


Send for 
FREE Industrial 
Crayon Guide 

Dept. HA-19 









MERICAN CRAYON componu 
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continued without abatement, despite 
the rapid increase in inflationary con- 
ditions during 1947. This trend is fully 
as strong today as at the close of 1946. 
Apparently, the Board says, consumers 
refuse to worry about future economic 
prospects. Instead of increased prices 
and increased production, plus higher 
rents and other inflationary factors, 
causing any downturn in buying power, 
or setting up any notable buyer resist- 
ance, as was originally feared, the re- 
verse is true. This is the ‘principal dis- 
closure in the Federal Reserve review 
of consumer financial position and buv- 
ing plans, which, while taken in late 
July, is supplemented by opinion on 
conditions since. 


oe ~ ~ 


A theory exploded 
ently the country is witnessing the ex- 


A ppar- 


ploding of a long-standing economic 
theory says The Federal Reserve Board, 
for it has always been held that where 
consumers anticipate price increases 
they step up the amount of immediate 
buying, and when they anticipate de- 
clines, they hold off. The Federal Re- 
serve survey shows that 32 per cent of 
the people “sampled” now think prices 
will go up, against 13 per cent in Feb- 
ruary and 53 per cent a year ago Feb- 
ruary, while 29 per cent now think 
they will go down, against 46 per cent 
in February, and 8 per cent a year 
earlier. Nevertheless, these changes in 
price expectations of many consumers 
seem to have had no substantial effects 
upon their buying plans. particular! 
those for “durable” goods. The Board 
also notes that “consumers were draw- 
ing in substantial amounts upon accu- 
mulated liquid assets, and were borrow- 
ing, as well as using current income for 
their high level of spending. Yet they 
seemingly continued to be in a strong 
financial position, and their intentions 
were seemingly toward the maintenance 
of large spendings for durable goods 
and for housing.” 


Home Owners Are 
Good Buyers 
(Continued from page 210) 
of business and professional peo- 
ple. Practically every home own- 
er in his territory is a potential 
customer for a full line of work 
tools and materials. One adjoin- 
ing room of his store is entirely 
filled with paint and wallpaper 
material for these home-owning 
buyers. 
He discovered that the average 
wage-earning home owner who 
buys regularly for his own needs 
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ing Hardware and Furniture jobbing trade! 
Territories now open for sales representation. 


Adjustable CURTAIN STRETCHER 


Smooth surfaced wood for delicate 
curtains, brass pins to eliminate rust. 
Upper and lower braces steadied 
with heavy gauge aluminum plates, 
easel legs fastened to aluminum 
strips. Easily assembled. Packed in 
individual cartons. Adjustable from 
21°’ x 24” to 50x 90”. 





wide and 5” high. 


- 30 FEET OF DRYING SPACE 


Jobbers and Dealers 
Attention Manufacturers Agents contact- write 


PIKE MANUFACTURING C0., inc. 


ALABAMA 


TALLADEGA . 





NEW YORK 


of this handy package. 
Order through your wholesaler or nearest Johnson branch. 


COMPANY, 
MASS. 
LOS ANGELES 


AND WIRE 
WORCESTER 1, 
DETROIT AKRON CHICAGO 


Folding CLOTHES DRYER 


Well constructed of strong, durable 
wood, smoothly sanded, folds neat- 
ly for storing. .. When opened 31” 
wide and 64” high. Collapsed, 31” 


Are you overlocking the wide market for JOHNSON XLO 
MUSIC SPRING WIRE? The wire of a thousand uses comes to 
you attractively packaged for display and handling . . . units of 
Vy Ib., '/2 Ib., and | Ib., in full range of sizes. JOHNSON sales 
analysis will point out to you the sizes which are in the heaviest 
demand. Customers looking for small amounts of spring wire 
for any of the countless uses can be readily supplied by means 












For Furniture, Hardware 
and Department Stores 





























JOHNSON 


STEEL 






INC 
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ARMSTRONG 
ARMALOY 


SOCKET WRENCHES 


Armaloy Socket Wrenches are made of a 
selected grade Alloy Steel, heat treated, 
gauged to closest tolerance and beautifully 
finished in Chrome Plate. 


Furnished in five sizes: 1/4", 3%", 1", 


¥," 


and |" square drive with a complete assort- 
ment of drop-forged ratchets and driving 


units. 


Cataloged, Stocked and Sold individually or 
in sets by leading Hardware Jobbers. 





ARMSTRONG BROS. TOOL CO. 
"*The Tool Holder People"’ 

314 N. Francisco Ave., Chicago 12, U. S. A. 
Eastern Whse. & Sales Office: 


199 Lafayette 


Pacific Coast Whse. 


Street, N. Y. 12, N. Y. 
& Sales Office: 


1275 Mission Street, San Francisco, California 





HEAVY APPLIANCES 
ROLL EASY WITH 


Easload 








$48.50 f.o.b. 
Los Angeles, 


ont 
\ 











11 built-in features of 
Easload Appliance 
Trucks guarantee easy 
rolling—long life — ap- 
pliance protection. 
The entire weight of the 
load rests on the wheels, 
which slide back to carry 
the load at the touch of 
the foot pedal. Curved 
tubular handles make it 
easy to slide the load up 
and down stairs, into 
and out of the delivery 
truck. The refrigerator, 
radio, range, etc. is 
cinched onto the Easload 
by a double ratchet. Rub- 
ber covered cross bars, 
uprights and wheel 
nuts give full pro- 
tection, 
Immediate Delivery 
Order Direct — or 
Write for Details 


COLSON 


EQUIPMENT A 
SUPPLY CO. 


1317 WILLOW ST. LOS ANGELES 13, CAL 









is as hard to fool on quality as 
the professional building trade 
worker. He usually wants the 
highest quality of paint, wallpaper, 
screen windows, etc., because he 
is buying for himself. He doesn’t 
haggle over the price like the 
building trade worker who is try- 
ing to make a profit off some one 
else. He wants something that will 
stand up because he has to live 
with it. 


Study Buying Habits 


“That is what I mean when I 
say it is important to study the 
buying habits of your trade terri- 
tory if you want to make your 
business pay off,” explains Mr. 
Crow. “I started with a basic 
stock of hardware that I thought 
would meet the needs of my trade 
and I felt my way along, grad- 
ually adding new lines as I learned 
the demands of my patrons.” 

Mr. Crow has also learned that 
the average 40- or 48-hour-a-week 
wage earner is a great sports en- 
thusiast but the sports are not al- 
ways the kind engaged in by busi- 
ness and professional people. He 
keeps one department well stocked 
with sporting goods but they con- 
sist mostly of hunting and fishing 
equipment. 


They Are Not Golfers 


“The average worker of my 
community doesn’t go in much for 
golf, tennis and sports of that 
sort,” explains Mr. Crow, “and it 
would be foolish for me to tie up a 
lot of capital in that kind of equip- 
ment or waste time promoting it. 
I don’t say that this situation goes 
for every industrial community 
but I know the tastes of my pa- 
tronage and if I am smart I will 
try to meet them. However, most 
of my male customers do take a 
lot of their leisure time and vaca- 
tions in hunting and fishing. They 
are not looking for cheap or shod- 
dy equipment. The average male 
customer who enters my store is 
making more money than he ever 
made before and is likely to con- 
tinue making it. He wants the fin- 
est rod and reel for fishing. I 
wouldn’t try to fool him on qual- 
ity even if I was dishonest enough 





SCREEN PAINTER 
Nationally Advertised — Sells On Sight - 
Easy Way To Paint 


Screens 





Colorful die-cut display ties in 
with paint sales and tells how 
Jiffy paints screens 10 times 
faster than brush. Covers 
screens better, yet never clogs 
mesh. 


oo | 
@eeeeeeoeeoeoeoeeeeoeoeeoee ) 
JIFFY ROLLER APPLICATOR —- 
Sedo . wa </A> 


d for 





water thinned paint. Makes 
anyone an expert painter. 
FREE — colorful dealer 
helps bring quick profits. 
Consumer advertising is 
creating volume demand.. 


A. B. CARLSON & COMPANY 






ORDER FROM JOBSER OR WRITE DIRECT. 
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FAST SALES 


ae 
GOOD PROFITS 
A DANDY DEAL 


There’s demand for these 
Cox clothesline reels. Bril- 
liantly enameled. Women 
snap them up as high qual- ) 
ity bargains at a popular ) 


, 
) 
) 
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low price . . . with big profits 
to you. 


Clothesline Reel 


ro 


@ Retails 
under 50c 


@ All-welded ( 








& 





@ Brightly 
enameled 


] 
] 





tandles | 





Write ore postal direct 
to Cox for Bulletin Alll. 


cox METAL PRODUCTS CO. 


3014 W. Hopkins St., Milwaukee 10, Wis. 
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DUCTS CO. 


jukee 10, Wis. 3 
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Order from your 
wholesaler TODAY! 


“GASPRUF”... 


GAS TUBING 


APPROVED... 
BY THE AGA 
BY GAS ENGINEERS 

BY RETAILERS 


Your assurance, and your customer's assur- 
ance of complete satisfaction, is Gaspruf's 
approval by the nation's gas authorities .. . 
the American Gas Association .. . by health 
authorities, the New York Department of 
Health. 

Too, it is backed by Atlantic gas engi- 
neers’ technological research plus the firm's 
83 years’ manufacturing experience. 

Retailers in key buying centers point to 
the new-design "Gaspruf", its modern ap- 
pearance, advanced construction and pre- 
war materials as new sales opportunity. 
Customer approval of these superior fea- 
tures will quickly merit your approval, too, 
of so fine a product. 
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Ideal in service and utility for ranchers, farmers, home owners, 
railroads, contractors— highway and street departments. Uses 
kerosene distillate or stove oil... will burn approximately 
four hours on one filling! Develops a 2000° F. portable flame 
which kills weeds; burns brush, rubbish, stumps; disinfects 
poultry houses, yards, kennels, farm buildings; thaws frozen 
pipes, melts ice and snow. 


THERE’S A DEMAND FOR 
DOBBINS DEPENDABILITY 


Dobbins offers a complete line of Insecticide 
Sprayers and Dusters ... Proven dependable 
under all operating conditions, in every cli- 
mate. Wide selection of models in every prac- 
a tical size and style, both hand and power oper- 
4 ated. See your jobber TODAY, or write 






DOBBINS MANUFACTURING CO. 
DEPT. 1101 ELKHART, INDIANA 
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18" Hip Roof 
ALUMINUM 
TACKLE BOX 


e CORK LINED 

e WATER TIGHT 
e STURDY AND 
WELL MADE 










Size 
” ” ” CAT. 
18”x10"x13 No. 184 H. A. 
4 Automatic ’ 


Cantilever Trays, Rolled Edges. 
Reinforced Throughout. 


No Raw Edges. 
This Is the only Aluminum Hip Roof 
Tackle Box like it on the market. Indi- 
vidually Packed. Weight 6/2 Ibs. Ship- 
ping Weight 8/2 Ibs. Finished in Alu- 
ninum Wrinkle Painted. 
Cat. No. 184 H.A. 
Complete line of Tackle Boxes in Steel and Aluminum, 
in all sizes 15”, 17”, 19”, 21”, also complete line 
of Steel Tool Boxes. Write for Catalogs and new 
1948 low prices. 


SIMONSEN INDUSTRIES, INC. 
1414 S$. MICHIGAN AVE., CHICAGO 5, ILL. 

















DEPENDABLE 


LIGHT 


for Over a Century 





rae |R.E. DIETZ COMPANY 
= NEW YORK ee 


OUTPUT DISTRIBUTED THROUGH THE JOBDING TRADE EXCLUSIVELY 
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to do it, for he has handled 
enough good material to know it 
when he sees it.” 

In order to tell his customers 
what he has to offer at any partic- 
ular time Mr. Crow uses the neigh- 
borhood movie. He gets complete 
coverage of his trade territory this 
way. There is no neighborhood 
paper and if he advertised in the 
city daily he would have to buy a 
lot of circulation he couldn’t use. 
But practically every family in 
this trade section attends the neigh- 
borhood movie. Through this me- 
dium he plugs at the right time his 
seasonal and special demand prod- 
ucts. 

Since Nashville is a smoky city 
very few families paper their 
rooms or paint their houses until 
spring. Then the grime that set- 
tles on wallpaper during the win- 
ter is over for the season. So the 
first warm weather of spring is 
the cue for featuring wallpaper 
and paints. 

When special situations create 
special demands for certain items 
Mr. Crow throws everything he 
has into the promotion of these 
articles. For example, a new city 
regulation requiring home owners 
to put their garbage in special con- 
tainers if they wanted it removed 
once a week. This was the signal 
to plug garbage cans not only in 
the movie but to display them 
prominently. 

Another advantage Mr. Crow 
finds in a salaried and wage-earn- 
ing section is that his customers 
know what their incomes are, and 
can work out a/much easier credit 
arrangement than business people 
whose incomes are variable. Col- 
lections are simple. Mr. Crow 
says he has very little trouble with 
his credit accounts. 


Sees Greatest Need in 
Appliance Merchandising 
For Trained Salesmen 


JIFNESPITE expanded production 

facilities that have, according 
to the best authorities, trebled the 
appliance industry’s capacity, there 
is no broad lag in sales as yet. That 
anplies, in the main, to the products 
of all electric appliance manufac- 
turers, whether their products had 
pre-war acceptance, or whether they 









* 
PROTECTING 


AMERICA’S 
HAND POWER 









THE BOSS MFG. CO., KEWANEE, ILL., U.S.A 
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READY PATCH 


Ready mixed patching com- 

position in paste form. 
Unexcelled for patching 
cracks, filling holes and 
wallboard joints, 














M & H LABORATORIES 


2703 Archer Ave.. Chicago 8, Ill. (7 
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are’ new brands,” said James J. 
Nance, president, Hotpoint, Inc., 
Chicago, IIL, at the recent Boston 
conference on distribution. Buyers, 
he stated, are becoming more dis- 
criminating as supply becomes more 
plentiful. Generally speaking, how- 
ever, appliances still remain in short 
supply. 

To established manufacturers this 
scarcity condition means that retool- 
ed sales organizations have not as 
yet had an opportunity to roll up 
their sleeves. We are aware that 
each day brings us closer to a period 
when understanding our market and 
our competition will be more neces- 
sary than at any time in the history 
of our industry. 

In meeting new conditions for ap- 
pliance merchandising we can sum 
up what we see, in five categories: 


Five Categories 


1. We have an industry with pro- 
duction facilities expanded more 
than 200 per cent over 1941, our las! 
active selling year. 

2. We have greatly increased pro- 
duction costs resulting in prices far 
higher than our customers have been 
accustomed to paying. 

3. We have a marketing structure 
with the experienced units approach- 
ing obsolescence on one hand and 
on the other hand, retailers untried 
at competitive selling of electric ap- 
pliances and sometimes new in this 
business. 

4. We have a vastly expanded 
production potential in the industry 
that defies immediate measuring be- 
cause of invasion of this market by 
former makers of capital goods, food 
products, etc. 

5. We have an army in the neigh- 
borhood of 250,000 salesmen who 
must be trained on the job to sell 
Mr. and Mrs. America. 

Industry estimates of the source of 
the 200 per cent increase in produc- 
tion facilities, mentioned as the No. 1 
new condition facing appliance mar- 
keting, are that approximately one- 
half of this increased production will 
be for established brands with the 
balance coming from newcomers to 
the industry. 

Housewives have learned to do 
their own work. A good many of 
them like it and have no desire to 
go back to servants. So, today we 
see a vast new market in equipment 
to eliminate labor from housework. 
Many middle-income white collar 
families had servants before the war 
who cannot afford them today. 

During the early part of this year 
we read and heard much about “buy- 


NOVEMBER 6, 1947 






























Sells Faster! 


The attractive, sturdy construc- 
tion and quick efficient heat make 
Economaster portable _ electric 
heaters favorites with customers 
everywhere. Economaster is the 
dealers’ choice, too, because the 
low retail price, with a good 
profit margin, makes Economaster 
sell faster. Fully guaranteed. 
Approved by Underwriters Labo- 


ratories. 





INTERESTED DISTRIBUTORS WRITE 


ECONOMASTER SALES, Inc. 


128 8th Ave., N. Nashville, Tennessee 














Master-ffrac WILL SELL 


Housewives will buy 


Master-frac 
MEAT and FOOD CHOPPER 


because... 








@ It chops raw meat like 
the butcher does. 






It won’t discolor food. 






It won’t leak around the 
handle. 


@ It chops all foods either 
fine, medium, or coarse. 






@ It is ready to use in a 
few seconds. 






@ It is light to handle and 
easy to clean. 





MASTER APPLIANCE DIVISION « Jackson, Michigan 














































DURBIN-DURCO 
MANUFACTURERS + CERTIFIED PRODUCTS 


LOAD BINDERS 


Drop Forged « Malleable-iron « Steel 


¢ Heat Treafed + 2 Sizes 
in-Boomer F-1—2 swivels, 34, 1% or 4%” chain 
je send F-2—2 swivels, Y%, 4 or %’ chain 


Malleable iron ¢ Heat Treated « 5 Sizes 
MIDGET No. 1—1 swivel, 4” chain 
DELTA No, 1—1 swivel, % or %’ chain 
DIXIE No, 1—2 swivels, 1% or 4’ chain 
ion STAR 1—2 swivels, %, % or % "chain 
NE STAR 2—2 swivels, %, % or %” chain 





WIRE STRETCHERS 
STEEL CONSTRUCTION 






plain bearings, 3%’ rope 
roller bearings, 24° rope 
plain bearings, %" rope 
roller bearings, 34" rope 

roller bearings, 34’ jo 


ALL-STEEL ROLLER BEARING HOISTS 

















































No. _ Gen. as, ake Construction 
12 \y’ 2000 6 lbs. | Drop Forged Hook 
13 %’ 1000 | 2% lbs. | Malleable Hook 

Shipped with or without rope. 


Write for 


Catalog 
DURBIN-DURCO 


6611 Olive Street Road « St. Louis 5, Mo- 








COAL - OIL - ELECTRIC 


Campbell 


Electric 


TANK 
HEATER 


For bigger, faster sales — a new CIRCULATING 
TYPE, SELF-SINKING Electric Tank Heater, 
that promises the farmer new power savings, new 
heating performance. A sure “best-seller” priced 
and built for SALES to every farmer with elec- 
tricity. Get the facts on it today. 


EVERY FARMER NEEDS A TANK HEATER 
And Campbell provides a complete line, all types, 
all prices — five outstanding oil burning models, 
a coal burning heater, and a unique, sensational 
new Floating Electric model that’s sure to stop 
traffic in your store. Display the CAMPBELL 
line this fall and winter for greater tank heater 
profits — it’s the hottest line made. 


Write FOR COMPLETE FOLDER 


; H D. CAMPBELL COMPANY 


Rochelle 84, thinots 
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ers’ strikes,” pricing ourselves out of 
the market. and other expressions 
indicating a general concern over 
the increased cost for the equipment 
we manufacture. In industry we 
know that prices result from specific 
basic costs. There is obviously a 
leveling off of prices on a much high- 
er plateau than in the days preced- 
ing the war. This places the obliga- 
tion upon each industry to educate 
its customers in the justice of the 
new prices as related to income, and 
to costs of other commodities. 
According to National Electrical 
Manufacturers Association records 
the average electric range sold in 
1932 for $150 and in August of 1947 
the price was $205, an increase of 
36.7 per cent. The average electric 
refrigerator in 1932 sold for $195 
while the Aug., 1947, price was 
$228, an increase of 16.0 per cent. 
When it is pointed out that both 
ranges and refrigerators have some- 
what greater capacities on the aver- 
age than they had 15 years ago, it 
can be seen that this industry has 
made fundamental and outstanding 
gains in manufacturing techniques. 


Freshmen Salesmen 


The best industry information in- 
dicates that well over 90 per cent 
of the new appliance retailing force 
of the nation will be gaining its first 
selling experience. 

Production costs in industry were 
cut in half over the past 20 years, 
through engineering and _ technical 
advances. While that was happening, 
distribution costs had a tendency to 
go the other way. Perhaps the great- 
est challenge facing management 
today in the appliance industry is 
the need for stronger sales controls 
that will reduce costs of bringing a 
product from our lines to a con- 
sumer’s home. 

We have licked the technical prob- 
lems in our factories; we see the 
American housewife reaching out for 
the labor-saving values that our 
products offer, but we cannot say 
that we have fulfilled our obligation 
as a vital factor in American life 
until we can get affirmative answers 
to the problems embodied in each of 
the following nine categories of 
marketing: 

1, We must analyze and determine 
the trends for product allocations to 
distributors. At the present moment 
this is necessary to be sure that 
relatively scarce items do not go into 
one area or into one having few dis- 
tributors’ warehouses at the expense 
of a well-balanced national market- 





ing organization. Product allocation 











The Junior Extension Light 
20 ft. approved cord, shockproof rubber socket 
& plug. JOBBERS PRICE—75 cents. 
THE SAVE LAMP CO. 
P. ©. Box P 


Baltimore 11, Md. 


CLIP-RITE 


COOK'S 
—-EW<_— 
SUPER VALUE 
NAIL CLIPPER 


rat 20¢ 


THE H. C. COOK CO. 
27 Beaver St.. Ansonia, Gens. 



























QUALITY AND PROMPTNESS 


Is 


What Builds Our Business 


We are now in a position to give you 24 
hour service on these items: 
@ RANGE OIL BURNERS ASBESTOS WICKS 


© ROOM HEATERS © WATER HEATERS 
© COPPER TUBING e BRASS FITTINGS 


AMERICAN MANUFACTURING CO. 


P. O. Box 2172 Hartford, Connecticut 











Templeton, Kenly & Co. 
Chicago (44) Ill. 
Better, Safer Jacks Since 1899 

















Gripper Clips| 


Registered U.S Pat Office 
Small and large d 
sizes for holding 
tools, garden im- 
plements, 
kitchen utensils, 
etc. Nickel plated. 
Packed on cards 








* GIBSON GOOD TOOLS, INC. + 
Box 26B Orange, Mass., U.S.A. 











| DECORATORS FINISHES 


||| FLAT*SEMI-GLOSS* ENAMEL 
THE SPAR-TEX CORPORATION= 


220 EAST 134th. ST. NEW YORKS51,N.Y. 
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Dependable steel products and 
unequalled steel service facil- 
ities...available for your steel- 
buying convenience at twelve 
cenveniently located Ryerson 
plants. Because of great de- 
mand, all sizes are not always 
in stock; but we usually can 
suggest a reasonable alternate. 


PRINCIPAL PRODUCTS 


Bars e Structurals e Plates e Sheets 

e Tubing * Allegheny Stainless e« 

Alloy Steel e Safety Floor Plate e 

Bolts « Rivets e Metal Working Tools 
& Machinery, etc. 


Josepu T. Ryerson & SON, twe. 


Plants: New York, Boston, Philadelphia, 

Detroit, Cincinnati, Cleveland, Pitts- 

burgh, Buffalo, Chicago, Milwaukee, 
St. Louis, Los Angeles 











WOOD JOINERS 


Order from your Jobber or write for details 


SUPERIOR FASTENER CORP., 
2949 ELSTON AVE., CHICAGO 18, ILL. 


TROY 
——Y BEST 






























FILE HANDLE. Assures better workmanship end 
safety to weer It can’t eplit. 








FILE CARD—cleens Slee, tape and dies quickly and 
|APERB—Lingle or double end. 


ROY FILE WORKS 
. Est. 1831 Mu. Y. 


: 


z 

















COOKIE PRESS and ADJUSTABLE 
CAKE DECORATOR ROAST RACK 
<< aut - G 









See your jobber or 
write direct for catalog (CAA 


LACHMAN & CO.- 5004 WILSON AVE. CHICAGO 30 
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has been a big headache since V-J 
Day, but the situation will be re 
versed the minute appliances back 
up on dealers’ shelves. 

2. We must have checks on the 
individual efficiency of dealers and 


distributors as our next step toward 


reducing costs. 

3. We must determine the strength 
of competitive distributing organiza- 
tions and, I might mention here, that 
in the sellers’ market this is a very 
difficult task, but is vital to each 
retail dealer that we tell him where 
he can expect his toughest competi- 
tion. 

4. We must know the strength of 
competitive lines. Our approach 
must be through the dealers who 
work directly with the public to 
know that our products embody the 
features that meet the consumer de- 
mands: that information influences 
our product design. 

5. We must appraise the attitudes 
of consumers towards our products. 

6. We must evaluate the unsatis- 
fied needs of our customers. The 
consumer has many abstract wants 
that do not reflect in his purchases. 
We must plan two or three years 
ahead of the crystallizing want of 
the consumer. 

7. We must check consumer buy- 
ing habits not only for appliances 
but for all commodities. 

8. We must measure the extent of 
markets for new products. Probably 
the biggest headaches that retailers 
have had have come from being over- 
sold on a product that does not have 
a deep market. I mention the recent 
“jumping in” of 100 manufacturers 
for home freezers. 

9. We must test new products by 
actual consumer sales. It is extreme- 
ly important to the appliance manu- 
facturer who can invest from onc 
hundred thousand dollars up to sev- 
eral million dollars that he has de- 
sired features and designs in all his 
products. 


On the Alert!—Chain 
Store Sales Rising 


HAIN stores (four or more re- 
tail stores under one owner- 
ship), which lost ground during the 
war insofar as their ratio of busi- 
ness to total sales is concerned, are 
now on the up-grade again, accord- 
ing to the latest statistics compiled 
by the Department of Commerce. 
Sales by chain stores in 1929 con- 
stituted 21.5 per cent of all retail 
sales. Commerce’s figures show, 








and reached a peak of 27 per cent at 








Welcome 


to PLYMOUTH “P-3!” 





GREAT NECK STEPS 
FORWARD AGAIN 
with “P-3” —embody- 
ing an ALL-NEW DE- 
SIGN, a brand new 
principle in wood cut- 
ting compass saws! 
Handsome handles are 
of virtually break-proof 
plastic, with full-size 
pistol grip. Handle con- 
struction strengthened 
for durability, with 2 
nickel-plated screws. 
Blades are of service- 
wise high carbon elec- 
tric hearth spring steel, 
finished with mirror 
polish. Saw teeth pre- 
cision-set by new ex- 
clusive Great Neck 
process. Master carpen- 
ters will say “Wel- 
come!” to “P-3,” and 
so will everyone else! 


the PLYMOUTH P-3 
Packed /2 doz. 
per metal-edge box 


7 Sure Stller! 


Retails at $1.00 each 







Refills Available Sep- 
arately—No.9 Handles 
(All New!) fit stand- 
ard American compass 
or keybole blades. No. 
P-12 Blades fit stand- 
ard compass or keyhole 
saw handles. 


See Your Jobber for Details. 

















The logical 
answer to every need 
for Builders’ Hardware 
beca USE the complete line is so 
diversified that practically every hard- 


ware requirement for modern building is 
included. 


























In this line you will find also a wide assort 
ment of sizes in hinges, door hangers, etc., 
to take care of either light or heavy jobs 
. withcustom-built precision 


been a favorite with the 
trade for years. Its inher- 
ent quality is an accepted 
fact, proved by years of 
dependable service. 


NAT 
Mego NAL 








RENEWS FAUCETS 
EASILY 


KALA 


& QUICKLY 


REPLACES THE OLD STEM AND 
WASHER WITH A SMOOTH TURNING 
PRECISION MACHINED VALVE 
ELIMINATES WASHER SCORING 

AND CHATTER 


Wrte 
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the 1933 depression low point. Dur- 
ing the ensuing several years, the 
ratio declined steadily (except in 
1938) to a low of 22.4 per cent in 
1940. Between 1940 and 1942, chain 
sales increased by one-third as com- 
pared with an increase of one-fourth 
for all retail stores, after which the 
trend was again reversed. 

First quarter figures for 1947 
show an annual retail sales rate of 
$24 billion, chains accounting for 
22 per cent of all retail sales vol- 
ume as compared with an annual 
rate of $16 billion in 1945, at which 
time the chains were accounting for 
only 21 per cent of all retail sales. 


Relative Trends Vary 


Relative trends of sales by chains 
and independents vary considerably 
by fields of trade with grocery chains 
showing the highest ratio of chain 
sales, up from a wartime 30 per 
cent to the present 38 per cent. On 
the other hand, in the case of men’s 
and women’s wear stores, no definite 
changes in the relative ratio of chain 
and independent sales is evident in 
either prewar or postwar periods. 


Shallow Well Water System 


Jacobsen Mfg. Co., Racine, Wiscon- 
sin, has released its new model 18-300 
shallow well reciprocating pump. It 
has a capacity of 350 gallons per hour, 
25 ft. maximum suction lift, normal 
operating pressure of 20-40 pounds. It 
is powered by a \% hp. capacitor type 
motor with built-in overload protection. 
Pump has oversize connecting rod and 


eccentric with large bearing area. 


# Pee oy 
: 





Three drive shaft bearings of special 
porous bronze are said to protect pump 
against lubrication neglect. All work- 
ing parts operate in oil bath, while 
large air chambers smooth the flow of 
water to and from pump. Piston and 
cup leathers are removable as one unit. 
Valves are mounted on one plate, easily 
removable for inspection without dis- 
turbing pipe connections. Unit is com- 
plete with pump, motor, pressure switch, 
relief valve, air volume control and tank. 


| 





FOLDING CHAIRS 


Many styles. Upholstered & picin. 
Tablet Armchairs — Folding Tables 





PROMPT 
SHIPMENT 
ADIRONDACK 
CHAIR CO. 


1142-A BROADWAY 
NEW YORK I, N.Y. 

















“BIG 8” 


HARDWOOD 
POKER TABLES 
Stationary and Folding 
—with Chairs to Match 


Matched Metal Bridge Sets—Wood and Metal Folding 
Seating Chairs, Upholstered Chairs. 
Prompt Shipmente—Write for Literature and Prices. 


HARRY M. WOLFE, 666 Lake Shore Drive 
Chicago 11, Itlinois 























RUBY PROFIT MAKERS 


WALL PROTECTOR 


T Pp . plastic sheet protects 
walls from grease, dirt, water. etc... 
around sinks, stoves, showers, light 
’ switches and bath tubs. 
3 dozen packages in 
carton, to a ick- 

age—$5.76 per do 
F. O. B. Milwaukee. 

SIZE: 25 x 40 in. 
Retails at 89c to $1.00. 


PRODUCTS CO., 





KUBY 


“YT , 


JOBBERS: 
Send for prices and full information. 
Also "V" funnels in various sizes 
NEW ENGLAND STAMPING WORKS 
97 Haverhill Street, Boston, Mass. 








OIL FUNNEL 
Fine Retail Item 


By high quality tin oil 
funnel with fine brass 
strainer makes an excellent 
sales item for domestic and 
commercial use. Handy for 
filling range oil bottles and 
for various home straining jois. 
Made in 2 sizes, +6 (1 qt.) and 
#8 (2 qts.). Immediate shipment. 














DECORATORS FINISHES 


|| FLAT*SEMI-GLOSS: ENAMEL 
THE SPAR-TEX CORPORATION 
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1584 Merchandise Mart 


MANUFACTURERS 


Do you need distribution in the middle 
west on housewares, pottery, glass and toy 
lines? We travel ten men between Pitts- 
burgh to Denver—Duluth to Dallas. Must 
be substantial factory and able to pro- 
duce good merchandise promptly. We 
cover all classes of outlets. Can furnish 
best references. 


Vv. H. WORMAN 


Chicago 
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Crowded Out! 


Because of the crowded and oversold condition of the 
NATIONAL SPORTING GOODS DEALERS’ Convention 
and Show at Hotel New Yorker, (New York, Feb. 1 to 8) 
we are forced to hold... 


A SPECIAL EXHIBIT at 
The HOTEL PENNSYLVANIA 


7th Avenue at 33rd St., New York 
FEBRUARY 1 to 8 


TRY = —KNGHISHER 


ATHLETIC GOODS «+ and © FISHING TACKLE 










You are invited to give yourself a breathing spell from 
the usual crowds and congestion of the Show by visiting 
our special exhibits at the Pennsylvania. 


Just ask the Information or Mail Clerk for our Suite Number. 


“Ea 




















FEBRUARY 


1 TO 8 


Because quality of materials and work 


manship are reflected in every item in 


the TRUSPORT and KINGFISHER lines 
of athletic goods and fishing tackle, 
you are getting TOP value— merchan 
dise that is priced right and that will 
increase your profits and your prestige 
with customers. 


THIS WALK OF A BLOCK 
MAY MAKE YOU MANY DOLLARS! 


PHILADELPHIA 5, PA. 











With extended basket for silverware and cups. Heavy 
wire frame—spot welded. Capacity for 12 plates. 


Available in two styles 
18" by 13" by 41/2" (Bright Nickel Plated) 
16" i 13" A 4\/" (Bright Nickel Plated) 


Write for information and literature, set-up for jobbers. 











PRECISION 
BUILT 


BICYCLE & 


EDW 4 RYON CO (=) 815-819 ARCH STREET 
‘ . @ \isi 











TRICYCLE BASKETS 


LOOP OVER KNUCKLED CONSTRUCTION 


Sturdily constructed of heavy gauge wire 
with bright nickel finish. Complete with 
nuts, bolts, and struts, ready for assembly. 


Available in three sizes 


Loop Over 
1S" x 10” « §” 
T6%m” x 11” x 6” 
18” x —_ x 6” 


NIS Mirrcueu NDUS TRIES 


4424 PAUL STREET ¢ PHILADELPHIA 24. PENNA. 


Spot Welded ~ 
15%” x 10” x 5” 
16%" x 11” x 6” 
18” x 13” x 6” 


































MOTOR HEATER 


4, Fast Moving: 
bit Vol 
Long Y : 
Spee jalty 


yume. 
rolit 


PLUGS INTO ANY LIGHT SOCKET! 


EVERY motorist needs one! Hung under 
hood or in front of grill or under motor 
will warm too-cold-to-start motor quickly, 
safely — saves time, tempers, batteries. 
Low power consumption — leave on all 
night for instant starting! Chromalon 
heating element, adjustable thermostat, 
pilot light, six feet cord. Use outside or 
in garage. FULLY GUARANTEED. 
Only $5.95 F.O.B. Order now, supply 
limited. “; fn er 
“JIFFY” ECONOMY MODEL Aw B 


Low cost, quick-action 
type for emergency warm é 
ups. Chromalox heating | ~~ 
element, six feet of cord, A 
fully enclosed, fully 
guaranteed. $2.95 F.O.B. 


HD. CAMPBELL (0. socueuset ne 


és | 











Se 


HULL MFG. CO. 
P. ©. Box 246-HA9, Warren, Ohio 





uggestions that 
are followed 


L COMPASSES 


@ The steady, year-round de- 
mand for Hull Compasses enjoys 
added impetus during holiday 
=<. tt seasons, Hull's con- 
sistent advertising in 
leading national ma3- 
azines, month after 
month, is properly 
pointed to attract this 
gift trade. No better 
time than the present 
to start your Hull stock. 








A. B lite (illumi d) Auto- 
mobile Compass. 
soon D List Price 
B. Streamline Automobile Com- 
pass. List Price $3.95. 


C. Streamline Marine Com ’ 
List Price $2.75. _ 


(Mail Coupon) —-—-—--—--———~— 


ind me information and prices on the Hull Compasses. 1 


BNE. ccaskcnevs necks dwapbbedn tapes sameniiaes < 

Check Dealer Chain Store Jobber ! 
BOD civercievxtarsnnnsiarp niente ; 
BIOY 5 0.<-sencovessorroneseess eT ! 














Coming Conventions and Events 


Corrected Each Issue According to Latest Data 


Ace Hardware Corp., annual con- 
vention and exhibit, Jan. 25-28, 1948, at 
the Hotel Sherman, Chicago. E. G. Lin- 
quist, vice-president and secretary of 
the Ace Hardware Corp., 1319 S. Michi- 
gan Ave., Chicago, is in charge of the 
convention. 


Albany Sportsmen’s and Boat 
Show, Feb. 28-March 7, 1948. Details 
from Campbell-Fairbanks Expositions, 
Inc., Park Square Bldg., Boston, Mass. 


American Hardware Supply Co. 
annual dealer meeting and exhibit, Jan. 
26-28, 1948, at the company’s warehouse, 
41-43 Terminal Way, South Side, Pitts- 
burgh, Pa. William M. Stout, executive 
vice-president and general manager. 


American Toy Fair, New York 
City, two weeks beginning March 8, 
1948, at 200 Fifth Ave., 1107 Broadway 
and other permanent offices nearby as 
well as at the Hotel McAlpin. Sponsored 
by Toy Manufacturers of U.S.A., Inc., 
200 Fifth Ave.,.New York 10. H. D. 
Clark, secretary. 


Arkansas: Retail Hardware and Im- 
plement Assn., convention and exhibit, 
Feb. 16-18, 1948, at Little Rock, A. W. 
Porter, Lafayette Hotel, Little Rock, 
secretary. 


Bicycle Institute of America, an- 
nual convention, Jan. 19-23, 1948, at 
the Flamingo Hotel, Miami Beach, Fla. 
Association headquarters, Room 1215, 
10 Rockefeller Plaza, New York 10, 
Nn. ¥- 


Buffalo Sportsmen’s and Boat 
Show, April 17-25, 1948. Details from 
Campbell-Fairbanks Expositions, Inc., 
Park Square Bldg., Boson, Mass. 


Canadian’ National Sportsmen’s 
Show, March 13-21, 1948, at Toronto. 
Details from Campbell-Fairbanks Ex- 
positions, Inc., Park Square Bldg., Bos- 
ton, Mass. 


California Gift and Art Show, 
Jan. 25-30, 1948, in Los Angeles, Calif., 
at the Brack Shops Bldg., Brockman 
Haggarty Bldg., Merchandise Mart and 
the Alexandria Hotel. 


California Retail Hardware Asso- 
ciation, annual convention, Feb. 16-18, 
1948, at the Western Merchandise Audi- 
torium, San Francisco, Calif. LeRoy 
Smith is manager-treasurer wth head- 
quarters at the Western Merchandise 
Mart, Suite 262, 1355 Market St., San 
Francisco 3. 


Coast-to-Coast annual meeting and 
exhibit, Feb. 9-11, 1948, at the com- 
pany’s quarters, 29-43 Main St., S. E. 
Minneapolis 14, Minn. 








Connecticut Hardware Association, 
annual convention, Feb. 10-11, 1948, at 
the Hotel Taft, New Haven, Conn. Ned 
Russell, Harris Hardware, Southport, 
Conn., secretary. 


Crafts and Hobby Shows, Inter- 
national Hobby, Crafts and Science, 
Show, Nov. 23-30, 1947. Complete infor- 
mation from Campbell-Fairbanks Expo- 
sitions, Inc., Park Square Bldg., Boston, 
Mass., and 139 E. 47th St., New York 
City. 


Detroit Sportsmen’s Congress 
Show, Nov. 29-Dec. 7, 1947. Details 
from Campbell-Fairbanks Expositions, 
Inc., Park Square Bldg., Boston, Mass. 


Franklin Hardware & Supply Co. 
annual stockholders’ meeting and ex- 
hibit, Feb. 3, 1948, at the company’s 
offices and warehouse, 918-928 N. Dela- 
ware Ave., Philadelphia, Pa. F. Leon 


Herron, general manager. 


Illinois Retail Hardware Associa- 


tion, annual convention and exhibit, - 


Feb. 24-26, 1948, at the Hotel Sher- 
man, Chicago, Ill. William F. Ewert, 
1194 Merchandise Mart, Chicago 5, 
Tll., managing director. 


Indiana Retail Hardware Associa- 
tion, annual convention and exhibit, 
Jan. 27-29, 1948, at the Murat Temple, 
Indianapolis, Ind. G. F. Sheely, 333 No. 
Pennsylvania St., Indianapolis 4, Ind., 


managing director. 


Iowa Retail Hardware Association, 
50th annual convention and hardware 
show, Feb. 10-13, 1948, in Des Moines, 
Iowa, Hotel Savery, is convention head- 
quarters, exhibit held in Coliseum 
Building, Philip R. Jacobson, Mason 
City, Iowa, secretary. 


Kentucky Hardware and Implement 
Association, annual convention and ex- 
hibit, Jan. 19-23, 1948, at the Seelbach 
Hotel, Louisville, Ky. Morris Jones, 501 
Republic Building, Louisville 2, Ky., 
secretary. 


Louisiana Retail Hardware Ass0., 
annual convention and exhibit to be 
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This perfectly balanced 5 cubic 
foot wheelbarrow is designed for 
Farm, Contractor and Industrial use. 





The corrosion proof, heat-treated 
alloy aluminum hopper is all spot 
welded with quarter inch wire bead 
and set on an all steel undercarriage. 
The 4.00 x 8 pneumatic 4 ply tire is 
mounted on a roller bearing wheel of 
our own construction. 





IMMEDIATE DELIVERY 


Write for prices and literature on 
the complete Lacar Line of 
wheels and wheelbarrows 





LACAR ENTERPRISES 


Presents 
A new light-weight wheelbarrow 


LACAR ENTERPRISES 


P.O. Box 234 






















MODEL #A5P 


Belmont, California 




















FOR GREATER SALES —for faster 
profit—sell a complete line of hose 
equipment. Snap-Tite's ‘everything 
for the hose’ now includes swivel 
ball-bearing Couplers, the new Twin 
Connector, 'Y' Clamp and 4-speed 
Nozzle with shut-off. All Snap-Tite 
products snap on and off so easily. 
Precision made of brass for long life 
and trouble-free use. Leak-kink-rust 
and fool-proof. Snap-Tite 
means sprinkling ease for 
lawn, shrubs and trees. 
Order today—it's a snappy 


| \ seller. 








‘Sito Wile, inc td 1a de ee 


NOVEMBER 6, 1947 












iif Lawn ] il 


The Light, Smooth, Modern 
Mowers that Buyers Want 


So light, smooth running and easy to push, they almost 
sell themselves. So shock-proof, sturdy and durable, they 
assure customer satisfaction. A stream-lined assembly of 
tough aluminum alloy with other modern materials. 

















MODEL 550 DeLUXE 
16” Cut 





Lawn Mowers 
Since 1880 


No finer, more 
Practical hand lawn 
mower ever built. 
Moderate price and 
attractive styling. 
Its amazing light- 
ness is a sure-fire 
sales feature. 























Ask also about our 
popular Power Mowers 


ber roller. Tubular steel handle 





Model 550 has aluminum alloy 
castings. Five blade, ball bearing with rubber grips which stands 
reel. Crucible tool steel knives. vertical for convenience in stor- 
Fully enclosed gears. Double pawl ing. All parts precision made. 
clutch. Bronze pinion gear. 10” Weight only 29 Ibs. Send for 
wheels. Semi-pneumatic tires. Rub- particulars TODAY, 


ASIF (0S 22eAacturing Co. 


Hand and Power Lawn Mowers 
Springfield, Ohio 
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dy-Clean 


‘CHROME COOK WARE 






“Home on the Range’’ 
Spe 


Sparkle to catch the housewife’s eye—priced 
to open her pocketbook—display and sell 
sturdy, long-lasting, never-need-scouring 





\' 





iz 
T’S OPEN! 
aX” NVA UO 


JAR OPENER 








household helps. 
Opens 
that wears a cap 
—glass, bottle, can, 
Mason jar. Strong, 
all-steel construc- 
tion. White enamel 
_ or chrome finish. 


anything 


CAN OPENER 


There isn't a housewife in 
the U. S. who wouldn't 
go for one of these. Neatly 
opens any shaped can. 
Constructed for long ser- 
vice. Folds -out of the way 
when not in use. 





—=§—§$« ——_—_— i || 


FLATIRON RES 


An important addition 
to any ironing board. 
Leaves entire board 
free for ironing. Folds 
back when not used. 


ZIM MANUFACTURING CO. 
Headquarters for 
Labor Saving Home Appliances 
3047 Carroll Ave. Chicago 12, Me 





WRITE FOR 
LITERATURE 
AND PRICES 
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One of the most popu- | 
lar of Zim's efficient | 


held jointly with the Mississippi Retail 
Hardware and Implement Assn., June 
7-9, 1948, at the Hotel Buena Vista, 
Biloxi, Miss. David O. Mansfield, 226 S. 
State St., Jackson, Miss., secretary of 
both associations. 


Metropolitan Home Show, April 
17-24, 1948, at Grand Central Palace, 
New York City. Details from Campbell- 
Fairbanks Exposition, Inc., Park Square 
Bldg., Boston, Mass. 

Michigan Retail Hardware Associa- 
tion, annual convention and exhibit, 
Feb. 24-27, 1948, in Grand Rapids. 
Mich. Pantlind Hotel is convention 
headquarters, exhibit at Civic Audi- 
torium. Harold W. Schumacher, 1112 
Olds Tower, Lansing 8, Mich., manager. 


Mill Supply Joint Regional Meet- 
ings of the American Supply & Ma- 
chinery Manufacturers Assn., 1108 
Clark Bldg., Pittsburgh, Pa.; National 
Supply & Machinery Distributors’ Assn., 
505 Arch St., Philadelphia, Pa., and the 
Southern Supply & Machinery Distrib- 
utors’ Assn., 712 Volunteer Bldg., At- 
lanta, Ga., will be held as follows: No- 
vember (date to be announced) at 
Newark, N. J.; Jan. 8, 1948, at the 
Edgewater Gulf Hotel, Biloxi, Miss.; 
Jan. 14, 1948, at the Copley-Plaza Hotel. 
Boston, Mass., and March 23, 1948, at 
the Palmer House, Chicago. 

Minnesota Retail Hardware Asso- 
ciation, annual convention and exhibit, 
Jan. 27-29, 1948, at the St. Paul Audi- 
torium, St. Paul, Minn. C. J. Chris- 
topher, Nicollet at 4th. Minneapolis 4. 
Minn., manager. 
Retail 


Assn., 


Mississippi 
Implement 


Hardware and 
annual convention 
and exhibit to be held jontly with the 
Louisiana Retail Hardware Assn., June 
7-9, 1948, at the Hotel Buena Vista, 
Biloxi, Miss. David O. Mansfield, 226 
S. State St., Jackson, Miss., secretary of 
both associations. 

Missouri Retail Hardware Associa- 
tion, annual convention and_ exhibit, 
Feb. 24-26, 1948, at the Jefferson Hotel, 
St. Louis, Mo. Louis C. Kreh, 1189 
Arcade Bldg., 812 Olive St., St. Louis, 
Mo., secretary. 

Mountain States Hardware and 
Implement Association, annual conven- 
14-15, 1948, at the Cosmo- 
politan Hotel, Denver, Colo. Mrs. Mar- 
garet A. Bartlett, 637 Pine St., Boulder, 
Colo., secretary. 


tion, Jan. 


National Housewares Show, Jan. 
15-22, 1948, at the International Amphi- 
Theatre, Chicago Stockyards, sponsored 
by the National Housewares Manufac- 
turer’s Association, 1402 Merchandise 
Mart, Chicago, Ill. A. W. Buddenberg 
is executive secretary of the association. 

National Retail Hardware Asso- 
ciation, 49th annual Congress, July 
12-15, 1948, in Atlantic City, N. J. 





Rivers Peterson, 333 No. Pennsylvania 
St., Indianapolis, managing di- 
rector. 


Ind., 


National Sportsmen’s Show, Feb. 
14-22, 1948, at Grand Central Palace, 
New York City. Details from Campbell- 
Fairbanks Inc., Park 
Square Bldg., Boston, Mass. 


Expositions, 


Nebraska Retail Hardware Associa- 
tion, annual convention and_ exhibit. 
Feb. 25-27, 1948, at Omaha, Neb. Meet- 
ings at Hotel Paxton, exhibit at City 
Auditorium, C. A. McCoy, 325 Insur- 
ance Bldg., Lincoln, Neb., secretary. 

New England Electrical Show, 
April 3-10, 1948, at the Mechanics 
Bldg., Boston, Mass. Complete informa- 
tion from Campbell-Fairbanks Expo- 
sitions, Inc., Park Square Bldg., Bos- 
ton, Mass., and 139 E. 47th St., New 
York City. 

New England Hardware 
Association, annual convention and ex- 
hibit, Feb. 24-26, 1948. at the Motel 
Statler, Boston. Russell Mueller, 185 
Dartmouth St., Boston 16, secretary. 

New England Housewares Show, 
Feb. 16-20 at the Parker House, Boston, 


Dealers 


Mass. Show committee has offices in 
Room 282 of Parker House. Robert 
Uek is chairman. 

New England Modern Homes 
Show, May 24-29, 1948, at the Me- 
chanics Bldg., Boston, Mass. Details 
from Campbell-Fairbanks Expositions, 


Inc.. Park Square Bldg., Boston, Mass. 


New England Sportsmen’s and 
Boat Show, Jan. 31-Feb. 8, 1948, at 
the Mechanics Bldg., Boston, Mass. 
Details from Campbell-Fairbanks Expo- 
sitions, Inc., Park Square Bldg., Bos- 
ton, Mass. 


New York State Retail Hardware 
Association, annual convention and ex- 
hibit, Feb. 17-19, 1948, at Buffalo, N. Y. 
Convention headquarters at Statler 
Hotel, exhibit at Memorial Auditorium. 
Nicholas H. Kiley, 58 Hills Building, 
Syracuse 2, N. Y., secretary. 

North Coast Retail Hardware Asso- 
ciation annual convention, Feb. 8-10, 
1948, at the Multnomah Hotel, Port- 
land, Ore. D. D. Stewart, 714 American 
Bank Bldg., Seattle 4, Wash., secretary. 


North Dakota Retail Hardware As- 


sociation, annual convention and ex- 
hibit, March 23-25, 1948, at Fargo, 
N. D. Convention headquarters at 


Hotel Gardner, meetings at the Town 
Hall, exhibits at the Fargo Auditorium. 
Miss Clarine Sherwood, 21 Clifford 
Building, Grand Forks, N. D., secre- 
tary. 

Ohio Hardware Assn., annual con- 
vention and exhibit, Feb. 3-6, 1948, at 
the Cleveland Public Auditorium, 
Cleveland, Ohio. John B. Conklin, 198 
S. High St., Columbus, Ohio, secretary. 
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coast to coast, 





low price of 


Slightly higher in 
West & Far South 


SIZE: 32'/.x29'/.x15 inches 


Pat Pending 


SEE 


[AMERICAN WALL SAFE 


Retails 
profitably 


| aielllaastiastasiaiiaiiiitiee Ke 
~ 








at only 


. $38.00 
f F.O.B. 
j Worcester, 
Mass. 





A strictly fireproof safe that retails at $38.00 f.o.b. 
Worcester, Mass., and returns a good profit. Easily in- 
stalled in any closet, partition, chimney wall, concrete 
foundation, or in the floor. Suitable for hesaue, stores, 
gas stations, offices, etc. 

Equipped with four tumbler genuine YALE lock. Safe 
is fabricated from heavy gauge cold-rolled steel. 

Fire resistance: 2100 degrees F. Inside is lined with as- 
bestos; in case of fire contents remain undamaged. Safe 
has tamper- “proof door. 

Dimensions: 7” deep, 10” wide, 14” long. Prompt ship- 
ment from stock on all orders. Take advantage of this 
unusual profit opportunity NOW. Write today for infor- 
mation and discounts. A few territories are still open to 
qualified retailers and distributors. Mfg. by 


AMERICAN WALL SAFE MFG. CO. INC. 
Office: 29 Peari St. Factory: 65A Water St. 
WORCESTER, MASS. 
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All E-Z-DO products are backed by 
the world-famous E-Z-D0 trademark 
and intensive national advertising. 


Promotional dynamite! 
item that every home can 
use... promoted by hun- 
dreds of leading stores from 
many of 
whom expect to sell thov- 
sands of desks and more be- 
tween now and Christmas. 


To retail for the miracle 


Write for 34-page catalog of the vieatiaity E-Z-DO line. 





An 


Pat Pending 





YOUR WHOLESALER 


ADVERTISED 


LIFE 


Enjoy fast 
turnover, too, 
with Apsco 
Giant, Premier 
and other 
quick-selling 
models. 


Popular, profitable 
gift item ... the 
handsome new Apsco 
Dexter Deluxe Model 


AUTOMATIC PENCIL SHARPENER CO 
World’s Largest Producer of Pencil Sharpeners 
ROCKFORD, ILL. * LOS ANGELES « TORONTO 
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| 7 » ELECTRIC 
%p DRILL 


$2995 


“Stripped for ac- 
tion’’ without ex- 
cess bulk, weight 
or me-ningless 
extras, SpeedWay 
Blue Line Tools 
are lighter, handier and lower priced 
than other tools of equal performance 
on everyday work. Each is a com- 
pletely engineered tool with its spe- 
cially wound motor. Ech has the 
correct speed for its capacity and 
operation. Each is built to give 
years of service. 

Back in production, the improved 
SpeedWay Bench Grinder has 8 
times the power of the pre war 
model, a new 1-piece aluminum case 
with cast-in wheel guards 
end tool rests. Ask your 
dealer to demonstrate, 


Write for Circulars 


No. 117 Grinder 
$4495 


Orit Stand 
(less drill) 






































































No. 69 
¥," DRILL 


$4180 
SPEEDWAY MFG. CO. 







1836 S. 52nd Ave., Cicero, Ill. 





»— V— 
LINE CHECK VALVES 


can be placed in any position. 
Flexible monel metal poppet can't 
leak. For cold or hot water or 
steam. 150 Ibs. pressure. Ask for 
bulletin No. 302 on complete line. 


Onder from your Jobber 
WHITE MACHINE WORKS 





FORT WAYNE 1, INDIANA 



















Oklahoma Hardware and Implement 
Association, annual convention and ex- 
hibit, Feb. 3-5, 1948, at Oklahoma City, 
Okla. Meetings and exhibit at Munic- 
ipal Auditorium. R. K. Thomas, 711 
Wright Building, Oklahoma City 2, 
Okla., secretary. 


Panhandle Hardware and Implement 
Association, annual convention Feb. 9- 
10, 1948, at the Herring Hotel, Ama- 
rillo, Tex. Mrs. C. L. Thompson, Can- 
yon, Tex., secretary-treasurer. 


Pennsylvania and Atlantic Sea- 
board Hardware Association annual 
convention and exhibit, Feb. 9-12, 1948, 
at Convention Hall, Philadelphia, Pa. 
W. Glenn Pearce, 400 N. Broad St., 
Philadelphia, Pa., managing director. 


Rochester Sportsmen’s and Boat 
Show, March 27-April 4, 1948. Details 
from Campbell-Fairbanks Expositions, 
Inc., Park Square Bldg., Boston, Mass. 


South Dakota Retail Hardware 
Assn., annual convention and exhibit, 
March 16-18, 1948, at the Sioux Falls, 
S. D., Coliseum. Convention head- 
quarters at the Hotel Cataract. Earl 
Erlandson, Cottonwood, S. D., secretary. 


Southern California Retail Hard- 
ware Association, convention and ex- 
hibit, Feb. 17-19, 1948, at Long Beach. 
A. C. Kammeier, 416 W. 8th St., Los 
Angeles 14, secretary. 


Sportsmen’s Shows, Detroit, Nov. 
29-Dec. 7, 1947; Boston, Jan. 31-Feb. 8, 
1948; New York, Feb. 14-22, 1948; Al- 
bany, N. Y., Feb. 28-March 7, 1948; 
Toronto, March 13-20, 1948; Rochester, 
N. Y., March 27-April 4, 1948: Buffalo, 
April 17-25, 1948. Complete informa- 
tion available from Campbell-Fairbanks 
Expositions, Inc., Park Square Bldg., 
Boston, Mass., and 139 E. 47th St., 
New York City. 


Tennessee Retail Hardware Associa- 
tion, annual convention, Feb. 23, 24, 
1948 (tentative), at the Andrew Jack- 
son Hotel, Nashville, Tenn. 
Jones, 501 Republic Building, Louis- 
ville 2, Ky., secretary. 


Morris 


Texas Hardware and Implement As- 
sociation, convention and exhibit, Jan. 
26-28, 1948, at Dallas. Meetings at 
Baker Hotel; exhibit at Adolphus Hotei. 
R. M. Souder, 814-15 Texas Bank Bldg., 


Dallas, secretary. 


Triple Mill Supply convention, 
April 26-28, 1948, at Atlantic City, N. J. 
Sponsoring associations are the Amer- 
ican Supply & Machinery Manufactur- 
ers’ Assn., Inc., general manager, R. 
Kennedy Hanson with headquarters at 
1108 Clark Bldg., Pittsburgh 2, Pa.; Na- 
tional Supply & Machinery Distribu- 
tors’ Assn., secretary-treasurer, Henry 


R. Rinehart with headquarters at 505 
Arch St., Philadelphia 6, Pa.; Southern 
Supply & Machinery Distributors’ Assn., 
secretary-treasurer, E. L. Pugh, 712 Vol- 
unteer Bldg., Atlanta 3, Ga. The first 
Conference Booth Program will be held 
concurrently with the convention at the 
Atlantic City Auditorium. 


Virginia Retail Hardware Assn., an- 
nual convention and exhibit, March 23- 
25, 1948, at Roanoke, Va. Meetings at 
Hotel Roanoke; exhibit at City Audi- 
torium. G. T. Omohundro, Jr., Scotts- 
ville, Va., secretary. 


Western Retail Implement and 
Hardware Association, annual conven- 
tion and exhibit, Jan. 20-22, 1948, at 
Municipal Auditorium, Kansas City, 
Mo. Hardware and farm equipment 
forums will be held Jan. 19 at 8:00 
p. m. Frank H. Spink, 322 Scarritt 
Building, Kansas City 6, Mo., secretary- 
treasurer. 


West Virginia Hardware Associa- 
tion, convention, Feb. 16-17, 1948, at 
Parkersburg. James C. Fielding, 1628 
McClung St., Charleston 1, secretary. 


Wisconsin Retail Hardware Asso- 
ciation, annual convention and exhibit, 
Feb. 3-5, 1948, at the Milwaukee Audi- 
torium, Milwaukee, Wis. H. A. Lewis, 
Stevens Point, Wis., secretary. 


Popularity of Co-Ops 
Boomerangs 


AST spring the Indiana Farm 
Bureau Co-operative sponsored 
a poll of opinion among business- 
men, professional men, farm leaders, 
educators and others in their own 
state with the idea of finding out 
how popular co-operation is. 
The survey proved to be a com- 
plete boomerang. 


The Answers 


In answer to the question, “Do 
you believe co-ops pay their fair 
share of Federal taxes?”, 67 per 
cent said “no”—and that included 
12 per cent of the agricultural 
leaders. 

“Should overcharges kept in the 
business as working capital be taxed 
the same as profit earned by other 
firms?”—85 per cent said “yes,” in- 
cluding 44 per cent of farm leaders. 

“Are farm co-ops fair competi- 
tion?”—55 per cent said “no.” 

“Do you believe co-ops promote 
socialism and communism?” — 32 
per cent said “yes,” and 41 per cent 
said the co-ops were out to destroy 
the profit motive. 
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Retail Prices: 
WITH Cutter 
7”, $2.25; 10”, $2.50 














Always a great Christmas seller . . 


. this year it should really 
“go to town!” 


For you can now offer the new, still greater, VISE- | 


















































GRIP! WITHOUT 
The New VISE-GrIP has the same famous “Double-Lever” action— Cutter 

so powerful the grip of one hand locks the jaws with ToNn-Pressure 

... and.jaws remain locked with hands removed—P L U S Thin-Nose, 7”, $1.85 


New Improved Involute Jaw Curve that grips any shape even 
firmer. ... Wire-Cutter, Knurled Jaw Tips, and it’s easier to open! 
It’s a knock-out! Truly versatile—actually 9 tools in one! 


10”, $2.25 


And we’re telling your customers about it! Over 15,000,000 homes Special 
will be reading our consumer advertising just before Christmas! Christmas Gift 
You'll soon be getting calls for Vise-Grip. Give folks the genuine Wrapped 


—none other equals its design, strength and durability. Be sure 
your stock is ample. Display the specially wrapped gift boxes. Get 
set, now, for the biggest demand you’ve ever known! 


See your jobber for special display material. 
PETERSEN MFG. CO., Dept. 44, DeWitt, Nebr. 


SOUTHINGTON 
SCREWS 


For Wood or Metal 


Southington Wood Screws, Drive 
Screws and Sheet Metal Screws 
have upheld their quality since 
1867. All standard sizes with vari- 
ous styles of heads in the most 
called for types. Send for screw 
catalog, also our catalog covering 
steel squares, tri-squares, bevels, 
ete. 

PHILLIPS RECESSED HEAD SCREWS 
FOR WOOD AND SHEET METAL 











The Tools of 
Good Craftsmen 


| Made of the finest steel obtainable .. . elec- 
Driver fits se- N Supply the in- trically tempered . . . diamond point tested for 
curely into ta- creasing de- hardness .. . well finished and individually num- 
mand for these 


pered recess — 
will not slip 
out, or work to 
one side. 


bered for easy reference in re-ording. 


\ 


modern, time- 
saving screws. 
All standard 


sizes. 


| 
THE SOUTHINGTON | 
HIDWE. MFG. CO. | 


SOLD BY LEADING JOBBERS 











i; SOUTHINGTON, CONN. 7; 
DAMASCUS STEEL PRODUCTS CORP.,ROCKFORD, ILL. 
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@ Hardware dealers all over the country are cash- 
ing in on the sale of Stewart products. A few are 
shown below. There are many others in iron, wire 
znd bronze. You make no investment, and you are 
not required to carry any stock. Plan NOW to get 
your share of a tremendous backlog of this business. 
Write for completé details. There is no obligation 


whatever. 








Stewart Chain Link Wire Fence will be available in various 
heights and weights with or without barbed wire overhang. 


Style 0TH shown. 





Stewart Wire Window 
Guards fit any size 
or shape opening. 
Available now for 
protective purposes, 




















Stoop Railings are 
used extensivelyby 
builders of 
homes. Made in 
various designs. 





RE: 


~ You and your cus- 
tomers may be sure that 
any product bearing the 
Canvas Kid trade mark is an 
outstanding value. It means 
...the highest standard 
of quality and work- 
» manship. 
















































































wis 





Stewart Plain and Ornamental fron Railings for stairs, porches 
and balconies will be available in a wide variety of standard 


designs, or built to meet specifications. 











STEWART IRON WORKS CO., INC. 
1437 Stewart Elock Cincinnati 1, Ohio 
Experts in Metal Fabrications Since 1886 


Wright Hexagonal Netting 
... perfectly straight sel- 
vage ... evenly woven 
. - - galvanized to 
gleaming finish so 
much now in de- 
mand. It costs 

no more for 

the best. 


GE WRIGHT nee co 


WORCES Tee © S. 
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“SPARKL-BRITE 


PULIS” 






STAINEESS_ . 
STEEL oy meade 


* “Sparkl-Brite” Pulls Won't Chip, Rust or Peel! 


* “Sparkl-Brite” high-luster pulls look like chrome, 
moke cabinet doors and drawers sparkle with beauty! 
o 


*® *Sporkl-Brite” high-quality pulls bear the 
“Hollymade” trademark, your assurance of quality 
performance and design in builders’ hardware. 


* “Sparkl-Brite” pulls are priced low for dealer profit. 


ORDER “SPARKL-BRITE” PULLS FROM YOUR JOBBER TODAY! 


HOLLYMADE HARDWARE MFG. CO. 


MANUFACTURERS OF BUILDERS HARDWARE 
4865 EXPOSITION BLVD..@ LOS ANGELES 16, CALIF. 














CHICAGO 
DIE CAST 
PULLEYS 


now come to you in attractive red, white and blue 
display containers. Complete range in sizes from 
1 1/2 inches to 5 inches in diameter. 

Increase your pulley sales by featuring Chicago 
packaged pulleys. Order from your jobber. Write for 
Catalog No. 48.8 








S 


Chicago DIE CASTING MFG. COMPANY | 


2512 West Monroe Street, Chicago, 12 Illinois 

















¢ 


GRIITIN 
HINGES 












RIFFIN 


ufacturing Company 





ERIE, PENNSYLVANIA 


AGENTS 


NEW YORK: 45 Warren St. 
SAN FRANCISCO: 


BOSTON: 115 Broad Street 
703 Market St. 
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ANNOUNCING AN ADDITION TO OUR RECESS MEDICINE 
CABINETS, STAINLESS STEEL RIM CABINETS 


WALL SURFACE HANGING 
CABINET—stainless steel rim 


—box size 1314” x 1714” x 4’. 





Stainless steel rim recess cabi- 
net—2 sizes. 


@ Write for descriptive 
literature on other models 
bathroom cabinets. 


SOLD THROUGH DEALERS ONLY 
MODELS H AND M 
MODEL A 


IDEAL CABINET CORPORATION 


DIVISION OF DesLAURIERS COLUMN MOULD CO., INC. 
Main Office and Factory: 7722 JOY ROAD, DETROIT 4, MICH. 























CAR WINDOWS 


CASEMENT WINDOWS 


STORE WINDOWS 


For PROVEN QUALITY— 


L U X Oo fe ALL ALUMINUM 
Supreme on WINDOW SQUEEGEES 


Si. FEATURING 
longer burning Master 
time .. . greater and Junior. 
shelf life... Squeegee dis- 
heavy duty metal play deals. 
top ... full brighf- 16”, 12”, 6” 
ness throughout multiple blade 
burning life! Truly wiper and 6” 
a perfected post-war single blade 
battery—the finest wiper. 
quality on the market. Master Display 
Packaged in self-selling 9 doz. assort- 
pe gon y= Pe ed ome, 5 pane 
3 riced for top dealer lay card an 
For Added profits! S rieere. 
Sales-——feature Write for full specifica- Junior Display 
Star*Lite Metal tions and price list. 6 doz. assort- 
Flashlite Ceses . ed sizes, 1 dis- 
nearby. is play card and 
Ss 4 wipers. E LR 
z FREE—with each deal, one easel display card in siz 
4 fl 
STAR-LITE colors. Ris. 
BATTERY COMPANY, INC. G. & H. MANUFACTURING COQ. VIDALI 


35 Meadow Street, B kl 6, New York 
sented tema z 3047 Amber St. Philadelphia 34, Penna. 
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INE TWO “TRAIL BLAZERS” that lead the way to “QUICK PROFITS” 


$20 “LITE-WATE" 


ALUMINUM 
SNOW SHOVEL 


Heavily re-inforced with 
steel back plate, and heavy, 
corrugated tip. Tapered 
blade 19” x 15”. 


Handle length 38”. 
Shipping weight about 43 
pounds per dozen. 


Packed 3 in a carton, with 
dealer display card. 








IT'S A HONEY AND 
IT'S PRICED RIGHT! 
#20 LITE-WATE™ 


IMMEDIATE SHIPMENT ‘SNOW SHOVEL 























$25 "TROJAN" 


SPRING STEEL 
SNOW SHOVEL 


A sturdy shovel with a 
sharp cutting edge that can 
be worn away without 
spoiling the shovel. 
Handle enclosed in plate 
riveted to the blade. 
Blade size 18” x 16” of 
HIGH CARBON SPRING 
STEEL. 
Shipping weight 70 pounds 
per dozen. 
ONE OF THE BEST 
SELLERS WE KNOW. 
‘Sore Steet SHIP ’EM RIGHT AWAY 


SNOW SHOVEL 


Send for the address of your nearest jobber stocking them. 


RUGG MFG. COMPANY, GREENFIELD, MASS. 


Also manufacturers of "KLEEN SWEEP" and other LAWN TOOLS. 
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INDOWS 
FREE TO DEALERS 


| Cash in on the advantages of having a complete 
ES stock of reasonably priced LONE PINE Paint 
Thinner — and allied ElRoy Products, attrac- 
tively displayed on this handsome Display Rack 
Your customers can't miss it it compels 
interest it arouses the Desire to Buy! 


For your 
health’s sake — 


use Lone Pine 
For complete information, clip this ad—mail 


it with your name and address to 


ELROY NAVAL STORES CO.. Inc. 
Dept. 50, Vidalia, Ga. 
Tell me about 


LONE PINE + DIPIT + SPOTIT + PENNITRATO 
PINE OIL DISINFECTANT + ELROY PURE GUM TURPENTINE 





i in siz 


VIDALIA, GA. 
. Penna. 
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PACKED FOR THE JOBBING TRADE 
WOODRUFF KEYS 


coe TT 
ie 
“ F * 


MACHINE KEYS 


COTTER PINS 


—— 
TAPER PINS ¢ STRAIGHT PINS 
COMPLETE LINE "STANHO" ASSORTMENTS 


NEW STANDARD BRAND 
HORSE SHOE NAILS 


STANDARD HORSE NAIL CORP. 


SINCE 1872 
NEW BRIGHTON ° PENNSYLVANIA 



















































@ FLY LINES 


WHIP-SLIK 
DAUNTLESS 


LINES 
DONEGAL 
CARNEY 
CATALINA 
DUNDEE 
COASTAL 
SLIGO 
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From you 


@ CASTING LINES 
INVINCIBLE 
BLUE RIBBON 
DAUNTLESS 





TRANS-LU-CENT 





@ SALT WATER 


@ ALL PURPOSE 


to them... 







Cash in on Gladding’s 
Nationally-Advertised 
Special Christmas 


This year Gladding lines are outstand- 
ing Christmas gifts .. . AND THEY 
LOOK IT. They’re specially Christmas 
wrapped! 

Next month, Christmas-wrapped 
Gladding lines will be advertised to 25 
million gift shoppers . . . including thou- 
sands of your neighbors. They’ll be look- 
ing for gift-wrapped Gladdings in nearby 
stores. See toit they find them...in yours! 

Nochance of your overstocking, either. 
This special holiday wrap simply tucks 
under the top of the boxes. Put these 
wraps on your present stock, too. We’ll 
gladly supply them on request. 

Better get set today. Order now so you 
can profit from the gift-wrapped Glad- 
ding lines featured in national adver- 
tising next month. 


(U. S. Testing Certificate) 
ACTION-TESTED CERTIFICATE 
PACKED IN THE GLADDING BOX 


LINE 
OTSELIC 
ee ee 
B. F. GLADDING & CO., Inc. 4-4. 


Established 1816 
SOUTH OTSELIC, NEW YORK 








| 
| 
| 





3 


WRITE FOR 
CATALOGS ! 


BETTER BOXES... “# 


BIGGER PROFITS 


Pyra-Shell FLY AND BAIT BOXES 


You'll like the way anglers go for Pyra-Shell 
boxes. Tough, light plastic stands up under 
rough treatment. Individual dividers, lambskin 
or cork rods keep lures separated. Handy for 
every fisherman, and big, easy-to-sell profit 
makers for you. Many transparent and colored 
models. Write for dealer price list and catalogs. 
Produced by the makers of famous 
DeWitt American- Made Fish Hooks 


Bil DeWitt Baits 


@ 211 CLARK ST., AUBURN, N. Y. e 
























A Popular Line with Shooters 


LYMAN 
SIGHTS 


IDEAL RELOADING TOOLS 
METALLIC SIGHTS 
TELESCOPE SIGHTS 

CUTTS COMP 


Lyman Products profitable to handle. 
They are accepted by sportsmen. 
Distributed through the trade. 
Nationally advertised. 





Write us for Catalogs and Folders | 


THE LYMAN GUN SIGHT CORP. | 


Established 1878 
MIDDLEFIELD, CONN. 
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FIRST Portable 
Electric Dryer to 
Retail Profitably 
At Only $13.95 


Useful 65 Different Ways 
- Instant Appeal to All 
Homemokers 


Beoutifully Boxed — Every 

Package a Display in Itself 

— Every home needs one. 
Supplies torrent of HOT or 
COLD air at flick of a switch. 
Plug in at any outlet. Remov- 
able base. Chrome plated. 
110-120 AC-DC current. 


Your Customers will find a 
world of everyday, practical 
uses for this amazingly versa- 
tile,compactly portable RACE 
65 Electric Dryer... 


¥ Drying Hands or Hair 









(Saves Towels} 
Defrost Refrigerator Dealer Helps supplied RITE 


In the N or WIRE today for Deoler Dis- 

v d odin Vidar tek counts and Illustrated Bulletin. 
, 

ryer 1637 Goold St., Racine, Wis. 


v Drying Nail Polish— 








1637 Goold Stree! 


Racine, Wiscons!® 


Pr 


-year ° 
Nationally — 
tised. Attractively 


packaged: 


EDLUND ™® 
JUNIOR = 
CAN OPENER 


THINK OF 


Lidlund 


for 


BETTER KITCHEN TOOLS 


EDLUND COMPANY BURLINGTON, VT. 





NOVEMBER 6. 1947 





| 














means 


6.Acme’s Quality Line 


Here are Acme shears of inherent extra hardness, 
greater endurance and keener cutting because 
they are specially processed through modern 
electronic heat treatment. This new manufactur- 
ing method assures that each tough, carbon steel! 
Acme blade will prove superior in service to 
cutting edges produced by other techniques. 








Just a few styles in the wide choice 
of shears and scissors designed to 
fulfill every requirement in the qual- 
ity Acme line, as well as in the cast 
metal series, are presented here. 


Acme variety insures the right 
type of shears and scissors for 
every demand, 


Acme Perfection: 


means 
Added Profits 


for you 
SHEAR CO. 


om ACME BRIDGEPORT 1, CONN. 


Makers of 


ACME + EVERSHARP 


KLEENCUT 


Keep Your Eye on ACME/ 
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“The first downright practical juicer 
on the market.” That’s the report 


country. 


KWICKY’S PIVOT BASE 
A pivot rubber base grips the all 


are getting from all over the 


EASY TO USE...EASY TO RINSE and CLEAN 


KWICKY Juicer is the unique, all-in-one “? SENSationg] 
juicer that gets a// the juice...no bitter peel oil. 
Has no clogged holes to free. Is rinsed off in 

a second or less. Races through fruit juicing $ e 00 
—3 quick strokes usually gets all the juice. 
You'll have KWICKY-er sales, KWICKY-er 
<i mladis aices i the milo bad profits, with KWICKY Juicer. 

makes sure it rotates and juices 


with no effort at all. Does not 
mar or scratch table. 


QUAM-NICHOLS COMPANY - 33rd Place and Cottage Grove « Chicago, Ill. 


the quickest, finest juicer on the market ! 


new low price... 


NATIONALLY ADVERTISED IN BETTER HOMES and GARDENS - AMERICAN HOME 
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ROOMS 


z a Si 
L— 


TRAILERS 


BREAKFAST 
NOOKS 


di 


PORCHES 




















, watts, AC and DC. 16” wide. Aluminum throughout 


BAKES - ROASTS 
BROILS - TOASTS 


— a 
HANDY STOVE 


Efficient as a large range... yet table-size and 
portable. Needs no special wiring. Nationally 
advertised. Model G175, 200-1650 watts, 110-120 
volts, AC Underwriters’ Laboratories Approved/ 
LIST $39.95 with griddle, drip pan and grill. 


@ STAINLESS STEEL TOP @ ALUMINUM SIDES 

@ ADJUSTABLE ‘HEAT @ CAST ALUMINUM GRIDDLE 
@ BROILER-OVEN—BAKES, ROASTS, TOASTS, BROILS. 
Model 185, Single unit, Broiler-Oven. 250-1000 


ELECTRIC STOVE 


GILL ELECTRIC MFG. CORP. 
208 CITRUS AVE., REDLANDS, CALIFORNIA 
Quality Electrical Products Since 1920 
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Flomemaster Wicks, woven of wire reinforced, high-grade 
asbestos yarn, give better service than ordinary asbestos wicks. 
The Flamemaster Wick is undoubtedly the leader in reputation 
and in distribution, being sold by more hardware stores than 
ony other wick and is distributed by leading jobbers everywhere. 
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ASBESTOS COMPANY 


NORTH WALES, PA, teats 





he: * oe a : 
MAKERS OF GLASWIK, FLAMEMASTER, TOP NOTCH AND VICTORY. WICKS 
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tection! 


Cooks more! Cans more! 


Cash in on quick Christmas Season Profits with 
the All-American Pressure Cooker Number 7! 





Only All-American's exclusive metal-to-metal seal guarantees lifetime wear! 
All-American's famous double safety valve and self-locking cover mean extra pro- 


Full 152 quart cooking capacity! Holds 7 quart or 10 pint canning jars! 


Melded of finest aluminum, All-American's Number 7 comes complete with inset 
aluminum cooking pans and big 80-page recipe book! 


Stock-up now and watch Christmas sal2s boom! If your jobber is unable to sup- 
ply you with All-American Pressure Cookers, write directly to 


Wisconsin Aluminum Foundry Co. 
MANITOWOC, 













WISCONSIN 

















; Seca OR, REFUND ; 
S Guaranteed by > 
Good Housekeeping 

a Wor ws 
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Sparks can’t pass through at panel intersections of Logan firescreens because 
the patented piano hinges are SPARK-PROOF! 

No wonder home lovers throughout America ask for Logan firescreens by 


name. National advertising in their favorite magazines has told them about 
the extra safety, beauty and durability of patented Logan construction. 


4 























FIRST/ .. in FIRESCREEN Safty 
PAT oro + the New MITE=GARD Jy 


NITE-GARD (patent applied for) fits virtually all 
makes of folding firescreens and is-the last word in 
fireplace protection. Slips on or off in a second Pre 
vents sparks from popping over the top Ideal 
whenever fire is left unattended. 
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AS Your Customers 
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Bird RUBBERLIKE ° 
asi, | Juste 







Cash in on Bird’s new hard-hitting advertising 
campaign running the year ‘round in the Saturday 
Evening Post. Stock up now to meet the demand 
for Rubberlike Runner. In rolls 27” by 100’ and 
36" by 75’. Free sales aids are available at your dis- 
tributor. For his name, write Bird & Son, inc., 
23 East St., East Walpole, Mass. 
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TUMBLERS 
Hard or Flexible 










BRACKET 


SHADE SOAP BOXES 








Just a few of our Variety of Interesting Items 


Write for Catalog Today. 


Arrow Puastics Corp. 
5-7 Mattimore Street ° Passaic, N. J. 
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“GAS-TITE” 
EXPANSION 
STOPPER 

Durable and posi- 
tive. Double 
shoulder seal pre- 
vents gas leakage. 





No. 171-C 








“GAS-TITE” DISPLAY CAR 


Fits over bottle neck, holds 12 stoppers. 
Free with box of two dozen stoppers. | 





NOVELTY 
Ys a Ce Ok Oe 


3211 CARROLL AVENUE 
CHICAGO 24, ILLINOIS 
World's Largest Manufacturers of Bottle Openers and Can Openers 











( ADVERTISED to YOUR 
Mice-Hating CUSTOMERS 


It will pay you to push Mouse Sgep* .. . because this 
modern mice-killer is consistently advertised in news- 
papers and magazines reaching your customers. 

And look at the profit you make! You sell a carton of 
14 twenty-five cent packages of Mouse Szep* for $3.50 
and it costs you only $2.00. You 
make $1.50 on every $2.00 in- 
vested. 75% profit! 

Mouse SEEp* is the clean, easy, 
convenient way to kill mice. 
“A saucer and seed is all you 
need.” Order now. 

If your wholesaler hasn’t 
Mouse SEEp*, write us, 
giving his name. 


Wholesalers: Write 


for complete information. 





















Sales-making 
cellophane win- 
dow package. At- 
*(Mouseed—Reg. U. S. Pat. Off.) tractive display car- 








W. G. Rearpon Lasoratories, INC. ton, occupies only 
8 Mill Street, Port Chester, N. Y. 54,” x 6%". “i y, 
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MODEL 





Tempered steel, . 


MIRACLE PEELER 
MODEL 7M 


Same tempered biade. 
aluminum handle. Aijso 
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PEELS—SHREDS 
MODEL G 


Tempered steel blade 
— nickel plate body 
serves as shredder, 


Suggested retall 15¢ 












W. R. FEE MST ER CO. 


1548 PORTER STREET DETROIT 16, MICHIGAN 
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- 7 y, 








At Last! THE HANDY HOUSEHOLD TOOL 


. SELF CENTERING PUNCH 


Starts holes for we 
er SCREWS .. 








mpg — po 





Get a supply 
on display ... 


TODAY ! 





a oe 
eit ways to use a | 
tures, shelves, brackets, 


Expertly designed and aeomaae 
ed. Appeals to hobbyists and 


Ask your Jobber — or write. 





One dozen to Easel board 
The “PUNCH BOARD” that really pays off. 


STELRAY METAL PRODUCTS INC. 


SHELTON, CONN. 





SPRING 

HINGES 

ARE THE 
BEST 


STANDARD 
TYPE 
No. 29 


BROOKLYN 5, NEW YOR 
CHICAGO SALES OFFICE: 180 N. WACKER DRIVE 


NOVEMBER 6, 1947 
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IN QUALITY 
IN MERCHANDISING 


ALL-PURPOSE 
SHEARS 


The famous Clauss line of all-purpose drop- 
forged shears is currently featured in the 

American Weekly, Good Housekeeping, Satur- 
day Evening Post and other national publications. 
Quality emphasis plus swing-ease action and long- 
lasting edges add up to greater saleability. In every 
size, model, finish and price range...for every 


household, office and school need. Write for catalogue. 


THE HENKEL-CLAUSS CO. e FREMONT, OHIO 
New York Office: 1107 Broadway * WAtkins 9-6797 


SHEAR QUALITY 


ence 77 
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Machines {or Cutting 


Crimping -. 
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Beading 


JP-1 Pruning Shear. Con- 

cealed spring—Anvil type— STOVE PIPE 
Cutlery steel blades. Extreme- 
ly light—4 oz. 612" long. 








SP-2 Pruning 
Shear. Big brother 
of JP-1. 9 oz. 
812" long. 
FOR EASIER, FASTER WORK 
DEALERS! 


HIGH A 
QUALITY PRODUCTS LOW PRICES Write 


HEAVY DUTY BUILT FOR YEARS OF SERVICE | 
Manufactured and Sold By 


CHARLES E. KRAUS MFG. co. 


122 8S. 8th ST. LOUISVILLE 2. KY. - 














P-10 Pruning i 
Shear. Volute —_ 
spring, easy ac- ; 
tion, cutlery steel 
blades. 





















G-2 Grass Shear. 
Plated blades— 
heavy spring pro- 
vides positive cut- 
ting action. 










rut, eer 
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SUPER 
Gv added selling power to your Spring garden MASONRY DRILLS y Y/ 


tool business with these 4 star Parker products. Each STANDARD LENGTH 
includes its full share of new features in design, con- AND 
struction and eye-appeal. Give your customers a EXTRA LENGTH / 
chance to examine the large and small pruning fj 

shears, JP-1 and JP-2, and to note their lightness, 
concealed .innerspring, and patented thumb lock. 
Show them the value in the P-10 Pruning Shear. Let 
them test the easy, trouble-free action of the Grass 
Shear. Parker Small Garden Tools are sure-fire profit 















BIG SALES TO- 













builders the minute you display them. —S | ee Order You 
CONTRACTORS — “MAINTENANCE Stock 









WELECTRICIANS * BUILDERS Assortmen 


WRITE FOR LITERATURE Now 






Firy the Parker {im SuPER Toot COMPANY 


PARKER MANUFACTURING CO. Carbide Tipped Toots 


21650 Hoover Rd., Detroit 13, Mich. 5210 San Fernando Rd., Glendale 3, Cal. 
WORCESTER 1, MASS., VU. S$. Ae 
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FOR THE 
HOLIDAYS 


EXTRA GOO 


PEXTO 


1785 


Mnorthens Oum 


Set of Tools 


SINCE 











Ivory 


& Blue | 
ATTRACTIVELY CARTONED | 
ADVERTISED IN NATIONAL MAGAZINES 
























CUTS STAINLESS 
STEELS WITH EASE 


@ Made of a new high-speed 
steel with only the teeth hard- 
ened . . . the back is tough 
and flexible. 

@ Cannot break or shatter in 
the frame .. . safe for every- 
one, on every job . . . both 


skilled and unskilled. 
@ The only blade with “Easy- 


a"). Starting Teeth” . . . exclu- 
Stagk \ sively Milford. 
Assortment 
wow : Safe Customers mean 
St Satisfied Customers 








THE HENRY G. THOMPSON & SON CO. 
Saw Makers Exclusively for over 66 Years 
NEW HAVEN 5, CONNECTICUT 
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. Secret 
of Soaring 


SOLDER SALES 






















































































































You can count on Kester Metal Mender for the 
kind of steady repeating business that’s only pro- 
duced by a dependable product your customers 
know. For Kester Metal Mender—the same flux 
filled solder that’s Standard For Industry—has en- 
joyed the reputation of solder leadership for nearly 
half a century. 


Kester Metal Mender is easily applied—without 
special skill or tools. It slashes household repair 
bills by enabling the user to repair any kind of 
broken or leaking metal ware right at home. And 
Kester promotes customer confidence by providing 
rugged, long-lasting solder bonds that hold tight 
against twisting, bending, vibration, and the con- 
traction and expansion of temperature extremes. 


Display Kester Metal Mender in your store and tie 
in with the continuous national advertising that con- 
sistently reminds your customers of Kester quality. 
It’s a quick way to send your solder sales and profits 
soaring. 


Order Kester Metal Mender 
from your jobber today! 





KESTER SOLDER COMPANY 
4207 Wrightwood Avenue, Chicago 39, Illinots 
Eastern Plant: Newark, N. J. 


~ : . 
ba TT ePTeTt Tila Canadian Plant: Brantford, Ontario 
rereere tise 


KESTER 


MENDER 


METAL 






















MILL-ROSE Fishing Thru the Ice 


: CAN BE FUN — AND EASY 
WITH AN 


Tt. ADDISON 
Ice Auger 


@ CUTS A_ SIX-INCH HOLE, 12 
TO 16 INCHES THICK, IN ONE 
MINUTE 


@ SKIMS ITS OWN HOLE, ELIM- 
INATING SKIMMER 


@ CUTS WITHOUT NOISE 


@ EASY TO OPERATE — ONLY 
WEIGHS 3 LBS. 


@ LENGTH 4 FEET | 


@ MADE OF CAST ALUMINUM 
TO PREVENT FREEZING AND 
CLOGGING 


@ SPRING HANDLE KEEPS GLOVES 
FROM FREEZING 
IMMEDIATE DELIVERY 
Regular Trade Discounts Allowed 


Packed 6 to Carton — Weight Approximately 21 Ibs. 
F.0.B. ADDISON, MICH. 


PROPOSITION FROM YOUR JOBBER TODA 
THE MILL-ROSE COMPANY, Dept. HA, | ADDISON MANUFACTURING CO.. Inc. 


1985 EAST 59th ST. CLEVELAND 3, OHIO 
= = | 








THE BEST GUN-CLEANING ROD AND | 
BRUSH MERCHANDISING DEAL on the MARKET | 


Quality merchandise. Famous Mill-Rose reputation. Exclusive features. New | 
packaging. Effective selling aids. Consistent advertising in FIELD & STREAM, | 


SPORTS AFIELD, OUTDOOR LIFE, AMERICAN 
serena. Cay the one ed 
ore line can offer you a as | 
these sales-making advan- = 
tages—stock it now! = 





1 RIS: BORE Rods are combination rods with aid of adapter tip stile. 
* One rod cieans both rifle and pistol of same calibre. | 
2 Bronze-bearing swivel gy strong, easy-rolling joint between handle | 
* and rod. Extremely durable. | 
3 Safety-Stop permits exact adjustment to bore-cleaning depth required. | 
© Rubber washer protects gun muzzle. | 

| 

| 

| 







4 Only four Brite-Bore Rod sizes needed to fill all demands in pistol, rifle, 
*® and shotgun range. 






BRITE-BORE BRUSHES—a specific size and type for every firearm bore. Phosphor | 
bronze wire; nylon; bristle; felt shotgun bore polishers. The quality line! 


FREE DISPLAY SIGN — GET PROFITABLE Aes -ROSE 










































Battles on ice demand Hyde stream- 
lined hockey outfits — black 
kangoroo, lecther lined, snug- 
fitting, padded fitted tongues, 
feather box-toe, arch supported on 
fine, hollow-ground chrome skates. 





a ————— _ 






, LUMINOUS BULB GLOWS IN DARK! 
LIGHT BURNS ONLY WHEN RAISED! | 


It's new... novel... smart... prac- 
tical! I's - - - useful, attractive S 
item that will sell FAST! 

When resting on flat surface, light bulb is sHOE 
OFF. When picked up, light bulb in- | 










































| 
.. RIGHT . 


YOUR 
| SUPPL! 






stantly flashes ON! 
What's more the "PICK-UP" is easy to IN FOR THE RINK 
find in a pitch dark room . . . for the | Hyde's professional high top Lytle 







men rollers .. . elk, reinforced .. . 
form - fitting, felt - fined 
Pi tongue . .. toe-stopper 
Goodyeor Welt. 


luminous bulb casts a soft, delicate blue 
glow when not lighted. | li r’s 
—.\ Display the "PICK-UP" prominently for 24 
jS-—~\ quick sales! Col U 

on Complete with bulbs and batteries. 


Suggested Retail Price... $1.50 each. Sp ort 











“PICK-UP” LIGHTS use standard flashlight cells. 
AVAILABLE FOR IMMEDIATE DELIVERY 


LOUISVILLE TACALE COMPANY 


2th WEST BLOOM S7.,. LOUISVIZLE 8, 2% 
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MR. %2 
IN ONE 


, ELIM- 


- ONLY 


JMINUM 
G AND 


GLOVES 
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Allowed 
y 21 Ibs. 


D., Inc. 
IICHIGAN 
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Known since 1865 


for 


“KEY BLANKS THAT FIT’’ 


We are now completely equipped for the 
prompt handling of Key Blanks for all cylin- 
der locks. Consolidate your purchases. Save 
bookkeeping and handling costs by buying 
all your key blanks from one source. Specify 
GRAHAM Key Blanks—for prompt service 
and for quality. 


If your jobber does not carry them, 
write direct to us. 


Derby, Conn. 


We also manufacture a line of Locksmiths’ Supplies and Luggage Hardware. 


“THE GRAHAM MANUFACTURING CO. - 
















STAR HEEL PLATES 


ARE IN DEMAND 
AND ARE PROFITABLE 
FOR YOU TO HANDLE 





No. 5 
“Pioneer Brand" 





STAR HEEL PLATE CO. 


357 WILSON AVE., NEWARK 5, N. J. 
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It’s back again! 








Here’s the all-purpose sprayer a agg 
your customers have been waiting . 
for! Famous for its clean, oil-free 
air, Speedy Sprayer is an entirely 
portable outfit—built to endure. 
One of the most reasonably priced 
sprayers on the market, it’s popu- 
lar in homes and workshops—a 
source of sure profits! 


Write for SPEEDY SPRAYER 


to 40 Ibs. pressure. O; 


and quart cup. Retaile 


Catalog and Price Lists 
motor, 


Cable Address “BROWNSPRAY" 


|W. R. BROWN CORP. 


5722 Armitage A 























FAVORITE OF HOME OWNERS, HOBBYISTS 
AND CRAFTSMEN FOR 20 YEARS! 





4 to 7 times faster than brush- 
ing! Sprays inside and outside 
paint, enamel, varnish, insee- 
ticides, etc. Diaphragm type 
compressor does away with oily 
rings and cylinders. Delivers 2 
cu. ft. free air per minute he | 


pera 
by any % H.P. Motor with 4%” 
shaft. Equipped with pressure 
feed, internal mix gun plus 
round and flat spray nozsles 
without 


26.95 


ve. 


Chicago 39, Ill. 
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‘DOUBLE 
jFEATURE 


A oe Stock Moore Push- Pins and Push-Less Hangers 
$03 and profit by having the answer to every pin-up 








Nos. 24, 28 and 30.......... 








Sy ond hang-up need. National advertising builds 

° consumer demand for these two famous Moore HROUGH  Factory-Built-in-A to the 
products—assuring you volume sales and satis- highest degree of perfection, combined one coreful 
fied customers. Ask your jobber, inspection, Sand's Levels have set the world's 


standard for §1 years. 


SANDS LEVEL &TOOL Co. 


B63!1 GRATIOT AVE., DETROIT 13, MICHIGAN 






Use Moore Marking Tacks 
for showing prices on display boords 


i 








ANOS 
s E vELS 
TRUTH, 




















IF he 


PLY MOUTH 


YOU CAN TRUST gil 


BALER TWINE 





PLYMOUTH, MASSACHUSETTS 





BROODERS 
~aeeueea™ 
Send Trial Order for Several Doz. 





4 types milled } 
jows, packed in 
pocketsize roll. 





4%" long. Hondy for K-D 10K 








. 
“E-CON-O" Jr. “E-CON-O” Sr. 
CHIC 300 CHICKS Save time and labor; jar ex- : : 
Soom $300 UST FOR ONLY $795 tends beyond base keeping Mechanics, Hobbyists, iE KIT 
Ope tb, ‘Many features of high-priced | yo ts41 (Gallon) 12 in? phes = Sa (FORGED STEEL, TEMPERED) 
rates on on light bu Seastinna. Cleatier aden ele No. 1541 mi = 12 in2 pkgs. Homeowners, etc. ‘ 
Fiber BE y 32x32 in. Gal- ment, thermostatic control, fi- 
tal legs, socket ber canopy 46x46 in. Galvanized No. bd (Quart Jar) sos Es: 
and cord. metal legs, cord and plug. per carton, wt. 35 


ORDER FROM THIS AD . - REGULAR DISCOUNTS 


ANDERSON BOX COMPANY _ !NDIANAPOLIS 6 








THey'Re K=[) toois 


LANCASTER .PA. 





INDIANA 


ALUMINUM 
POINTING TROWELS = pLASTERERS’ MARGIN TROWELS }9= MOUNTING 
SSE i 


wenentitiar LEVELS (12%1 ee Sand ast tangths) 
GOLDBLATT TOOL Co. MARK 1622 WALNUT STREET, KANSAS CITY 8, MO. 


Keep In Touch With The “OPPORTUNITIES” In The Trade — 


Hardware manufacturers, manufacturers’ agents, jobbers, jobbers sales- 
men, retailers and retail salesmen all use the medium that covers and con- 
tacts the hardware trade most thoroughly—Hardware Age. They know that 


There Are Many Business Opportunities In The Classified Section 
of this widely read trade publication. Hardware Age has been the recognized 
leader for bringing buyer and seller, employer and employee together for 
many years. Use it and see if results do not justify every claim. 


HARDWARE AGE, (Classified Opportunities Dept.) 100 East 42nd St., New York 17, N. ve 
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ASK YOUR DEALER 








GENUINE AE PRODUCTS 


- 
Standard 


Soe ty he ie 
HARDWARE SPECIALTIES 


Overhead Conveyors, Conveyor Track, Switches, 
Tackle Block Hoists, Wire Stretchers, Weldless 
Chain, Chain Goods, Door Hangers, Door Track, 
—- Latches, Wrought Goods, etc., etc. 


Established 1879 


atso HAYING TOOLS anp 
BARN EQUIPMENT 


“Guaranteed to satisfy the user” 


BRANCH HOUSE COUNCIL BLUFFS, IA 











THE NEY MFG. CO., CANTON, O. 








BRING HIGH QUALITY 
TO THE LOW PRICE FIELD 


LeBus Type “A” Load Binders are drop 
forged of alloy and carbon steels, fully heat- 
treated, fully guaranteed and they have the de- 

forged ‘‘ball-and-socket’’ 
swivel that cannot bind or deform .. . yet, 
they retail at prices that will appesl to 
farmers, light industrial haulers and others who 
demand quality at low oost. Stork them for 
additional sales . . . greater profits. 


Also available are Fae 
“C” and Type “L”’ 
Binders for heavier = 
vices. Complete informa- 
tion furnished upon re- 
quest. 


SOLD ONLY THROUGH RECOGNIZED 
JOBBERS AND DISTRIBUTORS 


LEBUS ROTARY TOOL WORKS ™ 


P. O. BOX 2352 LONGVIEW, TEXAS 











6 OZ. 8 OZ. 9 OZ. 
MIDGET RO GIANT TOPPER 


PRECISION 
MACHINED 


Hcerless INDUSTRIES 


5141 MILITARY DETROIT 10, MICHIGAN 











PERFECTION floating WASHER 


Washer profits go “Pp with Pore 
fection floating Wash 
to eliminate friction and “prolong 
soos washer life. Perfect water seal is 
WASHER assured. The floating washer stops 
sToPs PROFITS faucet drip...ends water waste. 
WASHER Available in %4", % and Y” 
TROUBLES sizes. Order through wholesale 
hardware jobbers. 
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ASKING 


ORIGINATED 1896 a 
MAYES GUARANTEES ACCURACY, SERVICE 


*AND DURABILITY: 


mavestoors MAYES BROS.TOOL MANUFACTURING CO., Inc. Port Austin, Micu. 








Over 25,000 retail hordware stores serviced 
through blished ted wholesale dis- 
tributors give your ee consistent nation- 
wide soles. No credit risk . . one contact 
with Tru-Test means a complete over-all 
marketing and merchandising program for 
you. Write today for details. 


TRU-TES 








DIVISION OF OAKES & COMPANY 
650 $. CLARK ST., CHICAGO 5, ILL 











Women know it. Women want it. With a 
chip-chop of bouncing blades, cabbage is 
shredded . . . onions, parsley, nuts are chop- 
.. steak is cubed . .. mat is tender- 
ized. ‘Nationally advertised . . . display 9c 
it for volume sales. . - Price 7 
Makers of Foley Food Mill, ‘Sifter, Fork 
Foley Mfg. Co., Minneapolis 18, Minn. 


AVAILABLE THROUGH YOUR JOBBER 


KNIFE-SHARP 
STAINLESS 
BLADES 








—_ BATHROOM AND KITCHEN ACCESSORIES 


WIZ, “DESIGNED TO MAKE THE PASSER-BUY” 


N 


THE AUTOYRE COMPANY + OAKVILLE, CON 
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ARDWARE 


3618 W. PIERCE STREET MILWAUKEE.WISCONSIN 

































/ 





BUY FROM YOUR REGULAR 


COM PANY 





WARM MORNING COAL HEATERS 


OUTSELL ALL OTHERS! 


Four Popular Models Avaliable 


MODEL | MODEL MODEL 
420-A 520-8 524-8 


20 Warehouses to Serve You = Distributed Wholesale by 


STOVE DIVISION 


Southern Coal Company, Inc. 


America’s Largest Distributor of The Genuine Warm Morning Coal Heater 
ATLANTA + BIRMINGHAM + CHARLOTTE + CHICAGO + DALLAS « FT. SMITH 
MANSAS CITY + KWOAVILLE + LOUISVILLE + NASHVILLE « NEW ORLEANS 
OMAHA « ST. LOUIS 
GENERAL OFFICES: MEMPHIS |. TENNESSEE 








THIS BOOSTER FAN SELLS ITSELF 


Customers buy this new 
booster fan on sight to 
heat that cold room. 
They install it them- 
selves in hot air pipe, 
fits any hot air gravity 
system. Quiet, long 
wearing, efficient. 


Write today for prices 
and dealers’ discounts. 


’ McLarty Systems, 


Battle Creek, Mich. 

















* MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, 














IOWA 














Rental PROFITS — Minus 
Rental Headaches 


——— LET YOUR CUSTOMERS RENT 


REID-WAY “8” 


FLOOR SANDERS 
© TROUBLE-FREE 


Only One Moving Part 
Write Dept. HA. for Details 


REID-WAY, INC. : 












2917 First Ave. S.E. 
Cedar Rapids, lowa 










in ef Model No. 801 






go. IiNU7T, 


ty 
ey. fi For LARGE FLOOR AREAS 


#7 Now another model of the famous Cellulose Sponge Minute Mop and 
PSY 1 Drainer—the No. 801 Jumbo Model, for homes, steres, offices, shops— 
} 50% more sponge—bigger head—bigger drainer. List price, Jumbe 
model, $2.98 Complete with new Drainer, 54” handle and handle- 

tight clamp. (List price regular model No. 101—$1.95 complete). 
Write or phone your jobber today. 








MINUTE MOP (0. caicaco ve ice. 
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CABINET HARDWARE 






NATIONAL LOCK COMPANY ROCKFORD, 
“BU Prom One Source™ Hardware Manufacturer 


BUILDERS MAROWARE 


ILLINOIS 


CABINET LOCKS SCREWS AND BOLTS 


HARDWARE AGE 
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THE NAME SILVER LAKE stampepD ON EVERY FOOT 
@ PACKED IN CARTONS @ 





LOWER PRICED GRADES 
EDDYSTONE 
Mills and Sales Office PELHAM 


SILVER LAKE CO. 5 crcmcrecscc, ccorgic 


Sold through Regional Distributors 





NUCORD 
BENGAL 














SAFETY 


Liquid Faster... 
@ BRUSH CLEANER... 3 fo 12 Times Fa LADDER 


with Better Results 


© PAINT THINNER .. . “Best Grade” Reducer 


T-PENETRATING OIL .-- 
—— A Squirt Stops a Squeak 

















PROMPT DELIVERY 
SIX SAFETY FEATURES 


. Plank cannot slip off 
. Correct designing makes adjustment easy 
. Sturdy, heavily riveted construction 
DEALERS... Ask Your Jobbers. . Extra deep and wide rung hooks 

. Great rigidity from double supporting bar 
JOBBERS . . . Ask us for sam- Easily and safely adjusted 


s ‘ . | 6 
ples, prices and porticulors [RAL SRI Bl) ile jheloBiele) i fo) Tale) | HOLM’'S MANUFACTURING COMPANY of Ohio 
¢ bout this Line of Giants. 110 East 42nd Street, New York 17, NY + MU 5-9022 106 N. MAIN STREET . AKRON 8, OHIO | 
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Send for 1948 Catalog 














464 WEST 34th STREET, NEW YORK 1, NEW YORK 


M. GRUMBACHER OF CANADA LTD. 179 KING STREET W. TORONTO. ONTARIO 





The ACTION Display-Way to Boost Sales! 
riMes A minute SST 
ot0-Sho 


ELECTRIC TURNTABLES 


A ROTO,;SHO revolving 
display in your window will 
attract many times more cus- 





















CTT ite 
ot - en Fi4 
s = 
t 


BETTER GRIPPING—BETTER SELLING! 









There’s sales appeal galore in the new XCELITE screw “erill”’ : 
driver! It has all standard XCELITE quality points—plus a —_ = ROTO sHO 
the new streamlined handle. New comfort in gripping! play. . «+ n - 


New eye appeal! It’s shock and fire resistant, of course, quickly pays for itself in in- 


mar-proof and break-proof. The blade? CHROME VANA- * Comes complete with 18" table creased business. Attractive 
DIUM, precision-ground on the flat belt. It’s an all-around build-up fixtures available too. 
beauty. Sells itself, once customers feel the sure grip and © Carries up to 200 Ibs. Your wholesaler can probably 
oe p sagg ne 8 Don’t neglect this profit item! Write now supply you for immediate de- 
or all the facts i , 
§ e ) ‘ ; 
Dtsteatasencntd tedtatere Sturdy, all steel construction livery. ‘ rw ot awe x. 
PARK METALWARE CO., INC. ® For 110 Volts A.C. catalog! 











0 " 7 Pent. G Orchard Park, New York 
M, 2 lily ols PREFERRED BY EXPERTS GENERAL DIE AND STAMPING CO., 264-Y Mott St., New York 12 








INCREASE THE PROFITS OF A PROFITABLE BUSINESS / Please send without obligation: 


HOUK KEY MACHINES IMustrated brochure of 
“ut key rately no more spoilage or misfit keys. # 
















‘Profitable Key Cutting’ 
IMMEDIATE DELIVERY 256 Page Catalog of # 


Locksmiths’ Supplies 
+ 82.50« 
+ 
FOB.NY 1 pee 


NEW YORK NY | apoesss 
| ary-z008 











Wame 
| 














NOVEMBER 6, 1947 259 




















assified Advertising Rates 














Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted. etc. 


Positions Wanted 
—— = oe set solid, maximum, 
“ach additional’ word. 
Allow Seven Words for Keyed Address 
ddress 


or Your A 








Set ood. = 50 words....... $5.00 
h additional word......... 10 





*BOXED DISPLAY RATES 
$8.00 Per Column Inch 








Cuts or special borders not allowed. 
*DISCOUNTS FOR 7as DISPLAY ADS 
5% discount for 4 or more Insertions 


No Agency baa man allowed on Classified 


dvertising. 
REMITTANCE wus ACCOMPANY ORDER 


Send check or money order, 
not currency or stamps. 


Samples of Merchandise, Literature, Catalogs, 
etc., will not be forwarded to box number 
advertisers unless accompanied by sufficient 
postage for remailing. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
previous to date of publication. 


Address your correspondence and replies to 
HARDWARE AGE 
Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 

















| Help Wanted yo 








Purchasing Agent 


MUST BE EXPERIENCED IN HARDWARE, 
TOOLS, HOUSEWARES, ELECTRICAL MER- 
CHANDISE, ETC. TO ASSUME FULL CHARGE 
OF ALL BUYING FOR YOUNG, PROGRESSIVE 
EASTERN JOBSER. WE PREFER A YOUNGER 
MAN WHOSE PRESENT CONNECTIONS HIN- 
ote wk PROGRESS. UNLIMITED OPPOR- 
TUNITY FOR A MAN WILLING TO ASSUME 
RESPONSIBILITY AND WORK. PROPOSITION 
WILL STAND THOROUGH INVESTIGATION. 
LOCATED IN THE EAST. 


Reply with full particulars to 
Box L-508, care HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 























[Sales Representatives Wanted | 
SALESMEN WANTED 


Leading manufacturer, complete tine of leather 
dog furnishings, has a few choice protected 
territories open for experienced men with fol- 
lowing among retailers, chains and jobbers. 
Liberal Commission. 


Address Box L-306, care of pARew Are nee 
100 East 42nd St., New York 17, N. Y 























SIDELINE SALESMEN WANTED! 
We offer prompt shipments on 
Metal kitchen cabinets and porcelain top bases. 
Medicine and clothes cabinets, casters. A full line 
of housefurnishing items. Our salesmen are backed 
up by direct mail—through one million catalogue 
mailings a year. 


The WALTER S. KRAUS CO. 
WOODSIDE NEW YORK 











SALESMEN 


CALLING ON LUMBER YARDS, HARDWARE 

PAINT STORES, SELL FAST MOVING 
NATIONALLY ADVERTISED MASONRY WATER- 
PRUOFING COATING. LIBERAL COMMISSION. 
GOOD TERRITORIES OPEN. CONTACT 


_ WILLIAMSON PRODUCTS CORP. 
425 LEFFERTS AVE. BROOKLYN 235, N. Y. 

















SALESMAN WANTED 


TO CALL ON WHOLESALERS OF HARDWARE 
AND PLUMBING SUPPLIES IN THE CITY OF 
CHICAGO FOR FULL LINE CHEMICAL SPE- 
CIALTY MANUFACTURER. SALARY AND COM- 
MISSION. MUST HAVE CAR. 


Address Box 1-528, care nARSWARE ase 
100 East 42nd Street, Now York 17, N. 


Sales Re ; 


SALESMEN NOW CALLING ON PAINT 
AND HARDWARE TRADE tto sell Popular 
Line of Paint and Household Brushes on 10% 
commission. Many territories open. Give de- 
tails. Craftsman Brush Co., 12 Waverly Place, 
New York 3, N. Y. 





EXCLUSIVE ALUMINUM STORE WIN- 
DOW DEALERSHIPS AVAILABLE. Imme- 
diate Opportunities in Ohio, West Virginia, Ken- 
tucky, Indiana, and Michigan. Handle Ace Self- 
Storing Windows and Porch Enclosures. Heavy 
construction, good engineering, aluminum screen 
wire. Permissible as additional line. Competitive 
delivery and liberal discount. Hundreds of dealers 
now making big profits. Manufactured by an 
AAA Dun & Bradstreet-rated company. Write to 
Factory Sales Manager, Ace Storm Window 
Company, Dept. 4, 2908 Glenwood Ave., Youngs- 
town, Ohio. 





SALESMAN TO SELL MANUFACTURER’S 
FAST SELLING LINE of Wooden Folding 
Clothes Dryers, Accordian Type, to department, 
hardware, furniture and chain stores. Liberal 
commissions and excellent repeat order items. A 
staple side line with year round business. Beauty- 
craft, Inc., 1569 Beacon St., Brookline, Mass. 





SALESMEN WANTED. 
ESTABLISHED MANUFACTURER AND 
WHOLESALER of Paint Brushes, Brooms, 
Mops, Tools, Cutlery, Electrical Sundries and 
Appliances, will consider applications. We _ sell 
direct to the Retail Hardware Dealers, Small 
Chains, House Furnishimgs and Department 
Stores. If you have experience and acquaintance 
in this field and will thoroughly cover a given 
territory, write us in full. We have several 
exclusive territories available. Liberal commis 
sion and protection. 
ie eA Acz, 100 East 42nd St., New York 
\7, ° 


LARGE, WELL 

















HARDWARE 
SALES OPPORTUNITY 


Manufacturer of top quality na- 
tionally-known cabinet and builders’ 
hardware seeks man having good 
contacts with jobbers and manu- 
facturer-users. Advertising coop- 
eration: Exclusive territory arrange- 
ment. Comm. Please write fully to 


Box L-530, eave HARDWARE AGE 
106 East 42nd Street, New York 17, N. Y. 


Wanted ]| [Sales 





Address Box L-482, care of | 














SALESMEN NOW CALLING ON RETAIL 
HARDWARE AND HOUSEFURNISHING 
STORES to handle side line of Brooms and 
Whisks for manufacturer in Philadelphia and 
vicinity. Address Box L-533, care of Harpwarg 
Ace, 100 East 42nd St., New York 17, N. Y. 








THREE EXPERIENCED SALESMEN TO 
HANDLE ESTABLISHED TRADE SALES 
TERRITORIES Detroit, Pittsburgh, and Dayton, 
Ohio. Salary and bonus. The Harrison Paint & 
Varnish Co., Canton, Ohio, 





WANTED—SALESMEN IN NORTHERN, 
EASTERN AND SOUTHERN STATES calling 
on hardware wholesalers, lumber yards, builders 
supply and exporters; for Manufacturer of Hand 
Saws, etc. A nationally known hardware line in 
demand. State fully area traveled, experience 
and other lines carried. Address George Alpert, 
386 Atlantic Avenue, Brooklyn 2, ; A 





SOME CHOICE TERRITORY AVAILABLE 
FOR INDIVIDUAL SALESMAN who covers 
his own territory. If you call on the larger de- 
partment, hardware, house-furnishing and furni- 
ture stores handling fireplace equipment, we have 
a qu lity line of log-burning grates which are 
unique in the field. Address Box L-535, care of 
Harpware Ace, 100 East 42nd St., New York 
17; N. Y 








HARDWARE WHOLESALER 
HAS OPENINGS FOR SALESMEN 


in Central and Upstate New York, New England 
States, Pennsylvania, Ohio, Illinois, Michigan and 
Indiana. No objection to non-conflicting side lines. 
Our salesmen receive full benefit of monthly promo- 
tional literature published by us. 
Address Box L-534, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 














MANUFACTURERS AGENTS WANTED 
FOR STATE REPRESENTATION—REVOI.UTION- 
ARY, UNIQUE, PROVEN, PAINT INSECTICIDE 
ADDITIVE AND EXCLUSIVE READY MIXED 
PAINTS WITH INSECTICIDAL ACTION; ALSO 
COMPLETE LINE INSECTICIDES WITH NEW 
D-3 RHOTHANE BASE. 
Address Box L-526, care HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 

















CALIFORNIA DISTRIBUTOR 
SOLICITS OUT OF STATE 
BUSINESS 


Nationally Advertised Automotive Accessories 
& Hardware Items. Competitive prices and 
freight allowance. Protected territory and 
accounts. Immediate shipment on all offerings. 
Average 10% commission. 
Address Box L-500, care wanewans a 
100 East 42nd St., New York 17, N. 











HARDWARE AGE 
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[Sales Representatives Wanted | Sales Representatives Wanted | 





SALESMEN TO SELL ANTU AND RED 
SQUILL RAT KILLER on attractive display 
cards, to hardware, seed, feed and implement 
stores. Retails at 15¢, profit to you 40%. A few 
choice territories open. Address Box L-529, care 
of Harpware Acz, 100 East 42nd St., New 
York 17, N. Y. 


TACTING DISTRIBUTORS AND 
of Screws, Bolts and Nuts. Exclusive Area. Com- 
mission only. Address Box L-506, care of Harp- 
warRE Ace, 100 East 42nd St., New York 17, 
=. We 





SALESMEN, VISITING HARDWARE AND 
VARIETY STORES WISHING TO_ IN- 
CREASE THEIR INCOME, BY TAKING-ON 
A PROFITABIE AND EXTENSIVE LINE 
OF PAINT BRUSHES. We need very active 
men well acquainted in their territory. There is 
no limit to what you can make with this addi- 
tional line; you do not have to go out of your 
way to sell them, you propose them to the same 
accounts you are visiting now We supply you 
with the samples. A very liberal commission. 
Write today to Box L-513, care of Harpware 
Acg, 100 East 42nd St., New York i: i a 
giving us references, the territory you cover and 
all other information with regard to yourself 
that you deem necessary. 








SALESMEN 


te call on Hardware Jobbers, Plumbing and Heating 

a, Lumber Yards, Building Contractors to 
randie Complete Line of Bathroom a*d Shower 
Cabinets: also Heating and Ventilating Grilles. Com- 
mission basis. Several good territories open. 


NORTHWEST STEEL PRODUCTS CO. 
2746 N. Elston Ave. Chicago 47, Illinois 





SALES REPRESENTATIVES CALLING ON 
BUILDER’S HARDWARE AND PI.UMBING 
JOBBERS. Exclusive protected territories open 
throughout entire country. State experience and 
qualifications, also lines now carried. 10% Com- 
mission. Address Box L-521, care of HarDWARE 
Ace, 100 East 42nd St., New York 17, N. Y. 











SALES REPRESENTATIVES WANTED— 
OLD ESTABLISHED NATIONALLY KNOWN 
MANUFACTURER of Builders Hardware is 
now readjusting territories and representation. 
Will create openings for several experienced rep- 
resentatives who have good following and under- 
stand builders hardware. State lines now carried, 
type of trade covered and territory. Address Rox 
L-525, care of Harpware Ace, 100 East 42nd 
St., New York 17, N. Y. 





WANTED HARDWARE SALESMEN, AND 
SAI ES ORGANIZATIONS. Quality Line of 
Cabinet Hardware, and Inexpensive Builders 
Hardware, competitive prices, many territories 
open, items are hot, immediate deliveries. Direct 








| 





PAINT BRUSH SALESMEN 


EXPERIENCED MEN ONLY WITH DEALER 
FOLLOWING FOR COMPLETE BRANDED LINE. 
MOST TERRITORIES OPEN. WRITE FULL DE- 
TAILS. LIBERAL COMMISSION. 


Address Box L-319, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 

















SALESMEN WANTED 


Several good salesmen to travel Illinois, Wis- 
consin, Minnesota, Kentucky, Tennessee, City of 


dealer, and jobber contacts essential, full terri- 
torial protection on re-orders. Factory expansion 
makes this offer possible. Write complete details. 
P-G Mfg. Co., 10857 Chandler Blvd., North 
Hollywood, Calif. 








AGGRESSIVE TOOL REPRESENTATIVES 


Capable of Presenting and Vemunstrating Extremely 
Popular Electric Drill Attachment Tools to leading 
hardware dealers, electrical supply, mill supply and 
piumbing supply jobbers. Liberal commission. Many 
choice territories open. Give detailed information by 
letter regarding lines handled and territory covered 
Address 


LARSVICW MANUFACTURING CO. 
P. 0. BOX 4 PORTLAND 8, OREGON 








| 
WANTED WEST COAST AGENT, CON.- | 
LARGE | 
CONSUMERS for Large Well Known Distributor 








ATTENTION MANUFACTURERS’ 
REPRESENTATIVES. PLEASE 
SEE OUR AD ON PAGE 84. 














| Accounts Wanted 





NEED REPRESENTATION IN | 
NEW ENGLAND? 


Hardware, Housewares, Electrical, and Auto- 
motive lines for Jobbers, Chains and Depart- 
ment Stores. 
Inqairies invited from responsible 
manufacturers 
LOUIS Y. PERKINS COMPANY 
41 Egremont Rd., Brookline 46, Mass. 














ATTENTION MANUFACTURERS 
54,000,000 Peeple Use Hardware and Househeld Wares 


in Our Territory 
(Maine to Florida) 


HAS YOUR SHARE OF THIS BUSINESS BEEN 
SATISFACTORY? For Increased Sales contact us... 


E. RAUL & COMPANY 
92 Liberty St. New York 6, N. Y. 

















ATTENTION MANUFACTURERS 


Lines wanted for hardware stores and 
housefurnishing departments in West- 
chester County and Greater New York 
area. Direct factory representation only. 
What have you to offer? 
Address Box L-53!, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








MANUFACTURER! 

















Chicago. Must have some knowledge of glass, 
pottery, housewares or toys—on straight com- 
mission. Must have car. Prefer men now carry- 
ing other well-known lines. 
Vv. H. WORMAN 
1584 Merchandise Mart Chicago 54, Illinois 

















MANUFACTURER'S AGENTS 


TO SELL A COMBINATION STRAIGHT EDGE 
YARDSTICK RULER. THIS METAL IS NON- 
RUSTING AND RESILIENT, IS AS STRONG AS 
STEEL AND LIGHT AS WOOD. SIZES RANGE 
FROM 12" to 60" IN VARIOUS WIDTHS. IT 
HAS A POPULAR SELLING PRICE. 


TERRITORY OPEN IS: 


THE ENTIRE STATE OF ILLINOIS 
THE ENTIRE STATE OF OHIO 
THE NEW ENGLAND STATES 


DIRECT INQUIRIES TO: 
P. O. BOX 998, 
“GRAND CENTRAL STATION 
NEW YORK 17, N. Y. 





Manufacturers) 


LET US DO YOUR 
EXPORT WORRYING! 
25 years of experience gives us the 
know-how to make the most of your 
product and its export potential. We 
export your goods with a MINIMUM of 
bother and a MAXIMUM of profit to 

you. 


WE CAN PACK, SHIP, AND FINANCE | 


WRITE TODAY FOR DETAILS | | 


PHILEX corp. EXPORT 


130 William St., New York 7, N. Y. 
BEekman 3-7952 














Established West Coast export firm desires direet fae- 
tory offers of continuously suppliable MACHINERY, 
EQUIPMENT & HARDWARE for foreign farm, con- 
struction, and industrial uses. References exchanged. 


EQUITY TRADING COMPANY 
Calif. 








40 California St. San Francisco tI, 








HARDWARE-INDUSTRIAL 
AUTOMOTIVE ACCOUNTS 


Sales Agent traveling six men wants Ad- 
ditional Hardware, Industrial and Auto- 
motive Accounts for exclusive representa- 
tion in California. 


Can offer 40,000 square feet of warehouse 
space, spur track, available for distribu- 
tion. 


GEORGE A. VADNEY & ASSOCIATES 


Factory Sales Agents 
420 Market St. Front Street at “‘L’’ 
San Francisco, Calif. Sacramento, Cauf. 











NOVEMBER 6, 1947 


(Classified Opportunities continued on page 262) 





















Classihied Opportunitien. Section... 











| —s fxccounts Wanted 


J 


Accounts Wanted 


| | Business Opportunitien | 





ATTENTION MANUFACTURERS: WE 
WANT GOOD SELLING PRODUCTS OF 
MERIT for jobbing to dealers only in North- 
western States. We call on Hardware, Electric 
Appliance and Feed Stores mostly; some Depart 
ment and Chains. Give full information. Address 


Box L-516, care of Harpware Ace, 100 East 
42nd St., New York 17, N. Y. 
ATTENTION MANUFACTURERS. _ DIS- 


TRIBUTOR FOR GEORGIA AND FLORIDA 
WANTS ADDITIONAL LINES of major and 
small appliances. Well established, reliable and 
aggressive. Travels four men throughout this 
territory. Will buy major appliances in carloads. 
Submit full information with prices and photo- 
graphs. Address Box L-484, care of Harpware 
Ace, 100 East 42nd St., New York 17, N. Y. 





MANUFACTURERS AGENT DESIRES 
LINE OF Hardware and Tools. Hardware Spe- 
cialty Items, for Twin City, Minnesota, Iowa; 
Wisconsin; North and South Dakota Territory. 
Contacting Lumber and Hardware Jobbers, also 
Contract Hardware Jobbers. 20 years experience 
Builders Hardware Sales. Address Box L-524, 
care of Harpware Ace, 100 East 42nd St., New 
York 17, N. Y. 





ESTABLISHED MANUFACTURER’S REPRESEN- 
TATIVE, CALLING ON HARDWARE AND ALLIED 
JOBBERS WITHIN A 500 MILE RADIUS OF 
CHICAGO, IS INTERESTED IN ADDING TOP 
QUALITY LINES TO THOSE NOW CARRIED. 
TERRITORY COVERED BY CAR; GIVING PER- 
SONAL ATTENTION TO LINES REPRESENTED, 


Address R. E. NEREIM 
709 S$. Cicero Ave., Chicago 44, Ill. 














LINES WANTED 

4 MEN COVERING UPPER MID-WEST STATES 
Manufacturer’s Representative can use One or 
Two Top Notch Lines for Hardware Jobbers. 
We occupy 10.000 square feet including display 
room. Will share same if necessary to reliable 
company for warehousing, etc. 

VIKING SUPPLY CO. 

1305 Glenwood Ave. Minneapolis 5, Minn. 














NATIONAL DISTRIBUTORS 
ANCO CORPORATION, Pittsburgh 22, Pa. 
Branch Offices 
Sew York - Philadelphia - Detroit - Cieveland - Louisville 


Covering all classes of jobbers. We will carry the 
secounts or you can bill direct. 


Write for further information end references. 

















WANTED 


BUILDERS HARDWARE LINE 


By Manufacturers Agent with Office and Display in 
Chicago Merchandise Mart. Very close relations with 
leading Chicago Builders and Insurance Companies, 
ete. Direct Factory Representation only. Line must 
be established and represent at least $50,000 to 
$100,000 Sales Potential to Jobbers, Mail Order 


Houses, etc. in Illinois, Indiana, Michigan and Ohio. 


WANTED BUILDING MATERIAL AND 
BUILDER’S SUPPLY ITEMS for selling direct 
to Builders and Contractors in the Minneapolis- 
St. Paul Area. Direct manufacturers lines only. 
Address Box L-522, care of Harpware AGE, 100 
East 42nd St., New York 17, N. Y. 


ALERT, EXPERIENCED MANUFACTUR- 
ER’S REPRESENTATIVE DESIRES A 
STRONG, OUTSTANDING LINE for the New 





England territory in the hardware, paint, house- 
wares, or automotive field. Seeking a permanent 
affiliation. Have an exceptionally fine following 
among wholesalers, chains, and major dealers. 
Reside within the territory, have an excellent 
sales record, and can be relied upon for efficient, 
intelligent representation. Address Box L-517, 
care of Harpware AGE, 100 East 42nd St., New 
York 17, N. Y. 





| Positions Wanted | 





SALES ENGINEER—26 YEARS’ EXPERI. 
ENCE in Foods, Hardware and Builders Sup 
plies, desires change. Familiar with office methods, 
stock control and personnel supervision. Available 








at once for inside or outside sales promotion 


| Address Box L-507, care of Harpwarg Ace, 100 
| East 42nd St., New York 17, N. Y. 





POSITION WANTED. SALESMAN, WELL 
KNOWN BY RETAIL LUMBER YARD AND 
HARDWARE DEALERS in Eastern New York 
State including Long Island seeks good line for 
this trade. Has good car. Has Knowledge of 
builders hardware. Address Box L-520, care of 
Harpware AcE, 100 East 42nd St., New York 


| 17, N. Y, 





POSITION WANTED AS SALESMAN Cen- 
tral New York State Area Good Line of household 
appliances, or as dealer salesman (exclusive) same 
area or larger with good line of farm, garden, or 
lawn appliances or equipment, Address Box L-537, 
care of HarpwarE Ace, 100 East 42nd St., New 
York 27, X. Y. 





SALESMAN—NINE YEARS EXPERIENCE. 
Five years calling on Jobbers, Chains and De- 
partment Stores. Desires connection with manu- 
facturer. Acquainted with automotive, hardware, 
housewares and paint jobbers; department stores 
and chains, in Eastern Pennsylvania, South Jersey 
and Delaware. Available November Ist. Write 
Sox L-519, care of Harpware AcE, 100 East 
42nd St., New York 17, N. Y 





POSITION WANTED AS BUYER OR AS. 
SISTANT TO BUSY EXECUTIVE, 15 years’ 
experience with wholesale jobber in New York 
Area. Experienced in purchasing builders and 
cabinet hardware, shelf, tools, mill supplies, elec- 
trical and housewares. Married, 38 years old. 
Clean cut, versatile. Can locate anywhere. De- 
sires to locate with large wholesalers or chain 


buyers. References exchanged. Address Box 
L-498, care of Harpware Acg, 100 East 42nd 
St., New York 17, N. Y. 

SITUATION WANTED. REPRESENTA 
TIVE. WILL REPRESENT YOUR COM. 


PANY exclusive in the Philadelphia, Pa, Area 
Territory must be protected, remuneration on ex- 
penses, salary and commission basis. Charles 











Address Box L-486, care of HARDWARE AGE 
100 East 42nd Street, We 


New York 17, N 








262 





Myers, 1218-A Dermond Road, Drexel Hill, Pa 











RETAIL HARDWARE, PAINTS, PLUMB. 
ING SUPPLIES, NEW AND USED FURNI- 
TURE. One of the largest small town hardware 
stores in excellent farming district in Michigan 
having Gibson, Admiral, Duo Therm, 
Blackstone and Hoover franchises. Includes 46 x 
80 and 20 x 80 buildings with desirable living 
quarters above, large warehouse and _ lots 
Priced to sell. Doing large volume of business 
Books open for inspection. Address Box L-536, 
care of Harpware Ace, 100 East 42nd St 
New York 17, N. Y. 





HARDWARE MANUFACTURERS — DOU. 
BLE YOUR BUSINESS. Sell through auto ac- 
cessory chain stores. The fastest growing hard 
goods distributors. Our specialized organization 
has a long connection with this field. We will 
sell, and finance or advertise if desired. Your 
brand or private brand. Investigate in confidence 
without obligation. Address Box L-527, care of 
Harpware Acz, 100 East 42nd St., New York 17 
BD. we 





FOR SALE: HARDWARE AND FURNI. 
TURE STOCK in a thriving Louisiana town of 
10,000. Produce and dairy center. Clean stock 
Business established in 1920. Many franchises 
2-story brick building 50 x 100 with additional 
warehouse in rear 50 x 50. Will give long lease 
or building can be bought. Must be seen to be 
appreciated. Price: $55,000.00. Owners, father 
and son, recently deceased. Address Box 1-532, 
care of HARDWARE AcE, 100 East 42nd St., New 
York 17, N. Y. 








LIMITED SUPPLY OF THE FOLLOWING 
PRODUCTS AVAILABLE:— 
CHROME-PLATED STEEL 
CHROME-PLATED ZINC e 
In original factory colls—in thicknesses from .008 
to .031”—In widths from 1 9/32” to 24” 
Can also be slit to your requirements. 
Also—No. 10 Gav. Steet Wire Dressep 
12 Fr. LencTHs “ 
ox L-523, eare HARDWARE AGE 
Ado East 42nd St., New York 17, N. Y. 














SURPLUS TOOLS AND HARDWARE 
AT BARGAIN PRICES 


SOLD IN SMALL OR LARGE QUANTITIES— 
WRITE TO 

MAC WINNIG . 
153 FRANKLIN ST. NEW YORK 13,_N. Y. 
FOR SURPLUS LIST—OR CALL BE 3-7354-5 














WE WILL PURCHASE FOR CASH 
COMPLETE STOCKS & EQUIPMENT OF 
HARDWARE, HOUSEWARES, PAINT STORES, 
BUILDING MATERIAL & PLUMBING SUPPLY 
HOUSES 
Write Us What You Have To Offer 
MILTON SUPPLY COMPANY 


U. S. ROUTE #1 OXFORD, PA. 
No Stock Too Large Or Too Small. 

















Buy Savings Bonds 
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Simplify Your Stock Taking with the 





HARDWARE AGE WHITE INVENTORY SHEETS 


Actual size of sheets 93 by 12 inches over all; writing area 
8'/p by I1'/2 inches. Sheets printed on both sides of white 
paper, with 28 entry lines on each side. PRICE $1 for 200 
sheets (400 pages) plus 25¢ mailing charge. 







































































You can make your annual inventory taking an easier, surer 
job by using the HARDWARE ACE WHITE INVENTORY 
SHEETS which 1,000 leading retail hardware dealers helped 
us design. 


From the many suggestions received this sheet was designed 
to sell at a new low price—200 sheets for only $1, plus a 
25¢ mailing charge. As these sheets are printed on both sides 
of good white bond paper, this means you really get 400 pages 
of inventory record sheets. Each side of the sheet has room 
for 28 items. Your $1.25 investment provides inventory space 
for 11,200 items. 


During the past years, thousands of retail hardware dealers 
and wholesalers have used millions of HARDWARE AGE 
Inventory Sheets because they found them simple, convenient 


and handy to use. The WHITE INVENTORY SHEETS are 























the best ever—they are even more simple, more convenient and 
easier to use. Our entire effort was directed toward making 
your annual inventory taking an easier and surer undertaking. 


These WHITE INVENTORY, SHEETS will fit the HARD- 
WARE ACE Inventory Sheet Binders which are used by thou- 
sands of dealers who reorder their Inventory Sheets from us 
year in and year out. 


Due to the exceptional low price at which these sheets are 
sold and which applies to the United Stutes and its possessions 
only, please have your money order or check accompany your 
order. 


Make your inventory taking this year easier and surer with 
these WHITE INVENTORY SHEETS. Use the coupon below 
to order your supply today, 


wee ene nweweweennneneeeeeeneeeesUSE THIS COUPON ....W Wee cece cence nnnccecne 


HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 


Gentlemen: 


Here is my $ Please send me... 


charge). Also send me. 





a ae 








NOVEMBER 6, 1947 


FIRM NAME 


-hundred white HARDWARE ACE Inventory Sheets (200 for $1.00 plus 25¢ mailing 


Binders (50¢ each). Send these to me by return mail. 





CITY ale’ STATE 


















































OVER 88 YEARS’ EXPERIENCE 


PRIEST'S 
CLIPPERS 


Triple plate — copper, 
nickel, chromium finish. 
Ball bearing, easy action. 
Over 80 years’ experience. 
ASE YOUR JOBBER 


AMERICAN SHEARER MFG. CO. 


NASHUA, NEW HAMPSHIRE, U.S.A. 





















A new, fast-selling item 


SEARLE-CRAFTS 
FINISHING FILE 
A practical finishing file for hobbyist 
or fessional += worker. Readily 
Suepfob! le to any grit of garnet or 
emery cloth. Retails at 89¢. 
Packed [2 In an attractive display 
box, with 12 extra refillers. Assort- 
ment for metal or wood use, or both. 
Sold through manufacturer's repre- 
sentatives. 


SEARLE-CRAFTS . 


ST. PAUL 5, MINN. 


































nothing like this ever. before! 












‘for NEW PROFITS / 
NEW PRODUCT- 
NEW IDEA- 

Send Fore - . 
COMPLETE PACKAGE 
HANDY HAND CLEANER 


no soap or water needed 
- for motorists, office- 
workers, hobbyists. weber 


haud cleaner uth 
dispenser Cafe aad 


fawels / 
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SAN LEANDRO, CALIFORNIA, and CHICAGO 


Genuine NYOMES °f SILENCE 
SLIDE SILENTLY - SOFTLY - SMOOTHLY 


SAVE FURNITURE 
NN & FLCORS-CREATE QUIET 


2 = 





a “Soy 
¢ SET-15¢ SET-10c SE 


Noiseless, 


chairs and all furniture 


Ask your Jobber. If he is not supplied write fo 


DOMES of SILENCE, Inc., 35 Pear! St. N.Y. C. 
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Sand's Level & Tool Co. ........ 256 
Save Lamp Co., The ....... ooo aan 
Schalk Chemical Co. . . 181 
Searle-Crafts ..... . 264 
Shaw Mfg. Co . 204 
Sheffield Bronze Pai . 1 
Shelby Spring Hinge Co. . 224 
Shell Chemical Corp. ............ 186 
Shelton Plane & Tooi Mfg. Co. .. % 
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Ster Heel Plate Co. .. ....cccee - 255 
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Star-Lite Battery Co., Inc. ....... 244 
Stelray Metal Products, Inc. .... 251 
Stewart Iron-Works Co., Inc. .... 242 
Stronghold Screw Products, Inc. .. 138 
Super Products Co., Inc. ........ 160 
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Superior Fastener Corp. .. pee 





Superior Mfg. pa pen vee 
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Sylvania Electric Products, Inc. .. 93 


Telechron Inc. 
ee | ee 203 
Templeton, Kenly & Co. .......... 232 
Tennessee Valley Marketers, Inc. .. 225 
Thonipson & Son Co. Henry G. .. 253 
Toastmaster Products Division ... 9 


Trilmont Products Co. ....... aosw San 
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Watkins Co., 
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Western Tool & Mfg. Co. ........ 140 
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“2 eee 58-59 
Wheeling Corrugating Ce. ccccce 61 
White Machine Works 
Whitlock Corp. .........- 
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@ Holsters, shell cases, cartridge 
belts, and other Lawrence saddle 





SEND leather sporting goods are profit 
FOR CATALOG producers. Made in the West since 
python 1857. Nationally advertised in lead- 


LAWRENCE 


LEATHER LINE ing outdoor magazines. Dealerships 


available. Write for information. 


+ 
SELL THE 
EST. 1857 
SADDLE LEATHER LINE 
THE GEORGE LAWRENCE CO. PORTLAND 4, OREGON 
7 








The Tuffy Tumbler Really “Tumbles” 





8200 HARVARD AVE. 


A colorful, fascinating 
combination of two toys in 
one. A vivid “Floater” ex- 
citingly tumbles when the 
aluminum carriage is 
pulled. White spiral on 3” 
shellacked wooden wheels 
increases speed effect when 
in motion. In 2-color box 
6%” x 4%” x84”. Packed 
3 doz. in carton. Shipping 
weight 29 Ibs. Sells like 
sixty. Write— 


TUFFY TOYS 


CLEVELAND 5, OHIO 






























Made from ome brass or steel. 
Won't bend, br 
apart in the Barrei. Rigid as 
one-piece rods. Clean ever. 
part of the bore. Complete wit 
oats and slotted 


cleaners. 


Made from solid brass or 

— Fe @ swivel end.Com 
jer- aring swive 

binationjagged and slotted tip. You never make a mistake, but always a 

coesonss or all standard profit when you sell Marble’s Products. 

cleaners. 


Marble Arms & Mfg. Co. 540 Deita Avenue, Gladstone, Michigan 





















MARBLES: JOINTED RIFLE RODS 












© all standard 


ONE-PIECE RODS 
MARBLES for Rifles and Revolvers 
wood handle and 


(A-228) 
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Bores at Any 


Angle... 


FORSTNER eger 


FORMERLY MADE BY THE PROGRESSIVE MFG. CO. 


Cuts Any Arc of a Circle 


Pattern - makers, woodworking plants, furniture manufacturers and 
home craftsmen all need this bit that will bore where conventional 
bits cannot be used. Because the Forstner Bit is guided by its circular 
rim, it can bore any arc of a circle, it can be guided in any direction 
without regard to grain or knots, it can bore at an acute 
angle. It leaves a true polished surface. It is furnished in 
hand brace shanks, from 4” to 2”, and in machine shanks 
from %4”" to 3”. Show this bit to your trade. 








The Home of Expansive Bits 
One Takes the Place of Many Other Bits 


The Connecticut Valley Mfg. Co. 


CENTERBROOK, CONN. 


Kennadrills have cutting tips of Kenna- 
metal cemented carbide—the metal that 
is far harder and more durable than tool 
steel. No starting punch needed—Kenna- 
metal tip takes hold readily, drills fast, 
retains sharp edge under heat and abra- 
sion of cutting. Design assures clean, 
accurate drilling in all types of masonry. 
Can be used in any rotary electric drill. Avail: 
able in sizes for deling pples yy", 4%", 

1s ign es 8 plea yh ie 
and 144". 






Distributors Wanted 
KENNAMETAL Duc., LATROBE, PA. 


KENNADBILLS 


DRILL MASONRY FASTER, CHEAPER, EASIER 


266 


















Sales of 


Mi AMB tunces 
| HINGES 


NU JAMB 
Double-Acting 
Spring Hinge 


Builder Preference Boosts 











NO hanging strip is re- 
quired when NU JAMB is 
installed. This means fast- 
er, easier application — 
more solid support—avoids 
the ‘'give'’ of the old hang- 
ing strip. Makes a more 
modern, attractive instal- 
lation and longer-lasting, 
smoother swinging that 
means assured satisfaction 
from owners. 


Ask your hardware jobber for Mil- 
waukee NU JAMB Spring Hinges, 
either single or double-acting — 
and other Milwaukee Quality 
Builders Hardware. 


MILWAUKEE STAMPING COMPANY 


8428 South 72nd Street, MILWAUKEE 14, WISCONSIN 








SHIM STOCK 


BRASS OR STEEL 


Single rolls 6”x100” each, 
600 sq. inches to the car- 
ton. All popular thick- 
nesses. Cellophane 
wrapped—moisture-proof 





WRITE FOR 
COMPLETE INFORMATION 


ASSORTED SHIM STOCK 















BRASS — STEEL 





Contains an assortment in most 
popular sizes of Precision Brand 
Shim Stock. 4 separate thick- 
nesses 6x50” each. Total 1200 
square inches. Put up in easel 
type display dispensers cello- 
phane wrapped. 





PACKAGE GOODS DIVISION 


PRECISION 





WAREHOUSE, INC. 


4409-25 W. KINZIE STREET * CHICAGO 24 





HARDWARE AGE 
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MEANS YEAR ‘ROUND PROFITS FOR STARLINE DEALERS 


Milk goes to market every day. Milk checks to the dairy farmer are ° 
equally regular. He is a good cash customer. He can buy what he 
wants. He can pay for it, too. 


Sky high prices for feed and farm labor emphasize the need of 
Starline equipment because it saves both. Starline dealers 
everywhere are cashing in on the demand for Stalls, 
Stanchions, Water Bowls, Ventilators, Hay and Litter Carriers, 
Door Hangers and other Barn Equipment. 


The Starline dealership takes on even greater value as 
Starline production continues to increase. 





TODAY’S OUTSTANDING BARN EQUIPMENT FEATURES 
Originated, Patented aud Perfected 


ESTABLISHED 1883 


ALBANY, N. Y. 











Kerosene Ra ges 
BOSS KEROSENE RANGES have far more than 


sparkling Style and lustrous Beauty. In addition to Exclusive Utility 

Features the BOSS has a remarkable performance dependability. 

Visible baking promotes perfect results ...makes cooking a real ; BOSS 
pleasure. BOSS Fool-proof Burners are SAFE ... and provide fast, 

flexible, economical heat . .. clean . . . odorless . . . sootless. OVENS 
From every viewpoint— BOSS is the BUY. Ask for demonstration. 

Remember Boss ... See Boss... Buy Boss 
THE HUENEFELD CO, CINCINNATI 25, OHIO 
Citablahed 75 Years yo ; 


BOSS RANGES - STOVES - OVENS - HEATERS 








See the above Ad... 


in the leading 
women $ magazines 
and farm journals, 
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